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In Depth — Is it time 
for IBM to get it to- 
gether? Page 97. 


Product Spotlight — 
Tough times call for 
sophisticated perfor- 
mance management 
strategies. Page 81. 





Desperately seeking 
growth, Hewlett-Packard 
unveiled a major reorgani- 
zation that raises questions 
about the future of CEO 
John Young, who will now 
share his post. Page 133. 


Facing financial woes, 
Unisys goes open with plans 
to adapt its proprietary 
systems to Unix and non- 
proprietary networking 
standards. Page 6. 


Printer wars? Xerox 
changes its printer profile 
with a high-priced multi- 
function machine as IBM re- 
places its 15-year-old 
printing system. Page 133. 


Aa ada ety 


of MVS performance 

monitors, Omegamon users gave 
the product the highest score for 
isolating bottlenecks. However. 
The Monitor topped the overall 
ratings 


See Buyers’ Scorecard, page 90 


Product hTaol 3 


Response base 
50 users per product 


Candle Corp.’s 


Omegamon 
| 


Landmark Systems 
Corp.’s The Monitor 


Boole and Babbage, 
Inc.’s Resolve Plus 
IBM’s 

RMF Monitor 2 


CW Chart: Doreen St. John 
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Competitive advantage fleeting 


BY MICHAEL L. 
SULLIVAN-TRAINOR 
and JOSEPH MAGLITTA 
CW STAFF 


Is the notion of using information 
systems for competitive advan- 
tage dead? 

No way, according to a recent 
poll of top IS executives in Com- 
puterworld Premier 100 compa- 
nies. But in today’s business cli- 
mate, respondents said, you’re 
lucky to keep that advantage for 
more than 12 to 18 months. 

Overall, nearly three-quar- 
ters of IS executives in the Pre- 
mier 100, the annual survey of 
top technology users, said their 
organizations have implemented 
information systems during the 
last year solely to get ahead of 
the competition. ‘Companies 
are leapfrogging each other,” 
said Thomas Kiernan, president 
of AMR Corp.’s Sabre Computer 
Services Division. ‘Technology 


Competitive necessity 
The vast majority of IS executives 
in Premier 100 companies 
implemented systems to attain 
competitive advantages 


Did your company install 
systems for competitive 
advantage in the last 
twelve months? 


Number of respondents 
Base: 91 


CW Chart: Paul Mock 


gives companies the ability to 
catch up promptly.” 

With higher hopes pinned to 
technology, it is no surprise that 
53 of the Premier 100 IS execu- 


tives received increases in their 
1990 IS budgets. Most banks, 
chemical companies and petro- 
leum and financial services firms 
polled enjoyed budget increases: 
IS spending by banks and chemi- 
cal companies rose 8%, financial 
services 7.5% and petroleum 
firms 5%, based on medians for 
the groups. 

Firms in banking, financial 
services, manufacturing and 
aerospace were the biggest ad- 
vocates of using technology for 
competitive gain. More than 
three-quarters of the companies 
in each of those groups said they 
implemented ‘‘strategic” sys- 
tems during the past 12 months. 

One notable shift among re- 
spondents concerned the focus 
of strategic systems. In the past, 
external or customer applica- 
tions were presumed to be the 
best use of technology. Now, 
many say that the biggest 

Continued on page 4 





Price tag hindering slow-burning Notes 


BY PATRICIA KEEFE 
CW STAFF 


Lotus Development Corp. is still 
taking notes a year later when it 
comes to its most promising and 
most pricey offering, Notes 
— groupware communications 
software for creating and access- 
ing shared information using 
personal computers and local- 
and wide-area networks. 

With a few notable excep- 
tions, such as Manufacturers 
Hanover Trust Corp., Reuters 
International and Price Water- 
house, that are actively cheer- 
leading for the product, the bulk 
of the user community is taking 
its time studying Notes. 

Lotus said 39 accounts have 
purchased Notes, but the firm 
said it expects to have 100 by 
year’s end. 

Regardless, users and ana- 
lysts predicted sales might be 
higher if only Lotus would take a 
more flexible approach to pack- 
aging and price. 
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Some users claimed to suffer 
from sticker shock. The initial 
Notes investment is $62,500 
per 200 users; volume discounts 
are available. “My manage- 
ment’s attitude was that it was 
pretty steeply priced,” said Bri- 
an Illari, vice-president at Citi- 
bank NA. 

For other interested users, 
price is and is not an issue. On 
the one hand, IS managers are 


used to paying millions for main- 
frames and hundreds of thou- 
sands of dollars for related soft- 
ware. 

But there is a cultural and po- 
litical infrastructure that sup- 
ports that kind of purchase, one 
unprecedented at the desktop. 
“The work group is traditionally 
headed up by an individual with- 
out the budget Lotus is asking 

Continued on page 132 
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New VAXs 
to pack big 
power surge 


Memory needs could 
cause sticker shock 


BY MARYFRAN JOHNSON 
CW STAFF 


In a significant departure from 
previous upgrades within its 
VAX 6000 minicomputer line, 
Digital Equipment Corp. will an- 
nounce new models during the 
week of Oct. 22 that will require 
128M-byte memory boards and 
a revamped backplane to drive 
vastly improved performance. 

DEC will also be busy later 
this month with a slew of an- 
nouncements (see story page 8), 
including the Oct. 16 unveiling of 
a six-processor minicomputer 
based on Intel Corp.’s 1486 chip 
and running The Santa Cruz Op- 
eration’s SCO MPX Unix. 

The VAX 6000 Model 500s, 
40% to 50% more powerful than 
the present top-of-the-line min- 
is, “will be sharply more expen- 
sive than previous upgrades,” 
said Chris Christiansen, an ana- 
lyst at Meta Group, Inc. in West- 
port, Conn. 

They will also require the 
newest version of the operating 
system, VMS 5.4, several cus- 
tomers and analysts confirmed. 

“This upgrade will require 
major changes. The [Model 
500s] are nothing like the 6300s 

Continued on page 8 





Lack of Unix unity blurs RISC future 


BY J. A. SAVAGE 
CW STAFF 


Reduced instruction set com- 
puting systems in the 1980s 
have been rather like Japanese 
sports cars — fast, inexpen- 
sive and, from the exterior, of- 
ten indistinguishable. 

In the 1990s, RISC will be 
even faster and less expensive. 
RISC products will span the 
range from compact in the 
high-end personal computer 
range to Cadillac in the main- 
frame range. By the mid- 
1990s, several RISC engines 
will be tied together in one 
computer, revving the power 
up to that of next year’s high- 


est-end mainframes. 

Whiie all that price/perfor- 
mance is appealing, the prom- 
ise of open systems — in 
which a user could 
pick an engine from 
one dealer, peri- 
pherals from anoth- 
er, interior from a 
third and make it all 
go — is still years 
away. 

With one exception, all ven- 
dors’ RISC architectures use a 
Unix operating system. But 
RISC vendors, despite all their 
lip service about open sys- 
tems, cannot agree on one ver- 
sion of Unix. While they all said 
they will follow a standard 


e& 


whenever it is issued, most ap- 
pear resistant to homogeniza- 
tion of their applications to 
make them portable across 
hardware, as they 
have sunk many en- 
gineering hours into 
tuning Unix for 
their particular 
RISC architecture. 
For instance, Mi- 
chael Mahon, man- 
ager of processor architec- 
tures at Hewlett-Packard Co., 
said that in the future, soft- 
ware will be developed neutral 
to the vendors’ architecture 
and will be recompiled on- 
site to fit the particular 
Continued on page 131 








NEWS 


4 Everex Systems is 
planning to pull an 1486-based 
machine running at 50-MHz 
out of its hat at Comdex/Fall, 
beating Intel by a hare. 


6 Wanting the best of both 
systems architectures, Un- 
isys introduces an integra- 
tion plan that makes the most 
of open and proprietary sys- 
tems. 


7 Analysts are predicting 
that Intel’s 386SL chip and 
Flash Memory Card will cut 
it a generous wedge of the 
laptop industry pie. 


7 Apple puts its money 
where its bite is with an ag- 
gressive campaign to prove 
that the Macintosh is indeed 
affordable and easy to net- 
work. 


10 CD-ROM technology 
has come a long way — but 
not far enough, users at CD- 
ROM Expo said. 


12 Vendors concerned 
about easing MCA communi- 
cations between IBM and 
its licensees form a consor- 
tium with IBM’s blessing. 


14 As LANs gobble up 
more and more WAN band- 
width these days, Network 
General hopes its WAN 
Sniffer can ferret out the 
culprits. 


133 Xerox of all trades: Is 
it a scanner? A copier? A 
printer? Actually, it’s all 
three. 


IN THIS 


Quotable 


“I have the feeling 

they don’t have 
the power to do this 
with their cash prob- 
lems... they flat 
don’t have the man- 
power.” 


WOODY WOODWARD 
CALMAT CO. 


Reacting to Unisys’ strategy 
statements. See story page 6. 
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29 When DEC’s own 
president acknowledges that 
Ultrix is second-rate, it’s no 
wonder users opt to stick 
with Unix. 

31 The American Stock 
Exchange plays it inexpen- 
sive rather than safe, replac- 
ing its fault-tolerant machines 
with DEC systems. 
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43 Fair-weather users: Al- 
though pleased with Ashton- 
Tate’s latest Dbase ver- 
sion, users say they’re 
keeping their options open. 


NETWORKING 


59 Too much too soon: 
Vendors at Telecom ’90 had 
little to show in the way of 
OSI compliance. 
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67 The Sears 
Merchandise Group is 
updating its retail systems 
— and, hopefully, its market 
position. 
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105 With one foot 
formerly in the grave, 
Sequoia returns to health, 


thanks to CEO Gabriel Fusco. 
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81 The fine art of making 
do with the capacity you’ve 
got. 
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97 Compatibility among 
systems and architectures 
once made IBM great. Why 
it’s time for Big Blue to start 
offering binary compatibility 
again. By John Chisholm. 
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“T GUESS THERE'S A ‘USERS GROUP’ FOR JUST ABOUT EVERYONE THESE DAYS.” 


COMPUTERWORLD 


EXECUTIVE BRIEFING 


@ Competitive advantage for IS increas- 
ingly comes from re-engineering internal 
processes, say a majority of the 100 most ef- 
fective users of IS. Computerworld’s third 
annual ranking of the Premier 100 found 
that most companies still believe in strategic 
systems but are focusing on improving inter- 
nal functions and empowering users. They 
also believe the window for competitive ad- 
vantage is much more narrow than it used to 
be. Page 1 and supplement. 


@ The effectiveness of RISC architec- 
ture is hampered by the lack of common 
Unix standards among vendors. Despite daz- 
zling price/performance breakthroughs, sys- 
tems administration hassles are a big prob- 
lem for IS departments trying to make 
different versions of Unix consistent. IS 
hopes may rest on future software from Pa- 
triot Partners, the new IBM joint venture 
with Metaphor, to smooth out Unix differ- 
ences. Pages 1 and 131. 


@ Sears’ retail business 
was an IS pioneer in its in- 
dustry, but many of its lead- 
ing-edge systems have grown 
old. IS chief Robert Ferken- 
hoff is attempting to spur a 
corporate turnaround with a 
reorganized department and 
revamped applications. Page 
67. 


@ The federal govern- 
ment is about to move for- 
ward on a $1.9 billion effort 
to develop a_ high-power, 
high-speed computer net- 
work. The plan has been 
stalled by differences be- 
tween two rival Senate bills, 
but a compromise is reported- 
ly at hand. Page 8. 


@ Unisys unveiled its ar- 
chitecture plans for the 
’90s, exemplifying the fine 
line vendors are walking be- 
tween open and proprietary 
systems. Meanwhile, Unisys 
stock fell after Moody’s 
downgraded the firm’s debt 
and preferred stock. Page 6. 


@ 50-MHz PCs based on 
the Intel 1486 chip may 
appear as early as Comdex/ 
Fall. Everex and three other 
vendors are expected to dis- 
play systems running at 50 
MHz. Page 4. 


@ CD-ROM applications 
still have a way to go as 
mainstream business tools, 
attendees at CD-ROM Expo 
in Boston said. Too often, 
they added, applications are 
merely repackaged databases 
or books. Page 10. 


@ Short-term thinking in 
IS is preventing many com- 
panies from moving ahead 


with strategic technologies 
such as migration to OSI. 
Long-term, hard-to-quantify 
benefits are a very tough sell 
to top management, especial- 
ly in a time of recession 
threats and the Middle East 
crisis. Page 59. 


@ Performance manage- 
ment tools are becoming 
more popular for analyzing 
resource-intensive applica- 
tions, scheduling jobs effi- 
ciently and otherwise eking 
all the power out of current 
systems. Nonetheless, ex- 
perts say most large firms are 
just now getting into true ca- 
pacity management. Page 
81. 


@ On-site this week: A 
mainframe spreadsheet helps 
National Semiconductor co- 
ordinate manufacturing plans 
wiih sales results. Page 45. 
Cincinnati-based Gibson 
Greetings arms its account 
reps with PCs to give retail- 
ers information that can in- 
crease store sales. Page 47. 
The American Stock Ex- 
change scraps fault-tolerant 
systems for lower-cost DEC 
platforms. Page 31. A DG- 
based on-line system moni- 
tors air quality for Connecti- 
cut’s Department of Environ- 
mental Protection. Page 34. 
Lincoln National Insurance in 
Fort Wayne, Ind., gains office 
productivity with systems tai- 
lored to 70% of its workers 
— the mainstream users. 
Page 38. Community Mem- 
ory in Berkeley, Calif., runs 


>* an electronic ‘bulletin board 


for citizens to exchafige infor- 
mation on terminals in public 
places — including bars and 
Laundromats. Page 60. 
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How lo Turn Your Data 
| Center Into A Profit Center. 


Performance. 

It’s one of the toughest issues data 
center managers face in the 90s. How can 
they possibly define, deliver and manage 
the higher service levels organizations 
need to compete? 

The answer is CA-UNIPACK®/PMA. 
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CA-UNIPACK/PMA is the most comprehensive and 
productive performance management and 
accounting solution ever developed. 


CA-UNIPACK/PMAs Performance 
management facilities provide compre- 
hensive online performance monitoring 
and historical reporting. Expert system 
technology is used to enhance and perfect 
performance analysis. 

CA-UNIPACK/PMaA includes the most 
widely used resource accounting and 
chargeback facilities in the industry. It 
offers you consolidated reporting and 
accurate, timely invoicing. 

The Capacity Planning facilities utilize 
advanced analytic modeling. It 
summarizes and aggregates all perform- 
ance data and then applies expert system 
technology. This guides configuration 


: strategy best suited for the 
ANTES installation. 
And now, with our 
=A Computing Architecture For 
The90s,CA-UNIPACK/PMA 
CA's Computing Can deliver even higher 
eerie sll levels of integration and 
andenhences the provide total data center 
value of every CA automation by working 
software solution. coamlessly with other 
CA-UNIPACKS that automate Production, 
Storage, Security, and Data Center 
Administration. 
To find out how CA-UNIPACK/PMA 
can help you improve service levels and 
your company’s bottom line, call 1-800- 


645-3003. 
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NEWS 


Everex set to show 50-MHz PC 


"BY MICHA MICHAEL FITZGERALD _ FITZGERALD 
CW STAFF 


Even though Intel Corp.’s re- 
lease of its 50-MHz 1486 chip 
will not come until sometime in 
1991, power users may still find 
an 1486-based machine running 
at 50 MHz under the Christmas 
tree this year. 

Everex Systems, Inc. is one of 
at least four hardware vendors 
that are expected to display an 
1486-based machine running at 
50 MHz at Comdex/Fall ’90 in 
November, sources . said. 
Sources inside Everex con- 
firmed the report, although 
Everex had no official comment. 

The speed increase comes 
from a technology twist called 
Icecap, or integrated circuit en- 


vironmental control, made by 
Velox Computer Technology, 
Inc., a Santa Clara, Calif.-based 
start-up. Icecap uses solid-state 
technology to cool the chip down 
to zero degrees Celsius and keep 
it from overheating at the higher 
clock speeds. 

Mel Snyder, president of Ve- 
lox, confirmed that Everex has 
purchased several lots of Icecaps 
and said that other buyers in- 
clude IBM, Intel, Digital Equip- 
ment Corp., Compaq Computer 
Corp., Dell Computer Corp. and 
Commodore Business Machines, 
Inc., as well as a number of sys- 
tems integrators. He refused to 
confirm whether any of these 
vendors would display machines 
using Icecap at Comdex. 

Snyder said he expects ma- 


chines based on Icecap technol- 
ogy to make it to market before 
year’s end. Everex’s Stephen 
Dougherty, manager of perfor- 
mance testing at the Fremont, 
Calif.-based firm, said Everex 


Icecap cools chip to 0° Celsius 
to prevent overheating 





Competitive 
FROM PAGE 1 


payoff comes from deploying 
strategic systems inside the or- 
ganization. 

“Today the most strategic 
use for information technology is 
to improve internal processes,” 
said Linda George, director of 
corporate information services 
at Gencorp. “It’s a way for us to 
be more corporately effective.” 

A few examples follow: 

e Gencorp has taken steps to- 
ward re-engineering various 
cost centers in the firm with an 
eye toward leveraging informa- 
tion technology, she said. 

e At Paine Webber Group, IS has 
concentrated on simplifying and 
consolidating internal informa- 
tion feeds to traders, said Robert 
Benmosche, director of MIS. 

e MCI Communications Corp. 
reduced double planning and 
double billing and trimmed staff 
by two-thirds after integrating a 
network and data center opera- 
tions at an Ohio facility. 

eFMC Corp. finished the first 
phase of an IBM 3090-based 


procurement tracking system 
that will completely automate 
the firm’s purchasing. 

Once the technology is in 
place, executives said, advan- 
tage springs from maximizing it. 

“Anybody can buy the tech- 
nology,” said William Friel, ex- 
ecutive vice-president at The 
Prudential Insurance Co. of 
America. “‘Success comes from 
continually developing and im- 
proving user skill sets.” 

Technology provides a 
shorter window of advantage, 
and it keeps newcomers out of 
the business. 

Well-deployed _—_ technology 
poses “‘a very significant barrier 
to entry” for new firms in an in- 
dustry, said Anish Mathai, vice- 
president at Bankers Trust Co. 

The survey polled 92 of the 
100 most effective users of IS 
ranked in the 1990 Computer- 
world Premier 100. The annual 
ranking examines Fortune 500 
services and industrial firms and 
their IS operations (see special 
supplement with this issue). 

Respondents to the survey in- 
cluded 16 financial services 
firms, 12 aerospace firms, 11 


Re-engineering popularity 
Financial services organizations lead Premier 100 companies in 
re-engineering processes to reap the benefits of technology 


tC Did your company redesign or re-engineer business processes? 


banks, 10 utilities and nine firms 
each in chemicals, manufactur- 
ing and petroleum. Fewer than 
nine firms from the diversified 
services, industrial and automo- 


was not likely to be among them. 

“We've run the thing for 
weeks at a time, and it gives high 
performance, but we don’t have 
a way to absolutely confirm that 
it will be fine running at that 
speed,” Dougherty said. While 
the firm believes it unlikely that 
users would suffer problems 
such as incorrect calculations 
while using the device, he said, 
“until Intel has said it can oper- 
ate at that range of temperature, 
we don’t know for sure.” 

An Intel spokeswoman said 
that Intel was familiar with the 
Velox technology but was not 
working with the firm. She also 
warned that Intel considers it a 
bad idea to use chips in ways that 
have not been specified by Intel. 

Dougherty said that Everex 
was likely to use Icecap to help it 
design next-generation systems 
in advance of Intel’s delivery of 
faster chip prototypes. 


tive, food and pharmaceuticals, 
retail and transportation catego- 
ries were surveyed, so their re- 
sponses were not factored into 
the industry statistics. 


Premier concerns 


While Premier 100 firms share common concerns about re- 
maining competitive, each industry faces a different set of IS 
challenges and concerns. The following are brief summaries 


for each industry surveyed: 


Aerospace. The greatest challenge facing IS executives at 
top aerospace firms is technological change and integration. 
Defense budget cutbacks and competition run a close second. 
Banking. All 11 banking IS executives polled said their indus- 
try will become more competitive during the next year. Three- 
quarters also feel increased scrutiny from top management. 
Changing the size of IS is one solution being explored by 
many banks. Nine of the 11 banks surveyed said they merged 
or consolidated data centers during the past year. 
Chemicals. Acquiring and integrating the latest technology 
will be big concerns for chemical firms in 1991, according to 
the nine chemical companies among the Premier 100. 
Financial Services. When it comes to re-engineering busi- 
ness processes, financial firms are the most aggressive. All 16 
financial services executives said they have re-engineered 
business processes to take advantage of information technol- 


ogy over the past year. 


Manufacturing. Top IS executives in manufacturing agreed 
with peers in other industries that technological change and in- 
tegration are among the biggest challenges they face. 
Petroleum. The single greatest challenge facing their com- 
panies, petroleum executives said, is balancing domestic oil and 
gas exploration and production with the overseas market. 
They said the IS mission over the next year will be to improve 
Utilities. Chief concerns are the strategic use of IS as well as 
personnel issues such as hiring and training. 
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Readers may have been surprised to read that the youthful-looking 
Les Alberthal, chairman and chief executive officer of Electronic 
Data Systems Corp., has been at his company’s helm for 46 years 
{CW, Oct. 1]. In fact, Alberthal is 46 years old and has been EDS’ 
CEO since 1986. 
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(Base of 16 companies) 
(Base of 11 companies) 


(Base of 12 companies) In the chart accompanying the story “Bringing up ‘baby’ computers 
no small feat” [CW, Oct. 1], the sales projections were reversed for 
pocket and laptop computers. The correct numbers for laptops range 
from 1.5 million in 1989 to 2.8 million in 1993, while pocket or hand- 


held computers range from 80,000 to 3.1 million during that time 
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Unfortunate 
Best Is Yet To 


Oracle database software lets businesses take advantage of each new generation of low cost computing. 


Whatever types of computer a 
business buys today, there’s sure to be 
something significantly better and 
cheaper tomorrow. 

Yet companies continue to sink 
money into software that runs on 
only one kind of computer. Locking 
themselves out of newer, more cost- 
efficient computers. 

This trap is avoidable for most 
companies. All they need is the right 


~ anes computers 
in an average cost 
per MIP over $20 million. 


software. Software that works with 
virtually every computer and network. 
Present or future. 

Oracle has become the world’s largest 
database software company by pro- 
viding just that. Software that runs on 
virtually every type of mainframe, mini- 
computer, workstation and PC. 

And every time a newer, faster, 
more cost efficient computer has come 
along, Oracle has provided the database 


1968, minicomputers 
jowered the costs to a 


more accessable $3.7 
million per MiP. 


software not only to run on it, but allow 
it to share data with existing computers 
as well. 

Call 1-800-633-1071 Ext. 8113 for 
more information. 

Fortunately, you no longer have to 
predict the future to take advantage of it. 


ORACLE 


Software that runs on all your computers. 


By 1978, personal computers 
began appearing. Crude, but 


relatively affordable at 
$46,000 per MIP. 


1988. Microcomputers 
revolutionize business. 
Largely because the average 
cost per MIP dropped to 
under $1,300. 





BY ELLIS BOOKER 
CW STAFF 


NEW YORK — Walking a tight- 
rope between open and propri- 
etary architectures, Unisys 
Corp. outlined a plan last week 
for coordinating its disparate 
product lines and delivering the 
enterprisewide network com- 
puting it said customers will de- 
mand in the 1990s. 

The Unisys Architecture calls 
for integrating rather than aban- 
doning Unisys’ various propri- 
etary platforms. 

The “glue” in the architec- 
ture, which will connect differ- 
ent Unisys machines to one an- 
other as well as to systems from 
other computer makers, will be a 
combination of open and de facto 
industry standards, particularly 
network interfaces. Other key 
elements are Unisys’ own soft- 
ware tools, notably its third-gen- 
eration application program- 
ming interfaces and fourth- 
generation computer-aided soft- 
ware engineering offerings. 

Some observers said this 
mixed-bag approach to open- 
ness, providing access to a pro- 
prietary world through an open 
systems window, makes sense 
for Unisys, which lacks the clout 


NEWS 


Unisys to tie its lines together 


of IBM or Digital Equipment 
Corp. to set forth an architec- 
ture largely built on its own 
agenda. Unisys, they said, wants 
to balance its competing needs 
of protecting exist- 
ing customers’ in- 
vestments, joining 
the open systems 
wave and making 
new sales to custom- 
ers looking for multi- 
vendor solutions. 

Unisys Chief Ex- 
ecutive Officer 
James A. Unruh last 
week explicitly stat- 
ed the goal of pro- 
tecting the compa- 
ny’s current customers. 

“From our customers’ point 
of view,” he said, “[this architec- 
ture] helps them plan for the fu- 
ture, building on the systems and 
investments they have today.” 

Unruh also attempted to dis- 
tinguish the Unisys architecture 
from the enterprisewide com- 
puting schemes of its competi- 
tors. 

Unlike IBM’s Systems Appli- 
cation Architecture (SAA), he 
said, ‘‘we’re bringing standards 
to the proprietary systems...” 

“‘What’s new is they are say- 
ing they're going to make propri- 





Mcody’s casts dubious 
eye on Unisys fortunes 


BY ELLIS BOOKER 


CW STAFF 


Moody’s Investor Service down- 
graded its ratings on Unisys 
Corp.’s debt and preferred stock 
last week, saying the company’s 
“prospects for significant, sus- 
tainable profit are 
low.” 

The rating 
change, coming at a 
time when Unisys 
has been striving to 
reduce its debt, 
stung company offi- 
cials and caused Un- 
isys stock to lose 
nearly a quarter of 
its value last week. 

The event is the third major 
financial shock for Unisys in as 
many weeks. Two weeks ago, 
Unisys informed its investors 
that it would suspend its 25- 
cents-per-share quarterly divi- 
dend as part of an accelerated ef- 
fort to cut its debt. The company 
has repeatedly said that it wants 
to cut $600 million to $800 mil- 
lion of its debt this year and a 
similar amount next year. 

The company also said it an- 
ticipated a loss in the third quar- 
ter but a profit in the fourth 
quarter. This was not unexpect- 
ed. As early as April, Chief Exec- 
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utive Officer James Unruh was 
projecting that the company 
would probably see a slow third 
quarter but a gain in the fourth 
quarter. Ominously, Unisys offi- 
cials last week seemed to back 
away from earlier predictions 
that the company would be prof- 
itable for the year. 

In a_ scheduled, 
companywide video- 
conference last 
week, Unruh report- 
edly described the 
company’s condition 
as “bleak” but said it 
would pull through 
with additional belt- 
tightening. In an- 

swer to a question from the audi- 
ence, he said that massive layoffs 
were not planned. 

“We're disappointed with the 
rating change,” said a Unisys 
spokesman, who said the compa- 
ny feels it has made inroads 
against its debt load. 

Unisys stock was trading at 
3% points late last week, down 
from a March high of 17. Unisys, 
which said it expects sales of ap- 
proximately $10 billion this 
year, now has a market value of 
$580 million, a condition that 
some observers speculated 
might make the company ripe for 
acquisition. 


CEO Unruh keys on 
customer protection 





etary iron play in the open sys- 
tems environment,” said George 
Lindamood, Unisys watcher at 
Gartner Group, Inc. Neverthe- 
less, Lindamood said he was un- 
sure whether there 
are many differences 
in the capabilities of 
the Unisys, DEC and 
IBM architectures. 

John Rymer, se- 
nior editor of “Unix 
and the Office,” a 
monthly report from 
Seybold’s Office 
Computing Group in 
Boston, was more 
upbeat. 

“As an architec- 
ture, Unisys has actually done a 
pretty good job,” he said. “SAA 
doesn’t know about Unix, which 
is still in a separate world. With 
[the Unisys Architecture], Unix 


is part of the architecture.” 

Michael Goulde, vice-presi- 
dent of research at Boston-hased 
Open Systems Advisors, Inc., 
said the commitment to X/Open 
standards and a common applica- 
tions environment “could be a 
strong selling point, particularly 
in Europe.” 

However, Goulde noted that 
enhancements on top of stan- 
dard platforms, particularly in 
the case of software applica- 
tions, are vital for winning cus- 
tomers. 

However, at least one of 
those customers said he felt the 
new architecture had: come too 
late and doubted that financially 
strapped Unisys would be able to 
afford the initiative. 

“The new architecture is 
fine,”’ said Woody Woodward, di- 
rector of information systems at 
Calmat Co., a mining concern in 
Los Angeles. “But I have the 
feeling they don’t have the pow- 
er to do this with their cash prob- 


lems . . . they flat don’t have the 
manpower.” 

Indeed, Calmat, a Unisys V 
series and A series user, has al- 
ready begun hunting for a new 
software provider and is enter- 
taining the idea of moving off the 
Unisys platforms entirely. 

Jerry Weinstein, director of 
corporate MIS at General In- 
strument Corp. in Lyndhurst, 
N.J., said that he and many of his 
counterparts in the Unisys user 
committee are very concerned 
about the company’s financial 
statements and that the phrase 
“ripe for acquisition” comes up 
frequently. 

However, other customers 
said they believe Unisys will see 
its way out of its financial trou- 
bles. “The financial [difficulties] 
are short term,” said George 
Germann, national director of 
MIS at Ernst & Young in Lynd- 
hurst, N.J., who noted that Un- 
isys is not alone among strug- 
gling U.S. computer vendors. 





22.00, A series get systems refresher 


BY ELLIS BOOKER 
CW STAFF 


Some tangible pieces of Unisys 
Corp.’s new architecture were 
announced last week, starting 
with new versions of the operat- 
ing systems for its A series and 
2200 series mainframes. Both 
systems will include components 
of the Open Systems Intercon- 
nect (OSI) model. 

Unisys also expanded the 
reach of its development envi- 
ronments — key parts of its 
cross-platform integration strat- 
egy — by announcing that its 
fourth-generation languages 
(4GL), Mapper and Ally, will be 
available on AT&T 3B2 and 
NCR Corp. Tower systems. 

Earlier this year, Unisys an- 
nounced a port of both 4GLs to 
Sun Microsystems, Inc. Scalable 
Processor Architecture plat- 
forms. The company’s develop- 
ment systems — Ally, Mapper 
and Linc — will be condensed 
into one environment in 1991, 
officials said last week. 


More open than ever 
Some of the most aggressive 
commitments to open standards 
are part of the networking sec- 
tor of the five-component Unisys 
architecture. For network trans- 
port, for instance, Unisys said it 
will use Fiber Distributed Data 
Interface, backbone T3/Synch- 
ronous Optical Networks for 
voice, image, voice and data inte- 
gration and broadband Integrat- 
ed Services Digital Networks for 
voice and data integration. 
Likewise, for network man- 
agement, Unisys said communi- 
cations within its Systems Man- 
agement Service (SMS) will use 
the OSI reference model and 
rely on the OSI Common Man- 
agement Information Protocol. 
This means that SMS will sup- 
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port third-party, OSI-compliant 
network management products 
such as AT&T’s Accumaster In- 
tegrator, Unisys said. 

Unisys also said it plans to 
demonstrate distributed com- 
puting using Mapper at this 
week’s Interop ’90 conference in 
San Jose, Calif. 

For the end-user interface 
component of the architecture, 
Unisys rallied behind Microsoft 
Corp.’s and IBM’s OS/2 Presen- 
tation Manager, although it said 
its end-user interface will also in- 
clude drivers for Motif, Micro- 
soft’s Windows, X Window Sys- 
tem and future windowing 


graphical user interfaces. The 
application programming inter- 
face will use the X/Open Porta- 
bility Guide for high-level lan- 
guages, data management, 
operating systems, networking 
and data communications and 
user interfaces. 

John Rymer, editor of “Unix 
and the Office,” a report from 
Seybold’s Office Computing 
Group in Boston, said the archi- 
tecture’s support for multiven- 
dor environments and its push 
for open standards reflects ““Un- 
isys’ awareness that they have to 
take the crumbs off the table and 
rebuild their business.” 


Tiered structure 


he Unisys architecture will cover three tiers of hard- 
ware: workstations/work groups, servers and infor- 
mation hubs. The hub, represented by the Unisys A 
series and 1100/2200 series mainframes, are the top 
of the hierarchy and are clearly positioned for on-line 
transaction processing and other processor-intensive, mission- 


The architecture is composed of five sets of services: Sys- 
tems Connectivity Services (SCS), Distributed Systems Ser- 
vices (DSS), Information Management Services (IMS), Appli- 
cations and Information Services (A&IS) and Systems 
Management Services (SMS). SCS and DSS are the network- 
ing subsystem of the architecture; IMS and A&IS are the appli- 
cations subsystem, and SMS is the management and repository 


subsystem. 


Within each service are three “classes” of capabilities, 
prietary methods pushed by Unisys or its competitors. 

The “open” class includes, for example, the OSI model for 
networking and the X Window System model for user inter- 
faces. The “‘premium”’ class includes both Unisys proprietary 
Products like its Mapper and Ally fourth-generation languages 
or “value-added” extensions to the open system capabilities. 
The “complementary” class includes non-Unisys de facto stan- 
dards such as IBM’s Systems Network Architecture that will 
be supported by the architecture in order to connect Unisys 
hardware or software in multivendor settings. 
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Intel chip, card aim at portable PCs 


BY JIM NASH 
and MICHAEL FITZGERALD 
CW STAFF 


Intel Corp. this week is expected to unveil 
both its 80386SL chip and its first memo- 
ry card. The personal computer compo- 
nents will have an almost immediate im- 
pact on portable and perhaps even 
desktop computers. 

Sources close to the company have 
said the 386SL will have the same power- 
management capabilities currently avail- 
able only in twin chip sets, at a price below 
Intel’s 80386SX chip. It is expected to be 
announced Oct. 15 but could be unveiled 


Apple boasts 
of Mac attack 


BY JIM NASH 
and JAMES DALY 
CW STAFF 


Apple Computer, Inc. executives last 
week outlined an aggressive five-year 
battle plan with which they hope to recap- 
ture the firm’s eroding market share. 

The Cupertino, Calif.-based company 

plans to start the offensive next Monday 
with the introduction of three new sys- 
tems, including a long-awaited entry-level 
model — the Macintosh Classic — listing 
for $999. The product launch will be fol- 
lowed up with a $40 million advertising 
campaign. 
Since 1987, Apple has seen its portion 
of the personal computer market slip 
from nearly 15% to just 10%, according 
to Dataquest, Inc., a San Jose, Calif.- 
based research firm. 

Apple Chairman John Sculley said no 
sacred cows will be spared in order to re- 
store the company to its former glory. 
“We’re going to make some significant 
changes,” Sculley said. 

The first tradition to fall may be Ap- 
ple’s gross profit margin, which has been 
among the highest in the industry. Last 
year, its profit margin was 54%. Sculley 
said Apple will accept smaller profit mar- 
gins as long as it gains market share. 

However, analyst Bruce Lupatkin at 
Hambrecht & Quist, Inc. in San Francisco 
said he expects to see margins drop no 
more than “a couple of percentage 
points” during the next few quarters. 

Some analysts warned that Apple’s 
foreseen turnaround may be beyond its 
grasp. “You can’t lose market share over 
a sustained period and then suddenly dig it 
up overnight,” said Charles Rothchild, an 
analyst at the Jersey City, N.J., offices of 
Pershing & Co. 

Apple has also become mired in a se- 
ries of internal reorganizations, executive 
resignations and shifting marketing strat- 
egies during the past few years. 

Both Sculley and Chief Operating Offi- 
cer Michael Spindler said the company is 
considering moves never before taken at 
Apple, including the licensing of its tech- 
nology to other firms. Although neither 
executive would comment on reports that 
Apple is working with Sony Corp. for this 
purpose, Spindler said that Apple’s rela- 
tionship with the Japanese electronics gi- 
ant is “intensifying.” 
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as early as today, when Intel will intro- 
duce its Flash Memory Card. The cardisa 
solid-state replacement for floppy disks. 

The announcements could put Intel in 
a solid leadership position in the laptop 
and smaller computer market, the fastest 
growing piece of the PC pie. 

As described by one analyst, who 
asked to remain anonymous, the 386SL is 
a low-power 386 chip designed for the 
laptop, operating at anywhere from one 
watt to an undisclosed full-power setting 
with numerous sleep modes. 

Other sources, both in and outside In- 
tel, have confirmed that it will feature a 
386 microprocessor kernel, a small cache 


Maximize the Efficiency of Your Tape Li 


memory, a cache memory controller chip 
and peripheral logic chips. Contrary to 
previous media reports, the chip will not 
sport a 80387SX math coprocessor or an 
IBM Video Graphics Array-compatible 
graphics chip, according to a company 
source who requested anonymity. 
Gathering microprocessors off a com- 
puter’s motherboard and placing them on 
a single chip will eventually shrink com- 
puter sizes and could cut their prices. Be- 
cause the chip combines the system sup- 
port logic, it uses less power, making it 
ideal for use in notebook computers. 
Pricing the 386SL below Intel’s 
386SX chip may make the 80286 obso- 
lete, one analyst pointed out. He said the 
386SL is designed generically enough to 
replace 286 chips in production today. 


The new chip addresses Intel’s man- 
date to increase the number of micro- 
processors and transistors on each chip. 
Intel is one of several chip makers reput- 
ed to be working on similar chips. 

The Flash Memory Card, which is 
about the same size as a credit card, 
comes in 1M- and 4M-byte versions. Intel 
is releasing a Flash Memory Card devel- 
oper’s tool kit for notebook computer 
makers who purchase Intel chips. 

A number of companies are rumored to 
be readying notebook or palm-top sys- 
tems that use the card’s media for Com- 
dex/Fall 90 next month. Among them are 
Atari Corp., AST Research, Inc., Dell 
Computer Corp., Nippon Electronic 
Corp. and Toshiba America Information 
Systems. 


— 


FATAR is designed to: 
e Read tapes, including multi-volume and/or . 


FAST ANALYSIS OF TAPE SURFACES 
(FATS ) is a tape utility program which 
permits online tape certification, verification 
and erasure. 

@ FATS is designed to certify tapes where 


they will be used on the actual tape drives. 


e FATS certifies scratch tapes and verifies 
that data files can be read. 

e FATS supports high-speed data security 
erasure of tape data. 

e FATS provides a permanent record of each 
tape tested in the form of comprehensive 
detail and summary reports. 


FAST ANALYSIS OF TAPE AND 
RECOVERY (FATAR) is a tape utility 
program which analyzes and copies tapes, 
especially tapes with data checks or bad data. 


EUROPEAN | FRANCE 


OFFICES: 


multi-file tapes. 


@ Recover from I/O errors on tapes. 


© Copy tapes, including multi-file and/or 
multi-volume tapes in one execution. 


® Modify data on tape (while copying). 
@ Display and correct data check blocks 


01-47-69-15-15 


For a FREE COPY of the 
FATS and FATAR REPORTS 
and a FREE 90 DAY TRIAL 

CALL (201) 890-7300 


Available for 
VSI and all MVS systems 


GERMANY 
089-439-2053 
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NETHERLANDS 
03240-41660 


on tape. 

@ Validate and correct the record format of 
files on tape (including variable spanned 
records like SMF). 

e Convert ASCII data to EBCDIC, EBCDIC 
to ASCII. 

© Copy tapes to a different label type or 
device type such as ANSI-to-IBM labels, 
or 6250 BPI to 3480 cartridge. 

© Re-block tape files while copying. 


INNOVATION" 
DATA PROCESSING 


CORPORATE HEADQUARTERS: 275 Paterson Avenue, Little Falls, New Jersey 07424 e 


(201) 890-7300 


UNITED KINGDOM 
081-905-1266 








NEWS SHORTS 


Met Life will flee Manhattan 
Metropolitan Life Insurance Co.’s information systems direc- 
tor, Daniel Cavanagh, has confirmed that his company is look- 
ing at moving its New York data center elsewhere. ‘‘It will hap- 
pen in weeks or months,” he said. ““We’re close.” Met Life is 
looking at sites in upstate New York and in neighboring New 
Jersey to reduce costs and to be able to do such things as add an 
uninterruptible power supply and a more up-to-date cooling 
system, he said. 


Color ‘luggable’ from Toshibe 

Toshiba America Information Systems announced what may 
be the first portable computer with an IBM Video Graphics Ar- 
ray color display to be made commercially available to U.S. 
buyers. The Toshiba T5200C will retail for $9,499 and is 
scheduled to hit the market next month. , the 
T5200C is a desktop machine in an 18.7-pound package. Based 
on Intel Corp.’s 80386SX chip, it runs at 20 MHz, comes with a 
200M-byte hard drive and features 640- by 480-pixel resolu- 
tion, with up to 16 colors displayed at one time. The machine is 


Burlington Northern names CiO 
As of last week, Fort Worth, Texas-based Burlington Northern 
Railroad — No. 4 in the Fortune 500 railway transit category 
— has a new top IS position and the man to fill it. Former No- 
lan, Norton and Co. consultant Robert Hanson came on board 
as Burlington Northern’s first executive vice-president and 
chief information officer; he will also be the first to run the rail- 
road's IS operations out of the Fort Worth headquarters. For- 
mer Vice-President of IS Brock T. Strom becomes a senior 
oa to Hanson from the IS services de- 


Cray unveils supermini 

Cray Research, Inc. officially entered the minisupercomputer 
market last week by unveiling the Cray XMS system at the 
semiannual Cray User Group conference in Austin, Texas. The 
system is scheduled to be available for customer deliveries 
next month. The 64-bit XMS, which runs the company’s Uni- 
cos operating system, has a peak vector performance of 36 mil- 
lion floating-point operations per second (MFLOPS) and a peak 
scalar performance of 18 MFLOPS. It has one central process- 
ing unit and is available with 32M, 64M or 128M bytes of mem- 
ory, the company said. Cray Research is also developing a Cray 
a supermini, slated for delivery in the second 

of 1991. 


Fiat buys Prime workstations 

The Fiat Group, which is headquartered in Italy and is the par- 
ent company of the well-known automobile manufacturer, has 
signed an agreement with Computervision, a Prime Computer, 
Inc. company, for the purchase of 400 of Computervision’s 
Cadds4X workstations during the next 12 months. The work- 
Sooanteuns iencieetienmemaniiie iaeeatins. 
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design and drafting software within the Cadds4X environment. 
Computervision has an installed base of more than 150,000 
worldwide. 


DEC to rename Lanworks 
Digital Equipment Corp. has decided to change the name of 


. compan 
challenged DEC’s use, and a federal judge has issued a prelimi- 
nary injunction to stop DEC from using the name in several 
states. The first Lanworks product began shipping on time last 
month; a new name has yet to be chosen. 

More news shorts on page 132 
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NREN legislation gains new life 


BY GARY H. ANTHES 
CW STAFF 


WASHINGTON, D.C. — After 
months of languishing and weeks 
in a dispute with a rival bill, pend- 
ing legislation that would estab- 
lish a five-year, $1.9 billion fed- 
eral high-performance computer 
and communications program is 
about to move forward, sources 
said late last week. 

The program, originally 
spelled out in a bill sponsored by 
Sen. Albert Gore Jr. (D-Tenn.), 
would sponsor the development 
of a National Research and Edu- 
cation Network (NREN) with 
bandwidth in the billions of bits 
per second and large-scale paral- 
lel computers operating at tril- 
lions of operations per second. It 
also calls for the establishment of 
nationally distributed libraries of 
software and data and stepped- 
up funding for basic research and 
education. 


VAX 
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and 6400s,” agreed Barry Will- 
man, an analyst at Sanford Bern- 
stein Co. in New York. Across 
the Atlantic, DEC’s European 
operations last week began 
slashing prices by 26% to 35% 
on existing 6000s, said Karlyn 
Kilroy, an analyst at Technology 
Investment Strategies Corp. in 
Framingham, Mass. The same 
scenario will undoubtedly repeat 
itself in the U.S., she added. 

Willman said anticipation of 
the new machine’s fall debut cre- 
ated a “significant air pocket”’ in 
sales of the present high-end 
VAX 6000s. 

At prices ranging from 
$300,000 to $1 million, the 
Model 500s will not — at first 
blush — look much more expen- 
sive than their predecessor 
400s. But if DEC holds true to 
previous memory prices of more 
than $1,000 per megabyte, the 
new 128M-byte memory board 
required on the Model 500s 
could give some users pause. 

The maximum memory on a 
Model 400 now is 256M bytes, 
but only in 32M-byte incre- 
ments, which take up several 
slots on the machine’s back- 
plane. “By quadrupling the 
amount of memory on a board 
[for the Model 500], DEC is re- 
ducing the slots their customers 
have to devote to memory,” 
Christiansen said. The maximum 
memory the Model 500s will be 
able to hold is 512M bytes. 

“T’ve got a sneaking hunch 
this upgrade is not going to be 
real cheap,” said Kevin Ober- 
mann, network manager for the 
engineering department at Law- 
rence Livermore Laboratories in 
Livermore, Calif. 

“If we have to buy all new 
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The bill, crafted by the U.S. 
Senate Commerce Committee in 
1989, gives primary funding and 
responsibility for the NREN to 
the National Science Foundation 
(NSF), which has already begun 
beefing up its giant NSFnet by 
boosting the capacity of its back- 
bone to 45M bit/sec. 

However, this year, a rival bill 
sponsored by Sen. J. Bennett 
Johnston (D-La.) and the Senate 
Energy Committee appeared, 
earmarking NREN funds and re- 
sponsibility for the U.S. Depart- 
ment of Energy. A battle for 
ownership of the project ensued 
between the senators and their 
committees. 


What to do? 

The Energy Department, faced 
with budget cuts for several rea- 
sons, including the decreased im- 
portance of its nuclear weapons 
programs, was looking for new 
things to do and new ways to pay 


memory, that would be another 
consideration on upgrading. I’m 
shocked,”’ said Scot Shepherd, a 
system administrator at Chapar- 
ral Steel Co. in Midlothian, Tex- 
as. “But I look at a memory up- 
grade like a CPU upgrade. If you 
need it, you need it.”” 

Chaparral is in the final stages 
of automating its main headquar- 
ters and three steel mills under 
all-DEC systems, developing ap- 
plications on Smartstar’s fourth- 
generation language for DEC’s 
RDB database. ““We’re consider- 
ing the new 6000s against a VAX 
9000 [mainframe] right now,” 
Shepherd said. 

At performance ratings that 
reportedly run as high as 60 mil- 
lion instructions per second 
(MIPS), the high-end Model 
500s will indeed encroach upon 


for them, government sources 
said. “The federal energy labs 
are desperately looking for a 
new mission,” one Senate staff 
mernber said last week. 

Presently, an agreement be- 
tween the rival committees is 
near, and a compromise bill is 
likely to be approved by both 
camps this week, a staff aide in- 
volved in the negotiations said. 

The aide said that the new bill 
will give responsibility for build- 
ing the network to an interagen- 
cy “federal network council” 
made up of officials from the 
NSF, the Nationa! Aeronautics 
and Space Administration and 
the Departments of Energy, De- 
fense and Commerce. NSFnet 
would be the likely base for 
NREN, he said. 

The new bill may be attached 
as an amendment to another 
Senate bill, but in any case, it 
must be approved by both 
houses of Congress. 


the low end of the VAX main- 
frame’s power. Yet analysts and 
customers contacted last week 
seemed convinced that a possi- 
ble cannibalization of low-end 
VAX 9000s, which start at 
around 40 MIPS, would not be a 
significant issue for DEC. 

The most important technical 
changes in the Model 500s in- 
clude a newly enhanced XMI bus 
supporting at least twice the 
data throughput of its predeces- 
sor and availability of a fully du- 
plexed Computer Interconnect 
Interface, rather than the single 
interconnect interface now 
available on the VAX 6000s. 

The combination of the XMI 
bus and duplexed Computer In- 
terconnect Interface should alle- 
viate previous system bottle- 
necks. 


Facts on VAX, etc. 


EC will be announcing several significant additions 

toits product line, including the following: 

e Six new models at the top end of the VAX 6000 

line, Models 510 through 560. Priced at roughly 

$300,000 to $900,000 and ranging in power from 
13 MIPS to 70 MIPS, these new minicomputers will nibble into 


tel Corp. 1486 chips and targeted at small and medium-size 


businesses. The DEC/Intel box, to be announced Oct. 16, will 
run the SCO MPX version of Unix System V from The Santa 
Cruz Operation. 
e A new line of reduced instruction set computing (RISC) serv- 
ers based on chips from Mips Computer Systems, Inc. The 28- 
MIPS Decsystem 5500, which is scheduled to be introduced 
Oct. 31 at Unix Expo in New York, will replace the Decsystem 
5400 and 5800 lines. 
eA new Vaxstation intended to shore up the price/perfor- 
mance gap between DEC’s VAX/VMS workstations and its 
RISC workstations. It will join the Vaxstation 3100 family at 
the top of that line. 

MARYFRAN JOHNSON 
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Hard Datavs. 
Hard Sell 








The problem with most seminars is 
the “solutions”. Slick sales messages 
designed more to pitch products than 
solve problems. 

Oracle’s new Technology Seminars, 
on the other hand, avoid the hard sell by 
addressing the hard issues. Issues identi- 
fied in hundreds of conversations with 
customers, industry consultants and 
Oracle’s own technology partners. Topics 
representing the major technological 
challenges facing customers in the 90’s. 

The first in the series is “Strategic 
Decisions for Information Management’, 
a comprehensive overview of 
key information management 
issues and how relational tech- 
nology can address them. 

The four topics covered are: 
reducing application develop- 
ment backlogs, ensuring that 
critical applications perform 
to their maximum potential, 
sharing data across multiple 
heterogeneous systems, and 
keeping end-users in the infor- 
mation system. 








poration. ORACLE is a registered trademark of Oracle Corpo 


Oracle's new seminar series generates real-world solutions to the most pressing data management problems. 


Ending Application Backlogs 


Heterogeneous Systems 


1-800-633-1072 Ext.8118 


ation. All trade names referenced are the service mark, tradema 





—— 








This overview is comple- 
mented by issue-specific 
forums that fully define 
and explore single 
topics. From CASE 
technology to delivering 
the promise of SAA in 
the VM environment. 

Each seminar features a 
multi-media presentation 
containing technical demon- 
strations, examples of solutions 
currently working in place, plus 
open discussions where attendees can 


question the experts on | 

specific problems. And 

each session includes a 

Solutions Kit con- 

taining white papers, 

product informa- 

tion and related 
research. 

As new technology 

issues arise and user 

needs change, the sub- 

jects of these seminars 
will change as well. 

So customers can come to as many 
seminars as they want and get 
answers to specific questions, 
learn about solutions used in 
other companies, build an infor- 
mation resource or simply stay 
abreast of the latest trends. 

Space is limited and these 
seminars fill quickly, so call 
1-800-633-1072 Ext. 8118 to make 
a reservation or get more infor- 
mation about seminar topics, 
schedules and locations. 

Finally, hard data that’s easy to 
get. 
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Seminar Topics: 


End User Access 
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Architecture 


Financial Management 
CASE Technology 
SecureSystems 
Integrating Mainframes 
Maximizing Critical 
Applications 
Data Sharing with 


lo make arrangements call 
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all 1-800-ORA 1 for hardware and software requirements. 








BY RICHARD PASTORE 
CW STAFF 


BOSTON — Compact disc/read-only 
memory (CD-ROM) technology still 
seems haunted by its image as an overly 
complicated alternative to books. As evi- 
dence, one of the highest-profile an- 
nouncements at the CD-ROM Expo here 
last week was Time Magazine’s current- 
events almanac on CD. 

Some business users complained that 


NE 


WwW 


Users still dissatisfied with 
current CD-ROM offerings 


CD-ROM technology and applications 
have not yet satisfied their needs. At an 
Expo conference on productivity, the con- 
sensus among attendees and speakers 
was that all too often, CD-ROM offerings 
are merely repackaged books, databases 
and software. 

“Where is the value added?” asked one 
insurance industry information systems 
staff member, noting that productivity is 
probably decreased by putting something 
such as a dictionary on CD. Unless the CD 


platter is already in the drive and booted, 
it is usually faster to grab the book and 
look up your word, he contended. 
Expo-goer Edward Hill was searching 
for technology that would help his hospi- 
tal integrate a CD-ROM- 
based Physician’s Desk Ref- 
erence with patient databas- 
es running off a mainframe. 
Hill, assistant vice-presi- 
dent of IS at Winchester 
Hospital in Winchester, 
Mass., did not find what he 
was looking for. 
“The technology’s get- 
ting there, but it’s not there yet,” he said. 
“CD-ROM is not the best answer for 
everything,”’ added Gian Argentati, man- 
ager of corporate engineering standards 
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Description 


U.S. list price 


Automatic distribution of product upgrades 


Benchmark compile-and-link speed 
Benchmark execution speed 


Benchmark executable file size 


Benchmark source available for review 


DOS memory extender included 


REALIA COBOL 
Eee 
$995 


YES 


25 sec. 
(3 times faster) 


4 min. 11.4 sec. 
(4.3 times faster) 


COBOLI2* 
$900 + $95 for editor 
FOR SOME CLIENTS | FOR SOME CLIENTS 


I min. 14 sec. 


18 min. 17.2 sec. 


1 
COBOL!2 WORKBENCH* 
$3,290 


I min. 14 sec. 


18 min. 17.2 sec. 





104,713 bytes | 
(2.6 times smaller) | 
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No-charge run-time for DOS memory extender 


No-charge EBCDIC support under CICS and IMS 
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OS/2 Presentation Manager support 





Dynamic Link Library support under DOS and OS/2 
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Dialect support for iBM VS COBOL, 


VS COBOL II, ANSI-74, ANSI-85, etc. 


* Both are Micro Focus products. Company and product names are registered trademarks of their respective holders 


Micro Focus wants Ha to think you have to choose between the limits of COBOL/2 


and the cost of Wor. 


ench. Not true. 


Realia gives you the high-end product at low-end cost. You get all the speed and 
features you need in a COBOL compiler for the PC. And you don’t have to read a 
foot of manuals to figure out how it works. 

Developing and maintaining applications on the PC will save you time and money. 
Choosing Realia, for price and performance, will save you from buyer's remorse. 


Call us for a free evaluation of the Realia programming 


environment. 


REALEA 


U.S.: 312/346-0642 * U.K.: 071/602-8066 * CANADA: 613/725-9212 
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at Ingersoll-Rand Co. in Phillipsburg, NJ. 
“It’s best for storage and retrieval of stat- 
ic data, which does not have to be changed 
much.” 

Ingersoll-Rand ships out parts catalogs 
on CDs to its 50 divisions 
around the world. Argentati 
said CD-ROM is the right 
technology for this job be- 
cause of the company’s de- 
sire for more secure data in- 
tegrity. 

Despite what seemed to 
be a general lack of enthusi- 
asm among Expo attendees, 

not all of the products unveiled at the 
show were repackaged magazines or da- 
tabases. 

In the software arena, Dataware Tech- 
nologies, Inc. announced that its CD Au- 
thor publishing system is now available 
for Sun Microsystems, Inc.’s Scalable 
Processor Architecture-based worksta- 
tions and Digital Equipment Corp.’s VAX 
family. 

The releases are designed for corpo- 
rate customers who wish to continue de- 
veloping applications in-house on person- 
al computers while having DEC or Sun 
systems read and index the data, the Cam- 
bridge, Mass.-based company said. 


Windows-compatible 

A number of companies ported their CD- 
ROM software to Microsoft Corp.’s Win- 
dows 3.0 environment. Knowledgeset 
Corp. in Mountain View, Calif., released a 
Windows version of its Graphic Knowl- 
edge Retrieval System, which uses hyper- 
text links to quickly navigate through 
data. Scheduled to ship in the first quarter 
of 1991, the product is priced at $75. 

Meridian Data, Inc. unveiled Windows 
CD, a CD-ROM publishing system for the 
Windows 3.0 environment. A streamlined 
version of the firm’s VR Publisher 5.0, it 
features the software, CD-ROM drive and 
tape drive necessary to organize and out- 
put data for CD-ROM. The system is slat- 
ed to ship next month at a price of 
$18,195. 

In addition to the publishing software, 
Meridian also unveiled a unit that will 
write the data onto blank compact discs, 
eliminating the need to use outside mas- 
tering facilities. VRS Professional sup- 
ports DOS, Windows 3.0 and the Apple 
Computer, Inc. Macintosh environment 
and is expected to ship the first of next 
month. It costs $36,000, including pub- 
lishing software. 

On the hardware front, On-line Com- 
puter Systems, Inc. in Germantown, Md., 
introduced a turnkey CD-ROM package 
for Novell, Inc. Advanced Netware 286 
networks. 

Composed of small computer systems 
interface CD-ROM drives, controllers 
and software, the system connects direct- 
ly to a dedicated file server or external 
bridge running Netware Version 2.1 or 
higher. IBM Personal Computer AT-style 
single-drive packages sell for $3,495, and 
four-drive versions list for $5,795. IBM 
Micro Channel Architecture versions cost 
$100 more. 

For the record, the Time Magazine 
CD-ROM Almanac includes the full text 
from 1989 Time issues and major news 
items dating back to 1923 — a total of 
nearly 5,000 articles. The CD also packs 
illustrations, a current-events quiz and an 
almanac-style facts-and-figures compen- 
dium. The release, intended for educa- 
tional institutions and libraries, is slated 
to ship in two weeks at a price of $195. 
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In a series of recent polls, Oracle’s products 
were ranked number one by five magazines 
representing over four hundred thousand 
readers. Leading to only one conclusion: 
Oracle’s database and networking products 
are the best solutions for the widest variety of 
PC and Mac users. 

The readers of both DATA BASED ADVISOR 
and DBMS Magazine named Professional 
ORACLE Tools and Database the best SQL-based 
database. The readers of VARBUSINESS, who 








should know something about developing 


applications, named it the best applications 
software. And Government Computer News 
cited reliability, compatibility and speed as some 
of the reasons they awarded Professional 
ORACLE Tools and Database the number one 
data manager for local area networks. 
ORACLE for Macintosh received its share of 
acclaim from InfoWorld readers, 
who named it Macintosh Product 


of the Year. 
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InfoWorld readers also named Oracle’s 
newest desktop product, ORACLE Server for 
OS/2, product of the year. As did subscribers of 
DBMS Magazine, who rated ORACLE Server 
for OS/2 the best database server. 

Call 1-800-633-1073 Ext. 8105 to order or sign 
up for the free Oracle Client-Server Forum in 
your area. And see what kind of software 

generates this kind 


of hardware. 
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Professional ORACLE Tools 


and Database Version 5.1 C 


$1,299 


Professional ORACLE Tools 


Version 5.1 C 


$799 


ORACLE for Macintosh Version 1.2 
Database Version $699 
Networkstation Version 


(without database) 
ORACLE Server for OS/2 
ORACLE for 1-2-3 Version 1.1 


$299 
$3,699 
$299 


To order call 1-800-633-1073 ext. 8105. 


ORACLE 


Compatibility « Portability * Connectability 


rt ered trademark of Oracle Corporation. Al trade names reterenced 
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MCA allies form consortium 


BY MICHAEL FITZGERALD 
CW STAFF 


IBM may be admitting that there are 
cracks in the foundation of its Micro 
Channel Architecture (MCA). 

IBM, along with Intel Corp., NEC 
Technologies, Inc., NCR Corp., Ing. C. 
Olivetti & Co. and several other vendors, 
will announce on Wednesday the forma- 
tion of the Micro Channel Developers As- 
sociation (MCDA), a group designed with 
the purpose of improving the flow of infor- 
mation on MCA between IBM and its li- 
censees. 

Analysts said IBM’s decision to partici- 


pate in the licensee-driven vendor group 
indicates that it may be worried about 
mounting support for MCA rival Extend- 
ed Industry Standard Architecture 
(EISA). 

While MCA-based systems have out- 
sold those using the competitive bus, 
EISA vendors are expected to gain mar- 
ket share rapidly during the next three 
years. Nevertheless, Industry Standard 
Architecture machines using the IBM 
Personal Computer AT bus continue to 
outsell both architectures combined by a 
wide margin. 

The projected loss of market share is 
what has IBM worried, analysts said. 





So what's all the hoopla about? 

MemoryMAX.. for one thing. A breakthrough in 
memory management that can give you more than 
620K so you can run today’s memory-intensive 
applications, including, for example, dBASE IV. 
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WE COULDN'T HAVE 


SAID IT BETTE 


son. 
oor Microsolt CORP. ye. (DRI) 16 


p release 


pose 
vErEOn ee a. Early users 
cials say tO 


“Tt sounds like IBM has decided they’ll 
lose significant market share if they don’t 
make [MCA] more open. At this point, it’s 
about one year too late,” said Robert 
Charlton, a high-end PC analyst at Data- 
quest, Inc., a market research firm in San 
Jose, Calif. 

Charlton added that if IBM were to 
make MCA more open by lessening its 
stiff licensing structure, the association 
could go a long way toward altering per- 
ceptions about the proprietary nature of 
MCA. An IBM spokesman said the com- 
pany felt MCA was an open architecture 
already and saw no need to change its li- 
censing arrangements. 

Not all analysts viewed the announce- 
ment as a concession by IBM that MCA 
was failing. 


reall ible. 
y compat 
aa T¢ have nO Pre 
ome ei consultant 
vent syomobile maker ** 


98 5.0, te 
compet ad 
yy users for an auto 
wy features 
it's unar 


1 CORT 


50. fies ner 

nou! . the fi 4 
pos 50s viously 

DR of the pr o 


\ cial version 


feature isa" 
wy capability 


neh 


moot note 
4. Wes © ma 


users 

that allows of 
620K bytes ¢ 
> tee tae, said 


nage 

tures Hot found 508 versions 
08 and are & graphical. 
Among then 8 


———" See DFA Page 


po C++ 


mA . Power 
“ue This Month | Delivers sient’ 


\To 


ting, upgrading to DR DOS is simple. Since DR DOS 
5.0 also includes ViewMAX.., a graphical interface, 
DOS is easier than ever to use. 

Now if we could just get a word in edgewise, we 
would simply like to add that DR DOS 5.0 is available 


now. Call your local dealer today. 


In fact, John Dvorak calls MemoryMAX nothing 


short of “amazing” 


The Press goes on to mention that because 
DR DOS 5,0 is fully DOS compatible, you can run 
all your current DOS applications. And because it is 
easy to install and requires no hard disk reformat- 


DR DOS 5.0 


Digital Research. 


WE MAKE COMPUTERS WORK 


For Laptop and Notebook manufacturers, DR DOS 5.0 is fully executable from either RAM or ROM. And, it's available 
with BatteryMAX.., a battery-saving feature that can increase battery life 2-3 times (dependent upon OEM implementation). 


Oigital Research is a registered trademark, and the Digital Research logo, DR DOS. 
MemoryMAX, ViewMAX, and BatleryMAX are trademarks of Digital Research inc. Copyright © 1990, Digital Research Inc 
Reprinted from PC Week May 14. 1990. Copyright © 1990 Ziff Communications Company. 
Reprinted with permission from The San Francisco Examiner. Copyright © 1990 The San Francisco Examiner 
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“TBM is doing such a good job in the PC 
business right now — they’re taking a lot 
of share on the desktop, have an incredi- 
bly aggressive pricing strategy and [are] 
supporting dealers better than ever be- 
fore — that I think they’re just trying to 
build their momentum [through the 
MCDA],” said David Korus, computer 
systems analyst at Kidder, Peabody & Co. 

Officially, the MCDA will serve as a 
clearinghouse of information about MCA, 
according to an IBM spokeswoman. 

Members of the group said they hoped 
to be able to get products out the door 
faster and influence IBM on the direction 
of MCA. 

Representatives of 14 member compa- 
nies will form the MCDA’s executive 
committee. 





Retix aims to 
unseat TCP/IP 


BY JOANIE M. WEXLER 
CW STAFF 


SANTA MONICA, Calif. — A ray of light 
may have seeped through the Open Sys- 
tems Interconnect (OSI) fog last week 
when Retix announced software aimed at 
usurping the widespread Transmission 
Control Protocol/Internet Protocol 
(TCP/IP). 

Retix claimed its products outshine 
most implementations of TCP/IP on both 
memory requirements and performance. 
The company will demonstrate OSI LAN 
Transport for DOS and OSI LAN Trans- 
port for OS/2 — which are targeted at 
hardware vendors for integration into 
computer equipment — this week at the 
Interop ’90 show in San Jose, Calif. 

OSI’s large memory requirements and 
speed inefficiencies have traditionally 
been perceived as two of the many barri- 
ers to OSI acceptance. Retix cited test re- 
sults of 8M bit/sec. throughput for the 
DOS version and 4.8M bit/sec. for the 
OS/2 version on Intel Corp. 80386-based 
Ethernet local-area networks, depending 
on which LAN adapter card is used. The 
DOS version reportedly uses 56K bytes 
of personal computer-resident memory, 
compared with the up to 128K-byte re- 
quirements in existing OSI transport im- 
plementations. 

Edwin Riddle, head of communications 
and network systems at the NASA Lang- 
ley Research Center in Hampton, Va., 
said the announcement could be good 
news for government agencies, which 
must support OSI standards in new pro- 
curements. 

“Our big OSI concern has been a lack 
of an equivalent protocol to TCP/IP for in- 
teroperating among different vendors’ 
equipment,” he commented. ‘‘Right now, 
we get 1M to 2M bytes of throughput 
with our TCP/IP implementation if we’re 
lucky, and our TCP package uses over 
100K [bytes] of memory.” 

Riddle operates several Ethernet net- 
works running FTP Software, Inc.’s fairly 
robust TCP/IP for DOS and OS/2 imple- 
mentations. ‘I would have some serious 
questions about Retix’s throughput 
benchmarks,” Riddle acknowledged, 
“but I'd sure like to try the products.” 

New and old OSI applications, as well 
as DOS and OS/2 applications, can run on 
top of Retix’s software, which is slated for 
availability next month. 
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Today, there’s a powerful on-line 
RDBMS that’s handling Wall Street’s 
mind-boggling demand for real- * 
time data and historical trading ws 
information. 

An open RDBMS that inte- 
grates both transaction processing 
and decision support across multi- 
vendor networked environments, 
from micros to mainframes. 

That RDBMS is SYBASE. And 
it’s the choice of 18 out of the top 
22 brokerage houses on the Street. 

Our open Client/Server 
Architecture is the key. 

With Sybase’s Open Client 
interface, firms use a variety of 
familiar front end tools and appli- 
cations like Lotus 1-2-3 and 
Microsoft Excel, plus SYBASE 
applications, independent software 
vendors’ tools, and user-written 
applications. 

At the same time, Sybase’s 
Open Server seamlessly integrates 
hierarchical, network and relational 
DBMSs, third-party and legacy 
applications, and real-time data 
feeds like stock price quotations, 
into SYBASE applications. 

In the real, multi-vendor 
world, SYBASE offers a unique 
return on your investment: an on- 
line RDBMS that preserves prior 
investments in both hardware and 
software. 

Savvy firms like Merrill Lynch, To find out how, just invest 


Salomon Brothers, Shearson a few hours in a free Sybase | 

Lehman Brothers, and Fidelity seminar. | \ B ASE 
Investments have taken advantage Call 1-800-8-SYBASE for the ! 

of that opportunity. And so can you. seminar nearest you. Client/Server For The On-Line Enterprise 


For more information or seminar reservations, call 1-800-8-SYBASE. 
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Network General enhances error-seeking analyzer 


BY ELISABETH HORWITT 
CW STAFF 


MENLO PARK, Calif. — Local-area net- 
work users’ demands for an ever-larger 
piece of the corporate backbone may be 
on the verge of colliding with an increas- 
ingly profit-conscious top management. 
That’s the scenario Network General 
Corp. hopes to take advantage of with last 
week’s introduction of an enhanced ver- 
sion of its Sniffer product that is said to 
pinpoint glitches, bottlenecks and band- 
width-hogging applications across LAN- 
to-WAN connections. 

The need for such a device is embryon- 
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ic but growing rapidly, according to Verti- 
cal Systems Group. Out of 1,750 compa- 
nies surveyed by the Dedham, Mass.- 
based research firm, 59% said that LAN 
traffic would take up more than 25% of 
their WAN bandwidth by 1994. 

The WAN/Synchronous Sniffer Ana- 
lyzer is based on Network General’s Sniff- 
er LAN diagnostic tool, so users can em- 
ploy a common set of commands and 
screens to analyze the same wide range of 
high-level network protocols on either 
LANs or LAN-to-WAN connections, Net- 
work General Chief Executive Officer 
Harry Saal said. 

For example, WAN Sniffer can figure 
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out which LAN device, application or net- 
work protocol is generating an unwar- 
ranted amount of LAN-to-WAN traffic, 
Saal said. 

One boon to the budget-conscious is 
the product’s ability to identify the exact 
source of network slowdowns, often en- 
abling network managers to boost re- 
sponse time without adding expensive 
bandwidth, Saal said. 

“Having something like Sniffer is very 
important to locate degradation or errors 
if they do happen to creep in,” said Robin 
Layland, a manager of IBM Systems Net- 
work Architecture (SNA) software engi- 
neering at The Travelers Corp. Bridges 
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and rouiers have primitive error correc- 
tion at best, Layland said, adding, “If they 
encounter an error or confusion, they 
throw [the offending packets] away and 
assume that someone will ask for a re- 
send.” 

With its ability to trace bandwidth use 
to individual users and applications, Sniff- 
er could provide the industry with a much- 
needed LAN-to-WAN chargeback sys- 
tem, said Ken McGee, program director 
at Stamford, Conn.-based research firm 
Gartner Group, Inc. 

Chargeback is of increasing impor- 
tance to companies that are ‘turning to 
outsourcing because their telecommuni- 
cations expenses are out of control,” he 
added. 

WAN Sniffer analyzes traffic traveling 
over links of up to 64K bit/sec. Support 
for 1.5M bit/sec. T1 links is planned for a 
future release, Saal said. 

Available immediately, a dual-topology 
LAN/WAN Sniffer Analyzer is priced at 
$21,750, with a WAN upgrade to an ex- 
isting LAN Sniffer costing $5,500. 


HP opens up net 
software to Sun 


BY J. A. SAVAGE 
CW STAFF 


Staying true to its promise of “‘open” 
open systems, Hewlett-Packard Co. said 
it will offer its 10-month-old network 
management software package for rival 
Sun Microsystems, Inc.’s Unix worksta- 
tions as well as its own Apollo Division 
computers. 

HP also said it is considering porting 
the product to IBM’s and The Santa Cruz 
Operation’s versions of Unix. 

Trying to establish the product specifi- 
cations as standard for Unix, HP submit- 
ted its framework to the Open Software 
Foundation for approval late last month. 
The submission was cosigned by IBM. 

The product, the Openview Network 
Management Server, allows a network or 
systems administrator to track CPU and 
memory use throughout a heterogeneous 
network. In addition to the basic Unix 
product, the new version encapsulates ap- 
plications so they can be initiated remote- 
ly and allows even-status communications 
between MS-DOS-based servers and 
Unix servers. It also supports Microsoft 
Corp.’s Windows Version 3.0. 

Users of the Apollo DN 10000 can 
take advantage of Openview if they imple- 
ment the latest version of the Apollo Do- 
main operating system, Version 10.3, ac- 
cording to Duncan Campbell, marketing 
manager at HP’s Network Division. 

Openview has run on HP’s Unix-based 
9000 series since the beginning of the 
year. A DOS version of the product has 
been available since 1988. 

“HP is trying to convince people not to 
bother with system software and concen- 
trate on value-added specific applica- 
tions,” said James Herman, an analyst at 
Northeast Consulting Resource, Inc. 

Sun also has a network management 
product, Sparcserver Manager. While it is 
also Unix-based, it is bundled to work only 
on Sun products. ‘Sun can’t lose,”’ Her- 
man said. “People will either use Sun’s 
network manager or their platform.” 

The unbundled HP network manager 
costs $7,000 for a user license. 
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¥ Exploits DB2 V 2.2 
¥ TrialMaster” 
¥ Codd & Date Education 


BMC Software’s toolbox of high-performance 
DB2 products, DB2 Masterplan™, contains 
the power tools to help you hone your DB2 
system to a fine level of efficiency and main- 
tain its edge as your environment becomes 
more demanding. These tools are built tough, 
to withstand the rigors of a fully functioning 
DB2 system, and their versatility guarantees 
smooth, easy-to-use operations in your initial 
start-up and under the most trying conditions. 


& More Power 


DB2 Masterplan is more powerful than ever 
and now exploits all releases of DB2 including 
Version 2 Release 2. It supports DB2 V 2.2’s 
new alias object type and the new features for 
accessing information in the communication 
data base. The new version of DB2 ACTIVITY 
MONITOR is enhanced with data items for 
DB2 V2.2, including distributed data facility 
traces, and it supports extended PLAN- TABLE 
for dynamic EXPLAIN. 


e High Intensity Test 


Find out just what DB2 MASTERMIND™ can 
do for you with TrialMaster, BMC’s exclusive 
sample data base and easy-to-follow tutorials. 
With it, you can give DB2 MASTERMIND a 
thorough, rugged workout and eliminate 
“paper” evaluations. 


ae Maximum Performance 


To insure you get the greatest possible benefit 
from your purchase of DB2 MASTERMIND, 
BMC’s DB2 administrative tools, a represen- 
tative from Codd & Date, the relational data 
base education experts, will give you two full 
days of free product training at your site. 


DB2 Masterplan’s toolbox includes: 
= DB2 MASTERMIND™ 
DB2 CATALOG MANAGER 
DB2 ALTER™ 
DB2 DASD MANAGER 
# DB2 REORG PLUS 
# DB2 COPY PLUS 
@ DB2 ACTIVITY MONITOR 
w DATA PACKER™/DB2 


The Complete DB2 Company” 
MG ee rr 


SOFTWARE 713 240-8800 


IBM is a registered trademark of 

International Business Machines Corporation 
DB2 is a trademark of IBM Corp. 
© 1990 BMC Software, Inc. All rights reserved. 
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To find out how to put any or all of these DB2 Power Tools to work for you today, 
with a 30-Day-Plus, hands-on free trial, call BMC Software, Inc., The Complete 
DB2 Company™, at 1 800 841-2031, or Fax your request to 713 242-6523. 


Internationally, contact one of BMC’s wholly owned subsidiary offices in: 


Australia 


West Germany 
(61) 3819 6733 


Denman! Engiand France italy Japan Spain 
(45) 44 68 2200 (44) 276 24622 (33) 148777777 (39)248193850 (81) 3837-8651 (34) 1 63930 62 49) 69 664060 
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power you 
settle for, it’s ‘usually difficult for 
anyone but an expert to use. 


Hewlett-Packard has a better way. 


Our full line of RISC-based com- 
puters offers a wide range of power 
levels. At prices that let you base 
your choice on performance rather 
than budget. 


And when you add HP’s NewWave 
Office system, people can put this 
power to use quickly and easily 
from their desktop PCs. Which 
leads to the kind of productivity 
computers have always promised, 
but rarely delivered. 


37 computers give you the 
choice of power you need. 

That’s a pretty impressive number 
of RISC systems. But the numbers 
that will impress you more are 
right on your bottom line. Our 
RISC minicomputers start at under 
$15,000. Our high end of the 
power spectrum gives you main- 
frame performance at minicom- 
puter prices. 


Of course, the initial price is only 
one part of the equation. Since 
RISC architecture is simpler, it’s 
fundamentally more reliable. And 
that means lower maintenance 
and service costs. In short, a dra- 
matically lower cost of ownership. 


If you think you can get these 
advantages from DEC and IBM, 
think again. DEC doesn’t offer a 
complete range of RISC systems. 
And IBM only offers RISC tech- 
nology in workstations. 


The competition can’t offer you 
the same level of software com- 
patibility, either. If you went with 
TBM, you’d have to migrate across 
different families to even approach 


UNIX is a registered trademark of AT&T in the U.S.A. and in other countries 


nted power within your reach. 
| It within everyone elses. 


the range of computing power ine 
can provide in a single compatible 
HP systems family. 


Finally, power that people find 
easy to use. 

That's the whole idea behind HP 
NewWave Office system. Its unique 
object-based technology lets all 

of your information resources work 
together. And gives users a consis- 
tent interface across mainframes, 
minis, workstations and PCs. 


It also integrates information from 
your current applications and 
integrates existing DOS applica- 
tions, regardless of the vendor. 
IBM OfficeVision doesn’t. What's 
more, HP NewWave Office is based 
on industry-standard networking, 
and runs on HP’s UNIX’ system- 
based computers, HP 3000 systems 
and OS/2 operating systems. 


Beyond this, HP NewWave Office 
incorporates an extraordinary 
new “agents” capability. Agents 
can handle a wide range of sophis- 
ticated tasks. For instance, they 
can automatically gather data, 
analyze it, generate a report and 
distribute it. 


The net result of HP’s approach 

is this: Applications and informa- 
tion are right where people want 
them —at their fingertips. Which 
puts real power where it’s needed 
most. The kind of useful power 

you always hoped to get out of your 
company computer system. 


Call us at 1-800-752-0900, Ext. 
1477 for more information. We 
promise a very powerful experi- 
ence for you, and for everyone 
else in your office. 


1G) 


HEWLETT 
PACKARD 
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San Francisco businesses decry VDT proposal 


BY J. A. SAVAGE 
CW STAFF 


SAN FRANCISCO — In the first public 
hearing concerning San Francisco’s pro- 
posed VDT legislation, small businesses 
said it could put them out of business and 
large businesses said it could cost them 
more than $30 million per firm. 

The legislation, backed by a majority of 
San Francisco supervisors, would man- 
date adjustable tables and chairs for busi- 
nesses with more than 15 VDT workers. 
It would require nonglare screens for 
workers, at their request, and a minimum 
of five feet of space between the back of a 


VDT and the next worker, among other 
provisions. 

Two of the more controversial por- 
tions of the bill — requiring that manage- 
ment give pregnant workers alternative 
work if requested and promotion of eye 
examinations — were dropped from the 
package ‘“‘due to the potential for legal 
challenges,” said supervisor Angela 
Alioto, chairwoman of the City Service 
Committee (San Francisco city and coun- 
ty share jurisdictions). The city attorney’s 
office feared that the state and federal 
governments preempted the city and 
county in those areas and that it would be 
overturned, as was a similar measure in 


HE OVERALL 

economic state of 

affairs in the U.S. is 
seen as the largest single 
factor contributing to the 
drop-off. 


Suffolk County, N.Y., on that technicality. 

The legislation was drafted by a coali- 
tion of unions, including Service Employ- 
ees International, the Communications 
Workers of America and the Newspaper 


Via FAX 
Via MODEM 
Via [Wx 


Via TELEX 


Via PC 


ory full-featured, easy-to- 
use telecommunications software that 
enables your PC to communicate via 
FAX, MODEM, TWX and TELEX. 

Via PC. 

Now anyone with an IBM PC (or 
100% compatible), a modem and a 
faxboard* can send and receive in all 
four modes. With Via PC, you can 
transmit documents from your word 
processing program. You can even 
write a letter or message using nothing 
but Via PC’s built-in editor. And then 
send it out in the mode that’s right for 
your message: FAX, MODEM, TWX, 
TELEX — or all four. 

Via PC makes telecommunications 
easier throughout your company. 
You'll get shorter lines at the FAX ma- 
chine. The option of transmitting your 


message “real-time” or “store-and- 
forward” through the record-carrier of 
your choice. And the ability to commu- 
nicate anywhere in the world from a 
desktop or a laptop PC. 


*Modem required: FAX card optional: hard drive recommended. When sending text-only messages — 80% of all FAX transmissions — 


a taxboard is unnecessary if 


you use an International Record Carrier servic 


¢ such as International Data Refile or Western Union. 
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And it’s so simple to use. Within ten 
minutes after installing Via PC, you can 
create, edit and transmit your first 
message. All using hardware that’s 
readily available in your company. 

But as easy as it is to use, buying 
Via PC is even easier. Because there’s 
no risk. Order a copy for $595, plus 
shipping and handling. After 30 days, if 
you're not satisfied, return it for a 
complete refund. 

Call 1-800-626-5444, Ext. 501 and 
order Via PC today. Payment accepted 
via check, AMEX, VISA or MasterCard. 


Via PC 


Telecommunications Software 


IDR UniCom, Incorporated 
400 Stenton Avenue. Plymouth Meeting. Pennsylvania 19462 
(215) 825-6500 
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Guild. It faces opposition from the Small 
Business Advisory Committee and some 
of San Francisco’s largest corporations, 
such as the Bank of America. 

“It would cost $14 million for equip- 
ment and training, mostly due to retrofit- 
ting 6,000 workstations,” said John Cam- 
midge, vice-president of employee 
relations at Bank of America. He said it 
would cost at least another $30 million to 
implement the “five feet”’ rule. 

Robert Harrison, director at the Occu- 
pational Medicine Clinic at the University 
of California, San Francisco, said the mea- 
sure would save money when compared 
with the cost of treating worker injuries. 
He calculated the cost of treatment for 
one year at $3,120 and the cost of retro- 
fitting one workstation at $1,135. 


NPUG, Prime 
seek cause of 
declining rolls 


BY SALLY CUSACK 
CW STAFF 


NATICK, Mass. — Alarmed by a 20% de- 
crease in membership for the 1989-1990 
year, the National Prime Users Group 
(NPUG) Membership Committee, in con- 
junction with Prime Computer, Inc. in Na- 
tick, Mass., is surveying its members via a 
mass mailing to uncover the reasons be- 
hind declining renewals and enrollments. 

The overall economic state of affairs in 
the U.S. is seen as the largest single fac- 
tor contributing to the drop-off, said Peg- 
gy A. Long, western regional representa- 
tive for NPUG. 

Referring to last year’s annual NPUG 
convention, which was held in Orlando, 
Fla., Long said that ‘“‘six weeks out we had 
the highest registration we ever had, and 
three weeks before the conference we 
had the lowest numbers we’ve had in five 
years.” 

Members tended to lock into the dis- 
counted early-registration rates; num- 
bers reflecting those signing on at later, 
full price fees were significantly smaller. 


Belt-tightening barrier 

Long and the convention staff put out a 
series of random calls to the user commu- 
nity to pinpoint the problem, and the ma- 
jority of users responded that their com- 
panies were not inclined to pay for the trip 
and expenses last year. 

With many companies tightening belts 
and budgets, this did not come as a big 
surprise to the NPUG organizers. Ac- 
cording to Roland K. Kittredge, senior 
manager of marketing support at Prime 
and a NPUG board member, NPUG’s 
membership is on an individual, as op- 
posed to corporate, basis. Estimating that 
there are currently 2,000 members 
worldwide, Kittredge cautioned against 
placing too much significance on the re- 
corded numbers, as ‘“‘many individuals in 
organizations share the information pro- 
vided to the NPUG member.” 

In preparation for next year’s meeting 
in San Antonio, Texas, Long is working to 
step up publicity for the group and hopes 
to reach more third-party software devel- 
opers and new users who may be unaware 
that such an organization is available to 
them. 
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Leave it to LEGENT to premiere a DB2 performance 
manager that tests well no matter what the angle... 
AccuMAX™ for DB2. Among its winning features — 
accurate, maximum performance information using minimal 
system resources. Backed by a comprehensive screenplay 
presented to you via SAA/CUA design standards and 
function key-driven displays. 


With AccuMAX, you can view real-time as well as 


| 5 historical application and subsystem activity 
There’s never been | , 
. online. At summary and detail levels. And its 
a better time 


supporting cast of facilities has everything you 


to buy a DB2 need to maximize the performance of your DB2 
performance manager. environment. 


Fully customizable exception analysis. Dynamic 
performance tracing. Concurrent monitoring of multiple 
DB2 subsystems. Field-level help and pop-up windows. 
AccuMAX will even track its own activity and verify low 
resource consumption via the AccuMAX status display. 
AccuMAX. Under the direction of the group 
that brought you such performance favorites as 
NetSpy™ and DASDMON. Backed by customer 
service representatives who are second to none in 
the industry. 
AccuMAX for DB2. A world premiere you won’t want 
to miss. To schedule your screening, call 800 323-2600. Ask 
for ext. 1184. We’ll send you a demo diskette or arrange a free 


30-day evaluation. 
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It used to be a giant mainframe was your 
only choice for running the computing 
applications vital to your company’s day- 
to-day business. 

Those times are gone. 

Thanks to Digital’s production sys- 
tems. The systems that give you the 
number-crunching power and reliability 
you need a mainframe for. Plus something 
you've never had before: the ability to 
quickly adapt to these changing times. 


Production Systems that give you 
options: Mainframes and more. 


In addition to mainframes, Digital gives 
you a whole range of 100%-compatible 
production systems: from the low-cost 
VAX™4000, to our workhorse VAX™ 
6000, all the way up to our VAX™9000 
mainframe and VA Xclusters™ Big or 
small, they all run the very same complex, 
business-critical applications. And the 
same powerful databases and system 
management software. 

So you have unprecedented flexi- 
bility to deploy—and redeploy—your 
company’s vital computing resources 
quickly and economically. 

You can, for example, move applica- 
tions unchanged from headquarters 
to smaller systems at far-off subsidiaries. 
You can buy only as much computing 
power as you need today, yet be confident 
you can move it to any size of system 
tomorrow. You can distribute computing 
power around the world, yet have all your 
systems work together as one—which is 


the very reason LEGO" Group, the inter-. 


national toy manufacturer, chose Digital 
systems for their global operations. 

And because all Digital’s production 
systems are 100% compatible, you can 
do all these things without the incredible 
costs of rewriting software. 


VAXcluster technology lets multiple 
systems work together as one. 


Digital’s VAXcluster technology gives 
you even more flexibility. 

VAXclusters let you tie together 
Digital’s production systems of any size, 
any model, any age—to multiply com- 
puter power, to accommodate a growing 
number of users, to let users access infor- 
mation no matter where it resides, and to 
make sure your computing resources are 
up and running all the time. Even in the 
event of disaster, VA Xclusters let you 
transparently switch between systems in 
seconds, giving you uninterrupted access 
to business-critical information. 

It’s no wonder Digital lets systems 
work together so easily. We introduced 
the clustering concept, integrating hard- 
ware and software, seven years ago, 
and we've proven our VA Xcluster tech- 
nology in nearly 20,000 installations. 


Restructure your corporate systems 
overnight. 


For business in the 90’s, the one 
unchanging constant will be constant 
change. 

Digital’s production systems are 
exactly what this era of perennial restruc- 
turings, continual asset redeployment, 
and frequent acquisition demands. 

VAX/VMS"™ systems let you con- 
trol change instead of being controlled 
by it. You can, for example, redeploy 
your entire VAX/VMS computing opera- 
tion to a different state over the week- 
end—as TWA Getaway Vacations recently 
did, without missing a flight. You can 
add fault-tolerant capabilities in as little 
as 10 minutes. Or with our networking 
management tools, change the flow of 
corporate information instantaneously. 


How to keep your applications 
up-to-date with the fast-changing 
events of the business world. 


Our VAX/VMS systems are known far 
and wide as the quickest and easiest to 
program—with the capability to write 
production applications twice as fast as 
traditional mainframes. Which is why 
CINCOM, a leading information systems 
software vendor, writes applications for 
IBM’ mainframes using VAX/VMS. 
And it’s no wonder. The VAX/VMS soft- 
ware development environment has been 
honed and enriched through 10 years 
of constant professional use. 
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And Digital’s VAX/VMS systems 
not only work together with other VAX/ 
VMS systems. They also work together 
with other vendors’ systems, protect- 
ing your investment. For example, our 
networking opens gateways to IBM 
mainframes. Our Rdb™ databases let 
you exchange data with IBM and other 
databases. And our Network Application 
Support (NAS) makes it easy to put 
corporate data into managers’ hands, no 
matter what kind of PCs they’re using. 


Expert advice for managing change. 


If there’s one thing you can plan on in 
the 90’s, it’s change. That’s why 
Digital’s production systems not only 
come with some of the world’s most 
sophisticated technology. They also come 
with some of the world’s most sophisti- 
cated experts. 

These experts can listen to your 
business goals and needs. And translate 
your visions into systems not just 
for today. But for far into the ever- 
changing future. 

You should talk to one of them 
today. For more information, call your 
local Digital sales office. 


A way to control ie oe 


change. Instead of 
It 


being controlled by it. 
Now. 
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Optical processing: Smooth-flowing traffic 


Data transmitted by light instead of electrical impulses holds significant promise for a freed-up data highway 


BY JAMES DALY 
CW STAFF 


0 fully appreciate the con- 

cept of optical computing, 

which uses pulses of light in- 

stead of currents of electric- 

ity to carry information, it 
may be necessary to climb into a heli- 
copter. 

Imagine for a minute that you’re 
hovering above Manhattan. It is rush 
hour, and the bridges radiating from 
The Big Apple are crammed with 
cars anxious to escape the crowded 
isle. Because they can only hold so 
much traffic, however, commuting is 
a painfully slow process. 

Consider how much easier the ride 
would be if 100 more bridges were 
built or if each bridge was a thousand 
lanes wide. A team of researchers at 
AT&T’s Bell Laboratories has done 
just that and applied it to the field of 
high-performance computing. 

“‘We’ve got the ability to open up 
the data highway tremendously,” 
said Tod Sizer, a member of the tech- 
nical staff of Bell Laboratories’ Opti- 
cal Computing Research Department 
in Holmdel, N J. 

Light beams can be programmed 
to move through the air without dis- 
persing, Sizer said, and pass through 
each other without interference. An 
optical computer could send millions 
of signals to the smallest of switches 
without a single physical connection. 

Earlier this year, the Bell Labora- 
tories team announced what it de- 
scribes as the first digital optical pro- 
cessor, which department head Alan 
Huang called a key breakthrough to- 
ward realizing its goal of producing a 
full optical computer within the next 
two decades. 


No bottlenecks 

What has excited researchers of pho- 
tonics is that optical-based systems 
quickly eliminate computing’s classic 
speed conundrums: Too much infor- 
mation is trying to get to the same 
place at the same time. 

Until now, the typical method of 
getting computers to run faster was 
by packing more chips into the sys- 
tem design. But that produced un- 
wanted baggage: Heat increases pro- 
portionally to the number of chips 
crowded into a small area, and the 
electromagnetic fields emanating 
from the chips can scramble informa- 
tion on an abutting chip. 

Electricity must also travel along a 
wire. If the wires are not isolated, 
they can garble information on a 
nearby wire. 

Optical computing meets these re- 
strictions head-on. An optical com- 
puter would require far less power 
than an electron-based computer. 
Also, a computer tapping into the 


speed of a photon — the basic parti- | 


cle of light — would only be limited 
by the rules of physics. 

Although the concept of optical 
computing has been kicked around 
for more than 20 years, the obstacles 
to producing a machine based on 
those principles are formidable. “Un- 
fortunately, one of light’s greatest 
strengths is also its greatest weak- 
nesses,” said John Caulfield, director 
of the Center for Applied Physics at 
the University of Ala- 
bama in Huntsville. 

Because light beams 
don’t interact, they can- 
not flip the on-off 
switches that govern 
when and where data 
flows. AT&T research- 
ers tamed that problem 
in January when they an- 
nounced Symmetric 
Self-Electro-optic Effect 
Devices (S-SEEDS), 
which handie photons 
the same way silicon 
handles electrons. S- 
SEEDS work as light 
lenses that control the 
amount of light passing 
between processors by 
opening and closing ac- 
cording to the intensity 
of the light. 

But the S-SEED 
technology is still in its 
rudimentary phase. As a result, “Op- 
tical computing will never replace 
electron-based computing, because 
you’ve always got to bring electrons 


into the game at the switch level,” 
Caulfield added. 

While photonics has filtered into 
the computer industry — fiber-optic 
cabling and optical storage discs have 
been around for years — an optical- 
based system could rewrite the rules 
of high-performance computing. 
AT&T scientists hope that an optical 
computer can operate at several hun- 
dred million cycles per second, giving 


AT&T researchers David Miller (left) and Jill Henry work 
on achip designed for optical computing 


it the potential to be 1,000 times as 

powerful as a Cray supercomputer. 
Although it seems improbable that 

optical-based systems will take over 


the desktop anytime soon, they are 
already actively targeted at computa- 
tionally intensive applications in seis- 
mic exploration and geophysics. 

Another early use, Sizer said, will 
come at phone company switching 
stations, which typically route mil- 
lions of calls daily. The Pentagon is 
also interested because optical com- 
puters would be more secure. 

The repercussions of optical com- 
puting, however, could 
work their way into the 
home as well as outer 
space. For example, the 
higher capacity of optical 
lines could permit firms 
to offer such data-inten- 
sive services as pay-per- 
view home television, 
sporting thousands of ti- 
tles. 

Elements of optical 
computing are also likely 
to spin off into the ma- 
chines we use every day. 
An early target: PC data 
bus architectures, which 
serve as the traffic cop 
for data passing around 
the machine and which 
often account for perfor- 
mance slowdowns. 

Optical computing 
continues to draw enthu- 
siasts. “We all hold be- 
liefs that we hold strongly but just 
can’t absolutely prove at this mo- 
ment,” Caulfield said. “‘Optical com- 
puting is one of my beliefs.” 


Fishing around with virtual computing 


BY MARYFRAN JOHNSON 
CW STAFF 


magine that the machine on 

your desktop was capable of 

changing identities on com- 

mand — one minute an IBM 

Personal Computer, the next 
minute an Apple Macintosh. 

Impossible, right? Those proces- 
sor chips with their myriad functions 
were etched into silicon back at the 
factory. That’s why they call it hard- 
ware. 

Well, swing off the logic gate into 
the abstract world of virtual comput- 
ers, where the boundaries of soft- 
ware encroach on hardware’s territo- 
ry, and the rules of the game can be 
changed. 

“The idea behind a virtual com- 
puter is basically taking the notion of 
software to its logical extreme,”’ said 
Brian Silverman, director of research 
at Logo Computer Systems, Inc. in 
Montreal. Silverman is the author of 
Phantom Fish Tank, a $30 recre- 
ational software package that allows 
users to design a two-dimensional 


virtual computer on their PC screen 
and then watch it in action. 

The screen of Phantom Fish Tank 
is divided into 1,600 tiny cells or 
squares — cellular automata — that 
represent the logic gates on a silicon 
chip. Each cell is in either an “input” 
or “‘output”’ state and by following a 
few simple rules can change its state 
(and color) with each tick of the com- 
puter clock. 

The whimsical name of the pro- 
gram, which runs on IBM Personal 
Computers, PC-compatibles and Ap- 
ple Computer, Inc. IIs, refers to the 
strange undulating patterns made by 
the cellular automata as they move 
around the screen. 


A fuzzy line 

That imaginary PC-to-Macintosh 
quick-change act described above is 
one way Silverman explains what vir- 
tual computing may one day accom- 
plish. 

“That hardware/software boun- 
dary could be pushed back a little,” he 
said. ‘The stuff people think of as 
hardware could itself be implemented 
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in software.” 

Another way to think about the 
possibilities of virtual computing is to 
picture the grid of a silicon chip as a 
city map, with roads and intersec- 
tions etched in concrete. “‘Now imag- 
ine that instead of something solid, 
you could make it in more reshape- 
able materials,”’ he explained. “When 
you graphically changed the map, you 
would change the function or direc- 
tion of the road.” 

The Phantom Fish Tank is more a 
“proof of concept” than a serious 
demonstration of virtual computing, 
Silverman emphasized, and practical 
uses for virtual computers are at 
least a decade away. 

Still, the game seems to appeal to 
a diverse collection of users. The 
software designer remembers one 
particular day when two teachers 
told him how useful they found Phan- 
tom Fish Tank in their philosophy dis- 
cussions with their classes. “What 
grade do you teach?” he asked them. 

“Graduate school,” the first 
teacher said. 

“Third grade,” the other replied. 
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It's a known fact that the right storage solution is crit- 
ical to your IBM system. Which is why, when you're 
building for productivity, you should look up to IPL. 
Now the question is obvious: Why go with an IPL 
storage system when you have an IBM computer? 
The Answer: No one, 
repeat, no one offers bet- 
ter IBM storage solutions 
than IPL. Not even IBM. 


The fact is, IPL has 
worked exclusively on 
IBM mid-range storage and 
mainframe systems for the 
past 17 years. We lead in 
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technological advancements that address your spe- 
cific needs and applications. Plus, with maintenance 
and technical support available 24 hours a day, seven 
days a week, you can rely on rapid response. 

From on-line disk storage, to off-line tape back-up 
and memory, IPLis to storage technology what IBM is 
to computers: The best. And the most advanced. Call 
IPL today at 1 800 338-8475 (617 890-6620 in MA). 
Because a storage system from IPL holds more than 
information. It holds your business. 


& 
oe INC. 


IPLU.S. Headquarters: 60 Hickory Drive, Waltham, MA 02154 1 800 338-8475, ext. 2135 (617 890-6620 in MA) FAX: (617) 890-8128 
IPL International: Imperiastraat 10, 1930 Zaventem, Brussels, Belgium 011-32-2-725.41.58 FAX: 011-32-2-725.40.29 


IBM and AS/400 are registered trademarks of International Business Machines Corporation 











EDITORIAL 


Playing to win 


ONE ARE THE days when informa- 
tion systems could hide in the back of- 
fice, sheltered from the turbulent 
winds of corporate change.” 

Those words appropriately open this year’s 
Computerworld Premier 100 — our tribute to 
the most effective users of information technol- 
ogy in the U.S. As much as anything else, what 
our high-performance IS leaders hold in common 
are the willingness and ability to enmesh their 
organizations into the very fabric of corporate 
competitive strategies. 

Today, those strategies are as diverse as the 
challenges facing the firms, challenges that are 
fostering some downright desperate situations: 

e The threat of war in the Middle East has ham- 
mered Wall Street, where big investment houses 
have never fully recovered from the crash of 
three years ago. 

e The economy’s painfully slow slide to a near- 
zero growth state is sending consumers to the 
spending sidelines, putting many big retailers 
into a tailspin. 

e The greatest swindle in history — the savings 
and loan scandal — has paired with a federal defi- 
cit of sinful proportions to prompt a proposal for 
the biggest-ever tax increase in the U.S., further 
shaking the economy. 

e Global competition has driven the U.S. from 
leadership in virtually every industrial sector ex- 
cept defense-related products — and comput- 
ers. 

Yet through it all, some firms rise above an in- 
creasingly dicey situation, seeming to fire on all 
cylinders no matter what the conditions are. 

The Premier 100 firms continue to invest in 
information technology, with most companies 
reporting healthy increases in IS spending for 
mission-critical technology. As most of the IS 
managers in the Premier 100 also said they are 
under closer scrutiny from senior management 
than ever before, clearly this group is doing a 
spectacular sales job to gain the financial support 
it needs. 

At the same time, 70% of the group either has 
consolidated data centers or will do so shortly to 
contain costs. 

A majority has moved to the hybrid central- 
ized/decentralized IS structure that the futurists 
of five years ago envisioned. That keeps the IS 
groups closer to the action and flexible while at 
the same time maintaining systems security and 
compatibility. 

Finally, virtually all the Premier 100 compa- 
nies continue to invest heavily in network solu- 
tions and, perhaps most importantly, in human 
capital through training programs. 

So it is by no accident, stroke of luck or “help” 
from the government that the companies of this 
year’s Premier 100 are making such effective 
use of information technology. That is fortunate 
for them because, as our lead article concludes, 
“All the ups and downs of life at the top of IS evi- 
denced by the Computerworld Premier 100 
show the battle scars of the 1990s. And to think 
it’s only the beginning of the decade.” 
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LETTERS TO THE EDITOR 


Skilled and ready 


Your recent In Depth look at the 
changing work force [CW, Sept. 
17] was interesting, but you 
seem to have missed two impor- 
tant points. The words “de- 
greed” and “skilled’’ are not 
synonymous. There are many 
skilled workers out there who 
are being overlooked because 
they have talent and experience 
but no piece of paper to make 
them acceptable to personnel 
departments. 

A college education has al- 
ways been expensive, and many 
people have not been able to af- 
ford it or have had other commit- 
ments such as a family or the mil- 
itary. This does not make them 
unworthy, stupid, unprofession- 
al or second-class citizens. They 
deserve consideration. 

In addition, while companies 
are forming partnerships with 
colleges and high schools, they 
are failing to provide training to 
the workers they already have. 
Then, when things get tight, 
these people are discarded be- 
cause they no longer have cur- 
rent skills. 

If companies are really con- 
cerned about the perceived 
shortage of skilled labor, they 
should address their own contri- 
butions to it. 

D.L. Richards 
Systems Programmer 
Montclair, Calif. 


Not blaming IBM 


I commend you on your cover- 
age at the 29th annual National 
Convention of the American 
Council of the Blind, “Blind IS 
managers defy career odds,” 
(CW, July 91. 

However, I’m _ concerned 
about a passage in “Inside 
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Lines,” on page 126 that reads, 
“Computer users at the Ameri- 
can Council of the Blind in Den- 
ver last week were angry that 
IBM’s new graphical user inter- 
face strategy leaves them stran- 
ded.” 

While the quote that follows is 
accurate, that sentence is not. 
The American Council of the 
Blind does not blame IBM for the 
graphical user interface environ- 
ment. While we are concerned 
about the importance of accessi- 
bility to the graphical environ- 
ment, we did not express anger 
toward IBM or any other compa- 
ny in the computer industry. 

We view the graphical envi- 
ronment as progress that is here 
to stay. We applaud IBM and oth- 
er corporate efforts to help blind 
and visually impaired Americans 
find new ways of accessing the 
environment and thereby broad- 
ening and maintaining their em- 
ployment horizons. 

LeRoy F. Saunders 
President 

American Council of 
the Blind 
Washington, D.C. 


OOPS! 


Your publication of ‘““The scoop 
on OOPS” [CW, Sept. 17] does a 
disservice to your readers. 

While the article starts out by 
claiming that it will tell you what 
you need to know about object- 
oriented programming systems, 
the author’s notes seem to have 
become mixed up with another 
article about object-oriented da- 
tabases. 

Object-oriented databases 
are an important component of 
OOPS, particularly within the 
management information sys- 
tems world, but are by no means 
the most important. 

The “big idea is simple,” but 


it is not that “repetitive pro- 
gramming code should be writ- 
ten only once.” Instead, the big 
idea is that OOPS is about model- 
ing the real world and reducing 
the so-called semantic gap be- 
tween users and developers. 

To say that OOPS “‘is a de- 
scendant of Unix” because 
C++ is an extension of C is an 
error of significant proportions. 
C is a fairly recent player on the 
object-oriented language scene 
and represents the retrofitting 
of a procedural language with ob- 
ject-oriented extensions. 

In the side box titled ‘‘Object- 
oriented guide,” the author 
claims that “‘not much productiv- 
ity increase will be seen in the 
first few years until a library of 
objects and object modules is 
built.” This is contrary to our ex- 
perience. 

With modestly experienced 
programmers working in a Parc- 
place Systems Smalltalk envi- 
ronment and employing the ap- 
propriate tools and disciplines, 
we have seen immediate and sig- 
nificant productivity improve- 
ments. 

Reuse of existing designs and 
code will increase these im- 
provements as we accumulate 
developed applications to reuse 
from. 

Charles M. Durrett 

Plant Automation Division 
Electronic Data Systems 
Troy, Mich. 


Computerworld welcomes com- 
ments from its readers. Letters 
may be edited for brevity and 
clarity and should be addressed 
to Bill Laberis, Editor In Chief, 
Computerworld, P.O. Box 9171, 
375 Cochituate Road, Framing- 
ham, Mass. 01701. Fax number: 
(508) 875-8931; MCI Mail: 
COMPUTERWORLD. Please 
include phone number for veri- 
fication. 
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VIEWPOINT 


Can technology effectively replace human teachers? 


GLENN RIFKIN 


When I went to school, 

the most elaborate piece 

of technology ever seen 

|| in the classroom was a 

|| movie projector. The 

# teacher would flick off 

the lights, hit the projec- 

tor switch and hope that the antiquated 

16mm machine would whir and click its 

way through some boring film about Gua- 
temala without breaking down. 

No more. Technology has hit Ameri- 
ca’s schools in a big way. We’ve all heard 
about the computer literacy of the next 
generation, but maybe we haven’t real- 
ized just how widespread this 
thing has become. 

There are an estimated 3.3 
million computers in U.S. class- 
rooms. Personal computers are 
now used for instruction in 98% 
of U.S. school districts, accord- 
ing to a survey by the Wirthlin 
Group in McLean, Va. 

This is a fairly amazing statis- 
tic when you think that these 
computers were really not avail- 
able to the public until 1982 — 
more amazing when you realize 
that user interfaces simple 
enough for a child to use are no 
more than five years old. 

The critical question, howev- 
er, is whether these technical 
marvels are simply shoring up an increas- 
ingly bleak picture in America’s class- 
rooms or are actually producing brighter, 
better educated students. This question 
rises beyond K-12 all the way to the col- 
lege campus. 


Definable benefits? 

Is the computer nothing more than an 
elaborate teaching aid? What evidence do 
we have, now that a generation of stu- 
dents has been exposed to computers in 
school, that we are turning out better 
graduates? 

If the 80s were any indication, the sad 
answer to that question is: not much. 
Scholastic Aptitude Test scores have 
steadily declined during the past decade, 
despite access to computers by precolle- 
giate students. 

Interest in critical disciplines such as 
math and science — areas in which com- 
puters should have the most impact — 
has also continued a dramatic decline. 
There simply seems to be no hard evi- 
dence that computer use has produced 
better students. 

At Dartmouth College, for example, 
personal computers are required for in- 
coming freshmen. Thus every student on 
campus has an Apple Macintosh in his 
dorm room. A Dartmouth professor not- 
ed that while students now turn in papers 
that are clean, readable and without spell- 
ing errors, the content of papers is of no 
higher quality than in precomputer days. 

Perhaps it is unrealistic to expect that 
computers, in and of themselves, are ca- 
pable of having such a dramatic impact. A 
computer, after all, is no more or less ef- 
fective than the person operating it. It isa 
machine — a tool that, despite great ad- 
vances in technology, cannot think. As 
anyone with a PC knows, the technology 


Rifkin is a Computerworld features editor. 
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can be friendly, but not all that friendly. 

Teachers, for example, are forced to 
climb the learning curve along with their 
students, and many continue to be intimi- 
dated by technology. It is tough, if not im- 
possible, to use a teaching tool with which 
you are uncomfortable. 

Older students without a penchant for 
programming or exploring on their own 
the often complicated application soft- 
ware packages available will be at a loss to 
get real value from a computer in the 
classroom — or anywhere else, for that 
matter. Students, teachers and parents 
expecting miracles from the fact that 
computers are now in the schools are 
bound to be disappointed. 


This is not to say that computers can’t 
be effective in the classroom. In the 
Wirthlin study, 82% of the teachers sur- 
veyed said they believe that using com- 
puters increased their students’ motiva- 
tion for learning. 

Early school-age children are benefit- 
ting from such programs as IBM’s Write 
to Read program, in which 5-year-olds 
can use computers to write any word they 
can say. IBM launched Write to Read in 
1984 and claims that students in the pro- 
gram are outscoring comparison groups 
in writing and reading. 

IBM correctly points out that comput- 
ers help provide the kind of one-on-one 
learning environment that a single teach- 
er cannot offer in a classroom setting. 
Certainly, in substandard inner-city 
schools, these aids are invaluable. 


Irreplaceable 

In an era when the teaching profession 
has been shamefully devalued, computers 
may indeed be a salvation in providing re- 
medial skills to young children. However, 
it is folly to believe that a PC can ever re- 
place a dedicated, talented teacher in a 
classroom. 

The biggest fear of this seemingly pos- 
itive trend is that computers will become 
substitute teachers — better than the 
wide-eyed, confused subs we used as tar- 
gets of paper airplanes and spitballs, but 
far worse than a real live professional. 

Only a Luddite would openly scorn the 
use of PCs in the classroom; their poten- 
tial as teaching tools, especially with ad- 
vances in such technologies as artifical in- 
telligence, is unlimited. 

But the education crisis in America 
needs more than an infusion of technol- 
ogy. It needs a reprioritization of social 
values — values that have slipped shame- 
fully and require more than bits and bytes 
to repair. 





LEWIS PERELMAN 


One of the most danger- 
ous myths that is threat- 
ening the U.S. economy 
is the ritual incantation, 
“Technology will never 
replace the classroom 
teacher.” The truth is, it 
already has. By paying lip s rvice to this 
myth, the computer and telecommunica- 
tions industries are squandering their 
most lucrative growth opportunity. 
Worse, they are undermining efforts to 
retool America’s work force in a way that 
harms the nation’s most disadvantaged 
people. 

Information technol- 
ogy is at least as capable 
of displacing and trans- 
forming labor require- 
ments in education as in 
any other business; the 
academic bureaucracy 
has simply not allowed 
it to do so in most 
schools. However, re- 
search and practical ex- 
perience have demon- 
strated technology’s 
potential in areas of the 
learning enterprise out- 
side the control of the 
“educrats.”” 

One firm recently 
showed me a new com- 
puter program it plans to market in 1991 
that can teach students of any age to read 
English up to any level of proficiency — 
without the aid of a human teacher. An- 
other firm is using laptops to deliver basic 
education in New York to 1,800 welfare 
mothers and their children — over the 
telephone. In the Oklahoma panhandle, 
public schools are cutting teacher posi- 
tions and using the payroll savings to help 
pay for a fiber-optic network that allows 
students 100 miles apart to take the same 
teacher’s class via two-way interactive 
video. 

In higher education, National Techno- 
logic University is an electronic graduate 
schoo! with no campus or full-time faculty 
that nevertheless provides continuing en- 
gineering education to more than 3,000 
students all over the U.S. 

These are not unique examples. Over 
two decades of research shows that com- 
puter-based instruction produces at least 
30% more learning in 40% less time at 
30% less cost, compared with traditional 
classroom teaching. A research survey 
published in a leading education journal 
found at least 125 technologies and meth- 
ods that proved to more than double the 
productivity of teaching, yielding at least 
twice as much learning for each unit of la- 
bor time or other cost. 

Computer vendors, unless they’ve 
been living on Mars, cannot claim igno- 
rance of the classroom teacher’s rapid ob- 
solescence. Former [BMer Jack Bowsher 
published a book last year recounting the 
five-year effort he led to modernize IBM’s 
$2 billion-per-year employee education 
system by replacing most classroom 
courses with instruction delivered by 
computers and telecommunications. 

Unisys’ training director is planning to 
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convert at least two-thirds of the compa- 
ny’s classroom instructional programs to 
such “telematic’’ methods. In general, 
employers are spending at least 300 
times more on computer-based instruc- 
tion than are public schools. 

There are more than 45 million per- 
sonal computers in use in the U.S. today, 
compared with virtually none a decade 
ago. This means perhaps 60 million peo- 
ple or more learned how to use PCs, and 
almost none of this crucial learning took 
place in schools. It was delivered by ven- 
dors, manuals, tutorial software, videos, 
hot lines, user groups, books, magazines, 
help systems, trial-and-error and lots of 
schmoozing. Many parents and teachers 
will testify that kids have often led adults 
in climbing up the PC learning curve. 

Some $370 billion will be spent on U.S. 
schools and colleges this year. About one- 
third of that amount — more than $100 
billion — will be wasted by the failure to 
employ the most productive off-the-shelf 
technology for teaching and learning. 
When other kinds of education are includ- 
ed, learning is about a $400 billion to 
$600 billion business in the U.S. — the 
biggest information industry and the most 
technologically backward sector of the 
economy. 

This is the greatest business oportun- 


OMPUTER-BASED 

instruction produces at 

least 30% more 
learning in 40% less time at 
30% less cost, compared 
with traditional classroom 
teaching. 


ity since Rockefeller struck oil. Yet most 
computer and telecommunications firms 
are bending over backward to blow it, 
mainly. because of raw fear of the political 
conflict that must come with challenging 
an entrenched establishment. Ironically, 
the same firms are seeing their global 
competitiveness undercut by the fester- 
ing ignorance of the U.S. work force. Talk 
about shooting yourself in the foot! 

The U.S.’ mostly government-owned, 
operated and subsidized schools and col- 
leges are this country’s collective farms. 
They are declining for the same economic 
reason the whole Soviet empire has col- 
lapsed: lack of market incentive for pro- 
ductivity and, hence, for technological in- 
novation. Instead of brown-nosing edu- 
crats and dumping equipment on schools, 
the computer industry should be support- 
ing the political movement to restructure 
education by introducing choice and com- 
petition to public education; accounting 
for student learning, not just attendance; 
and shifting education budget priorities 
from labor to technology. 

The computer industry’s continued 
failure to support such political action will 
not only shortchange stockholders but 
also hurt the U.S.’ most disadvantaged 
people. The well-off will get access to 
high-tech learning regardless of public 
policy — through the workplace, the 
home and other private sources. Only the 
poor and minorities will be stuck in the 
knowledge ghetto of the public school’s 
11th century technology. 
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-~@ 9-45 PM. Welcome. This is Guest Messaging. You received 
Ss ~ one call before you checked in. Message one: “John, this is Ted. They 
moved our meeting up to 8:30. I’m not sure where, yet. I'll call you in the 
morning to let you know.’ 1 0:00 PM. “Td like a wake-up call for 

6:00 A.M. And can you put a Do Not Disturb on my phone? Thanks? 


1 0:0 6PM. Were sorry, room service is now closed. You can place a 


lightly buttered. Freshly-squeezed orange 
juice. And coffee, black. Tb room 235 at 
6:15 A.M” 6:004.M Good morning. 


,. Thisis 


THIS GUEST’S STAY DEMANDS 


Meridian J To handle all these various calls application that manages all hotel guest transactions. 
and features, Northern Telecom’s Meridian 1 And frankly, ordinary PBXs just aren’t smart enough 
Communication Systems works with a hotel’s to do this. 

Property Management System—the computer That’s because the Meridian 1, unlike your average 
Meridian 1 makes life easier by putting stand-alone features P BX, put features like voice mail, networked ACD, and 
and PBX functions in one modular package. interactive voice response in one modular package and 
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your wake-up call. You have one new voice message. Cees Message one: 
“John? Ted again. Don't forget to bring the revised contract to the meeting. 
Still don’t know what room were in,” 00A.M ‘Td record your 
own personal greeting, press 7. e just went down for a quick 
| workout. I'll be back in a few minutes. 
Leave your message at the sound of the beep,” 
Co OAM. You received one new voice message. 
Coat, Message one: “John, were in the Green Room. 


See you there at 8:30. Oh, and that fax number you 


need is 555-4473.” S:00A.M. “Checking out “gr By the 


way, Mr. Siebert, if you need to hear any of your existing voice 


messages, you can access them for twenty-four hours. Just call us.” 


MORE THAN AN ORDINARY PBX. 


taught them how to work with each other in a way no nary PBX can do. You'll find that it’s more than a PBX. 
ordinary PBX ever could. Making it a very intelligent, 


very efficient communication system for your business. 
And we say that without reservation. 
Call 1-800-328-8800 and compare the — appli- STARE RNR 


cations Meridian 1 offers your business to what anordic TECHNOLOGY THE WORLD CALLS ON 





IBM’s most popular secret. 


SQUDS 


ALTHOUGH SQL/DS IS 
installed on over 7500 computers, 
some people think of it as IBM’s 
“other DBMS” and as a junior part- 
ner to DB2.™ 

In fact SQL/DS, like DB2, OS/2° 
Extended Edition Database Man- 
ager and OS/400° Database Man- 
ager, is a critical part of SAA™ and 
an outstanding relational database 
management system in its own right. 
Introduced in 1981 for VSE and in 
1983 for VM, SQL/DS was the first 
commercial relational DBMS for 
IBM mainframes. Over the years, it 
has matured through three major 
versions. Consequently, SQL/DS has 
the industrial-strength features and 
high performance that have led 
numerous businesses—including 
manufacturers, newspapers, ship- 
builders, hospitals and universities 
—to run their mission-critical appli- 
cations with it. These customers have 
applications with large transaction 
volumes, or large databases having 
tables of over 70 million rows and 
hundreds of views, or thousands of 
users. 

Let’s take a look at what makes 
SQL/DS Version 3 the best DBMS 
for users of the VM and VSE oper- 
ating systems. 


Standards 


In addition to the high perfor- 
mance and robust features that seri- 
ous database applications require, 
SQL/DS has three features that are 
essential to implementing the most 
important information architecture 
of this decade—distributed comput- 
ing. These features work together 
to provide an excellent environment 


for implementing distributed 
applications. 

The first feature is SQL/DS’s 
adherence to international standards 
for SQL as expressed by the Ameri- 
can National Standards Institute 
(ANSI), the International Standards 
Organization (ISO) and the Federal 
Information Processing Standard 
(FIPS) 1271. FIPS has created a test 
suite so vendors can measure how 
close they come to the SQL specifica- 
tion. Version 3 Release 2 of SQL/DS 
easily passes this test. SQL/DS even 
provides a “FIPS flagger” program 
to help users identify SQL statements 
failing to comply with the FIPS 
standard. 

The second important feature is 
SQL/DSss participation in SAA con- 
nectivity using Advanced Program to 
Program Communication (APPC). 
This communication standard sim- 
plifies building cooperative process- 
ing applications with SQL/DS. In 
particular, APPC makes it easy to use 
SQL/DS as a database server in cli- 
ent server applications. In this style 
of distributed computing, the DBMS 
provides intelligent access to the data 
for client applications running on 
remote computers. These remote 
computers can be other mainframes, 
but more and more they are PCs with 
a graphical user interface such as 
OS/2 Presentation Manager.™ 

Not only do IBM’s applications 
such as QMF use SQL/DS as a 
server, but third-party products are 
being used as front ends to SQL/DS 
to build applications. Independent 
software vendors are also attracted 
by the large installed base of 
SQL/DS users. 


Distributed Data Bases 


The third feature needed for effec- 
tive distributed processing is support 
for distributed databases: the ability 
to access data at multiple sites, 
including locally, in a transparent 
fashion. One benefit of a distributed 
database is that local data can be 
retrieved without any network activ- 
ity, thus reducing communications 
costs when compared with a central- 
ized database at a single remote site. 


Another potential advantage is that 
each database node can be appro- 
priately sized to the amount of data, 
the complexity of user requirements 
and the number of users. As the sys- 
tem grows, added demand can be 
met more easily than with a central- 
ized system, by making smaller 
changes to existing nodes or by add- 
ing new nodes to the network. 

SQL/DS's “remote unit of work” 
capability delivers these benefits by 
allowing a collection of database 
operations (¢alled a unit of work) to 
retrieve and update data at a remote 
site. Future releases of SQL/DS will 
add support for “distributed unit of 
work,” which allows a single unit of 
work to access data at multiple sites 
simultaneously. 


Connectivity 


Because companies often rely on 
a variety of operating environments, 
IBM is committed to extending dis- 
tributed database functionality. Cur- 
rently, remote data can be shared 
among VM SQL/DS databases, and 
IBM has announced data sharing 
between VM SQL/DS and DB2 
databases. VSE Guest Sharing, using 
VM TSAE provides access to local 
or remote VM SQL/DS databases to 
VSE users and applications running 
under VM. IBM intends to add inter- 
operability with AIX? OS/2 and 
OS/400 applications and data- 
bases as well. 

SQL/DS delivers the three keys to 
implementing distributed process- 
ing—SQL standards, SAA connectiv- 
ity and distributed databases. If you 
need to solve tough data manage- 
ment problems in a VM or VSE envi- 
ronment, SQL/DS is the obvious 
choice. Get in on the secret. 
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DEC’s Ultrix strategy falls flat 


Observers see failure to differentiate Ultrix from other Unix offerings 


COMMENTARY 
Jerrold M. Grochow 


Defining 
SAA terms 


Recent articles 


about IBM’s Sys- 
tems Applica- 
~ tion Architec- 
ture have 
focused on the 
F shortcomings 
of SAA rather than on what SAA 
compliance has to offer. So 
what does SAA compliance 
mean, and who is providing it? 
Will IBM tell you? If not, who 
will? 

Let’s start with a definition. 
Complying with SAA means the 
following: 

e Using the languages and in- 
terfaces defined in the SAA 
Common Programming Inter- 
face. 

e Developing user interfaces 
that follow the Common User 
Access (CUA) definition. 

® Using architectural tech- 
niques to design your application 
program for cooperative pro- 
cessing. 

e Using one or more of the in- 
cluded operating environments. 
e Using communications mech- 
anisms specified in SAA Com- 
mon Communications Support. 

SAA compliance, however, 
is not an all or nothing proposi- 
tion. The answer to the ques- 
tion, “How much compliance is 
enough?” depends on who is 
asking the question. It also de- 
pends on who is listening to the 
answer. In fact, the entire 

Continued on page 39 


the totally 


ANALYSIS 


BY MAURAJ. HARRINGTON 
CW STAFF 


In an effort to gain acceptance by 
the commercial Unix market, 
Digital Equipment Corp. has 
been aggressively selling Ultrix, 
its Unix-based operating sys- 
tem, as an “open systems’ prod- 
uct that can run on several differ- 
ent platforms. 

However, analysts concurred 
that although DEC’s Ultrix prod- 
uct has shown overall improve- 
ment, the 6-month-old strategy 
to gain more of a share of the 
commercial Unix market has 


been unsuccessful for two rea- 
sons. 

First, while Ultrix Version 
4.0 now offers many of the same 
features other Unix platforms 
do, it has no outstanding features 
to differentiate the product. Sec- 
ond, it is ranked second to DEC’s 
VMS operating system by the 
chairman and founder himself, 
Ken Olsen. 


Unique streak 

“The biggest problem DEC is 
faced with is the need to differen- 
tiate its Ultrix product from oth- 
er Unix offerings,” said Terry 
Shannon, an analyst at Interna- 
tional Data Corp., based in Fra- 


Index, Ernst & Young 
join CASE bandwagon 


BY ROSEMARY HAMILTON 
CW STAFF 


Those computer-aided software 
engineering (CASE) announce- 
ments just keep on coming. 

Index Technology Corp. re- 
cently made its first move be- 
yond the front-end design stage 
of CASE with the introduction of 
a re-engineering tool for Cobol 
systems. 

Meanwhile, Ernst & Young is 
gearing up for its first move into 
the CASE market. It is sched- 
uled to announce a consulting 
and methodology package called 
the Navigator Systems Series 


this week. 

Index’s XL/Recover is de- 
signed to review Cobol applica- 
tions and provide help in both 
cleaning them up and bringing 
their data into an application de- 
velopment environment. The 
goal is to align existing programs 
with new ones so they can oper- 
ate under the same structures 
and guidelines. The tool scans 
programs and then loads data 
and design information into the 
repository of Excelerator, In- 
dex’s front-end software design 
tool. It also produces analysis re- 
ports of the programs so a user 
can pinpoint trouble spots. 


mingham, Mass. 

DEC has attempted to con- 
vince users that Ultrix is a viable 
and competitive Unix product 
because it has more than 1,000 
applications from independent 
software vendors and features 
that are accepted by the Open 
Software Foundation standards 
organization. Yet users are not 
listening very hard, according to 
analyst David Wu at S.G. War- 
burg & Co., an investment firm 
in New York. 

“DEC has not been successful 
with its Ultrix product line, part- 
ly because when you have the 
founder of the company saying 
VMS is the best thing on the 


One early user of XL/Recover 
is using the tool on a project that 
will merge applications from two 
operations into one. The U.S. di- 
vision of Bertelsmann, a German 
media company, is creating one 
set of applications for both its 
book club and record club opera- 
tions, which had functioned sep- 
arately. This calls for both writ- 
ing new programs when neces- 
sary and saving whatever soft- 
ware possible. 

“We can see what already ex- 
ists and what can be reused,” 
said Everett Penn, a senior con- 
sultant at the U.S. division of 
Bertelsmann. “It also helps us 
identify what we don’t have.” 


Information engineering 

The Ernst & Young offering ac- 
tually contains no CASE tools. 
The company has put together a 
package based on the informa- 


VMS rules supreme 
Only a small fraction of DEC 
sites list Unix or Ultrix as their 
primary operating system 
Percent of systems (U.S. sites) 
VAX 


Unix 5% 


Source: Computer Intelligence 


market, it’s very hard to sell Ul- 

trix — especially as an open sys- 
tem,” Wu said. 

Wayne Kernochan, an analyst 

in the Distributed Systems 

Continued on page 36 


tion engineering methodology, 
which provides on-line guide- 
lines, documentation and con- 
sulting services for software de- 
velopment. It is designed to 
support any product based on 
the information engineering 
methodology. 

Ernst & Young has ties to 
Knowledgeware, Inc., which 
sells the Information Engineer- 
ing Workbench. The Arthur 
Young portion of this accounting 
and consulting firm (the result of 
the merger of Arthur Young and 
Ernst & Whinney) provided 
start-up money for Know- 
ledgeware, and Ernst & Young 
currently serves as a reseller of 
the Knowledgeware product 
overseas. But company officials 
insist that they will not promote 
Knowledgeware’s product as the 
exclusive tool for the Navigator 
Systems series. 





The Next Generation in Office Automation 


automated office 


@ Fully Customizable ® Decentralized Administration ® Full Connectivity @ Integrated PC Support @ Resuurce-efficient 


Emc?/TAO IS A QUANTUM LEAP FORWARD IN ELECTRONIC 


MAIL AND OFFICE AUTOMATION. 


Emc2/TAO is a dynamic system that gives Electronic Mail 
and Office Automation to everyone — from novice to expert. 
It can be tuned on an individual basis to suit the user’s abil- 


ities and needs. 


POWER THROUGH SIMPLICITY 


Emc2/TAO provides hundreds of easy-to-use features for 
managing, organizing and distributing Electronic Mail and 
documents. Emc2/TAO includes electronic-mail, calendar- 
ing, document storage and retrieval, and a multitude of 


powerful bridges and gateways. 
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Novices can start on day one with no 
training. Experts have everything they need. And, it has 
been designed as a platform to support an emerging set of 
capabilities as the evolution of office automation continues. 


Emc2/TAO gives full control through decentralized adminis- 


tration. Authorization can be delegated by feature, by de- 


connectivity. 


> MVS, MVS/XA 
> VM/CMS 
» VSE, SSX 


partment or by logical class. 
interface allows product features to be custom-tailored to 
suit the needs of each individual user or group of users, at 
the installation’s discretion. 


And Emc?/TAO’s user 


Emc?/TAO is simple, powerful, and allows unprecedented 


ALL ENVIRONMENTS 


> TSO, CICS, IMS, IDMS 

» PCs (Personal Emc?) 

» VAP (Special Emc? VTAM Application) 

» FIVS (Fischer International Virtual System) 
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> PCs and LANs. 

>» SNADS. 

> X.460. 

> BITNET. 

» DIA/LU 6.2 compatible 
devices and systems. 

» Western Union services: 


(Telex, Facsimile, EasyLink, etc.) 


» DISOSS. 
>» PROFS. 
» DEC (VAX Mail, All-in-One). 
» WANG (Wang Office). 
And more. 


TAO 


ELECTRONIC MAIL COMMUNICATION CENTER / 
TOTALLY AUTOMATED OFFICE 
Emc2/TAO is the smart answer. 

Many of the largest corporations 

in the world have already selected Emc?. 





Judging By Other CASE: 
Products,804 Of Your 
Workload Doestt Exist 


Most CASE products only scratch the surface a | 20% New Systems 
of your development problems. ge. Be \ a {&_ Development 
That's because they're designed exclu- MK... Sad) os Bo te 
sively for developing new systems. But when 4% > SS 
it comes to maintaining older systems—the aaa 
oes chunk of your workload—most 4q 
E tools leave you out in the cold. 
Fortunately, one company deliv- 
ers acomplete CASE solution: Index 
Technology Corporation. Our latest prod- 
Wa uct offering, Excelerator” for 3 
ee Design Recovery, lets you 
fT bring your existing systems 
into the CASE environment. 
This innovative product trans- 
lates complex code into clear, easy- 
to-understand diagrams. It scans 
COBOL data and procedure divi- == 
sions, IMS database definitions, plus 
=| IMS/MEFS and CICS/BMS 3 
screen maps—and captures, = 
their underlying structures ina 
CASE repository. 
With Design Recovery and 
the other powerful products in our | 
Excelerator Series, you can do a lot more (hair Be cist 
ai 0% Existing Systems 
just develop new systems. E Maintenance 
You can also modify old systems to meet new usef . 
requirements, migrate existing systems to new target hi " 
forms, or even adapt old systems to support new atte g02 io Alfof which means you won't have 
to scuttle your current investments to keep pace with your changing og 
For more about our complete CASE solution, cal us today at Index Technolog) 
1-800-777-8858—before the biggest part of your workload takes yOU UNder. There's No Substitute For Experience. 


Excelerator is a registered trademark of Index Technology Corporation, One Main Street, Cambridge, MA 02142. IBM is a registered trademark of International Business Machines Corporation. 





Fault-tolerance out, 


ON SITE 


BY JOHANNA AMBROSIO 
CW STAFF 


At the American Stock Ex- 
change, Inc.,“‘buy low, sell high” 
is more than the age-old adage 
about how to play the market. 
The philosophy also applies to 
how information systems staff- 
ers are revamping the ex- 
change’s computer architecture. 
The exchange is getting rid of 
its high-cost Stratus Computer, 
Inc. and Tandem Computers, 
Inc. systems and is bringing in 
relatively low-cost Digital Equip- 
ment Corp. machines instead. 
“Why pay extra for fault tol- 
erance?”’ said John Diesem, se- 
nior vice-president at the ex- 
change. “Our sense is that fault 
tolerance provides you protec- 


tion against the thing least likely 
to fail — the processing unit. 
The mean time between failures 
for mainframe hardware is ex- 
tremely high, yet you’re paying a 
premium for fault 
tolerance.” 
Diesem and 
his team handle 
all the systems on 
the exchange’s 
trading floor. He 
is also working 
with the Sec- 
urities Industry 
Automation Co. 
(SIAC) to develop 
and implement 
the new architec- 
ture. SIAC, which 
is owned by the 
American and New York stock 
exchanges, houses, maintains 
and programs the host comput- 


Is there room for minis 
in client/server world? 


ANALYSIS 


BY SALLY CUSACK 
CW STAFF 


The client/server competition is 
heating up again, pitting mid- 
range computer vendors against 
workstation companies and 
workstation companies against 
personal computer manufactur- 
ers. But exactly how or where 
does the traditional minicomput- 
er fit into the world of the client/ 
server computing environment? 

Current data indicates that 
minicomputers are holding their 
ground, particularly in larger in- 
formation systems shops. The 
Business Research Group (BRG) 
in Newton, Mass., recently sur- 
veyed 750 Fortune 1,000 com- 
panies and found that midrange 
computers are perceived as via- 
ble servers among that re- 
source-rich community. 

“The midrange market will 
definitely provide a place where 


On a steep learning curve with DB2? Or 
have you resorted to a 3GL to get the 
functionality needed with DB2? 

Then discover why the Gartner Group 
reports, “For new users, preliminary user 
input indicates that NOMAD/DB2 may 
provide the most ‘friendly,’ tightly coupled 
and integrated 4GL in relation to DB2.” 

Relational since 1975, NOMAD has 
consistently led DB2, providing full referen- 


companies can develop major 
client/server applications on that 
platform,” said William Blues- 
tein, an analyst at Forrester Re- 
search, Inc. in Cambridge, Mass. 

According to Kevin O’Neill, 
vice-president of research at 
BRG, many of the sites surveyed 
indicated that a client/server 
strategy is simply one compo- 
nent of the larger issue of net- 
work integration. 

“These companies want to 
retain the value of the systems 
they already have, and this re- 
sults in better utilization of all 
types of computers,” he noted. 

The study also indicated that 
two-thirds of the sites were ei- 
ther using client/server func- 
tions or planning to implement 
them within the next 18 months. 

Pete Johnson, manager of 
Texaco, Inc.’s Scientific Sys- 
tems Management Unit in Hous- 
ton, said the lines become “‘blur- 
ry” when defining the differ- 
ences between high-end work- 


data access. 


tial integrity, additional security and a host 
of features that extend the functionality 


of DB2. 


NOMAD is a registered trademark of U3S International Ltd 


Other product names are trademarks of their respective companies. 
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Diesem updates Amex 


NOMAD’s integrated procedural and 
non-procedural language and interactive 
windowing environment boost application 
deveiopment productivity while simplifying 


Unlimited outer-join support, applica- 
tion generation tools, an integrated DSS, 
and a report writer that handles virtually 
any requirement let you tackle critical 
applications with ease. 
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DEC in at the Amex 


ers used by both exchanges. 

The overall goal, Diesem 
said, is to bring the exchange’s 
architecture up to date to quickly 
respond to changing business 
needs. The ex- 
change is, for ex- 
ample, exploring 
around-the-clock 
trading and re- 
cently received 
regulatory per- 
mission to offer 
new options for 
investors to bet 
on the direction 
of the Japanese 
stock market. 
The new comput- 
ers will allow the 
exchange to han- 
dle these requests with much 
more flexibility, he said. 

With the current systems, ap- 


stations and midrange comput- 
ers. Texaco relies on a Cray 
Research, Inc. X-MP 2/16 to 
process compute-intensive data 
and uses a mix of Sun Microsys- 
tems, Inc. servers, IBM RISC 
System/6000s and Digital 
Equipment Corp. Microvax 
3100s to process smaller data 
sets in an interactive environ- 
ment. The company also ser- 
vices a sizeable PC community. 

One thing that is very clear is 
that every midrange vendor — 
including IBM, DEC, Hewlett- 
Packard Co., Sun, Data General 
Corp., Wang Laboratories, Inc., 
Prime Computer, Inc. and 
Groupe Bull — has resposi- 
tioned its product line to function 
in a client/server environment. 


Adding value 
Ultimately, their success will be 
determined by how and where 
they can add value, said Jim 
Hammons, an analyst at The Si- 
erra Group, Inc. in Tempe, Ariz. 
“They can’t just relabel these 
systems, and the added value 
doesn’t necessarily have to be in 
hardware. It can be in software 
and applications,” Hammons 
said. He cites the Decstation 
4000’s extra I/O performance 


plications for routing orders, 
storing orders and reporting on 
completed orders are stored ona 
different host computer. The 
last computer in the chain is 
linked to the terminals and per- 
sonal computers used by brokers 
on the exchange floor. 

“Our current architecture is 
monolithic,” Diesem said. “Each 
is very valuable and contains its 
own data. But if you lose any one 
because a communications line 
goes down ... the whole chain 
goes down — all the way to the 
floor.” 

Instead of having hosts with 
huge applications, smaller ma- 
chines will pinch-hit for each oth- 
er in case of failure. The new 
computers will house the same 
applications, but the software 
will be broken down into small, 
easier-to-maintain modules that 


and HP’s implementation of the 
New Wave environment on HP 
3000 servers as examples of val- 
ue-added systems. 

While Bob Craig, IS manager 
at Genarra Sportswear, Inc. in 
Seattle, is not currently taking 
advantage of HP’s New Wave 
technology, the company is us- 
ing an HP 3000 Series 950 in a 
server capacity. The 950 com- 
municates with two Novell, Inc. 
local-area networks, the compa- 
ny’s distribution center and a fa- 
cility in Hong Kong. When the 
computer was purchased in 
1989, the intent was not to use it 
as a server. ‘‘It was just an evolu- 
tionary type of thing that 
brought us to that point,” Craig 
said. 

Many large-scale users plan 
to reconfigure their minis as 
servers as the necessary soft- 
ware becomes available or as in- 
dividual corporate needs change. 
According to BRG, 29% of those 
sites currentiy implementing a 
client/server strategy are using 
mainframes, while 30% are us- 
ing minis. 

Jack Crawford, vice-president 
of information management at 
Hartford Insurance Group, a 
longtime Wang shop, said he is 


will run on specific machines. 

That way, when the exchange 
adds a new product, only the ap- 
plication on a server, for exam- 
ple, may need to be rewritten. 
“The way things are now, we 
have to do major surgery on the 
big systems if we want to change 
anything,” Diesem said. 

At the top of the revamped ar- 
chitecture will be two DEC 
6420s to house the Open Order 
File, which is a record of all the 
orders to buy or sell stock. Mir- 
rored data sets will run the VMS 
operating system. Next will be 
multiple Decservers, also run- 
ning VMS, to house specific ap- 
plications. The final level will 
consist of terminals and Unix- 
based workstations on the trad- 
ing floor. The computers will be 
connected via Ethernet. 

Diesem said he could not 
specify when the swapping out 
would be complete. However, he 
said, ‘‘A lot of this will start to 
come together in’91.” 


waiting for Wang to take Pace, 
its relational database manage- 
ment system, into a cooperative 
environment in a client/server- 
based architecture. 

“It’s a software-driven deci- 
sion,” Crawford said. Gerry 
Paul, vice-president of systems 
and communications at Wang, 
confirmed that the Pace version 
is being developed, but he would 
not specify a delivery date. 

According to Bluestein, as the 
Unix operating system gains mo- 
mentum, it better positions itself 
in the server world. ‘“‘That’s one 
of the reasons we feel companies 
like Sun will compete quite suc- 
cessfully as client/server provid- 
ers,” Bluestein said. “DEC will 
be there too, depending on how 
long it will take them to deliver 
an Ultrix-based server.” 

“The real issue for us is the 
software, not the hardware,” 
Johnson said. “The three words 
around here are Unix, network- 
ing and X Windows.” Johnson’s 
staff is busy writing code in Unix 
to “X Window into” the PC envi- 
ronment, and he hypothesizes 
that someday the company will 
have a file server, database serv- 
er and a local server all within 
the same network. 








Add NOMAD 's cooperative processing 
options and support for static SQL for DB2 
and you have a performance powerhoe i 
under your control. all 
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Here are 43 reasons why 
the new controller 


They all add up to one very important reason. The new IDEA Concert lets you integrate more hosts upstream and more devices 


downstream than any other controller on the market. IBM mainframes, IBM midrange systems, DEC VAXs, asynchronous hosts, coax, 


twinax and ASCII devices, you name it. All work in concert, so you can maximize your investments and increase productivity. The IDEA 


Concert Controller. And now, we’ll let the numbers speak for themselves. 


1 « Talks to IBM 370 class mainframes 

2 « Talks to IBM AS/400 midrange systems 

3 « Talks to IBM System 3X midrange systems 
4 « Talks to DEC VAX systems 

5 « Talks to other asynchronous hosts 

6 « Talks to Unix hosts 


q - Talks to multiple hosts (up to 4) 


8 - Talks to a combination of different host types 
9 « Talks to up to 56 coax devices 

1 0 - Talks to up to 42 twinax devices 

l 1 « Talks to up to 80 LAN devices 

1 2 « Talks to IBM 3270-type displays 

1 3 « Talks to IBM 5250-type displays 


1 4 e Talks to IBM InfoWindow displays 


IDEA Courier, Inc., 1515 West 14th Street, Tempe, AZ 85281, (602) 894-7000; IDEAssociates, Inc., 29 Dunham Road, Billerica, MA 01821, (508) 663-6878, FAX (508) 663-8851; European Headquarters (France), 33-14-035-5858; Asia/Pacific (Hong Kong), 
852-5-420172; United Kingdom, 44-81-390-5945; Canada, 416-676-9930. IBM, PC Support, Token Ring and InfoWindow are registered trademarks of International Business Machines Corporation. AS/400 and Net View are trademarks of International Business Machines. 
IDEAssociates and IDEA are registered with the U.S. Patent and Trademark Office by IDEAssociates, Inc. IDEA Concert is a trademark of IDEAssociates, Inc. Courier and Servcom are registered trademarks of IDEA Courier, Inc. 

DEC, VAX, DEC LATand DECServer are trademarks of Digital Equipment Corporation. Unix is a registered trademark of AT&T. 





Find out more about the worlds 
most talked-about controller. 


Host System(s) Installed: Quantity 
(IBM 370 class mainframe 

(JIBM AS/400 

(JIBM System 3X 

L]DEC VAX 


(J) Other Asynch Host 


Name 
Title 
Company 
Address 

City, State, Zip 
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DEA 


Talks to IDEA 9000 series terminals and printers 
Talks to IDEA 12000 series terminals 

Talks to IDEA 177, 197 and 277 series terminals 
Talks to DEC VTXXX terminals 

Talks to DECServer 200/550 

Talks to IBM 3270-type printers 

Talks to IBM 5250-type printers 

Talks to IDEA 13000 series printers 

Talks to IDEA 244 series printers 

Talks to host-addressable PC printers 

Talks to local devices 

Talks to remote devices 

Talks to a PC emulating a twinax terminal 

Talks to a PC emulating a coax terminal 

Talks to a PC emulating an ASCII terminal 
Talks to Token Ring networks 

Talks to DEC LAT networks 


Talks to X.25 networks 
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Talks to IBM’s AS/400 PC Support application 
Talks to synchronous modems 

Talks to SNA/SDLC environments 

Talks to SAA compatible devices 

Talks to IBM NetView 

Talks to host as multiple logical units 

Talks to IDEA Advanced Function Terminals 
Talks to coax multiplexers 

Talks to asynchronous multiplexers 

Talks to concurrent gateway and downstream 
physical units 

Talks to entire system through remote 
diagnostic capabilities 


Talk to IDEA. 1-800-528-1400 


The intelligence to communicate better. 


IDEAssociates 
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Going on-line helps Connecticut 
manage environmental concerns 


ON SITE 


BY SALLY CUSACK 
CW STAFF 


HARTFORD, Conn. — Data center em- 
ployees and engineers at Connecticut’s 
Department of Environmental Protection 
(DEP) are busy these days creating and 
maintaining an on-line Environmental In- 
formation System for use by the depart- 
ment’s Bureau of Air Management. 

Air quality control within the unit is a 





Available now: the Series 2000. An entry- 


19-inch full color graphics. 
Easy-to-leam, icon-based user 


interface. Multivendor connec- 


tivity. Main memory of 16MB 


(expandable to 64MB) Anda ~ 


200MB internal disk. An open 


round-the-clock job. The unit is responsi- 
ble for 30 remote sites that continually 
monitor the level of air pollutants. It also 
serves in a watchdog capacity for several 
in-state facilities by constantly evaluating 
factory emissions and the quality of air. 
“These sites will eventually have sys- 
tems that will automatically dial into our 
computer if there is a problem,”’ said 
Richard J. Soj, senior technical systems 
analyst at the DEP. “We are working ona 
system that will allow our computer to in- 
terrogate their CPUs for data, if indeed 


__ industry-standard 


that becomes necessary.” 

Depending on the reported results, 
such as if a pollutant reaches an alarming 
level, “they will send a computerized file 
here telling us that this is the problem, 
here is the level, and we determine then 
what, if any, action should be taken,” Soj 
said. 

The department currently 
has three bureaus dedicated 
to monitoring air, water and 
waste pollutants, and all three 
rely on Data General Corp. MV 
systems to process information and 
applications. The DEP is also responsible 
for issuing permits and maintaining his- 
torical data on facilities and incidents that 
fall under its jurisdiction. 

The new Environmental Information 


cations. Add to this, support for a full range of 


third-party software. Providing 
over 900 technical applications 
available for immediate delivery. 
Available now: worldwide 
solutions. As the #1 supplier 
of CAD/CAM/CAE in North 
America, Intergraph is a Fortune 
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System consists of a set of integrated soft- 
ware components designed to run on the 
Air Compliance Unit’s DG MV/10000 
and MV/15000 and MV/20000 minicom- 
puter systems. The computers are linked 
together via DG’s Xodiac networking sys- 
tem, and all are running DG’s AOS/VS op- 
erating system. The system pro- 
ject is being developed in- 

house. 
Describing the application 
as an evolutionary, ongoing 
development effort, Soj and his 
staff have divided the software into 
three major components: administrative, 
comprising newly established registra- 
tion and permit fee programs and a pur- 
chase request/budget operations system; 
air quality, which includes data acquisition 
and air quality data handling subsystems; 
and the technical component, with 13 
subsystems, including programs for com- 
plaint tracking, inspection tracking and 
the continuous emissions monitoring sub- 
system. There are also subsystems for 
toxic air pollutant retrieval and enforce- 

ment control. 

The Environmental Information Sys- 
tem was written using a suite of programs 
and applications from SAS Institute, Inc., 
a Cary, N.C.-based software corporation. 
Known for its statistical programs, the 
SAS product line has expanded to include 
sophisticated graphics, data handling and 
data management systems. 


F A POLLUTANT 

reaches an alarming level, 

“they will send a compu- 
terized file here telling us that 
this is the problem. . . and 
we determine then what, if 
any, action should be taken.” 


RICHARD J. SOJ 
CONNECTICUT DEP 


The Bureau of Air Management is im- 
plementing severa! of these systems to 
construct the environmental software. A 
unique feature of the product, Soj said, is 
its ability to merge all files and subsys- 
tems. 

“The SAS program allows us, in five or 
six statements, to merge data sets and 
produce a report,” he said, adding that 
the ability to produce timely reports is a 
requisite for any government agency. 


| “All systems have been assigned a unique 


identifier such as client, sequence, town, 
and premise number, which allows bureau 
engineers to create any number of data 
files containing specifically requested in- 
formation from any combination of sub- 
systems.’’ All data storage, management 
and analysis is done by the SAS system, 
Soj said. 

Most of the 128 staff members are en- 
gineers and technicians, the people re- 
sponsible for designing, implementing 
and maintaining the software project. The 
system will be expanded as needs dictate, 
Soj said, and the department is currently 
writing an interrogation and polling soft- 
ware program to be used in continuous 
emissions monitoring. 

The DEP is also investigating the pos- 
sibility of arming inspectors with laptops 
for on-line data entry and on-site testing. 
Soj said the department has a DG Aviion 
workstation that “we are planning to use 
for GIS applications.” 
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Sybase lessens mainframe load 


BY JEAN S. BOZMAN 
CW STAFF 


EMERYVILLE, Calif. — Users of Sy- 
base, Inc.’s new IBM mainframe connec- 
tivity products said they are using the 
software to gain real-time updates from 
IBM hosts rather than batch updates, 
which typically occur overmght. 

The latest generation of Sybase main- 
frame products provides connections 
through IBM’s LU6.2 protocol to IBM’s 
CICS teleprocessing monitor. The result 
can truly be called cooperative processing 
— a system in which the personal com- 
puter local-area network takes some of 


the heavy number crunching away from 
the IBM mainframe, beta-test site users 
said. 

“TBM’s VSAM is an efficient file struc- 
ture,” noted Dave Alessandro, a project 
manager at Textron Financial Corp. in 
Providence, R.I. “But you're losing 
[mainframe] cycles accessing the VSAM 
files. Now we’re bringing the host data 
down to the LAN and moving toward 
eliminating duplication of functions.” Sy- 
base’s products are slated to ship to new 
customers by year’s end. 

Textron developers are working on a 
pilot project that would take data from 
IBM’s VSAM and DB2, residing on Tex- 


tron’s IBM 3090 mainframe in Irvine, 
Calif., and place it on a PC LAN running 
under Microsoft Corp.’s LAN Manager. 
Textron is using Sybase’s Open Server 
for CICS to access MVS applications and 
the Sybase Open Gateway to provide SQL 
access to DB2 data. An IBM RT running 
AIX acts as the gateway on the PC LAN. 
However, the workstations are IBM Per- 
sonal System/2s or clones running OS/2. 


Taking time out 
True distributed processing will not fol- 
low immediately, Alessandro said. ‘We 
don’t want to jump into a truly distributed 
application until we can get a feel for this 
technology.” 

The beta-test site users said Sybase 
had solved both connectivity and commu- 
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nications problems with its I]BM-compati- 
ble software. ‘You can have an applica- 
tion that thinks it’s talking to the Sybase 
Open Server, and the Sybase software 
will take on the job of turning a Sybase 
task into a DB2 task,”’ said Jim Stoddard, 
senior vice-president for strategic sys- 
tems at Fidelity Investments in Boston. 

Fidelity plans to continue to do much of 
its high-speed transaction processing on 
the IBM host, while presenting the re- 
sults to users on desktop machines. 
“Most other DBMS products want you to 
move all of your data into their database,” 
Stoddard said. “Sybase is saying that you 
can move part of your application into Sy- 
base, then go through the [Sybase] Open 
Server so that you won’t have to change 
your older, host-based applications.” 


Ultrix 


CONTINUED FROM PAGE 29 


Division at Boston-based The Yankee 
Group, agreed. ‘‘Ultrix has, in some ways, 
always been a product that was looked at 
as secondary to [DEC’s] VMS operating 
system,” Kernochan said. 

While DEC’s Ultrix marketing direc- 
tor, Joe Menard, acknowledged that VMS 
is the dominant system DEC ships today, 
he said, “‘We’re seeing a lot of VMS cus- 
tomers moving to Ultrix since we started 
shipping last April.” 

However, Kernochan said that Ultrix’s 
growth remains stunted because it is be- 
ing pulled in too many directions. 

In addition to DEC’s internal forces 
pulling Ultrix toward its proprietary plat- 
form, it is also being pulled toward becom- 
ing an OSF standard, because of its Motif 
user interface, and toward Unix Interna- 
tional, because of the organization’s secu- 
rity requirements and popular kernel. 

However, because of an industry dis- 
pute between Unix International and the 
OSF, each organization uses a different 
user interface. 


Tying them together 

“‘We can’t be bothered with multiple user 
interfaces ... and that has been a sore 
spot for the people around here, because 
ideally, we'd like to run all of our applica- 
tions under one common user interface, 
and right now we can’t,” said Ultrix user 
Jim D’ Aquino at the Union Bank of Swit- 
zerland Securities, Inc. 

D’Aquino, who is upgrading to Ultrix 
Version 4.0, said that the bank’s most 
popular spreadsheet, Lotus Development 
Corp.’s 1-2-3, doesn’t run on Ultrix. 

“‘We’ve raised hell about that to DEC, 
but it’s sort of fallen on deaf ears,” D’A- 
quino said, adding that 1-2-3 does, howev- 
er, run under the VMS platform, and DEC 
said it will not be marketing an Ultrix ver- 
sion for another six to 12 months. 

Despite the ongoing standards issue, 
Wu said DEC is being held back from be- 
coming a serious player in the Unix world 
for other reasons as well. “I don’t think 
DEC’s salespeople really understand 
Unix . . . their sales staff isn’t that good, 
and their marketing strategy isn’t good 
either,”’ Wu said. 

Menard disagreed, claiming that DEC 
spent “‘a considerabie amount of time and 
money in training the sales staff.” 

“Tf you look a few years back, we basi- 
cally sold Unix to those who wanted it, but 
we didn’t go out of our way. Now we are 
going after the Unix market agressively,” 
Menard said. 
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_ COMPUTER ASSOCIATES 


INTERNATIONAL, INC. announced today complete support for IBM'S recently 


announced VSE/ESA Ope 
Compute Associates, 

committed to the VSE oper 
with over 20,000 VSE 8° 


ating system s 


rating System concurrent with 
the acknowledged experts in VSE technology: has been 
ince the company was founded in 1976. 
ftware product licenses worldwide, Computer 


its general availability- 


Associates is the leading independent vendor of VSE software today. A list 
of the products supporting VSE/ESA follows: 


SYSTEMS MANAGEMENT 
SCP TWARE 


CA-DYNAM/D 
CA-DYNAM/FI 
CA-DYNAM/T 
CA-ASM/ ARCHIVE 
CA-SORT 
CA-CICSORT 
CA-SPACE/MANAGER 
CA-TAPE/MANAGER 
CA-ACF2 
CA-TOPSECRET 


CA-JARS/IDMS 
CA-ACTIVATOR It 
CA-CONVERTOR 
CA-NETMAN 

CA-RAPS 

CA-DRIVER 
CA-SCHEDULER 
CA-SYSTEM SCHEDULER 


CA-EARL 
CA-EzTEST/CICS 
CA-VOLLIE 
CA-FLEXISCREEN 
CA-LOOK 
CA-OPTIMIZER 
CA-PROMACS 


(more) 
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TMFORMATION MANAGEMENT 
SOFTWARE 


CA-DATACOM/DB 
CA-DATACOM/TOTAL 
Transparency 
CA-DATACOM/VSAM 
Transparency 
CA-DATACOM/DL1 
Transparency 
CA-DATADICTIONARY 
CA-DATAQUERY 
CA-DB: STAR 
CA-IDMS/DB 
CA-IDMS/DC 
CA-IDMS/DDS 
CA-IDMS DEVELOPER 
CA-IDMS DBA 
CA-ESCAPE 
CA-eMAIL 

CA-ETC 


CA-ADS 

CA-ADS/ GENERATOR 
CA-CULPRIT 
CA-DATAMACS/ II 
CA-ICMS 

CA-IDEAL 
CA-LIBRARIAN 
CA-MetaCcOBOL* 
caA-O1LQ 


(more) 


BUSINESS APPLICATION 
SOFTWARE 


Manufacturing: 

CA-CAS: BOM 

ca-cas: CCC 

CA-CAS: COE 

CA-CAS: INV 

CA-CAS: MPS 

CA-CAS: AP 

CA-CAS: AR 

CA-CAS: FA 

CA-CAS: GL 

Human Resources: 

CA-HRS: payroll 

CA-HRS: personnel 
CA-HRS: Position Tracking 
CA-HRS: Applicant tracking 
Banking: 

CA-INFOPOINT: Combined 
Interest Reporting 
CA-INFOPOINT: Deposits 
CA-INFOPOINT: Integrated 
Commercial Loans 
CA-INFOPOINT: Cashtran 
Masterpiece Financial: 
CA-ACCOUNTS PAYABLE 
CA-ACCOUNTS RECEIVABLE 
CA-GENERAL LEDGER/FRS 
CA-FIXED ASSETS 


(more) 
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Lincoln finds systems success 
designing for 70% of its users 


ON SITE 


BY MICHAEL FITZGERALD 
CW STAFF 


FORT WAYNE, Ind. — At Lincoln Na- 
tional Corp., the nation’s seventh-largest 
insurance holding company, 11 years of 
automating its offices have turned the in- 
formation systems staff into proponents 
of the 70% solution. 

Lincoln has se«n its Office Productivity 
Network (OPN) -— installed in 1979 and 
expanded throughout the years — grow 
to support more than 6,000 users, far out- 
stripping its original expectations of 500 
to 1,000. Even the custodial department 
is hooked into OPN, which now has its 
own network of 10 of Lincoln’s 20 Prime 
Computer, Inc. systems, including 6450 
and 6650 minicomputers. 

The company has come to be used as a 
test lab of sorts for Lincoln National Infor- 
mation Services, Inc. (LNIS), a Lincoln 
subsidiary created in 1983, both because 
there was not much competition at the 
time, and because selling the system 
helps cover development costs. 

For example, Lincoln will serve as a 
test ground for LNIS’ latest upgrade, a 
major revision of OPN that emulates a 
graphical user interface on the dumb ter- 
minal system, providing windowing and 
pull-down menus. LNIS expects to have 
this fully implemented within the compa- 
ny by sometime in 1991. 


Secrets of success 

Lincoln has learned how to make a system 
user-friendly by setting its sights on a 
70% success standard. “We found that 
only about 15% of the knowledge workers 
in the office would ever realiy master any 
of the products,” such as spreadsheets or 
desktop publishing packages, said James 
Tunis, who helped start OPN and has run 
LNIS since the subsidiary was created in 
1983. “‘At the other end, there’s another 
15% that we call the Luddites, who are 
just never going to touch anything.” 

That leaves about 70% of the people, 
who are what Tunis calls “technology in- 
different.” These people, Tunis said, will 
use technology when “‘it’ll do the job for 
them; they don’t have to read a manual or 
go to a class; and when they need it 10 
minutes from now, they can get it.” 

Tunis said most software ignores the 
needs of these users, who are the bulk of 
the corporation: “It has to be PHD [Push 
Here, Dummy] or something that really 


tem succeed. Primarily, though, users 
drive the success of OPN. 

Executives credit the system with 
making a qualitative change in the way 
the company does business. For instance, 
since the law department installed OPN, 
it has been able to handle 30% more cases 
with 8% (two employees) fewer staff. In- 
ternal surveys showed that workers with 
OPN rate themselves from 12% to more 
than 20% more efficient than without it. 

Electronic mail is the main selling point 


for OPN within Lincoln, 
but users generally find its 
document management 
abilities attractive as well. 
The system, for instance, 
will automatically arrange 
meetings. It also keeps 
records of where E-mail 
goes, so users can tell 
whether requests have 
been passed on to other 
employees, which can help 
prevent bottlenecks. 
Lincoln wants to make 
the system broader. 
Among current projects are creating 
modules that will do purchase orders elec- 
tronically as well as bringing optical char- 
acter recognition and imaging technol- 


Tunis wants 70% success 


ogies into OPN. 

LNIS recently imple- 
mented an IBM RISC Sys- 
tem/6000 version of the 
system for a customer but 
has no plans to move off of 
the Primes internally — at 
least not until the Unix 
world “grows up” with 
more powerful machines, 
Tunis said. He said he does 
favor Unix over OS/2 for a 
multiuser, multitasking 
environment. 

Tunis said that using 
the proprietary Prime system with termi- 
nals is inexpensive and much easier to 
connect to than a client/server environ- 
ment. 
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sands of proven applications, designed to help all 
kinds of businesses solve their kinds of problems. 
And we keep track of ASA00 software at IBM’s 

tional Solution Center, along with customer 
references. So it’s easy to find your kind of soft- 
ware, plus someone else who’s already using it. 

2. Growth. The ASA00 is designed for 

expansion, which means you never have to buy 
more system than you need right then. As you 


gets them going easily without having to 
dig througii a manual.” | 
For instance, Lincoln has created a 
desktop publishing package it has called 
OPN:Style. The package automatically 
prepares text in a variety of formats. Tu- 
nis said it has eliminated the “ransom 
note” school of design — the use of too 
many fonts and type sizes in one docu- 
ment — and cut the costs of hardware, 
desktop publishing software and training. - 
The initial incentives for creating the 
OPN came from Chief Executive Officer 
Ian Rolland’s desire to reduce paper flow 
and advance end-user computing. Rol- 
iand’s continued support and use — he | 
even has a terminal at home — and that of 
other top executives has helped the sys- 


The IBM ASA00 advantage: 
Buying a computer system for your whole 
company isn't something you want to do twice. 
If nothing else, that could mean you did it 
wrong the first time. Which would be painful. 
So remember this: in a major survey of 
midrange system owners’ the ones who'd bought 
IBM ASA00s said they were the happiest. And 
by a wide margin. Here are four reasons why: grow, it can grow with you—from a few users to 
1. Applications. The ASA00™ runsthou- —_ hundreds. And if you already have PCs, they won't 


“Source: Sierra 5000 DataBase. © 1990 18M Corporation. IBM, Application Systemy400, AS/400, and 400 are registered trademarks of IBM Corp. 
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Grochow It is important to remember the fol- verifying SAA compliance. This manual 
lowing: supplies a checklist of the major compo- 
CONTINUED FROM PAGE 29 e Vendors will all claim SAA compliance _ nents of SAA. Anyone developing soft- 
— some long before they actually have it. ware can check off those features of the 
issue of compliance may need to be @ There will be fairly wide variations in SAA definition that are used in their appli- 
treated on several different levels,from how different vendors interpret “‘comply- cations. 
concepts down to specific rules and stan- ing with CUA.” Like most checklists, this provides 
dards. e Cooperative processing will begin with only a superficial view of how the applica- 
Software vendors play a very impor- workstation front ends to previously ex- _ tion is implemented. It does not show 
tant role in implementing IBM’s SAA isting mainframe applications; distribut- | what non-SAA software or standards are 
strategy. Forward-thinking software ed databases will be in second or third re- _ also used, nor does it indicate how much 
vendors are already moving toward com- _ leases. of an application uses the standard. If one 
mon user interfaces across multiple ap- e Non-SAA languages will be phased out _set of queries uses SQL, but the rest of 
plications and common software across slowly since few, if any, vendors will re- the application is written in assembler, 
multiple platforms. The support and write older software until they really does that make it SAA-compliant (i.e., 
compliance of vendors has added legitima- must. allow you to check the box)? 
cy to IBM’s strategic direction and to How can you tell if software is SAA- IBM is leaving it up to software ven- 
pursuing improved productivity and quali- compliant? IBM publishes a ‘‘Guide for dors and developers to determine if and 
ty via better software architecture.” Evaluating Applications” to help you in how specific software conforms to SAA. 
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it another computer again. Z 
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just work with the ASA400, they'll work better. "SS learn more about the 
3. Support. When you get an ASA00, you ha ea . * M 
. ‘ ca, tat 5 marketing rep. call us 
not only get IBM service, it comes built right in. toll-free and welll send you 
An ASA00 can diagnose its own problems and, if "HE the 44-page IBM ASA00 
you like, be connected with an IBM service cen- Solutions Catalog. 
ter to call for help automatically. 1 800 365-4 IBM 
4. Investment protection. The ASA00 is a —— 
system you can build on. Investments you make 
now—in software, peripherals and training—will 
be secure. Which means today’s decision will be 
one you can stick with, for many tomorrows. 
The IBM AS/400 Model B35 
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This puts a significant burden on software 
developers and users to understand the 
issues underlying compliance and insist on 
it when it is important. 

IBM is also publishing a catalog of 
current and announced products that 
comply with SAA. The first edition of 
this catalog will include applications that 
support SAA as to application structure, 
environment and CUA. 

Future versions of the catalog are 
likely to require adherence to CPI and 
CCS components of SAA as well. 

Listing in the SAA catalog permits a 
vendor to specify “registered in IBM’s 
SAA catalog” in advertising and on the 
products themselves. However, only the 
vendor makes the judgment as to wheth- 
er a product follows SAA guidelines in a 
particular area. IBM reviews requests 
for catalog listings but not the actual soft- 
ware and presumably catches only bla- 
tant misrepresentations. 

If IBM takes a generally passive role 
in enforcing SAA compliance, does this 
mean that SAA will devolve into chaos? 
Probably not. 

What SAA is really about is productiv- 
ity and quality. It is less an issue of strict 
compliance with rules and standards for 
their own sake than an issue of what we 
can expect as a result of complying with 
them. 

Underlying the whole SAA approach 
is a belief that productivity of developers 
and users will improve when we use 
standard approaches to implementing 
systems and delivering their functions. 
There is also the belief that the quality of 
our work, measured in every way from 
number of errors to customer satisfac- 
tion, will improve from the use of these 
same standards. As SAA demonstrates its 
ability to create these improvements, 
the marketplace will police the level of 
SAA conformance. 

We are all in this together — IBM, 
other hardware manufacturers, indepen- 
dent software vendors and computer 
user organizations — so the more we can 
agree on a set of standards that all can 
use, the more we will all come out win- 
ners. 


Grochow is vice-president of the Corporate Tech- 
nology Group at American Management Systems, 
Inc. in Arlington, Va. 





NEW DEALS 


TRW to supply 
Amoco imaging 


Amoco Oil Co. has chosen TRW Fi- 
nancial Systems, Inc. of Berkeley, 
Calif., to supply Amoco’s customer ser- 
vice center with an advanced document 
image processing system. The Customer 
Service Image System, which will process 
customer correspondence and provide 
on-line access to statements, is the sec- 
ond phase of a project begun in 1989. 


Digital Equipment Corp. will install a 
$2.7 million campuswide information net- 
work at Oakland University in subur- 
ban Detroit. Two DEC VAX 6000s will be 
used for academic computing; a reduced 
instruction set computing-based Decsys- 
tem 5810 is earmarked for research stud- 
ies; and 70 DEC workstations and person- 
al computers will be installed in the PC 
laboratory and campus library. 


39 





SYSTEMS & SOFTWARE 


NEW PRODUCTS — SOFTWARE 


Applications packages 


DK Systems, Inc. has announced a Wang 
Laboratories, Inc. VS-based on-line user 
support and call tracking system. 

DK Help Desk is a Wang Laboratories, 
Inc. PACE application that can be used as 
a stand-alone unit or with DK Inventory 
Manager, a hardware- and software- 
equipped tracking system. The product 
allows multiple-response entries to be 
made against particular Help Desk calls. 

The product is priced at $5,000 for a 
stand-alone version and $2,500 when 
purchased as an integrated package with 
DK Inventory Manager. 

DK Systems 

1455 N. Sandburg Terrace 
Chicago, Ili. 60610 

(312) 943-7744 


IMSL, Inc. has introduced Exponent 
Graphics System, a software package de- 
signed to meet the programming de- 
mands of scientists and engineers who 
solve problems with Fortran. 

The product provides three levels of 
functionality: low-level subroutines, ad- 
vanced subroutines and applications-level 
routines. 

The product runs on Sun Microsys- 
tems, Inc. 3 and 4 systems, Digital Equip- 
ment Corp. VAX 9000, 5400, 5800 and 
Decstation machines. Prices range from 
$1,500 to $15,000, depending on type of 
platform. 

IMSL 

2500 Permian Tower 
2500 City West Blvd. 
Houston, Texas 77042 
(713) 782-6060 


Utilities 


R.R. Software, Inc. has announced that 
Pastran, its Pascal-to-Ada translator, has 
been made available for Digital Equip- 
ment Corp. VAX platforms. 

The product will directly translate 
DEC Pascal to Ada with up to 95% effi- 
ciency, the vendor said. Pricing is based 
on the numbers of Pascal lines to be trans- 
lated in increments of 50,000. Up to 
250,000 lines cost $10,000 per incre- 
ment; more than 250,000 lines cost 
$5,000 per increment. 

R.R. Software 

P.O. Box 1512 
Madison, Wisc. 53701 
(800) 722-3248 


Beacon Software International, a division 
of Interleave Technology, Inc., has an- 
nounced the CICS Connection, an IBM 
mainframe software product designed to 
extend the file-sharing ability of VSAM. 

The product enables users of multiple 
on-line and batch programs to update the 
same VSAM files simultaneously without 
compromising any data. It features auto- 
matic field-level journaling of updates, 
which enables users to back out changes 
from VSAM files while they remain on- 
line, the vendor said. 

CICS Connection runs on IBM main- 
frames under MVS/SP, MVS/XA, MVS/ 
ESA or CICS Version 1.6.1 or higher. It is 
priced at $45,000 per site. 

Beacon Software 

50 Milk St. 

Boston, Mass. 02109 
(617) 482-1778 
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Main Frame Software Products Corp. has 
announced Release 4.0 of Help/Key, an 
IBM Systems Application Architecture/ 
Common User Access-compliant help 
system designed for users of VSE and 
MVSCICS systems. 

The product supports IBM’s DB2 and 
IMS and includes an automatic scanning 
feature that searches single- or multiple- 
page screens. 

Perpetual license fees range from 
$9,900 to $13,900. 

Main Frame Software Products 
135 Glen Road 

Wellesley, Mass. 02181 

(617) 239-0288 


System software 


Highland Research, Inc. has announced 
Release 1.2 of Critique VTAM, its VTAM 
performance management software pack- 
age. 

The product can be used to monitor 
VTAM areas such as configuration, stor- 
age, application, session, routing and I/O. 
It can also be used to find VTAM prob- 
lems before users do and then isolate the 
cause of these errors, the vendor said. 

Pricing ranges from $9,000 to 
$25,000, depending on CPU size. 
Highland Research 
120 Summit Pkwy. 

Birmingham, Ala. 35209 
(205) 942-6590 
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Compilers 


Data General Corp. has announced a na- 
tive-code compiler designed for Aviion re- 
duced instruction set computing-based 
servers and workstations. 

The GNU C+ + compiler is based on 
AT&T C+ + Version 2.0.GNU C+ + is 
a component of the GNU software plat- 
form from the Free Software Foundation. 

A package that comprises GNU 
C++,aGNU debugger known as GDB 
and AT&T 2.0C+ + libraries is priced at 
$1,595. 

Data General 

3400 Computer Drive 
Westboro, Mass. 01580 
(508) 898-4051 
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NEW PRODUCTS — HARDWARE 


1/O devices 


Everex Systems, Inc. has announced an 

Intel Corp. 1486-based file server that in- 

cludes 32M bytes of 32-bit memory. 
Stepserver 486/33 was designed to ac- 

commodate several users on a Novell, 

Inc. network. It operates at 16.5-MHz 

I/O bus speed and includes an intelligent 

small computer systems interface con- 

troller. The product is priced at $13,498. 

Everex Systems 

48431 Milmont Drive 

Fremont, Calif. 94538 

(415) 498-1111 


be looking at MainView™ 


Human Designed Systems, Inc. has an- 
nounced a second generation of its View- 
station series of X Window System termi- 
nals. 

The Viewstation Plus series of termi- 
nals is reportedly equipped with as much 
as 10M bytes of memory and features 
screen sizes ranging from 14 to 21 in. The 
terminals also feature 256-color, grey- 
scale or monochrome display capabilities. 

Pricing ranges from $1,999 to $5,999, 
depending on type of model. 

Human Designed Systems 
421E Feheley Drive 

King of Prussia, Pa. 19406 
(215) 277-8300 


Oce Graphics USA, Inc. has introduced 
two 406 by 406 dot/in. raster plotters de- 
signed to produce maximum mono- 
chrome outputs of 1 in./sec. on paper or 
film 


Models G9844 and G9845 of the Oce 
G9800 series of direct imaging plotters 
include a 20M-byte hard drive and a 342- 
in. floppy disk drive. 

Model G9844 ($20,990) produces D- 
size architectural plots in approximately 
30 sec., and Model G9845 ($23,990) pro- 
duces E-size architectural outputs in 
about 45 sec., the vendor said. 

Oce Graphics USA 

P.O. Box 7169 

385 Ravendale Drive 
Mountain View, Calif. 94039 
(415) 964-7900 





SOMETIMES, 


YOU'VE Gor To SEE IT 


10 BELEVEIT. 


Talk is cheap. Performance is priceless. 


ready-to-use automation solutions 


that can elevate your data center to 


advanced automated operations in a 


matter of days. 


SystemView™ 


MainView complements IBM’s’ 


strategy with seamless 


integration and a common user interface, 


allowing you to manage, fine-tune, and 


control your entire enterprise from a 


single focal point. 


SEE IT FOR YOURSELE 
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We'd like to send you 


So if you’re seeking the benefits of data center automation, you should 
from Boole & Babbage. 
MainView comes with powerful 


the free Systems Automation Evaluation Checklist — an 


invaluable resource book to help you assess your data 


center’s needs, establish criteria for automation tools, 


and begin a time- and money-saving evaluation. 
Call Marty Vaughn at 1-800-822-6653 to get your 
\ free copy today. Outside the U.S., call 408-735-9550. 


- When you need superior data center management, 
a to MainView from Boole & Babbage. 


= 


It’s more than a promise, it’s something you can believe in. 


Boole & 
Babbage 


Pe UME NT Deets 


MainView is a trademark of Boole & Babbage, Inc. IBM is a registered trademark of International Business Machines Corporation 
SystemView and DB2 are trademarks of International Business Machines Corporation. 
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Oce Graphics’ G9800 raster plotters 


Processors 


Tektronix, Inc. has introduced a reduced 
instruction set computing-based multi- 
processing server designed for visualiza- 
tion applications. 

The XD88/700 can operate as a file or 
compute server in heterogeneous envi- 
ronments. It features scalable computer 
architecture and consists of two basic 
configurations: the XD88/720 ($62,000), 
which features a dual-processor, 25-MHz 
Motorola, Inc. 88100 processor rated at 
67 million instructions per second 
(MIPS), and the quad-processor XD88/ 
740 ($102,000), which delivers 120 
MIPS. 

Tektronix 

P.O. Box 1000 

Wilsonville Industrial Park 
Wilsonville, Ore. 97070 
(503) 685-2838 


Power supplies 


Current Technology, Inc. has announced 
its Plus series of power protection prod- 
ucts for retail, point-of-sale and other 
small system environments. 

The series was designed to protect 
point-of-sale registers, scanners, teller 
terminals, personal computers, facsimile 
machines and photocopiers from power 
surges, lightning and line noise. Surges 
are filtered before they reach any equip- 
ment, thereby preventing errors, avoid- 
ing the loss of data and obviating the need 
for system reboots, the vendor said. 

Other features include noise suppres- 
sion of more than 35 dB and 20,000-amp 
surge capability. The series of products 
are priced at $169 each. 

Current Technology 
1400 S. Sherman 
Richardson, Texas 75081 
(214) 238-5300 


Data storage 


Unisys Corp. has announced a cache disk 
storage subsystem for its 1100/2200 line 
of mainframe computers. 

The M9740 supports 16M to 64M 
bytes of cache memory and features a disk 
storage capacity of 32G bytes. It supports 
industry-standard Block Multiplexer 
Channel or Unisys Word Channel I/O. 
The product is equipped with a dual-con- 
trol unit that supports four separate main- 
frame host interfaces and can also be con- 
figured to accommodate up to eight host 
interfaces, the vendor said. 

The product is priced at $275,707 or 
$762,355, depending on configuration. 
Unisys 
P.O. Box 500 
Blue Bell, Pa. 19424 
(215) 986-5367 





Hannover, Germany, 1990: European 

experts judging at CeBIT, the world’s lar- erties awarded 
gest computer exposition, give their top Ten of Europe's toughest iS 

design award to the Wyse PC Model 3225. WYSE their {op prize. 

No big surprise. Wyse design has = =2= 
been winning over computer profes- Over3 million even tougher critics 
sionals for nearly a decade. It’s won, awarded us their business. 
in fact, an installed base of more than 
3,000,000 terminals and PCs. © Be- 
cause Wyse design is also a wise invest- 
ment. It delivers more features, styling 
and ergonomics than the competition. 

For less money. Witness, for example, 
the Wyse family of Novell-certified per- 
sonal computers. The CeBIT award 
winner, our Model 3225, is a25 MHz 386 
that gives you more 
emmmmmenmmms (110 WORLD 15 GETTING WYSE. 
than Compaaq’s DeskPro 386/25 or IBM's 
PS/2 Model 70. It’s very likely the most 
cost effective server or CAD/CAM work- 
station you'll find anywhere. — Likewise, 
our 3016SX at 16 MHz outperforms 
Compaa’s DeskPro 386S and IBM's PS/2 
Model 55. Expandable to 16MB of RAM, 
it’s the best SX value around for the 
demanding user. For entry level users 
who plan to grow, our Mode! 2012i at 12 
MHz 286 desktop offers 7 expansion 
Slots, 4 drive bays, and up to 16MB 
RAM. It’s the most expandable PC in its 
price range. All these Wyse systems 
include MS-DOS 3.3 at no extra charge. 


To learn more about their winning ways, 
call 1-800-438-9973. 


The Wyse Novell-certified PC family, led by 


our CeBIT award-winning Model 3225. 


Wyse PCs are among the smartest invest- 
iu ( d uy i i ments any ee make — 


WYSE is a registered trademark and Models 20121, 3016SX 

and 3225 are trademarks of Wyse Technology inc 

All other trademarks are property of their respective owners 
1990, Wyse Technology inc 
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COMMENTARY 
J.-A. Savage 


Open Look, 
closed mind 


Sun executives 
like to trip over 
the word Motif, 
pretending that 
their tongues 
are tied when it 
comes to the 
opposing product to Sun’s Open 
Look graphical user interface. 

Motif, supported by the 
Open Software Foundation, ap- 
parently represents more to 
Sun than mere competition. It 
represents The Old En- 
trenched Big Boys (and, presum- 
ably, Big Girls) in the computer 
industry — everything that Sun 
loves to hate. 

Sun has resisted Motif, al- 
though other vendors, notably 
IBM, HP and DEC, have em- 
braced it. Instead, Sun continues 
to insist its Open Look will be- 
come the graphical interface 
standard. 

The Open Look graphical 
user interface was designed by 
Sun with the help of AT&T and 
Xerox. Motif was largely devel- 
oped by HP and is supported by 
IBM and DEC. Motif is based on 
Presentation Manager and 
OS/2 but will also work with 
Unix. Open Look is solely for 
Unix. 

“Tt’s not a question of back- 
ing down on Motif,”’ Sun market- 
ing executive Ed Zander says. 
“Our fundamental problem is 
with DEC and IBM, the forces 

Continued on page 48 





Dbase users cautiously content 


BY JAMES DALY 
CW STAFF 


Early assessors of Ashton-Tate 
Corp.’s Dbase IV Version 1.1 da- 
tabase software package give it a 
thumbs up but say they will keep 
one eye on the offerings of the 
up-and-coming vendors who 
slipped into the vacuum after an 
earlier, buggier version of Dbase 
damaged Ashton-Tate’s profits 
and reputation. 

“They did exactly the right 
thing with this fix, and I’d like to 
see them stay ahead of the game, 
but I’m keeping my options 


PC buying power: Who has it? 


open,” said Pat Adams, presi- 
dent of DB Unlimited, a consult- 
ing firm in Brooklyn, N.Y. ‘My 
loyalty is to my business and my 
clients, not to any particular 
company.” 

Longtime Ashton-Tate users 
generally hung tough with the 
company throughout the ordeal, 
which began nearly two years 
ago. Dbase IV Version 1.0 was a 
failure of monumental propor- 
tions because of a faulty memory 
management program that 
caused the application to crash 
spontaneously. 

In late July, the Torrance, 


Calif.-based company pulled the 
curtain back on Dbase IV Ver- 
sion 1.1. In the interim, howev- 
er, some users headed over to 
products such as Fox Software, 
Inc.’s Foxbase or stayed with 
Ashton-Tate’s preceding gener- 
ation, Dbase III Plus. 
Competitors said the Version 
1.0 debacle rewrote some of the 
rules in the database market. 
“Before the problems with 1.0, 
people were less willing to sign 
on with the smaller companies,” 
said Michael Gardner, vice-pres- 
ident of research and develop- 
ment at Wordtech Systems, Inc. 


FEATURE: PC PURCHASING CONTROL 


in Orinda, Calif. “But that’s 
changed in the past 18 months.” 

Those who stuck with Ash- 
ton-Tate said Version 1.1 is 
much quicker and more reliable 
than 1.0 but could still use some 
sprucing up. Barbs were direct- 
ed toward Version 1.1’s menu- 
ing system, which one user de- 
scribed as “‘pretty bare-bones.” 
The major complaint: Users 
need to write a lot of code to cre- 
ate elaborate menus. 

Jack Bradford, a systems su- 
pervisor at the Minnesota De- 
partment of Natural Resources 
in Minneapolis, was able to work 
around the bugs in Version 1.0 
but said he would still like more 
windowing and mouse support in 

Continued on page 47 


BY RICHARD PASTORE 
CW STAFF 


his is the PC I want. Just 
sign the check, and I'll go 
get it.” End users may 
wish it was that simple to 
obtain new personal com- 
puters, but such orders typically fall 
on deaf information systems ears. 
Despite the purported trend to 
distribute IS responsibilities to end 
users, few IS groups seem to be relin- 
quishing control over PC purchases. 
Indeed, some IS departments have 
only recently wrested control from 
end users, ringing down the curtain 
on what they called an unmanageable 
menagerie of motley machines too 
confusing and costly to maintain. 
“What I inherited here two years 
ago was very difficult to control,” 


says Claude Rankin, manager of MIS 
at the New York office of Deloitte 
Touche. It was a multivendor free- 
for-all, Rankin says of the users’ for- 
mer buying patterns. 

He has since instituted a steering 
committee made up of key partners 
of the firm and himself. At least once 
a year, this group gathers to evaluate 
and predict users’ hardware needs. 

“We look at the historical events 
of the past 12 months and how we’ve 
been doing,” Rankin says. If the com- 
mittee identifies a need for more pro- 
cessing power, it will set aside a per- 
centage of the budget for PC upgrade 
purchases, and those purchases can 
only be placed with vendors appear- 
ing on Rankin’s approved brand list. 

“It makes it possible to have 
greater control over your inven- 

Continued on page 49 








Presentation Manager Arrives For 
Micro Focus COBOL/2 Programmers! 


Micro Focus COBOL/2 now includes System Programming Extensions that enable the full range of 
Presentation Manager functionality to the COBOL programmer. Best of all, after becoming familiar 
with the concepts of PM programming, the COBOL/2 programmer . . . 


(J Does not need to be retrained in another language in order to build PM applications 
{3 Needs only learn a few simple, new extensions to the COBOL language 
(3 Can do anything that can be done in C or Assembler 





Come pioneer with us and other COBOL programmers interested in exploring this exciting, new 
graphical user interface. Presentation Manager programming is not easy in any language, but it can 
be rewarding. Now the opportunity is here for all COBOL/2 programmers. 


MICRO FOCUS’ 


A Better Way of Programming™ 
For more information about Micro Focus COBOL/2 call us at 1-800-872-6265 or 415-856-4161. 
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Many businesses 
are already getting 
a competitive edge 

with AI&T ISDN. 


Maybe even your 
competition. 


If you think Integrated Services 
Digital Network (ISDN) is just a dream for 
the future, think again. The advanced 
technology of AT&T ISDN can give your 
business a competitive advantage, today. 

Did you know, by transmitting voice, 
data and images all at the same time, over 
one digital line, AT&T ISDN is already help- 
ing many businesses to save money. As 
well as offering a level of service and 
efficiency never before possible. 

AT&T ISDN is now available in over 
300 cities across the country. And here is 
what it can do for you: 


AT&T ISDN is working &:; 


in Telemarketing: we 


Even before a telemarketer answers 
the phone, all account information about 
the caller can appear on-screen. Telemar- 
keting companies can now give immedi- 


ate answers to their customers’ questions. 
So orders get processed faster, sales oppor- 
tunities are greater and customers aren't 
left on hold listening to music. ( 
AI&T ISDNis working @ GS 
inTransportation: ™ 


With AT&T ISDN’s Call-by-Call feature, 
transportation companies are now central- 
izing control of their dispatch operations 
and combining various AT&T switched 
services on the same F1 pipe. This flexibil- 
ity means that more calls are being han- 
died with fewer access lines. AT&T ISDN 
has helped transportation companies save 
thousands of dollars each month and has 


moved their businesses into 
= 


the fast lane. 

Al&d ISDN is working 

in Lodging: Ss 
Right now, when their switchboards 


are all lit up, hotels are using AT&T ISDN 
to route calls automatically to the next 
available agent, even if they’re in another 
location. That maximizes their staffing 
efficiency. Also, with our automatic num- 
ber identification feature, agents have 
become more accurate and are saving 
time, opening the door for more persona- 
lized service. 

So now that you know how well it’s 
working for your competition, let the 
advanced technology of AT&T ISDN help 
increase productivity and save money for 
your business today. 


Innovation. 
Another AT&T advaniage. 


For more information, call your AT&T 
Account Executive. 





COMMENTARY 
Douglas Barney 


A handle on 
multimedia 


Do you know 
what a gen lock 
is? How about 
SMPTE time 
code or a sin- 
gle-frame re- 
corder? If, like 
most normal people, you haven’t 
a clue and don’t give a hoot, 
then you are far from ready for 
multimedia. 

Borec with the drudgery of 
spreadsheets and fed up with 
fonts, it seems that most people 
today think they want multime- 
dia. Its sheer hype has taken 
care of that. But all that fun 
masks an important fact: True 
multimedia creation is complex 
and difficult. It assumes all the 
complexity of the individual com- 
ponents — sound, video, 
graphics and animation — and 
adds the difficulties of blending 
these elements into a cohesive 
whole. That doesn’t sound like 
fun, and managing it all may be 
worse. 

Clearly, an information sys- 
tems group that is up to its ears 
downsizing and chipping away 
at applications backlogs has no 
time to explore the wonders of 
desktop video and perfect the 
fine arts of rotoscoping and mo- 
tion blurring that make anima- 
tions effective. Most people in 
IS have no idea what any of this 
weird stuff is. Should IS start 
animating, digitizing video and 
syncing sound? Of course not. 
That requires artistic talent, cre- 
ativity and technical expertise. 

Despite the daunting com- 
plexity, IS should not sit idly by 
while the multimedia jugger- 

Continued on page 46 
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Right at the user’s fingertips 


National Semi’s 1-2-3 link to host databases automates analysis 


ON SITE 


BY PATRICIA KEEFE 
CW STAFF 


SANTA CLARA, Calif. — A 
mainframe-based spreadsheet 
initially designed for National 
Semiconductor Corp.’s Asia Pa- 
cific Operations is expected to 
enable users companywide to 
automate what was once an in- 
flexible, manual system of com- 
paring sales and manufacturing 
data. 

Previously, this data was 
available only in canned, paper 
reports for manual side-by-side 
comparisons. Consequently, it 
was very difficult for the Singa- 
pore-based division to quickly 
massage the data, never mind 
compare it or view it from vari- 
ous angles. The canned approach 
also led to the production of un- 
necessary reports that left users 
with mountains of data to sift 
through. 

“They wanted to be able to 
have graphics and manipulation 
of data on-line, at their finger- 
tips,” said Katharine Nickey, an 
information center end-user sup- 
port staffer. 

Along with her supervisor, 
Judy Armstrong, Nickey has 
built and is still beta testing a 
mainframe-based database. The 
Manufacturing Data Base 
(MDB) system is currently being 
tested by a handful of users in the 
Asia Pacific subsidiary. 


Free time 
According to the Asia Pacific 
staff, the MDB system will free 
up time that was dedicated to the 
weekly summarizing process and 
the feeding of results into an 
electronic mail system. 

Because the paper-based re- 
ports were fed with data from 


four mainframe-based  data- 
bases, it would seem only natural 
for National Semi, which was al- 
ready a heavy user of Lotus De- 
velopment Corp.’s 1-2-3 spread- 
sheet across numerous pplat- 
forms, to turn to the IBM 
mainframe version, 1-2-3/M. Af- 
ter all, 1-2-3 threads its way 
through the chip mak- 
er’s facilities on person- 
al computers — both 
DOS- and OS/2-based 
— Digital Equipment 
Corp. VAXs, Unix hosts 
and MVS mainframes. 
“We can put a file on 
any platform and with- 
out any conversion, it 
works just fine,” 
Nickey said. 

Yet at first, Nickey’s 
team considered a 
mainframe database 
built around Informa- 
tion Builder’s Focus- 
based applications. 

While Focus does 
play a large part in ex- 
tracting information 
and building reports, 
which are then pulled 
into Lotus _ spread- 
sheets, Nickey’s team 
decided it wanted a 
more flexible user in- 
terface than Focus could pro- 
vide. 

“We had such a wide user 
base of Lotus that [we knew] the 
interface would be comfortable 
and familiar to someone on a 
mainframe,’”’ Nickey said. Users 
can also continue to rely upon 
Lotus commands rather than 
learn the Focus language. 

Also aiding the comfort factor 
was 1-2-3/M’s Worksheet Win- 
dow Perspective Mode, which 
allows users to split the screen to 
view two or three different re- 
ports simultaneously. 


In the end, Nickey’s team 
built a custom-developed 1-2- 
3/M menu that allows users to 
choose reports and pull data di- 
rectly into 1-2-3 spreadsheets 
for analysis and manipulation on- 
line. 

The MDB system extracts 
data from cascading databases. 


1-2-3/M gave Nickey flexibility 


At the top of the pyramid are 
four mainframe-based databases 
created from Information Build- 
er’s Focus language. The host 
hardware is NAS 9080s running 
IBM’s VM operating system and 
related software. 

“Using linking commands 
from within VM’s CMS pro- 
gram, we’re extracting data out 
of corporate databases and then 
creating smaller databases, 
which contain the information 
we really use,” Nickey ex- 
plained. At that point, Focus pro- 
grams extract the information 





necessary to produce the re- 
quested reports, which can be 
output to Lotus PRN files. Each 
PRN file, totaling as many as a 
few hundred, provides a differ- 
ent view of the raw data. 

Those reports are fed into 
1-2-3/M, where they become ac- 
cessible to a range of desktops, 
including ASCII terminals, 
graphics terminals and PCs. 

From here, users can execute 
a macro that taps into templates 
that provide predetermined 
views of the data or different 

views of the same re- 
port. There is a tem- 
plate file for each PRN 
file. This allows users to 
massage the informa- 
tion on-line and produce 
a report that meets 
their needs. 

A macro menu pre- 
sents users with a 
choice of seven differ- 
ent types of perfor- 
mance measurements. 
Once a selection is 
made, they are present- 
ed with other choices, 
such as data by locale, 
customer or product 
line. 

“Each time they 
choose one, a spread- 
sheet is loaded into 
workstation memory, 
although it’s really still 
on the mainframe. 
Then they can go in and 
choose the report they 

want,” Nickey said. 

Each choice loads more 
spreadsheets into memory — up 
to 256 sheets. 

“You can page back and forth 
looking at the reports using func- 
tion keys, download files to the 
PC, graph the information and 
print it out,”’ she added. 

Unless it is copied to the A 
disk, all this data disappears from 
memory when the user logs off. 

Group accounts will provide 
access to a 1-2-3/M file server, 
from which data and reports can 
be viewed and customized. 


Prefer a TSO-style editor? Try a Free DOS or OS/2 demo! 


Whether you’re working in DOS or OS/2, we've got 
an editor to meet your needs. And, we've got a deal for 
you — a free, real-working-code demonstration diskette 
that faithfully recreates the ISPF/PDF environment and 
does everything except SAVE your work to disk. 


In DOS, SPF/PC has been providing MVS and 
COBOL programmers with that same familiar environ- 


ment for more than six years. 


SPF/PC was the first PC editor to bring large-file 
editing to the PC. With it’s virtual addressing feature, 
SPF/PC allows you to edit files as large as the free 
work space on your hard drive, extended or expanded 
memory. SPF/PC also provides you with: 


OCTOBER 8, 1990 





0) directory lists 
© Command stacking 
0 Binary editing 
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True split screen 

© Picture strings 

©) Hexadecimal editing 
0 43-line EGA support 11 50-line VGA support 


In OS/2, SPF/2 provides an even more seamless 
migration from mainframe to PC, keystroke for key- 
stroke, with true mainframe compatibility, superior PC- 
processing speed, macros and 3270 emulation. 


SPF/2 makes it possible to pull your applications to- 
gether with its interface to IBM’s SAA "glue language,” 
REXX. And, if you already have REXX edit macros on 
your mainframe, you can download these to the PC to 
run with SPF/2. 


For SPF/2, there’s a new, cost-effective, Multi-User 


License for purchase from CTC only. For information, 


call the contract administrator at (800) 336-3320. 


Try SPF/PC and SPF/2 for yourself. A free demo is 
yours for the asking! Just call the toll-free, 24-hour 
Demo Request Hot Line at (800) 648-6700 and mention 
you saw this offer in the Oct. 8 Computerworld. 


Command Technology 
Corporation 


1040 Marina Village Parkway, Alameda, CA 94501 


Telephones: (415) 521-5900 
Telefax: (415) 521-0369 


(800) 336-3320 
Telex 509330 CTC 
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naut moves past. Those in IS should 
strive to understand the basics of multi- 
media; otherwise, these systems can get 
as out of hand as the early days of corpo- 
rate personal computers. 

As is often the case, it will be up to IS 
to deflate the hype that says multimedia is 
for everyone and will simply drop from 
the sky onto millions of desks. That’s nice 
for firms trying to sell expensive hard- 
ware, but it ain’t how it’s going to happen. 

IS will pull in the reins a bit and define 
what this technology will be used for, as 
well as who will implement and support 
it. These are questions that hawkers of 


ee 
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multimedia have utterly failed to an- 
swer. In doing so, IS will fulfill its lesser 
but more important uses — you know, 
real things like training and corporate 
presentations, those sorts of things. 

One thing the vendors generally fail 
to tell users is that there are different 
types of multimedia. There are multime- 
dia applications that a user simply runs. 
These are the kiosks seen at airports or 
the compact disc/read-only memory ap- 
plications bought in the store. 

This is the easy part. All you need is a 
machine powerful enough to support the 
application, and click and go. Although 
they are called interactive, these systems 
are relatively passive and are a no- 
brainer to implement; one just buys it. 

On the other side is the creation pro- 


cess, a far more difficult endeavor that is 
over most people’s heads. A big creation 
opportunity concerns presentations. Who 
wouldn’t like to command an array of 
video, sound, and animation and boom 
them all at rapt audiences? What IS exec- 
utive wouldn’t want to give the firm’s 
chief executive officer that capability? 

Then there is ad hoc multimedia, in 
which the user can, on the spur of the mo- 
ment, pull elements of multimedia into 
his computer to demonstrate a point or 
simply for fun. We are a long way from 
the point at which this will be easy. 

The latter two forms of multimedia 
can require great expertise. For example, 
the act of bringing video into a computer 
system involves immense complications. 
Manipulating it and making it part of a 


Easy doesit. 


Track where you've been and 
chart where you're going ina 
windows-like environment. 


Get quick access to multiple 
information sources. 








Save time by using pull-down 
menus, dialog boxes, and 
uncomplicated commands. 











Welcome to the wonderful — and wonder- 
fully easy — new world of CompuServe. 
Where you can now use the power of your 
MS-DOS personal computer, while taking 
advantage of all the online information and 
communications resources we have to offer. 

CompuServe now features CompuServe 
Information Manager software, making us 
friendlier and more helpful than ever. Now, 
you can utilize a windowed PC interface with 
pull-down menus and dialog boxes. And 


Save time and money by 
working offline. 


for instance. 


Requirements for MS-DOS version of CompuServe: Hayes compatible modem and 640K RAM. Hard drive recommended 


*Suggested retail price 
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you can do more offline — composing letters 
or reading answers to PC support questions, 


We're offering you this whole new world 
of CompuServe for only $39.95* including 
software and a $25.00 usage credit. Usage 
charges are as low as 10¢ a minute. 

So let us show you how CompuServe can 
put you on easy street. If you’re already a member, 
just type GO ORDER. If not, see your computer 


dealer, or call us today. CompuServe 


800 848-8199 
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larger presentation is even more difficult. 
That’s why people go to school to learn 
video production. 

So far, no one is asking the tough 
questions. Who is going to manage multi- 
media? Will it be IS, PC managers, end 
users or people outside of the corpora- 
tions such as service bureaus and gra- 
phics/video firms? If it is people within the 
corporation, how will they come to grips 
with this new technology? 

Also, who plans to use multimedia? 
Do they have the required computer 
knowledge, access to artistic talent and 
understanding of specific multimedia 
hardware and software products? What 
exactly are their expectations, and why 
exactly do they want to do it? 

I expect these will be the organiza- 
tional questions IS will grapple with in the 
coming years. 

There are also specific questions one 
should ask of overexcited multimedia ven- 
dors — things such as, how many peri- 
pherals are available and how much do 
they cost? What about file standards for 
graphics, animation and sound? What 
about support software such as titling, 
graphics, animation, image processing, 
sound and, most importantly, multime- 
dia authoring? 

Can the software intercommunicate 
to trigger synchronization actions? Are 
the hardware and operating system up 
to the task of multiple computing- and 
memory-intensive applications? And 
who is going to support what? 

Oh, by the way: A gen lock syncs a 
video signal to that of a computer. An 
SMPTE time code helps sync video to 
audio, and a single-frame recorder does 
just that, record single frames to video. 
Now that we’ve got that straight . . . 


Barney is editor in chief of Amiga World. 
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Dbase IV server 
under testing 


Ashton-Tate Corp. began beta-te:. ng 
the long-awaited server edition of its 
Dbase IV front-end database recently but 
still hedged on a final release date. The 
Torrance, Calif.-based firm said it will im- 
plement a “phased strategy” of incre- 
mental releases and asked impatient us- 
ers to sit tight. “We waited for too long to 
bring our Dbase IV Version 1.1 and don’t 
want that to happen again,” Vice-Presi- 
dent Dave Proctor said. The company 
also announced Framework XE, an inte- 
grated package of seven commonly used 
— applications that will retail for 
149. 


The U.S. Customs Department re- 
cently seized some Intel Corp. 80386SX- 
and 1486-based computers made by 
Dolch Computer Systems that were 
to be exported to New Zealand-based 
wholesaler Dove Electronics. The ship- 
ment was halted on the grounds that it 
held strategic equipment not cleared for 
export to New Zealand. “‘We were told we 
weren't on the list of [Coordinating Com- 
mittee for Multilateral Export Controls] 
countries, whatever that is. Subsequent- 
ly, we’ve had to fill in a five-page form and 
confess we aren’t going to give the com- 
puters to the ‘commies,’ ’’ Dove market- 
ing manager Carlton Duston said. 
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Sales pitch has punch with PC proof 


ON SITE «= 


BY RICHARD PASTORE 
CW STAFF 


CINCINNATI — Retailers are not likely 
to change their store layout or product 
mix based on some salesman’s hunch. 
They want proof that 
changes will pay off in high- 
er sales volumes. Gibson 
Greetings, Inc., one of the 
nation’s largest greeting 
card and party goods suppli- 
ers, will use a personal com- 
puter network to arm its ac- 
count reps with the proof 
the retailers need. 

The goal of the system is 
to compile a database of me- 
ticulous notes on every loca- 
tion that sells Gibson prod- 
ucts — what the sales 
numbers and turnover rates 
are, what the particular 
product mix is, where the 
items are located in the 
store, what products are ad- 
jacent and what the typical 
customer profile is. With 
this information in customized reports, 
account reps can fine-tune their accounts 
to maximize sales. 

“It’s one more tool for our salespeople 
to go in there with and sell against the 





competition,”’ said Scott Morgan, head of 
stock control planning. One example of 
bringing the data to bear: An account rep 
walks into one of his stores and shows the 
proprietor sales figures for a similar 
store. That second store is selling 31% 
more party favors than this one because, 
as the diagram shows, the items are locat- 


Gibson’s Morgan (left) and Martin see more sales in the cards 


ed next to the gift wrap instead of the pet 
food, as is the case in the first store. 
“That’s a very powerful selling feature 
to a retail chain; they become very inter- 
ested in talking with you,” said Robert 


Martin, manager of business systems. 

The application rests on two compo- 
nents: Microrim, Inc.’s R:Base database 
software and Autodesk, Inc.’s Autocad. 
The account data resides in an R:Base da- 
tabase with capacity for 20,000 accounts 
running on a Compaq Computer Corp. 
Deskpro 386E server. Account data is 
ported to a second Deskpro, 
where Autocad automatical- 
ly renders drawings of that 
specific store’s layout. 

Two other end-user 
nodes will be added to the 
system in the next two 
months on a Novell, Inc. 
Netware 286 token-ring 
network. By year’s end, this 
small network will be linked 
to a separate corporatewide 
network served by a Com- 
paq Systempro. At that 
point, field reps will be able 
to dial into the system to ac- 
cess account records and 
drawings and manipulate 
data for “‘what-if” analyses. 

The payoff for the sys- 
tem, six months in the plan- 
ning and execution, will 
come in increased sales and product turn- 
over. Once up and running, it will be a 
matter of weeks before the $75,000 ap- 
plication payout is recouped, Morgan esti- 
mated. “If we can match consumer needs 


Rick Dieri 


to product mix, we’ll maximize satisfac- 
tion for the customer, revenues for the 
retailers and sales for Gibson,” Morgan 
said. 

Gibson also needs the system to keep 
pace with its larger rivals — Hallmark 
Cards, Inc. and American Greetings Corp. 
— which have already automated stock 
control planning, according to Morgan. 

Previously, Gibson did its analyses 
manually. ‘Sales management had to pull 
the numbers to analyze them,” Morgan 
said. ““They’d come up with pretty much 
the same analysis, but this allows us to do 
it at a much greater speed.” 

The database will also be used by other 
departments hooked to the corporate net- 
work at headquarters here. Marketing 
can use the demographic data to hone its 
promotional efforts. Product manage- 
ment will have a better grasp on what 
sells best in what locations. Even the de- 
partment that assembles and ships store 
display shelves can use the data to fore- 
cast supply needs, Morgan said. 

Though the hardware and program- 
ming were relatively cheap to implement, 
assembling the reams of account data was 
a major undertaking and is still only 75% 
to 80% complete. Previously, account- 
specific information was outdated or sim- 
ply unavailable, Morgan said. 

“The entire sales force had to take 
time away from selling to document ex- 
actly what was in every account,”’ Mor- 
gan noted. Because of the time spent on 
the project and its high profile, “the data- 
base had better work — there’s a lot of 
high expectations for it.” 
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future releases. Bradford is also anxious 
to see the release of Version 1.1’s long- 
awaited Professional Compiler, which re- 
cently went into beta testing but is not ex- 
pected to be available until next year. 
Some users said Ashton-Tate tried to 
add too much too fast with Version 1.0. 
“They threw in everything but the kitch- 
en sink, so we expected some problems,” 
said Paul Von Fange, a senior analyst at 
3M Co. “What I didn’t like was the way 
they handled the fixes — it took far too 
long.”’ Others understood the painfully 


slow development process. “I work with 
government, and I understand bureaucra- 
cy,” said Bill Campbell, systems manager 
at South Carolina Water Resources in Co- 
lumbia, S.C. 

Ashton-Tate officials said it took long- 
er than expected to ship Version 1.1 be- 
cause of an extensive beta-test period 
that was designed to clear up possible ear- 
ly problems. 

By the end of the testing program, 
Ashton-Tate had enlisted the support of 
more than 2,700 beta-test sites around 
the world and tested the program more 
than 5 million times prior to its release, 
said Joe Budge, Dbase product develop- 
ment manager. 
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Caching controller can speed 
disk-intensive applications 


BY RICHARD PASTORE 
CW STAFF 


As more vendors realize that personal 
computer performance hinges on disk ac- 
cess as well as CPU speeds, users are see- 
ing an increasing number of disk-optimiz- 
ing rollouts — from small computer 
systems interface (SCSI) controllers to 
disk arrays. Last week, Perceptive Solu- 
tions, Inc. expanded the list with enhance- 
ments to its disk caching controller. 

The Hyperstore 1600, unveiled in 
February, is a disk controller card with its 
own 16-bit microprocessor, resident 
cache and optional daughterboards. The 
controller can reportedly transfer data at 
up to 4M byte/sec. vs. less than 1M byte/ 
sec. for standard disk controllers. 

The speed comes from the cache, 
which can be as large as 20M bytes. Data 
in the cache is retrieved with an access 
time of .8 msec. The card predicts and 
controls what data goes into the cache by 
continually analyzing data use based on 14 
sets of criteria. 

In one usage example, the controller 
helped compress a 14-hour stretch of pro- 
cessing into two hours at H&H Produc- 
tion Management Corp.., an oil and gas op- 
erating and consulting firm in Pittsburgh. 

Before generating distribution checks 
for its oi! well investors, H&H used to 
spend a week processing well invoices and 
production data in 14-hour overnight 
runs. With the controller card installed in 
its Intel Corp. 80386-based 20-MHz 
clone, the company has reduced the 14- 
hour runs to a couple of hours and 
achieved a more timely check distribution 
schedule, according to H&H President 
Terry Holt. 

Among last week’s enhancements to 
the product is an operating system up- 
grade that enables concurrent writes to 
the disk while the controller receives data 
and manages cache memory. 

The vendor also announced a new 
daughterboard specifically designed to 
support IDE hard drives. As many as four 
daughterboards can be stacked on the Hy- 


perstore standard IBM AT-style card, 
providing simultaneous support for en- 
hanced small device interface, SCSI, IDE 
and other drive types. With the card’s 
support, users can mix most drive types 
within a single PC, the firm said. 

The controller is intended primarily 
for multiuser or server machines engaged 
in disk-intensive applications such as net- 
work file serving, image and voice pro- 
cessing, accounting, desktop publishing 
and engineering. 

The $900 card and $275 to $400 
daughterboards are available to corpora- 
tions direct from Dallas-based Perceptive 
Solutions, Inc. A drive-specific controller 
card intended for stand-alone PCs and 
costing about half the price of the 1600 
will be unveiled at Comdex/Fall ’90 next 
month, according to the company. 


Sun announces 
‘dumb’ printer 


MOUNTAIN VIEW, Calif. — Sun Micro- 
systems, Inc.’s new laser printer uses the 
power of the workstation instead of put- 
ting a processor in the printer itself. 

The Sparcprinter, announced recently 
along with its unbundled software, News- 
print, will work coupled with a Sun work- 
station or with another host on a network, 
according to the company. However, the 
printer does use an extra 4M bytes of 
memory. 

“We recommend a 12M-byte Sparc- 
station,” said Wayne Rosing, vice-presi- 
dent of desktop systems and graphics at 
Sun. 

The printer is slated to be available 
next month for $2,695. The printer oper- 
ates at 12 distinct pages per minute. 
Newsprint software alone will cost $495. 

The software package will alsowork 
with other types of printers, including 
nonlaser types such as those made by 
Hewlett-Packard Co. and Seiko, Inc. 
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that would like to stop the move to cus- 
tomer freedom [in open systems].” 

Zander argues that OSF will do what- 
ever it can to thwart Sun. “If we did black, 
OSF would do red.” 

In the last year, OSF rejected not only 
Open Look as a standard but also Sun’s 
basis for Network File System, accord- 
ing to Zander. Unlike Open Look, Sun’s 
NFS is used in many vendors’ products. 
NFS, a means to move data among differ- 
ent platforms over a network, may be 
less contentious than a graphical user in- 
terface and thus has been easier for oth- 
er vendors to adopt. 

While Zander says that Sun pays at- 
tention to product volume in the market- 
place as creating de facto standards, not 
standards blessed by OSF, it looks like the 
company has drawn a line in its sandbox 
at Motif. Zander refuses to say whether 
Sun will adopt Motif if there are enough 
users out there to make it not only the 
OSF-blessed standard but also the de 
facto standard. He acknowledges, howev- 
er that Sun’s independent software ven- 
dors are “bitching” at Sun because they’d 
like to write to only one standard. 

Robert Duncan, chief executive offi- 
cer at Sparc International, an indepen- 
dent organization that includes Sun, oth- 
er Scalable Processor Architecture 
hardware vendors and independent soft- 
ware vendors, says that his members do 
not want to make the effort for a sepa- 
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Booth #857. 


rate Open Look port, either. Even worse, 
that group, dedicated to spreading Sun’s 
Sparc architecture in any way possible, 
refuses to endorse Open Look. For the 
record, neither does it endorse Motif. 

Zander has ncthing to say about HP, 
the OSF member that submitted the un- 
derpinnings for the Motif standard, but 
blasts IBM and DEC because they don’t 
have their hearts in the open standards 
issue, preferring to lock people into pro- 
prietary systems. ‘Do those companies 
have their best interests in open sys- 
tems?” Zander asks, swearing that ‘‘Sun 
will live and die by open standards.” 

Living and dying is one thing firms do, 
sometimes on very short notice when the 
market passes them by. Not that any de- 
mise of Open Look will kill Sun, but if 
management is pinning that much on its 
success, it does make Sun look inflexible 
in a market that requires flexibility. 

Anecdotal information passed on 
from analysts says that Sun has been los- 
ing accounts because of its insistence on 
Open Look, because major users want the 
same graphical user interface on all their 
heterogeneous equipment. 

I can’t say which is actually the better 
interface. Each has its adherents, and 
standards are not always based on the 
best technology. But if Motif is as preva- 
lent as it seems, then Sun just might 
want to back off on its stubborn resistance 
in trade for more sales. This isn’t ideolo- 
gy; this is simple capitalism. 


Savage is a Computerworld West Coast senior cor- 
respondent. 


oe Se 2h 


Rep P Eat: Sevens a5 
ist gO nee aR Oe REG Se % 


What you get 
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BACKUP.UNET: 
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What’s in a name? 

Plenty. Especially when the name is 
the SAS System...the most popular 
applications system in the world. Over 
the years, it has come to symbolize 
reliability, power, and productivity. 


The SAS System 


The world’s #1 And now the SAS System means even 


a more. It means you have the flexibility to 
applications system choose software from an applications 


point-of-view instead of a hardware 
point-of-view. It means you can master 
the four key data-driven tasks — data 
access, management, analysis, and pre- 
sentation — through a single software 
system. It means you can extend appli- 
cations to more computer users, regard- 
less of experience level. And it means 
you ll be the beneficiary, not the victim, 
of emerging computing technologies. 





We’ve put the emphasis 
on the end results. 


With the SAS System, it doesn’t matter who’s running 
an application. Or how. Or where. You can approach 
the SAS System from any experience level in just 
about any environment and be assured of the same 
reliable results. 

We've designed the SAS System to be equally 
responsive to both inexperienced users and power 
users. At the very center of our new release is a task- 
oriented, menu-driven user interface. 
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access, manage, analyze, e 
or present data. You can en 
even build your own 
executive information 
systems. 
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The menus, powered by keywords, make it even easier 
to run the SAS System’s most widely used applications. 
Without having to know a word of syntax, users can 
access a data base...read in data... perform analyses 
ranging from simple statistics to specialized applica- 
tions such as forecasting, project management, and 
quality improvement...and generate a variety of 
reports and graphs. 





If you’re approaching the SAS System from an appli- 

cations development viewpoint, you'll find all the capa- 

bilities you’d ever expect in a powerful and productive 

programming environment. And then some. A dynamic programming Monitor guaguems as 


> . ‘ r interface lets you cus- they execute. Pull-down 
There’s a command-driven interface especially for allie curdullinanet cnmes sabeelting, Be 


systems analysts, applications developers, MIS per- environment. As your management, and othcr 


. 7 program takes shape, so essential programming 
sonnel, and the Information Center staff. intemiiiies aaieunine 


From this interactive windowing environment, you . 
can use the SAS System’s English-like commands to 2 
build applications in a fraction of the time. And you Aa cae SSS he 
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We've made sure you'll 
never get boxed in. 
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While the industry struggles to define acommon oper- iit eT te ce 
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ating environment, the SAS System eliminates the ae rtnen 
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need for one. > 
Our exclusive MultiVendor Architecture™ gives > 
you the power to decide where a particular application ° 
. Directly access and 
belongs — in the data center, at the departmental manipulate the 
level, on the desktop, or a combination of all three. The nan me 
SAS System, and the work you do, is portable across ae 


the entire range of computing environments. 





The layered approach of our MultiVendor 
Architecture gives the SAS System a unique 
advantage over other software. The SAS System can 
adapt quickly — sometimes instantly — to new indus- 
try standards. (For instance, we were among the first 
vendors to embrace both IBM Corp.’s SAA and Digital 
Equipment Corp.’s NAS in one system.) MultiVendor 
Architecture also gives you the freedom to exploit new 
and emerging hardware technologies — such as 
DECwindows, X Windows, Presentation Manager; 
and other native windowing interfaces — without 
worrying about your existing inventory of applications. 
With the SAS System, you'll always have state- 


of-the-art software for state-of-the-art equipment. 
You'll never again be boxed in to a particular hard- 
ware platform. 

And that’s a promise. 


SAS software lets you 
stay on the leading edge 
of such new technologies 
as native windowing. 





We've given you total control 
in four strategic areas. 


There are four data-driven tasks 
common to all your computing 
applications. We’ve designed 
the SAS System with these tasks 
in mind. 
The first task is to identify and 
access the data you need. With the 
SAS System, you’ll find direct and 
transparent interfaces between your 
applications and the most popular 
data base management systems such 
as DB2, SQL/DS, ORACLE; 
Rdb/VMS; Lotus 1-2-3) dBASE; 
and SYSTEM 2000? You can get 
your hands on data without having to 
know data base terminology, and without sacrificing 
data base security. What’s more, the SAS System’s 
support of SQL” gives programmers a standard lan- 
guage for data query. The SAS System can also be used 
to access raw data files in any format — even files 
with messy or missing data. 

But getting data from place to place is just part of 
the challenge. Data management is also key, and the 
SAS System responds with efficient ways to enter new 
data...edit and query data files...and manipulate your 
data. You can even merge data from totally different 
kinds of files. And your inexperienced users can enter 
their data through customized fill-in-the-blank screens 
that look exactly like your business forms. 





Turning data into meaningful information has always PASS) SS ESE 
been a hallmark of the SAS System. And now you’ll 
find more ways to analyze data than ever before... SRNR 5-7) oan nee 
everything from descriptive statistics to advanced mul- 
tivariate techniques. You'll also find specialized tools 
for virtually any kind of business need: planning, fore- 
casting, electronic spreadsheets, operations research, 
decision support, and more. Plus the most sophisti- 
cated methods for statistical quality improvement and 
experimental design. 

And once you have analyzed your data, the 
SAS System makes it easy to get the attention you, and ‘Secaedenieiin 
your data, deserve. Our data presentation capabilities software to handle all 
are unsurpassed — from simple printed lists to spec- po 
tacular full-color graphics. Here’s just a sample: 
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The SAS’ System. 


More Choices 
for More Applications 
than Any Other Software. 


And we'll give you a 
free demonstration. 


It’s taken a thousand programming years of effort to 
bring you this new class of software. And we think it’s 
been time well spent. 

Now see what you think. Give us a call today at 
919-677-8200 to arrange your free demonstration of 
the SAS System. In Canada, call 416-443-9811. 

You'll learn more about the world’s first true 
applications software system — offering you a range 
of capabilities no other software can match. And 
backed by the industry’s most complete technical sup- 
port, consulting services, documentation, and training. 
All from SAS Institute Inc., one of the world’s most 
respected names in software. 


SAS Institute Inc. 
Software Sales Department 
SAS Campus Drive 

Cary, NC 27513 

Phone 919-677-8200 

Fax 919-677-8123 


SAS and SYSTEM 2000 are registered trademarks of SAS Institute Inc., Cary, NC, USA. 
MultiVendor Architecture is a trademark of SAS Institute Inc. 

Other brand and product names are registered trademarks or trademarks of their 
respective holders. 
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tory,”’ Rankin says. “Instead of having 50 
different types of PCs and clones to main- 
tain, we have perhaps three or four.” 

Without standards and tight purchas- 
ing controls, IS would indeed be over- 
whelmed by the mix of machinery that 
would otherwise wind up in user depart- 
ments, analysts say. “In all the muddle, 
it’s a wonder that anybody keeps stuff 
running, let alone successfully analyzes 
and upgrades,” says Paul Zagaeski, an an- 
alyst at The Yankee Group in Boston. 

One would expect many end users to 
begrudge IS’ control. ‘The ones that use 
[the PCs] should be the ones that decide 
what people get,” says Betty McDonnell, 
manager of word processing at Houston- 
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based insurance firm Burke-Daniels Co. 

McDonnell says she would like more 
control over purchasing decisions. For ex- 
ample, she would have preferred dedicat- 
ed word processors over the PCs chosen 
for her department’s network. 

Despite user complaints, Deloitte 
Touche’s accounting competitor Coopers 
& Lybrand also tightened the reigns on 
PC procurement. “When I came aboard 
here, we had a hodgepodge of equip- 
ment,” says Stephen Rood, manager of 
microcomputer technology. “It’s hard to 
administer a very broad, sweeping base.” 

Today, a technology committee at the 
New York accounting firm reviews user 
upgrade requests. IS staffers sit down 
with users and evaluate such things as 
graphics and storage requirements for ap- 
plications, users’ communications needs 
and even weight considerations for laptop 


Apollo blasted by users over 
system security glitches 


BY J. A. SAVAGE 
CW STAFF 


Hewlett-Packard Co.’s Apoilo Division 
recently got a dressing-down from more 
than 70 users over the way it has and has 
not handled complaints on its operating 
system security and over support in gen- 
eral. 

An open letter to the company com- 
plained that ‘‘Apollo users have formed 
the impression that Apollo support has 
become the poor relation within HP.” 
More specifically, they complained that 
users have “‘difficulties in finding out what 
bugs are known and what patches are 
available” and that there are “long delays 
in delivery of software and hardware.” 

In a response from HP, the company 
acknowledged knowing of the “need to 
dramatically improve the flow of informa- 
tion regarding known software problems 
and relevant patches.” 

HP made a pledge that beginning in 
February 1991, it will publish a monthly 


Lotus trumpets 
marketing tool 
for Macintosh 


BY PATRICIA KEEFE 
CW STAFF 


CAMBRIDGE, Mass. — Lotus Develop- 
ment Corp. last week began shipping Lo- 
_ tus Marketplace, a compact disc/read- 
only memory (CD-ROM) marketing tool 
for Apple Computer, Inc. Macintosh us- 
ers, which is also the only Lotus offering 
for the Macintosh today. 

Lotus is on the verge of moving 1-2-3 
for the Macintosh into beta testing; the 
product will not ship in 1990, a spokes- 
woman said. 

Meanwhile, Lotus has two goals for 
Marketplace, which maintains data on 7 
million U.S. businesses. 

The spreadsheet maker claimed the 
application is unusual among desktop soft- 
ware because it provides users with a 
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defect status report. 

Another facet of the letter to HP was a 
discussion of the security of Apollo’s Do- 
main operating system. Details of the 
problems were deliberately omitted from 
the open letter to keep hackers from dis- 
covering them. HP responded that users 
have found those security glitches to be 
helpful and problematic and that it will de- 
velop a technique to make them optional. 

Users contacted by Computerworld 
who had not signed the open letter knew 
the security issues well, but they have 
found them to be to their advantage. 

“There are a number of loopholes 
where users can get root privileges,” said 
David Krowitz, systems manager of the 
Earth Atmosphere and Planetary Science 
department at MIT. “TI use them.” 

Krowitz and others said they would 
like to be able to discuss security prob- 
lems among users but pointed to an inher- 
ent paradox in the idea — there is no se- 
cure way of doing so and leaving the 
discussion open. 


measurable return on investment. 

To back up that claim, Lotus assem- 
bled nine users, including one who said he 
earned $20,000 in new revenue from the 
first list he created. 

Atlanta-based accountants Collins & 
Collins C.P.A.s said that Marketplace has 
saved it “hundreds’”’ in advertising dollars 
by weeding out unlikely candidates. 

“With Marketplace, I can create a 
mailing list in minutes, instead of days,” 
said Guy Merenda, president of Wedge- 
mere Associates in Winchester, Mass. 

Frank Ingari, vice-president of Lotus’ 
Emerging Markets Business Group, also 
predicted that Marketplace might be able 
to help serve as a publicity vehicle for 
driving sales of CD-ROM drives. 

However, the emphasis remains on re- 
turn on investment and productivity. 
“When you sell someone a spreadsheet or 
word processor, it’s hard to look them in 
the eye and say ‘If you use this for three 
hours, you'll either make or save mon- 
ey,’ ” Ingari conceded. 

“With Marketplace, we’re finding cus- 
tomers are calling us up and saying that 
they are making money within an hour,”’ 
he claimed. 


PC requests. ““We then put together a 
package of what the hardware and soft- 
ware will be from a two-page list of ap- 
proved products,” Rood says. 

Given the local nature of the user base, 
the evaluation usually takes only a day or 
two, Rood says. The net benefits are 
cheaper maintenance and significantly 
fewer hardware and software compatibil- 
ity snafus. 

The New York City Transit Authority 
recently established a PC Technical Advi- 
sory Committee to oversee and bring 
some measure of control to its PC prolif- 
eration. Made up of representatives from 
the user departments and central IS, the 
group is charged with setting hardware 
standards. For example, the committee 
recently determined that only desktop 
machines based on the Intel Corp. 
80386SX processor or higher would be 
acceptable for purchase. It also came up 
with a list of approved vendors. 

By limiting vendors, the authority is 
hoping to arrange volume purchase dis- 
counts with the vendors, says Robert Cu- 
cinotta, the committee’s chairman. 

IS managers say that setting PC pur- 
chase standards undermines, in a way, the 
mandate to serve the user. “You take 
away their freedom,” Rood says. “If 
someone is nung up about using AST 
computers and you tell them no, that’s not 
providing the kind of friendly end-user en- 
vironment that you should be providing.” 

Even so, IS has dug in its heels at many 
firms. Aerospace contractor Martin Mari- 
etta Corp. runs a tight ship. Users ‘‘can’t 
come in and say, ‘We want product 
XYZ,’ ” says Steven Birgfeld, manager of 
the IS department’s product evaluation 
center for microcomputers and local-area 
networks. 

Instead, users must file a formal re- 
quest for evaluation with the IS product 
evaluation center at each division loca- 
tion. IS staff members prioritize the re- 
quests and conduct evaluations, studying 
users’ specific application requirements 
and coming up with a suggested system 
configuration. The process is lengthy. A 
user could wait three to six months from 
the time of request until the new system 
arrives, Birgfeld says. 

Some users complain about the delay, 
Birgfeld says, but he contends that 80% 
comply with the standards process. Per- 
haps users acquiesce because the alterna- 


PC pointers 


William Wallace, manager of user 
access services at Florida Power & 
Light Co., may not control end-user 
procurement practices with a heavy 
hand, but he does have the following 
PC evaluation tips for end-user 
managers: 
@ Make sure you know the old PC’s 
repair history. 
e Be aware of the old PC’s function- 
ality compared with user needs. 
e Have a clear understanding of the 
potential productivity gains to be 
had from a faster processor. 
e Take into account new applica- 
tions demands. 

RICHARD PASTORE 


tive is worse than the wait. “If they don’t 
[comply], they must understand that 
they’re going to be somewhat on their 
own with maintenance,’ Birgfeld says. 


Leave it to the users 

Not everyone is taking such an autocratic 
line. The IS folks at Armco Advanced Ma- 
terials Corp. set product standards, but 
they leave the needs evaluations up to the 
users. 

“I’m not going to argue with some- 
body’s vice-president about what they 
ought or ought not to have,” says Tom 
Lutz, chief information officer at the But- 
ler, Pa.-based steel maker. The justifica- 
tion for a new PC takes place within the 
user department, and Lutz is content to 
leave it there. 

“We’re here to facilitate, not to be a 
barrier,”’ he says. The lag time between a 
PC purchase request and its installation 
on the user’s desk is about two weeks. 

Helping the user decide for himself and 
facilitating purchases is also the guiding 
philosophy at Florida Power & Light Co., 
an investor-owned utility based in Miami. 
“‘We’ve published guidelines but put the 
responsibility on operating department 
management,” says William Wallace, 
manager of user access services. Florida 
Power’s central IS group does review the 
purchase justification, ‘“‘but we think peo- 
ple are using good business judgment.” 


ADD UP TO TWO INSERTS 

PER MAILING DOCUMENT 

WITH A PRESSURE SEAL 
MAILING SYSTEM FROM MOORE. 


No other nonimpact self-mailing system lets you include 
inserts with your documents. And at throughput rates of up 
to 8,000 documents per hour, your labor 

costs are reduced, too. No comparable ° 


system is as versatile! 
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How to make the work go fas 


NEC PowerMate 386/25S. 


The affordable entry to high performance 386 processing. 


For advanced applications like CAD/CAM, presentation graphics or 
financial modeling, you can’t go wrong with the PowerMate® 386"/25S. 
For far less than comparable 386 systems, you get 25MHz speed, 2MB 





er and the money go slower. 





cache. You also get something you can’t get from anyone else at any price: 


NEC 


NEC. For more information call 1-800-NEC-INFO. 
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NEW PRODUCTS 


Systems 


Sharp Digital Information Products, Inc. 
has announced an image processor that 
includes very large-scale integration 
chips that mimic human vision recogni- 
tion patterns and support various person- 
al computer-based imaging applications at 
speeds of 700 million instructions per sec- 
ond. 

The product is available as a board-lev- 
el subsystem or an application develop- 
ment system. The Core Board IV-80-CB 
is priced at $3,000. An IBM Personal 
Computer AT-based IV-80-IP develop- 


ment system costs $28,500. 
Sharp 

16841 Armstrong Ave. 
Irvine, Calif. 92714 
(714) 261-6224 


Cumulus Corp. has announced a small- 
footprint personal computer that can be 
configured with a monochrome or color 
monitor, a floppy or hard disk drive and a 
16- or 20-MHz Intel Corp. 80386SX pro- 
cessor. 

The GLC/CO includes Microsoft 
Corp.’s DOS Version 4.01, Windows 3.0 
and Works software packages; 1M byte of 
random-access meinory; and a 16-bit In- 


Whether you need PC network design, 


installation, service or training,this is the 


only tool you'll ever need. 


Call the Xerox Up 
at 1-800-622 


You have the tool right on your desk. 
And now you have the number for the 
most comprehensive, multi-faceted 
network support system available today. 
In fact, Xerox is the recognized leader 
in quality network support. And today, 
there are over 3,500 members of the 
Xerox Uptime Team dedicated to helping 
you to avoid costly downtime. 

It doesn’t matter if you have two PCs or 
two thousand, freestanding or networked, 
mixed-system PCs in a campus environ- 
ment, or in offices nationwide, Xerox 
PC/Network Services can offer you 
superior technological service and net- 


work support. In fact, since Xerox 
can offer you on-site capability in 95% 
of the country, your network system 
is covered. 

The Xerox Uptime Team can set up an 
in-house service center in your own 
facility, staffed with dedicated network 
support technicians who will take full 
responsibility for all your network service 
and network support needs, including 
network design, installation, moves and 
changes. The Uptime Team can service 
just about any brand of hardware, soft- 
ware or network system. Because of 
our close relationship with original 


dustry Standard Architecture bus with 
four expansion slots. 

Pricing ranges from $1,195 to 
$1,895, depending on configuration. 
Cumulus 
23500 Mercantile Road 
Cleveland, Ohio 44122 
(216) 464-2211 


Advanced Logic Research, Inc. has an- 
nounced the SX Powerflex Model 40, a 
16-MHz Intel Corp. 80386SX-based per- 
sonal computer. 

The system includes 1M byte of ran- 
dom-access memory, a 1.44M-byte 3'4- 
in. floppy disk drive, one serial port, one 
parallel port anda 101-key keyboard. The 
product is priced at $1,495. 

The company also announced that its 


ene) 


So the next time you have a network prob- 
lem, from design to service, call the 
Xerox Uptime Team at 1-800-622-0076. 
Nacional 
Pawar 


Xerox PC/NS 
The Uptime Team 
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Powerflex Model 1 and Model 40 are now 
available at reduced prices of $995 and 
$1,295, respectively. 

Advanced Logic Research 

9401 Jeronimo 

Irvine, Calif. 92718 

(714) 581-6770 


Earth Computer Technologies, a division 
of Alloy Computer Products, Inc., has 
added an Intel Corp. 80386SX-based 
diskless personal computer to its Earth- 
station line of diskless PCs. 

Earthstation III consists of an IBM 
Personal Computer AT-style 101-key 
keyboard, a network interface and multi- 
mode IBM Video Graphics Array-compat- 
ible video adapter. 

The product is available in 16- or 20- 
MHz models, which are priced at $1,695 
and $2,195, respectively. 

Alloy Computer Products 
165 Forest St. 

Marlboro, Mass. 01752 
(508) 481-8500 


American Mitac Corp. has introduced a 
computer system designed to serve as a 
stand-alone workstation or as a local-area 
network file server. 

The Mitac 3070G is a 33-MHz Intel 
Corp. 80386-based small-footprint desk- 
top computer that features 128K bytes of 
cache memory. The system uses a propri- 
etary 32-bit slot for 4M bytes of random- 
access memory but can be configured to 
accommodate a maximum of 16M bytes 
of RAM. 

A basic configuration is priced at 
$4,995. 

American Mitac 
410E. Plumeria Drive 
San Jose, Calif. 95134 
(408) 432-1160 — 


Software applications 
packages 


Applied Information Systems, Inc. has an- 
nounced a spreadsheet software package 
designed for engineers and scientists who 
require computation levels greater than 
those of standard financial spreadsheets. 

Xess runs under the Open Software 
Foundation’s Motif on Unix and Digital 
Equipment Corp. VAX/VMS worksta- 
tions. It features built-in scientific and en- 
gineering functions and all standard 
spreadsheet financial functions. 

The program is available at an intro- 
ductory price uf $495 per workstation un- 
til its mid-October scheduled shipping 
date. 

Applied Information Systems 
500 Eastowne Drive 

Chapel Hill, N.C. 27514 
(800) 654-2596 


HNC has announced a software package 
designed for IBM Personal Computer 
ATs or compatibles running Microsoft 
Corp.’s Windows Version 3.0. Explorenet 
3000 acts as neural network software 
that enables users of Windows 3.0 to use 
an icon-based environment to develop ap- 
plications without requiring any program- 
ming. The product is priced at $1,495. 
HNC 

5501 Oberlin Drive 

San Diego, Calif. 92121 

(619) 546-8877 


Strategic Mapping, Inc. has announced 
Version 4.5 of Atlas Mapmaker, a soft- 
ware package that enables users of Apple 

Continued on page 56 
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so youre free to integrate Unisys 


See us at INTEROP, Booth #406 





| eet 
Unisys. A framework 
you freedom. 


Every enterprise runs better when information 
runs freely to the people who need it most. That’s 
why you need a computer company that gives 
you freedom to integrate all the information you 
work with. And that’s why integrated information 
dated el lat a of the Unisys Saas prance 


Our architecture is Pern to give you an pon 
Taco daare AC amaan amu M deme) rl Crem nice) duit b 
tion sources into a single resource. It’s the first 
one to take open system standards and apply 
them across the board to all levels of computing, 
from workstations to departmental servers and 
mainframes—and to create an enterprise-wide 
network. 


That means productive interoperability. It means 
freedom to share network services; share files 
and data among multiple platforms; move appli- 
cations between platforms; and benefit from the 
consistency of applications and training across 
an open information network. 


Many of the systems and software products to 
start you down this road are here today. Many are 
yet to come. 


Our goal is clear: To give you the greatest freedom 
of choice in a multi-vendor environment. The 
freedom to integrate what you have with what 
you need. The freedom to stay competitive. 

So call 1-800-448-1424, ext. 48. And see how 
good freedom can be. 


We make it happen 





Continued from page 52 

Computer, Inc. Macintosh systems to link 
maps to databases or spreadsheet files 
and publish maps that indicate geographic 
relationships between data. 

The product runs on Macintosh 512K, 
Plus, SE and II series machines and is 
priced at $495. Registered users of Ver- 
a 4.0 can upgrade their systems for 

95. 
Strategic Mapping 
4030 Moorpark Ave. 
San Jose, Calif. 95117 
(408) 985-7400 


Time/Design, Inc. has announced Time- 
base, a personal information manager 
software package designed for users of 
personal computers. 

The product allows users to schedule, 
prioritize and delegate multiple activities 
and includes a DOS gate that enables us- 
ers to move directly to other programs. 

Timebase is priced at $195. 

Time/ Design 

11835 W. Olympic Blvd. 
Los Angeles, Calif. 90064 
(213) 312-0288 


Cadworks, Inc. has begun shipping Re- 
lease 107 of Drawbase, a software pack- 
age designed for computer-aided design 
database applications. 

The product features support for Phar 
Lap Software, Inc.’s Phar Lap 386/DOS- 
Extender and includes an application pro- 
gramming interface that allows users to 
load and execute externally developed ap- 
plication programs. 

System requirements include an Intel 
Corp. 80286-, 80386- or 1486-based 
computer equipped with a math coproces- 
sor and 3M bytes of extended random-ac- 
cess memory. 

Pricing ranges from $1,995 to $5,495, 
depending on the type of model. 
Cadworks 
222 Third St. 

Cambridge, Mass. 02142 
(617) 868-6003 


Software utilities 


Advanced Software, Inc. has announced a 
software utility designed to allow users of 
Apple Computer, Inc. Macintosh systems 
to store an unlimited amount of names 
and addresses and up to 14 pages of notes 
with each address. 

Intouch Version 1.0 includes features 
such as fast searching, extensive tele- 
phone dialing options, envelope label 
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A single-node license costs approxi- 
mately $380. 
Frame Technology 
1010 Rincon Circle 
San Jose, Calif. 95131 
(408) 433-3311 


Trend Micro Devices has announced the 
PC-cillin Virus Immune System, an anti- 
virus system that uses hardware and soft- 
ware components to protect systems 
from all known computer viruses. 

The product includes a hardware im- 
munizer that includes nonvolatile en- 
hanced erasable programmable read-only 
memory that safeguards boot sector data 
and partition records, the vendor said. 

A terminate-and-stay-resident filter 
program features three levels of virus 


protection: detection, prevention and 
quarantine. The product costs $139. 
Trend Micro Devices 

2421 W. 205th St. 

Torrance, Calif. 90501 

(800) 228-5651 


Macintosh products 


Ventura Software, Inc. has announced a 
version of its desktop publishing software 
package designed for Apple Computer, 
Inc. Macintosh environments. 

Ventura Publisher Macintosh Edition 
includes a spell checker, movable dialog 
boxes, 300 on-line Help menus and file 
import and export capabilities. System re- 
quirements include a Macintosh Plus, SE, 
SE/30, II series or portable with 2M 


bytes of random-access memory. 
The product is priced at $795. 

Ventura Software 

15175 Innovation Drive 

San Diego, Calif. 92128 

(800) 822-8221 


Data storage 


Micron Technology, Inc. has announced a 
2M-byte single-socket memory module 
designed for Compaq Computer Corp. 
Deskpro 386/33, 486/25 and Systempro 
computers. 

The Ascend dynamic random-access 
memory expansion module uses a 32-bit 
data path and attaches to a system’s cur- 
rent memory board to increase memory 
to 16M bytes or more, depending on the 
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LT. COL. JOHN PAUL STAPP DURING HIS HISTORIC HIGH SPEED ROCKET PROPELLED SLED RUN. HOLLOMAN AIR FORCE BASE, DECEMBER, 1954. 


ls DB2™ causing you this kind of pressure? 


As you confront the challenges of rela- 
tional technology, are you being stressed by 
intimidating deadlines and unending demands 
for new applications? 

And whether you're a DB2 novice or a 
veteran of many years, are you still struggling 
with DB2's complexity to accomplish even the 
most basic tasks? 

That's where we come in...to relieve 
your DB2 stress like no other company can. 


DB2 may be new to you, but it's not new 
to us. We're PLATINUM technology, inc., the 
only full service software company specializing 
exclusively in DB2. 


From our beginnings, PLATINUM's 
energies have been focused on delivering qual- 
ity solutions that make DB2 easier to under- 
stand and simpler to use. We have created a 
complete line of products and services to make 
DB2 more productive for you and to make 
learning DB2 alot less stressful for everyone. 


printing and previewing and immediate 
copying of addresses to and from other 
applications. 

The product is priced at $70. 
Advanced Software 
1095 E. Duane Ave. 
Sunnyvaie, Calif. 94086 
(408) 733-0745 


Frame Technology Corp. has announced 
a software program designed to seamless- 
ly integrate Lotus Development Corp.’s 
1-2-3 spreadsheet data with Framemaker 
Version 2.1, its publishing software pack- 
age for producing business and technical 
documents. 

The Unifilt for Spreadsheets package 
is part of the Frame Partners Program, an 
agreement among Frame, Lotus and Uni- 
filt Co. It runs on Sun Microsystems, 
Inc.’s Sun-3 and Sparcstation, Digital 
Equipment Corp.’s VAX 5000 and Ultrix 
systems and IBM’s RISC System/6000 
workstations. 


Corporate Headquarters 555 Waters Edge Drive, Lombard, IL 60148 (708) 620-5000 FAX (708) 953-1923 US (800) 442-6861 Canada (800) 848-0140 
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C] Yes, I'd like more information about: 


RC/QUERY™ 
RC/UPDATE™ 
RC/MIGRATOR™ 
RC/SECURE™ 

PLATINUM Database 
Analyzer™ 

PLATINUM Plan Analyzer™ 
PLATINUM Report Facility™ 
PLATINUM Data 
Compressor 

PLATINUM Rapid Reorg™ 
PLATINUM Pipeline™ for DB2 


Name 
Title 


Company 


___ The PLATINUM DB2 Guide™ 

___ The PLATINUM Reference™ 
for DB2 

___ PLATINUM Education Series™ 

[_] I'm interested in hearing more 
about your free 30-day 
trials. 


[_] I'd like to schedule an 
in-house presentation. 


Address —— 


City, State, Zip suneeimeneeniats 
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type of machine. 

The product lists at $374. 
Micron Technology 
2805 E. Columbia Road 
Boise, Idaho 83706 
(208) 383-4000 


Mass Optical Storage Technologies, Inc. 
(MOST) has introduced a rewritable opti- 
cal disc drive that uses removable 32-in. 
media. 

The RMD-5100-S, part of the MOST 
RMD series, features entry-level format- 
ted capacities of up to 128M bytes on 
ANSI-standard 3¥-in. rewritable optical 
disc cartridges. Its average seek time is 
rated at 35 msec, and a short scan/seek 
function allows data within a 128-track 
band to be accessed in less than 9 msec, 
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according to the vendor. 

The RMD-5100-S is scheduled to be 
released next month. It is priced at 
$2,425 in single OEM quantities. 

MOST 

11205 Knott Ave. 
Cypress, Calif. 90630 
(714) 898-9400 


Priam Systems Corp. has announced a 
line of 200M-byte full-height 31-in. disk 
drives that are equipped with an adapter 
card for Intel Corp. 80286-, 80386- and 
1486-based IBM Personal Computer ATs 
and compatibles. 

The ID200L series includes three 
models: the ID200L-IC ($1,551), the 
ID200L-IF ($1,531) and the ID200L-I 
($1,500). All the drives were designed to 


provide access with a 15-msec seek time 
and to operate with a 50,000-hour mean 
time-between-failure rate, the vendor 
said. The drives are IBM BIOS-compati- 
ble and support bus speeds of up to 16 
MHz. 


Priam Systems 

1140 Ringwood Court 
San Jose, Calif. 95131 
(408) 954-8680 


Peripherals 


Microtouch Systems, Inc. has announced 
an integrated, flat-panel display module 
designed for use in industrial or hostile en- 
vironments. 

The El Touch Monitor features an 
electroluminescent display that is com- 


tress Out Of DBZ 


PLATINUM offers all these adminis- 
tration, development, and end user software 


products for the perfect antidote to DB2 stress, 


= RC/QUERY™ 

= RC/UPDATE™ 

= RC/MIGRATOR™ 

=" RC/SECURE™ 

= PLATINUM Database Analyzer™ 
# PLATINUM Report Facility ™ 

* PLATINUM Plan Analyzer™ 

# PLATINUM Data Compressor™ 
= PLATINUM Rapid Reorg™ 

= PLATINUM Pipeline™ for DB2 
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PLATINUM's hands-on training courses 
cover all aspects of DB2, QMF, and CSP. Alll 
courses are available either at your facility or at 
one of our regional education centers. 


® Introduction to DB2 

= DB2 Database Design and Application Planning 
= DB2 Database and System Administration 

= DB2/SQL Application Programming 

= CSP Application Programming 

2 Using DB2 and QMF 


Our guides and reference manuals con- 
tain the most recognized and authoritative 
standards and guidelines for DB2. 


= The PLATINUM DB2 Guide/Online™ 
= The PLATINUM Reference™ for DB2 
= The PLATINUM DB2 Catalog Poster 


All of our products and services carry 
the PLATINUM Quality Assurance Guarantee. 
Toll-free phone support is available 24 hours a 
day, seven days a week. 


So if DB2 has taken you to your limit, 
why struggle any longer? Call PLATINUM 
technology at 1-800-442-6861 for more infor- 
mation, an in-house demonstration, or our 
exclusive no-obligation product evaluation. 


PLATINUM KR 
technology (uw 
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patible with IBM’s Enhanced Graphics 
Adapter and a capacitive touch screen 
that enables users to make contact with 
the sensor through thin layers of dirt, 
moisture or other material that builds up 
on the screen, the vendor said. 

Asingle unit is priced at $1,995. 
Microtouch Systems 
55 Jonspin Road 
Wilmington, Mass. 01887 
(508) 694-9900 


Curtis Manufacturing Co. has introduced 
a track ball that features plug-in ADB 
compatibility and optomechanical engi- 
neering. 

The Curtis MVP Mouse includes three 
click command buttons that are wrapped 
around the top two-thirds of the track 
ball. A custom control panel enables users 
to assign dozens of commands to the 
three command buttons and select preset 
tracking or double-click speeds. 

The product is priced at $150 and in- 
cludes a one-year warranty. 

Curtis Manufacturing 
30 Fitzgerald Drive 
Jaffrey, N.H. 03452 
(603) 532-4123 


Radius, Inc. has announced that Version 
1.1 of its Radius PC software package is 
included free with its 19- and 21-in. Two 
Page Display Systems. 

The software package includes drivers 
for Microsoft Corp.’s Windows Version 
3.0, Wordperfect Corp.’s Wordperfect 
Version 5.1 and Version 10 of Autodesk, 
Inc.’s Autocad. The Two Page Display 
Systems (TPD/19 and TPD/21) enable 
users to view an entire document without 
reducing or scrolling, the vendor said. 

Model TPD/19 has a list price of 
$1,395, and Model TPD/21 costs $1,795. 
Radius 
1710 Fortune Drive 
San Jose, Calif. 95131 
(408) 434-1010 


Alpha Technologies, Inc. has announced a 
300-VA standby power supply designed 
for personal computers. 

The Alpha 300 produces a sine wave 
form that is compatible with computer 
and peripheral loads and provides elec- 
tronic overload and short-circuit protec- 
tion. It includes intelligent local-area net- 
work interface options for networked 
environments. 

The product is priced at $419. 

Alpha Technologies 

3767 Alpha Way 
Bellingham, Wash. 98226 
(206) 647-2360 


Training 


Fliptrack Learning Systems, Inc. has re- 
leased an audio course that highlights the 
more complex features of Lotus Develop- 
ment Corp.’s 1-2-3 Release 3.0. 

Advanced Training for Lotus’ 1-2-3 
Release 3.0 describes 1-2-3 functions 
such as linking multiple worksheets, 
viewing multiple worksheets on-screen 
and creating macros and other macro 
uses. 

The product includes four audiocas- 
sette-based lessons, a data disk and a ref- 
erence guide. It runs on IBM Personal 
Computer XTs, ATs and compatibles and 
is priced at $119. 

Fliptrack Learning Systems 
999 Main St. 

Glen Ellyn, Ill. 60137 
(800) 222-3547 





“Our man in Geneva can now get vital 
information right to the desks of our 
traders on four continents. In seconds.” 


“Only BANYAN could have done 1t:’ 


From an interview with Eric Dickstein 
of Continental Grain. 


“The ability to get information to the right person at the right 
time—all the time—is critical to our business. For us, Banyans 
VINES"is a strategic component of our information network.” 


How big is your network? 


“We have over 700 users worldwide on our network, with 
24 servers in New York alone. 4 each in Chicago and Geneva. 
Plus single servers in another 12 offices. Recently we added 
Zaire, and weve discussed putting them in Hong Kong, Banyan’s VINES is the only network operating system 


; sec ieg that can effortlessly grow as your company does—even 
Sir wgapore, ar ud South America. on a global basis. For a further description of Continental 


Grains networking challenges and solutions, write or 
Do you use third-party lines? call us at 800-828-2404 (in MA 508-836-2828). 


“Yes, depending on needs and economics. Mostly, its GEIS, plus 
some point-to-point lease lines and dial-up facilities. Even 
a dedicated 56KB satellite link. And its all totally transparent.” 


Why did you select VINES? 


“When we started this network 5 or 6 years ago, Banyan was 
the only company that could satisfy our needs. Today, in my 
opinion, it still is.” 


Copyright © 1990 Banyan Systems Incorporated. Banyan Systems Incorporated, 120 Flanders Road, Westboro, MA 01581 Networking. Without limits. 
See us at Interop Booth * 1908 
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Bottom-line 
bugaboos 


rent woes on short-term think- 
ing. Politicians’ horizons are 
limited to the next election, so 
they go for the inexpensive, 
Band-Aid solution and leave it up 
to their successors to solve 
those little leftover problems — 
such as the federal budget defi- 
cit and the disappearing ozone 
layer. 

Similarly, business manag- 
ers have to please their stock- 
holders with quarterly profits, 
so they are leery of major invest- 
ments that do not bring quick 
returns. As a result, our fac- 
tories become outmoded and 
we get skunked by overseas 
competition. 

The above phenomenon has 
been cropping up more and more 
in corporate information sys- 
tems budget planning sessions, 
with dire results. 

I recently asked Jere Thom- 
as, a founder of the Houston 30 
— now the User Alliance for 
Open Systems — why Open Sys- 
tems Interconnect (OSD) is tak- 
ing so long to take off. His reply: 
Users still haven’t given ven- 
dors a clear signal that they want 
products based on the network- 
ing standard. 

“There are no bad guys 
here,” Thomas emphasized. 
Rather, there are a lot of com- 
panies whose investments in 
technology must answer to bot- 
tom-line-oriented investors. Un- 

Continued on page 64 
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OSI management still lacking 


Lack of test suite hinders creation of multivendor network management 


BY ELISABETH HORWITT 
CW STAFF 


SAN DIEGO — Open Systems 
Interconnect Network Manage- 
ment Forum members had little 
to show in the way of product 
conformance — let alone multi- 
vendor interoperability — at last 
month’s Tele-Communications 
Association 90 conference. 

The second in a series of Net- 
work Management Showcases, 
which the Forum has scheduled 
for major communications shows 
during the next year, saw ap- 
proximately 25 Forum members 
on the floor but little in the way 


ucts that adhere to the Forum’s 
specifications, published last 
June. This was no surprise, since 
the Forum’s test suite for ensur- 
ing such compliance is not due 
out until December. 

“Tt’s too soon. We have a map 
of our members on the floor but 
no interoperability,” said Keith 
Willets, chairman of the board of 
trustees of the Forum. 

“The purpose of the early 
showcases is to steer users to 
member booths to get a preview 
of and information about ven- 
dors’ OSI network management 
plans,” said Jim Warner, the Fo- 
rum’s Communications director. 

British Telecom PLC did 


of network management prod- 


National gigabit net 
security under fire 


ANALYSIS 


BY GARY H. ANTHES 
; CW STAFF 


The National Research and Edu- 
cation Network (NREN), also 
known as the gigabit net and in- 
variably described as a data su- 
perhighway, may turn out to bea 
road with no traffic cops and a 
highway with no guardrails, crit- 
ics charge. 

A wide range of computer and 
communications experts in and 
out of the federal government 
say that planning for NREN is 
proceeding with too little 
thought being given to issues of 
security and privacy. 

However, a number of equally 
qualified observers scoff at that 
assertion, saying that security 
and privacy safeguards belong 
on the host systems that attach 


BI Tymnet Is 
Network Management 


BT Tymnet is: Global Network Services" Diaicom® Messaymg Services, 
EDi+Net® Electronic Transaction Services, LAN Connectivity Services and much more. 


to networks, not on the net- 
works themselves. They point 
out that in the notorious Internet 
worm incident of almost two 
years ago, it was host operating 
system flaws that admitted the 
rogue program, while Internet 
efficiently passed bits precisely 
as intended. 

Both camps seemed to agree 
on one point: Not enough atten- 
tion is being paid to security as a 
whole, with network and com- 
puter center managers focusing 
most of their attention on just 
making their systems work in an 
environment of presumed, but 
not assured, geniality. 

At a recent meeting of the 
Computer Systems Security and 
Privacy Advisory Board of the 
National Institute of Standards 
and Technology (NIST), the 
board criticized a bili sponsored 
by U.S. Sen. Albert Gore Jr. (D- 
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demonstrate how its Concert 
network management platform 
will use OSI to manage various 
British Telecom global network 
offerings, as well as an Unger- 
mann-Bass, Inc. local-area net- 
work. However, the demon- 
strated OSI links will not be fully 
Forum-compliant until they are 
tested — and the test suite is 
slated for release by year’s end, a 
Forum spokesman said. 

The Forum, which currently 
has more than 100 vendor mem- 
bers worldwide, is “‘a good, orga- 
nized effort, but products are not 
in the mainstream yet,” said Jim 
Williams, telecommunications 
manager at the Mervyn’s de- 


Sky high 


partment store chain. Mervyn’s, 
which currently uses IBM’s Net- 
view, would like to use OSI rath- 
er than IBM’s LU6.2 protocol as 
a way to hook up other vendors’ 
networks to the network man- 
agement platform, Williams said, 
because OSI has broader vendor 
support. 

IBM has for some time indi- 
cated that it will provide native 
support of OSI protocols in Net- 
view, ‘‘which will mean you can 
issue a ‘get’ command from Net- 
view, for example, rather than 
going through a gateway to 
translate Netview to OSI com- 
mands,” IBM spokesman Bob 
Anderson said. IBM has also im- 
plemented OSI network man- 
agement protocols as a way for 
its LAN Manager and LAN Sta- 
tion Manager to communicate, 
according to IBM programmer 

Continued on page 62 


The number of users of NREN and the networks tied to it could total 


6 million by the year 2000 


ATTACHED COMPUTERS 


Source: Coalition for National Research and Education Network 


Tenn.) that would establish a 
$1.9 billion program in high-per- 
formance computing and com- 
munications. The board said that 
the bill failed to adequately ad- 
dress security and privacy on the 
NREN, whose development 
would be partially funded by the 
bill. 

Even defenders of the pend- 
ing legislation acknowledged 
that more attention could be paid 
to these topics, not only for the 


6 million 


4 million 
3 million 


2 million 


CW Chart: Marie Haines 


NREN but for its existing prede- 
cessors, the National Science 
Foundation’s network (NSFnet) 
and other components of the In- 
ternet, the global collage of net- 
works used mostly by the re- 
search and education commun- 
ities. 

“Security is hard to address 
because no one knows what to 
expect,” said a Senate staff 
member who worked on the bill. 

Continued on page 63 
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Nonprofit firm seeks to create low-cost network 


ON SITE 


BY J. A. SAVAGE 
CW STAFF 


BERKELEY, Calif. — Considered by 
many to be the first electronic bulletin 
board in the U.S., the Community Memo- 
ry Project, Inc., a nonprofit communica- 
tions organization, is implementing a 
client/server architecture to move inio 
the 1990s. 

Community Memory was founded in 
1977 by Lee Felsenstein, a free-speech 
activist and an inventor of the Osborne 
Computer Corp. personal computer. The 


organization put four terminals out for 
public access at retail stores and commu- 
nity centers in 1984. There were forums 
to speak one’s mind, check the city coun- 
cil’s agenda, find toxic hot spots in the 
neighborhood and locate used cars and 
housing. 

In 1988, the Berkeley Co-op food cen- 
ters went out of business, and with them 
went two of the most popular terminals. 
Community Memory then shut down the 
project while the organization worked on 
new software. Ten terminals were rein- 
stalled earlier this year in a wider range of 
public places, including bars and laundro- 
mats. 


Community Memory had a head start 
on the new architecture because it has al- 
ways been on a Unix-based system. How- 
ever, as an early Unix user, it 
was saddled with expensive 
hardware that it could not af- 
ford to keep. ‘We were using a 
computer from now-defunct 
Plexus Computers, Inc. that cost 
$30,000 with dumb terminals,” ~<_ 
said Terry Beynart, Community 
Memory’s treasurer. 

Upgrades were expensive be- 
cause they had to be bought from the 
manufacturer instead of on the open mar- 
ket. For example, 1M byte of memory 
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UDS V.32 Modems: winners 
at 19.2 kbps—now Fasflalk 
doubles the speed 


From the day of its introduction, 
UDS’ V.32 modem has gathered 
honors from leading computer publi- 
cations and other industry 
watchers! 


Initially it set the standard for 9.6 
kbps, full-duptex traffic over dial-up 
lines. When MNP*® level 5 data 
compression was added, through- 
put went to 19.2 kbps. 


Now comes the Faslalk V.32/42b— 
a modem that is specifically de- 
signed for PC applications and is 
fully compliant with CCITT’s V.42bis 
recommendation. Meeting this 
standard gives the V.32/42b a 
maximum data rate of 

38.4 kbps! 


MNP® is a registered trademark of Microcom Systems, inc 
Created by Dayner/Halll, inc, Winter Park. Florida 
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The modem is particularly useful for 
bit-intensive data transfers, such 
as engineering graphics, image 
processing and complex financial 
operations. Data Rate is automati- 
cally adjusted to 9600, 4800, 2400 
or 300 bps (CCITT V.32 and V.22bis). 
At the 9600 bps rate, trellis coding 
gives the FasTalk V.32/42b an 
exceptionally high tolerance for 
noisy lines. 


For accurate communication over 


worst-case lines, the unit incorpo- 
rates V.42 LAP-M and MNP 4 error 
control functions. A full complement 
of on-board test functions is in- 

cluded, and eight LEDs provide 

easy monitoring of the unit’s opera- 
tion and built-in diagnostic features. 


Get acquainted with the latest win- 
ner in the UDS V.32 family. For 
technical details and quantity pric- 
ing, contact UDS, 5000 Bradford 
Drive, Huntsville, AL 35805-1993. 
Telephone 205/430-8000; 

FAX 205/430-8926. 
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cost about $3,000 when comparable 
prices on the open market were $700 to 
$800, according to Carl Farrington, pres- 
ident of the organization. It also carried an 
expensive maintenance contract, Far- 
mington said. 

Cost was a detriment not 
only to the organization’s 
treasury, but also to its moral 
foundations. An underlying 
purpose of the group, which 
hasa staff of five, is to create a 
low-cost system that other 
community groups can use to 
increase communications 
within their organizations or 
between the organizations and the public. 

The group now has a $10,000 Intel 
Corp. 80386-based IBM Personal Com- 
puter clone running AT&T Unix System 
V, as well as diskless clones that cost 
about $300 each, Beynart said. 

While Community Memory may have 
been one step ahead of many corporations 
by running Unix, it still had to rewrite its 
software for a client/server model. De- 
spite the fact that it took the tiny organi- 
zation four years to develop the software, 
Farrington said, the client/server model 
is ‘“‘much more efficient.’”” He said the 
Unix server functions are suited to the op- 
erating system. Functions such as I/O and 
database management are handled on the 
server, while the PCs manage screens. 
On its old host/dumb terminal model, the 
Unix-based computer had to do every- 
thing. 

Community Memory wrote its own 
networking protocol based on the physi- 
cal configuration of a local-area network. 
“Instead of terminals scattered around an 
office, they're scattered around the city,” 
Farrington said. “A wide-area network 
would have worked but would have been 
expensive, and part of our design goal was 
to be low cost.” 


Speed limits 
To cut costs, data transfer speed was lim- 


ited to 2,400 bit/sec., running over leased 
lines. The system employs a packet- 
switched network through limited-dis- 
tance modems to increase efficiency. Ac- 
cording to Farrington, the organization’s 
software could also work ona LAN. 

In hopes of licensing its new system to 
other “‘struggling nonprofits,” Communi- 
ty Memory wrote its system in object-ori- 
ented code. It can be licensed on a sliding 
scale that begins at $200 and is based on 
the licensee’s size, ability to pay and other 
more esoteric reasons such as how inter- 
ested the organization is in the new proj- 
ect. “When we aggressively license it, it 
will be much more systematic,” Farring- 
ton said. It has one licensee so far — San 
Francisco State University. Three more 
organizations are currently negotiating 
with Community Memory. 

Community Memory is still trying to 

| identify and solve problems, not in its sys- 
tem but in the way it can be used. The or- 

| ganization is grappling with a marketing 

| problem: how to encourage people to use 
this kind of communications as well as 
what its most valuable use can be — ques- 
tions not addressed in a traditional 
networking environment. 

The new system was launched with a 
$94,830 grant from the Telecommunica- 
tions Education Trust, which is managed 
by the California Public Utilities Commis- 

| sion. The trust was set up in the wake of 
| the breakup of AT&T to fund groups that 


would discuss the role of public utilities in 


| society. 
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Simpler pricing strategy may give 
LAN Manager edge over Netware 


BY JIM NASH 


CW STAFF 


Now that Microsoft Corp. has both feet in 
the personal computer-based local-area 
network market, resellers are re-examin- 
ing LAN pricing strategies. 

They are comparing Microsoft’s 
three-tiered network prices with LAN 
leader Novell, Inc.’s Byzantine price 
schedule. Some see a distinct advantage 
to Microsoft’s keep-it-simple premise, es- 
pecially for information systems manag- 
ers who are trying to simplify all aspects 
of buying and operating a LAN. 

David Vinzant, president and founder 
of Vinzant, Inc. in Portage, Ind., said Mi- 
crosoft could score points with some cus- 
tomers who want a “clearer and easier” 
price schedule. 

Microsoft is suggesting a retail price of 
$995 for documentation and code for five 
users and $995 for each additional 10 us- 
ers. Code for an unlimited number of us- 
ers is priced at $5,495. Packages at each 
level contain identical features. 

Novell’s Netware, on the other hand, 
is acknowledged even by company Execu- 
tive Vice-President Darrell Miller to be 
confusing. In a recent interview, Miller 
said he regularly reviews prices with an 
eye toward simplification but has yet to 
come up with a better solution. 

The Provo, Utah-based company has 





Non Sequitur 


s the originator of one of 
the earliest, but commer- 
cially unsuccessful, data- 
base management prod- 
ucts, Community Mem- 
ory rewrote its software so other 
community groups on a shoestring 
budget could use the technology. 

Community Memory Software is 
a far cry from Sequitur, the organi- 
zation’s earlier database manage- 
ment system software package. Se- 
quitur was one of the first general 
database management products 
available but had little success in 
garnering market share. 

“Community Memory wanted to 
make a million dollars on [Sequitur] 
to fund the nonprofit side of the 
project,” said Terry Beynart, the 
organization’s treasurer. However, 
after premiering at Comdex in 
1981, it sold only about 100 copies 
for Unix and 1,000 copies for IBM 
Personal Computers, according to 
Community Memory President Carl 
Farrington. 

For the new community-orient- 
ed database, Community Memory 
scaled down its database manage- 
ment system from the Sequitur 
product. “‘Sequitur was designed as 
a general-purpose database,” Far- 
rington said. The new system is 
geared for ease of use in a text base, 
where a user can navigate by using 
key words. 
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several versions of Netware, each de- 
signed and priced for specific network 
sizes. Beyond that, users can buy applica- 
tions called network-loadable modules 
(NLM) that do not operate universally 
with all Netware packages. 

However, Vinzant said, many IS ad- 
ministrators are not looking at price tags 
or overall price strategies when they buy 
their networks. “It’s an issue of product 
maturity,” he explained. Novell has been 
in the LAN market longer and has devel- 
oped distinct products for different needs, 


Vinzant added. Many of his customers, he 
said, accept that those products will have 
differing prices. 

Richard Close, president of Soma 
Training, Inc. in New York, agreed but 
cited “politics and features” as the decid- 
ing factor for most IS departments. 

“If a company’s got a strong IBM in- 
stalled base, they are likely to go with 
LAN Manager,” Close said. He said cost 
would almost always lose to long-range in- 
vestment protection. 

Vinzant said Novell’s structure may be 
a pattern for the future. “‘I’d be curious to 
see if in two years LAN Manager is only 
one product” with the present three- 
tiered pricing strategy. 

Some Netware users and resellers at a 
recent users conference saw the reverse. 


They wondered if Netware 386 would 
follow Microsoft by being molded into a 
universal core on which all other Netware 
options could hang. 

For example, system fault tolerance, 
an option currently available only on 
large-scale Netware packages, could be 
an option for small offices that require re- 
dundant systems. Critics of that idea say it 
would increase user confusion and make 
older product versions obsolete. 

“That might be a theoretical solution 
but not a practical one,” Vinzant said. 
“Right now, the user buys one box, and 
it’s got everything you need. You can get 
NLMs, but that’s not the norm.” For ex- 
ample, there would be more confusion on 
users’ parts if they needed multiple instal- 
lation cards to boot up a system, he said. 
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British Telecom to resell ACC bridge/routers 


British Telecom has formed a partner- 
ship with Advanced Computer Com- 
munications to resell and support 
ACC’s bridge/routers. ACC’s products 
will reportedly provide local- to wide-area 
connectivity to British Telecom’s T-Net 
IN2000 local-area networks across both 
X.25 packet-switching networks and pri- 
vate circuits. 


A networking factory-floor interface be- 
tween Digital Equipment Corp. VAX 
minicomputers and Siemens Automa- 
tion Group piant-floor devices has been 
developed to allow DEC VMS applica- 
tions to communicate with applications 
running on remote Siemens manufactur- 
ing equipment over Ethernet local-area 


OSI 


CONTINUED FROM PAGE 59 


Jeff Ferla. 

IBM and BT are now working on a 
peer-to-peer link between BT’s Concert 
and IBM’s Netview, based on the OSI 
Common Management Information Ser- 
vices and Common Management Infor- 
mation Protocol, a Forum spokesman 
said. Products are due out by the end of 
next year, he added. 

IBM is also scheduled to take part in 
Forum OSI interoperability demonstra- 
tions as part of the showcase, but while 
the demonstrations do point to future 
products, they give no indication of the 
time frame for commercial release, said 
Bob Smith, IBM’s director of network 
management alliances in communications 
systems. 

AT&T plans by the second half of 
1991 to provide Forum-compliant inter- 
faces for its Accumaster network man- 
agement platform and for some of the “‘el- 
ements” that manage its various network 
offerings, such as Accunet Information 
Manager, said company spokesman Don 
Keller. However, AT&T will continue to 
support its existing Network Manage- 
ment Protocol interface as well as an 
alarm interface now supported by several 
third-party vendors, Keller said. 

Forum members are likely to initially 
use the Forum specifications to manage 
their own as well as business partners’ 
disparate products, Warner said. Intero- 
perability between business rivals may 
take longer, “which could be a problem if 
the first three vendors to achieve compli- 
ance are all long-distance carriers,” he 
added. 


The Forum’s OSI network manage- | 


ment interoperability showcase series 


should begin to take off at the Communi- | 


networks. The product, dubbed Deco- 
sap/VMS, will reportedly be available this 
month from DEC. 


Nynex Corp. has announced a safeguard 
to personal privacy issues revolving 
around aller-identification services, 
which allow the phone number of an in- 
coming call to be displayed at the receiv- 
ing site. The regional Bell holding compa- 
ny said that its New England Tele- 
phone Co. subsidiary will provide callers 
with a free, per-call blocking feature in ar- 
eas where the caller ID service is avail- 
able. The service, slated for initial avail- 
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ability in Vermont this month, wiil allow a 
caller to activate a code to prevent the 
passage of his phone number to the calling 
destination. 


Proteon, Inc. is taking creative mea- 
sures to fuel the competitive fires in the 
network adapter card arena by announc- 
ing a lifetime warranty for its 4M/16M 
bit/sec. token-ring boards. The warranty, 
which applies to all three versions of Pro- 
teon’s board — Extended Industry Stan- 
dard Architecture, Micro Channel Archi- 
tecture and IBM Personal Computer AT 
— guarantees that adapter failures will be 
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repaired or replaced throughout the life 
cycle of the adapter. There is a $10 fee to 
customers who want to sign up for the 
warranty. 


Banyan Systems, Inc. has designed a 
version of its Virtual Networking Soft- 
ware (Vines) network operating system 
to support symmetric multiprocessors. 
Symmetrical multiprocessing allows mul- 
tiple processors in a server to perform 
tasks on a first come, first served basis to 
improve processing time. The new Vines 
version is compatible with Banyan’s Intel 
Corp.-based 80286, 80386 and 1486 sin- 
gle-processor platforms and will support 
Compaq Computer Corp.’s Systempro 
server with either two 80386 CPUs, two 
1486 CPUs or one of each. 


“That reminds me, now that we’ve managed to network 
everything, whos going to manage our network?” 


Deciding on how to manage a net- 
work with different devices, systems and 
architectures can be an abstract proposi- 
tion for any company. 

Consider then, for a moment, this 
bold statement: 

No other company helps companies 
design, set up and manage their multiven- 
dor networks better than IBM. 

Surprised? 

Then ponder this as well. IBM’s 


NetView ts a registered trademark of International Business Machines Corporation. Copynght 1990 IBM Corporation 
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NetView” family of network management 
software is unsurpassed in helping you 
better control, monitor and automate the 
flow of information in your company. 
Graphically, all from one point. 
24 hours a day. 
Whether your equipment is IBM 
or not. 
NetView manages OSI systems and 
handles your voice and data applications. 
What's more, NetView has been 


cations Network ’91 conference in Wash- 
ington, D.C., in late January, Forum 
sources said. “Once large companies be- 
gin rolling out products, and there will be 
a number at each show, the showcase will 
grow exponentially because vendors that 
do not take part will become conspicuous 
by their absence,’’ Warner said. 

The Forum protocols released last 
June allow systems to exchange network 
management information and perform 
fault management, Willets said. The next 
phase will expand the base of managed ob- | 
jects and provide protocols for perfor- | 
mance and path management, as well as 
end-to-end fault isolation, he added. 
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Security 
CONTINUED FROM PAGE 59 


“Quite frankly, we haven’t put the re- 
sources in it yet,”” he added. 

Regardless of one’s view on the state 
of security, neither the issues nor the 
stakes are trivial. Traffic on NSFnet is 
growing at 20% per month. Internet con- 
nects 250,000 computers on 5,000 inter- 
connected networks supporting more 
than 1 million users in 35 countries. 

Lack of funds is also 2 problem. Federal 
agencies are working with the private 
sector to upgrade NSFnet to 45M bit/ 
sec., and small pilot projects are getting 
under way to prove the feasibility of a suc- 
cessor intended to work at more than 1G 


NETWORKING 


bit/sec., but the project badly needs the 
funding that passage of the Gore bill 
would likely bring. 

The NIST is required to develop stan- 
dards for computer security for unclassi- 
fied systems but has not received the 
funding it needs. “‘We need something out 
of NIST today, or we’ll have to retrofit it 
later,” said NIST advisory board member 
William Colvin. 

“Security is not one of the higher pri- 
orities [in the NREN pilot projects],” 
agreed Charles Brownstein, acting head 
of the NSF’s information sciences pro- 
grams. However, he said, security is not 
being ignored, and he cautioned against 
legislative attempts to ensure security: 
“You don’t want [the government] to 
come in and put a lock on your machine.” 


A computer security specialist at the 
U.S. Department of Defense said that se- 
curity must be addressed at both the net- 
work and host levels. The source said that 
host security does not help if you are us- 
ing the network for remote log-on. 

While some bemoan a perceived lack of 
attention to network security, much is be- 
ing done behind the scenes by a low-pro- 
file group called the Internet Activities 
Board (IAB). IAB-sponsored groups are 
developing standards, policies and techni- 
cal approaches to improving privacy and 
security on the Internet. Work is being 
done in areas from user awareness to im- 
proved password selection to more se- 
cure routing protocols. 

One group is extending the Simple 
Network Management Protocol so that 





enhanced, making it easier than ever to 
use, monitor problem alerts, and “talk” 


future. 


Which, all things considered, can 
paint a pretty picture for your companys 


network commands can be authenticated. 
Another group is field-testing privacy-en- 
hanced electronic mail so that Internet 
users will soon be able to send E-mail that 
is protected by public key cryptography. 

According to Steve Crocker, an area 
security director at the Internet Engi- 
neering Task Force, attention to Internet 
security has increased significantly since 
the intrusion of the so-called Morris 
worm. “There’s more going on than 
many people know about, but it’s not 
enough,” he said. 





Rocky road 


nder the rubric of securi- 
ty lie many thorny poli- 
cies and legal issues, and 
they are typically over- 
looked by the technicians 
whose main goal is to prevent net- 
work and host intrusions, said 
Lance J. Hoffman, a computer secu- 
rity specialist and professor at 
George Washington University. 

Hoffman asked, ‘‘Should access 
to the network be universal? How 
about foreign access and access 
from hostile countries? Who should 
be the gatekeepers? What rules 
should apply and who should make 
them? Should users be presumed to 
be trustworthy until proven other- 
wise? Is a network manager who er- 
roneously denies service to a sus- 
pected wrongdoer liable for dama- 
ges? Who’s liable if transmission 
errors cause damage?” 

Hoffman’s list goes on and on, 
and he said very little attention is 
being paid to these questions. ‘‘In- 
ternet management focuses on im- 
plementation, not information man- 
agement policy,” he said. 

So while the technicians imple- 
ment elegant solutions to security 
problems, the results may have to 
be undone when a _ consensus 
emerges on policy matters. ““NREN 
is a lightning rod for policy issues 
quite beyond its capability to deal 
with [them].” Hoffman added. 

GARY H. ANTHES 
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Bull package gives PCs more access 


BY SALLY CUSACK 
CW STAFF 


BILLERICA, Mass. — A software pack- 
age designed to give users of IBM Person- 
al Computer and compatibles access to 
multivendor, multiarchitecture systems 
has been announced by Bull HN Informa- 
tion Systems, Inc. 

Called VIP-Plus, the package permits 
PC users to support multiple sessions and 
transfer files to either a single host com- 
puter or a number of hosts via a wide 
range of terminals and supports multiple 
host sessions across Ethernet local-area 
networks. Emulations are provided for 


Catch the latest oe ar from Apple: 


at Data Preference. 


Bull, Digital Equipment Corp. and Unix- 
based host systems, while connections to 
IBM Systems Network Architecture 
(SNA) hosts are initiated via 3Com Corp. 
CS1/SNA gateways. 

File transfer capabilities are provided 
via Kermit and ASCII-text editor meth- 
ods, and the menu-driven package per- 
mits communications via asynchronous 
and synchronous lines. Multisession LAN 
communications are possible using XNS 
protocois, the company said. 

The package is produced in Australia 
as part of a continuing initiative by Bull to 
manufacture computer products in Aus- 
tralia for export around the world. 


os, 


According to Joe Keady, Bull’s director 
of export sales, Bull is investing a certain 
percentage of Bull sales and revenue back 
into Australian research and development 
projects in an effort to satisfy the needs of 
the local market. 

“We have a number of products that fit 
this profile,” said Keady, referencing a 
hardware smart card reader that can be 
embedded into PCs or LANs and a PC 
Video Card that allows a television to dou- 
ble as a PC monitor as a result of the Aus- 
tralian/Bull contract agreement. The PC 
Video Card, which was entirely designed 
and developed in Australia, will soon be 
available in the U.S., the company said. 

VIP-Plus is available immediately. 
Prices start at $400 and vary depending 
on network size. 


Now you can catch all of Apple Computer’s latest hits at Data Preference. Our selection of 
premiere products include the new performance powerhouse, the Macintosh’ IIfx. The compact, but 
versatile Macintosh IIci. The desktop workhorse Macintosh SE/30. Plus the fast and expandable 
Laser Writer’ II family of products. And much, much more. 

Data Preference’s supporting cast also brings you great performances with service that 
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along with operating and finance leases are just the ticket to make it all available. 
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fortunately, the benefits of OSI migra- 
tion are both long-term and hard to quan- 
tify, falling into such vague categories as 
“more effective sharing of information 
within and between work groups.” In 
contrast, the cost of corporatewide OSI 
conversion has an immediate negative 
impact on the IS budget. 

Other advanced technologies are los- 
ing momentum because corporate man- 
agers have a bad case of bottom-line fid- 
gets. At a conference last year, Bill Gaze, 
who was then a Merrill Lynch telecom- 
munications executive, said that integrat- 
ed multivendor network management 
platforms are hard to sell to corporate 
higher-ups because the benefits of such 
systems are so very hard to quantify. 
Ironically, Gaze has since left Merrill 
Lynch in the wake of a ‘“‘cost-cutting”’ out- 
sourcing deal that gutted the firm’s tele- 
communications department. 

The idea of moving applications from 
mainframes down to LANs is another 
area that both attracts and frightens 
conservative IS managers. It’s pretty 
easy to pinpoint potential payback areas 
such as lower-cost CPU power and main- 
tenance, but a lot of companies are hold- 
ing off on the move because the LAN 
server and operating system industry is 
in such flux right now. 

An investment company’s vice-presi- 
dent of IS recently described to me the 
contortions he is going through to come 
up with the most cost-effective platform 
on which to downsize various work- 
group applications. ‘‘All I ask is that you 
don’t make it seem like we’re over- 
spending,” he pleaded at the end of the 
interview. 

With the economy on the slide, IS 
conservativism is bound to increase be- 
fore the pendulum starts swinging in the 
other direction. “The Middle East crisis 
has created a climate of uncertainty 
which has put a lot of user projects on 
hold,”’ says Tom Nolle at CIMI Corp. 
“People aren’t doing strategic telecom- 
munications planning anymore; they are 
being reactive, not proactive.” 

This translates into a widespread 
user reluctance to invest in what will 
eventually be the next generation of net- 
work technology. Users will express in- 
terest in the latest buzzwords because 
“someone told them it’s good, and anyone 
who is anyone in the industry is doing 
it,” Nolle says. 

Some 75% of respondents to a recent 
CIMI survey expressed interest in offer- 
ings such as fast-packet and integrated 
network management. However, few had 
come up with any concrete plans for im- 
plementing these technologies within the 
next 18 months, Nolle says. 

Of course, it’s risky now to commit 
your company’s long-term networking 
strategy to emerging technologies that 
could fall by the wayside in the next year 
or two. Making no decision at all, howev- 
er, puts your firm at the mercy of more 
technologically aggressive rivals. 

“We're creating our own equivalent 
of the budget deficit,”’ Nolle says, “‘piling 
up a burden of shortsighted decisions in- 
stead of long-term strategy — borrowing 
against the capital of successful informa- 
tion integration.” 


Horwitt is Computerworld’s senior editor, 
networking. 
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NEW PRODUCTS 


Gateways, bridges, 
routers 


Synoptics Communications, Inc. has an- 
nounced that it has incorporated remote 
bridging features into its Lattisnet intelli- 
gent concentrator product line. 

The Lattisnet Model 3356 Remote 
Ethernet Bridge has been integrated as a 
module into the Lattisnet System 3000 
intelligent wiring hub to interconnect 
geographically dispersed Ethernet local- 
area networks over wide-area links, in- 
cluding T1. 

The product is priced between 
$11,800 and $14,600, depending on the 
type of serial lines used. 

Synoptics 

501 E. Middlefield Road 
Mountain View, Calif. 94043 
(415) 960-1100 


Lantana Technology, Inc. has introduced 
a line of token-ring bridges, repeaters and 
multistation access units (MAU) that in- 
terconnect microcomputers, minicom- 
puters and mainframes. 

The Cypress/B7404 ($4,995) and Cy- 
press/B7412 ($5,995) token-ring bridges 
are source-routing devices that connect 
network rings to departmental rings. The 
Cypress/M8228 ($595) and Cypress/ 
M8228D ($695) MAUs support 4M- and 
16M-bit/sec. token-ring LANs. 

The Cypress/R8218 ($795) and Cy- 
press/R8218D ($845) repeaters connect 
two segments of a token-ring network 
while filtering, boosting and retiming net- 
work signals. 

Lantana Technology 
4393 Viewridge Ave. 
San Diego, Calif. 92123 
(619) 565-6400 


Racal Interlan, Inc. has announced a 
stand-alone gateway server designed to 
link Novell, Inc. Netware-based machines 
with Transmission Control Protocol/ 
Internet Protocol (TCP/IP) hosts. 

The TCP Server for Netware allows 
bidirectional transfers of TCP client and 
server applications. Client applications 
can be downloaded to a Netware DOS or 
OS/2 machine without a need for any addi- 
tional configurations or installations, the 
vendor said. 

The product is priced at $5,995. 
Racal Interlan 
155 Swanson Road 
Boxboro, Mass. 01719 
(508) 263-9929 


Network management 


International Business Software, Inc. has 
announced a suite of real-time administra- 
tion tools designed for Apple Computer, 
Inc. Macintosh networks. 

Netcontrol provides network adminis- 
trators with data pertaining to the status 
of each piece of hardware in the network 
and to all the software in the Macintosh 
systems. 

The product is scheduled to be avail- 
able next month, the company said. It is 
priced at $249 per administrator for a sin- 
gle zone and $649 per administrator for 
multiple zones. 

International Business Software 
1270 Oakmead Pkwy. 
Sunnyvale, Calif. 94086 

(408) 522-8000 
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Synoptics Communications, Inc. has an- 
nounced a Simple Network Management 
Protocol-based network management ap- 
plications package designed for small to 
midsize networks. 

The Lattisnet Basic Ethernet Network 
Management package is a DOS-based 
management application that provides 
physical layer monitoring and control of 
Lattisnet Ethernet networks. 

The product runs on IBM Personal 
Computer AT and Micro Channel Archi- 
tecture-based PCs. It is scheduled to be 
available in early December and is priced 
at $2,295. 

Synoptics Communications 
501 E. Middlefield Road 
Mountain View, Calif. 94043 
(415) 960-1100 
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Certus International Corp. has announced 
Version 2.0 of its Certus and Certus LAN 
systems management software. 

The product provides virus protection 
and detection, disaster recovery, system 
security and usage monitoring features. A 
boot lock feature enables PC managers to 
restrict access to a hard drive after boot- 
ing from any device other than drive C, 
the vendor said. A scanning module (Cer- 
tus VS) checks for more than 100 known 
viruses in random-access memory and on 
disk. 

The product costs $189, the company 
said. 

Certus International 
13110 Shaker Sq. 
Cleveland, Ohio 44120 
(216) 752-8181 


Modems 


Microcom, Inc. has announced a CCITT 
V.32 modem that features support for 
V.42 and V.42 bis. 

The QX/432hs can transfer data at 
maximum speeds of 38.4K bit/sec. It pro- 
vides two methods of data compression: 
Microcom Networking Protocol 5 and 
V.42 bis. 

Automatic logon procedures, pass- 
word connection security and remote ac- 
cess features are also included. 

The product costs $1,099. 

Microcom 

500 River Ridge Drive 
Norwood, Mass. 02062 
(617) 551-1000 
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EXECUTIVE 


TRACK 


Della Kennel- 
ly has been ap- 
pointed director 
of information 
= isystems at All 
America _ Ter- 
mite and Pest Control, 
Inc., an Orlando, Fla.-based 
pest-control firm operating in 
five states with $30 million in 
sales and 600 employees. 

Kennelly has more than 10 
years of IS management ex- 
perience, which includes sev- 
en years at the Suntrust 
Corp. She has also worked as 
an independent data process- 
ing consultant. 

Kennelly holds a bache- 

lor’s degree in mathematics 
from Florida Atlantic Univer- 
sity and a master’s degree in 
mathematics from Clemson 
University, as well as an MBA 
from the University of Cen- 
tral Florida. 
Irene W. Sherk has been 
named to the position of assis- 
tant director of the Tax Sys- 
tems Division of IS manage- 
ment at the U.S. Internal 
Revenue Service (IRS) in 
Washington, D.C. 

Sherk assists the division’s 
director in planning and de- 
veloping computer process- 
ing for the IRS tax administa- 
tion system. 

Sherk was most recently 
the project director for two 
major tax system moderniza- 
tion efforts at the IRS. 

She previously served as a 
senior executive advisor at 
Ameritech as part of the 
President’s Commission on 
Executive Exchange pro- 





gram. 

She holds a bachelor’s de- 
gree in mathematics from 
Pennsylvania State Universi- 
ty. 


Who's on the go? 


Changing jobs? Promoting 

an assistant? Your peers want 
to know who is coming and 
going, and Computerworld 
wants to help by mentioning 
any IS job changes in Execu- 
tive Track. When you have 
news about staff changes, be 
sure to drop a note and pho- 
to or have your public rela- 
tions department write to 
Clinton Wilder, Senior Editor, 
Management, Computer- 
world, Box 9171, 375 Cochi- 
tuate Road, Framingham, 
Mass. 01701-9171. 
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‘When?’ is now at Sears 


Retail giant 1s working to regain its leading-edge competitive advantage 





BY MICHAEL FITZGERALD 
CW STAFF 





a hen?” challenges the 


sign on the door of 

Robert Ferkenhoff’s 

office on the 42nd 

floor of the Sears Tow- 
er in downtown Chicago. The sign was 
put on the doors of all the top officers 
at the Sears Merchandise Group dur- 
ing Sears, Roebuck and Co.’s restruc- 
turing in 1989 to push executives to 
meet the new business plans. 

Ferkenhoff, vice-president of infor- 
mation services and quality develop- 
ment for the Merchandise Group, 
keeps the sign on the door. The ques- 
tion still applies, particularly now that 
a 6-year-old plan to revamp almost all 
of Sears’ retail systems is taking effect. 
For the past two years, major systems 
that handle distribution, billing, prod- 
uct ordering, store layout and other es- 
sential business functions have been 
rolling into place. 

“You cannot separate information 
technology from our business — it 
touches everybody and it touches ev- 
ery aspect of our business,” Ferken- 
hoff says. 

Sears was once considered a lead- 
ing-edge user of technology in retail- 
ing, but the gray-templed retail giant 
found itself with aging systems that 
were, Ferkenhoff says, ‘‘a competitive 
disadvantage.” Ferkenhoff, who start- 
ed at Sears in 1964 as a management 
trainee and worked his way up to na- 
tional retail manager, joined the sys- 
tems side in 1982 and was named to his 
current post in February 1989. 

His challenge is formidable; IS must 
help reverse shrinking profit margins 
and a bloated corporate structure that 


Sears’ Ferkenhoff has led an extensive reorganization of IS 


analyst Richard Nelson of Duff & 
Phelps, Inc. says will have to be cut by 
$1 billion before the company can 
again become competitive. Sears’ re- 
tail business, once larger than the next 
four U.S. retailers combined, is now 
about the same size as both K Mart 
Corp. and Wal-Mart Stores, Inc. Profit 
margins are razor-thin; the Merchan- 
dise Group earned just $72 million on 
$14.72 billion in revenue in the six 
months ended Sept. 30. 

However, Sears is investing tre- 
mendous amounts of money in technol- 
ogy: Ferkenhoff oversees a budget 
that amounts to 1% of the Merchan- 
dise Group’s annual revenue of $30 bil- 
lion, or approximately $300 million. 


L. 


He has also done an extensive reorga- 
nization of IS, chopping bureaucracy 
and dispersing resources to improve 
responsiveness to business needs. 

This particular period is one of the 
most active in Sears’s IS history, as a 
number of large new systems have 
been implemented in the past two 
years. One of the systems, a Merchan- 
dise Assortment Planning System 
(MAPS), this year won the first Retail 
Innovation Technology Award from 
Chain Store Age Executive magazine 
and Digital Equipment Corp. 

Technology use “‘is going to differ- 
entiate people” in the retail industry, 
Ferkenhoff says. ‘“‘We’ve heard that 

Continued on page 71 





Inland Steel’s Howard tests his mettle 


BY CLINTON WILDER 
CW STAFF 


ill Howard said he was ready 
for new challenges. Now 
he’s got them. 
Appointed vice-president 
of information technology at 
Inland Steel Industries, Inc. five weeks 
ago [CW, Sept. 3], Howard’s charter is 
to oversee and coordinate all informa- 
tion systems and communications for a 
$4 billion company in one of the most 
brutally competitive industries in the 
world. The 55-year-old Howard can- 
not wait to get started. 

“‘T see a lot of opportunity to lever- 
age systems, especially on the distribu- 
tion side,” Howard said, referring to 
Inland’s extensive business distribut- 
ing steel products made by other man- 
ufacturers. “Maximizing inventory 
turns can contribute significantly to In- 
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land’s profits and competitiveness. 
That’s the opportunity and the chal- 
lenge, but it’s not easy.” 

One of the many prominent IS exec- 
utives to change companies in the last 
few years, Howard left the 
Bechtel Group, Inc. in San 
Francisco after 18 years, 
departing the Bay Area for 
Inland Steel’s headquar- 
ters in the heart of Chica- 
go’s Loop. 

As with many of his in- 
dustry colleagues who 
have switched jobs, How- 
ard was offered a newly 
created chief information 
officer-level position, re- 
porting directly to Inland 
Steel Chairman Frank W. Luerssen. 

Howard will seek to implement 
technology links, such as electronic 
data interchange, between Inland’s 





Inland Steel’s 
Howard much. 

“T’m here to give a cor- 
porate view of where money is being 
spent and how to prioritize it,” he said. 
“‘T wasn’t asked to come in and spend 
more money.” 





Ryerson Steel and Toll Metals distri- 
bution businesses and the manufactur- 
ing sides. ‘“To the greatest extent pos- 
sible, we should have common systems 
and one Inland way of doing business,” 
he said. 

The IS heads in each 
business unit, however, 
will continue to report to 
the business unit heads. 
“Recentralization is not 
the thing to do,” he said. 

Inland Steel’s IS budget 
for this year was about $70 
million, and despite the 
creation of Howard’s job, 
that will not change very 
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Capture it with an imaging system and it will never get away. 
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Introducing Bull’s IMAGEWorks document 
management solution. A system that stores 
words and pictures for instant retrieval. It’s 
a totally open solution that can be integrated 
into your information system environment. 

You and your employees will enjoy greater 
document control, improved workflow, lower 


storage costs, and less paperwork. Your 
customers will enjoy better service. It’s a 
masterpiece of technology. 

Bull’s Imaging Solutions have been 
helping European organizations for years. 
Now it’s your turn. Call 1-800-233-BULL, 


ext. 240 for an IMAGEWorks information kit. 


Jsybul 


Worldwide 
Information 
Systems 
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COMMENTARY : 
Al Smith 


No measure, 
no change 


To hear most IS execu- 
tives talk about increasing 
productivity, you would 
think they were trying to 
discover perfect love. It 
is so desirable, emotional 
(if I don’t make my dead- 

line, I can kiss it all goodbye), intangible, 

indescribable . . . and unattainable. 

Like love, many look for productivity 


in all the wrong places — such as comput- | 


er-aided software engineering (CASE) 


technology, re-engineering and outsourc- | 


ing — without looking in their own back- 
yards. Before any of these solutions can 
work, you need to have a way to measure 
your current productivity level. Other- 
wise, how will you know if your CASE 
and re-engineering tools are working? 
Consider-these two friends of mine: 
e Bob, a highway contractor, was build- 
ing a portion of interstate roadway. When 
I asked him to evaluate the work, he told 
me that they were laying asphalt at a rate 
of two miles per day, had 15 miles left to 
go and would finish the job five days ahead 
of schedule. 


ESS THAN 5% of all 

IS shops have any type 

of productivity 
measurement program at all! 


e John, a project manager at a large IS 
shop, was developing an on-line financial 
system. His assessment of the project 
was that it was 80% complete, just start- 
ing the systems test and “looked good” 
to meet their promised delivery date. 

Is it any wonder that the users in 
John’s company are dissatisfied with the 
productivity of the shop? John’s staff is 
working very hard, but he can’t say if the 
job will be done in two weeks because he 
doesn’t know how productive his team is. 

John’s users do not understand what 
software production entails, and, based on 
past proiects, they don’t feel confident in 
his ability to deliver on time — and justifi- 
ably so. Bob, on the other hand, has met- 
rics to gauge his productivity. 

If you decide to try a CASE tool ona 
project to see if it makes you more pro- 
ductive, start by measuring the produc- 
tivity you achieved on a similar project in 
the past that did not use CASE. In other 
words, if you want to run a four-minute 
mile, it helps to know how long it takes. 

Historically, by creating a productivi- 
ty metric, we are not breaking new 
ground in IS. Yet less than 5% of all IS 
shops have any type of productivity mea- 
surement program at all! 

Our profession has gone in search of 
the right metric before. In the 1950s and 
1960s, when second- and third-genera- 
tion languages appeared, we measured 
the output of programmers in lines of 
code. In the early 1970s, when life-cycle 
methodologies appeared and we had 
consistent project task plans, we used 
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“percent complete”’ as a measure of pro- 
ductivity. In the mid-1970s, Ken Kolence 
of Boole & Babbage fame devised a mea- 
surement ‘“‘science”’ called Software 
Physics — an idea before its time. None 
of these programs caught on, however. 

Productivity in systems development 
is measured in terms of what is produced 
per unit of labor resource expended per 
day. The more progressive organizations 
are using function points per day as a 
productivity measure. When trying to de- 
cide whether lines of code per day or 
function points per day is the right ap- 
proach for your shop, don’t spend too 
much time on the pros and cons of each 
approach. The important thing is to pick 
one approach and implement it consis- 
tently. 


Remember that your primary objec- 
tive is to measure your productivity so 
you can implement change in your orga- 
nization. Comparing your performance to 
other organizations or to “industry aver- 
ages” is of secondary importance. 

I have been in many large IS shops 
and have overheard the arguments on 
lines of code versus function points and 
the excuses for why they can’t use either 
— or measure productivity at all, for 
that matter. These excuses are mostly 
bureaucratic in nature, contain very lit- 
tle substance and are tolerated because 
these organizations are so big that they 
think they don’t have to become more 
productive. 

Rubbish! In our contemporary busi- 
ness climate, businesses must be compet- 











itive in order to survive. The theme of all 
the current outsourcing conferences is to 
do more with less — that sounds like 
productivity to me! 

My friend the contractor needed to 
be competitive to stay in business, so he 
determined the correct metric for his 
purposes and uses it to stay competitive. 
We in the IS community must do the 
same. 
A metric productivity method won’t 
necessarily bring you perfect love from 
your users, but it can make your shop 
sexy in the sense that it will be more pro- 
ductive, competitive and desirable. And 
the results will be . . . measurable! 
Smith is executive vice-president at Bell Atlantic 
Systems Integration Corp. in Arlington, Va. 
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Has Never Been Easier. 


Introducing the Kelly Service 
Descriptions—a totally new, sim- 
plified, flexible job description 
system for temporary help. To 
identify the work skills, expe- 
rience level and equipment 
requirements of every assign- 
ment. For further information, 
call your local Kelly office. 


CONTINUED FROM PAGE 67 


type of language for a long time, but nor- 
mally not in terms of the retail industry. 
It’s really becoming a competitive issue in 
retailing.” 

By rights, Sears should be easily win- 
ning the technology wars. The company 
claims to be the first retailer to have elec- 
tronic point-of-sale systems, the first to 
do electronic data interchange (EDD 
transactions and the first with inventory 
management systems, among other 
things. 

But this has its disadvantages, as Fer- 
kenhoff is quick to point out, particularly 
with 854 full-line stores, some of which 
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were built more than 50 years ago. 

“Systems, just like facilities, grow 
old,” he says. “If you look at the Sears 
portfolio today, we’ve got new systems 
and great systems and old systems. It’s a 
challenge of reinvesting.”’ 

The current thrust at Sears Merchan- 
dise IS is making systems cross-function- 
al. As part of its effort to make EDI a con- 
dition for doing business with Sears [CW, 
July 16], Sears has developed internal sys- 
tems that are almost completely seamless 
across functions, a move Ferkenhoff con- 
siders essential to the company’s future. 

Any Sears executive “‘can go any- 
where [in the company] and access their 
electronic mail, review past trip reports, 
bring up performance data — we really 
have just about any piece of information 


available to anybody, anywhere,” Fer- 
kenhoff says. 

Sears’ Distribution Operating System 
(DOS), which Ferkenhoff says is ‘‘proba- 
bly the biggest single systems project the 
company has ever undertaken,”’ will inte- 
grate Sears’s approximately 100 distribu- 
tion sites with all of the in-store point-of- 
sale systems. 

The system will replace all of the func- 
tions, automated and otherwise, current- 
ly in place to manage the entire move- 
ment of goods throughout Sears. DOS 
will, among other things, allow Sears 
planners to gauge what is selling and what 
is not and plan order schedules. 

The Sears Apparel Merchandising 
System (SAMS) has been brought up fully 
live throughout all of Sears’ apparel de- 





Ordering Temporaries 


Exclusive Testing: 

The Help You Get Is 

The Help You Need. 
Introducing the Kelly Skills 
Review—a task-oriented testing 
procedure that tests real 
workplace skills. It’s fully 
computerized. Independently 
validated. And carefully 
matched to the Service Descrip- 
tions. To ensure that the help 
you get is the help you need. 


KELL 


Temporary 
Services 


The Kelly Girl*People —The First and The Best® 
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The Kelly Service System: 
What You'd Expect 
From The Leader. 


Both the new Kelly Service 
Descriptions and Keily Skills 
Review are part of the industry’s 
most comprehensive quality 
assurance program: The Kelly 
Service System. It’s designed to 
cover every aspect of customer 
service. From hiring, ordering 
and assigning—to follow-through. 


©1990 Kelly Services, Inc. 
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partments. SAMS allows Sears’ apparel 
buyers and planners to do virtually every- 
thing related to their job on on-line termi- 
nals connected to a mainframe: the fash- 
ion plan, buying and replenishment of 
goods, and performance reports. It also 
delivers weekend sales reports first thing 
Monday morning. 


Old Fashion-ed system displaced 
SAMS replaced Sears’ former Fashion 
system, which Ferkenhoff offered as an 
example of old technology that had be- 
come a liability for the company. Fashion 
was based on a system more than 20 
years old. SAMS was brought in on a divi- 
sion-by-division basis, starting in mid- 
1989, and was totally live by the begin- 
ning of 1990. 

At Sears, in accordance with Ferken- 
hoff’s philosophy, the business side owns 
the systems it uses — no system is put in 
place without a business rationale, and 


| any system that gets designed is designed 
| by the department in question. 





6“ 


YSTEMS, JUST like 
facilities, grow old. If 
you look at the Sears 


| portfolio today, we’ve got 


new systems and great 
systems and old systems.” 


ROBERT FERKENHOFF 
SEARS MERCHANDISE GROUP 





IS also has to come up with new ways 
to do things. EDI is an application of fun- 
damental technology; Sears Merchandise 
is also pushing into other realms such as 
expert systems. Its first expert system 
was for handling arcane import rules; oth- 
ers since installed include one used by the 


| credit department to automatically deter- 


mine whether Sears credit card custom- 
ers should receive credit on a purchase 
that exceeds their official buying limits. 

Sears is also investigating outfitting its 
field service and repair groups with porta- 
ble computers that use radio frequency 
wireless modems. These allow the user to 
dial into a host machine without being 
connected to a telephone jack. 

Ferkenhoff has radically restructured 
the 500-strong IS department during his 
tenure, a move several IS employees said 
was long overdue. One of his first acts was 
to break up the large administrative 
groups that made up Sears Merchandise 
IS into units aligned one-to-one with their 
business customers. 

Ferkenhoff also made the manager the 
single point of contact for the end user. 
Where the IS department heads once 
were responsible only for in-house devel- 
opment and mainframe work, now they 
are expected to be a total partner, provid- 
ing reviews of applications packages, in- 
house development, end-user computing 
— whatever the business partner needs 
to get the job done. 

Ferkenhoff backs up his words: At re- 
view time, the business side participates, 
providing Ferkenhoff with feedback on 
how well IS supports their needs and part- 
ners with them. 

“My people know that their business is 
not the systems business, it’s the catalog 
business, or the retail business,’’ Ferken- 
hoff says. “I tell people in the business 
these aren’t my people; they’re your peo- 
ple, your resources.” 
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BOOK REVIEW 


Leaving behind the 
Machiavellian strategy 
of leadership 


WHY LEADERS CAN’T LEAD: THE 
UNCONSCIOUS CONSPIRACY 
CONTINUES 

By Warren Bennis 

Jossey-Bass Publishers 


Machiavelli would have had a fit. 

As you might recall, the 15th-century 
strategist articulated a recipe for leader- 
ship that called for deceit and manipula- 
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tion. (Wall Street mavens of the ’80s 
probably slept with copies of Machiavel- 
li’s treatises under their pillows.) 
Warren Bennis offers us a 
different formula. In his book, 
he presents would-be leaders 
with a humanistic alternative 
to Machiavelli's approach. 
For information systems pro- 
fessionals searching for a way 
to influence the direction of 
their organizations, Bennis 
can serve as a guide. 
In Why Leaders Can’t 
Lead, Bennis expands on a 
work by the same title he pub- 
lished in 1972. As the University of 
Southern California professor writes in 
his preface, the new book is more than a 


revision. It adds accounts of leadership 
debacles of the past decade as well as the 
results of his research. 

Bennis sketches a dire pic- 
ture of the country’s “long 
slide from true leadership.” 
The successive layers of the 
country’s current moral crisis 
are peeled away like the skin 
of an onion. “America has 
never been less interested in 
achievement and more inter- 
ested in success,” Bennis 
writes. “At the moment, we 
not only cannot agree on what 
the public good is, we show no 

inclination to pursue it.” 
The failure of leadership arises from an 
‘unconscious conspiracy”’ in which we all 


THE MAINFRAME IBM WON'T 
PUT TOGETHER FOR YOU. 


When Meridian’s technical whizzes get going with their inventory of parts and 


features (we call them “tinkertoys”), they can build you a mainframe solution—like a 
customized IBM 3090—that will fill your exact needs. Something the 3090's parent 


company won't always do for you. 


Let's say you want to go from a 150 to a 150S. That's an upgrade that doesn’t 


exist from IBM. But it does from Meridian. We'll search our extensive inventory for the 


right tinkertoys, then we'll custom build your machine for you. Of course, we don’t stop 
there. We also get your 1508 certified by IBM, so you won't have to worry about service. 

Even if the upgrade is available from IBM, Meridian can usually offer a less 
expensive way to get where you want to be. Just tell us where that is, and we'll suggest 
a number of less costly, just-as-effective alternatives to buying new. We'll also 
structure the lease or financing that works best for you. (And we're not confined to 
strictly IBM equipment. We also work with Amdahl, Hitachi, DEC and many others.) 

If you're in the market for a customized upgrade, remember Meridian’s 
“tinkertoys” And remember Meridian’s phone number: (708) 940-1200, or write 
Meridian, 570 Lake Cook Road, Deerfield, Illinois 60015. 
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play unwitting roles. We impede those in 
charge from carrying out their duties and 
dissuade those individuals who might oth- 
erwise seek positions of power. 

In general, Bennis rakes the ’80s over 
the coals of his scathing analysis. He sees 
Ronald Reagan, Ivan Boesky and Oliver 
North as the country’s gifts to itself in a 
decade that prized selfishness and de- 
spised generosity and ethical conduct. 

He turns back to the ’60s for a clue to 
how things went awry. “In America,” he 
writes, “the 1960s were and still are the 
future, because we never really got 
there.” By the mid-1970s, notions of civic 
responsibility had yielded to traditional 
North American demands for individual- 
ism and autonomy. 

“‘Never before have individuals want- 
ed and been able to seize so much power 
unto themselves,” Bennis writes, ‘‘and 
never before have they had so many tools 
to ensure their autonomy.” 

By the time we get to the book’s final 
section, we hungrily await Bennis’ recipe 
for leadership. How can we foster the 
qualities necessary to lead us out of the 
desert? 

Shamed by our search for a quick fix, 
however, we realize that complex prob- 
lems defy simple solutions. The men and 
women Bennis is looking for are hard to 
come by. True leaders, Bennis writes, are 
people who lead fully integrated lives in 
which their professional and personal ac- 
tivities ‘‘fit seamlessly and harmoniously 
together.” They fulfill their visions of ex- 
cellence through “the application of pas- 
sion, energy and focus.” 

To succeed, Bennis tells us, leaders 
must communicate a compelling vision of 
their institution’s future. 


True tales 

Bennis’ narrative is at its most powerful 
when he anchors his reflections in real-life 
anecdotes, such as the story of Charles 
Johnson, the overworked university pres- 
ident who died under suspicious circum- 
stances, or Robert McNamara, the Lyn- 
don B. Johnson defense secretary who, 
sublimating his own moral convictions, 
oversaw the escalation of the Vietnam 
War. 

Unfortunately, Bennis sometimes triv- 
ializes his message by resorting to tried 
and worn platitudes. For every overused 
sophism, however, Bennis offers us doz- 
ens of profound truths that serve as bea- 
cons in an era abandoned to the darkness 
of an ethical void. 

So what is the lesson for the IS profes- 
sional in all of this? Bennis suggests the 
answer: ‘‘We have more information now 
than we can use, and less knowledge and 
understanding than we need. Indeed, we 
seem to collect information because we 
have the ability to do so, but we are so 
busy collecting it that we haven’t devised 
means of using it.” 

Technology always gallops in advance 
of society’s ability to exploit it most cre- 
atively. Since social consensus is slow to 
forge, IS executives can take the lead in 
helping their organizations plan for 
change. IS leaders who want to make a 
difference in their organizations must 
make sense out of the information glut 
they have helped foster. This is where 
they can bring their visions, integrity and 
sense of social responsibility to bear. 

AMIEL KORNEL 


Kornel is a former Computerworld features senior 
editor and is enrolled in MIT’s Sloan School of Man- 
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HOW OTHERS SEE THE 
MACINTOSH-TO- 
MAINFRAME CONNECTION. 


When it comes to system integra- 
tion, you don’t have to treat the 
Mac differently than any other 
device on your network. Intro- 
ducing the MacMainFrame 
Series, the broadest range of 
Macintosh-to-mainframe con- 


nectivity options available. 


MORE CHOICES. 
MORE SOLUTIONS. 


Now, in an integrated set of solu- 
tions, local or remote Mac users 
in Token Ring, SDLC or coax 
environments can tap centralized 
information to make every Mac 
user’s desktop more powerful. 
MacMainFrame distributes 
terminal emulation, file transfer, 
printer emulation and mainframe 
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graphics across a wide variety 
of networking schemes. 

Since it’s fully AppleTalk 
compatible, EtherTalk, Token- 
Talk and LocalTalk networks are 
part of the solution, too. 

For customization, there’s 
Avatar’s Programmer’s Toolkit, a 
full range of Applications Pro- 
gramming Interface (API) tools. 
For example, Avatar’s Hypercard 
API has been used to develop a 
front end system to PROFS, 


IBM’s electronic mail system. 


THE MACMAINFRAME 
DIFFERENCE. 


Unlike some Mac-to-mainframe 
connections, MacMainFrame 


enhances the benefits of the 


HOW AVATAR SEES IT. 


Macintosh user experience. 
Since MacMainFrame is 
completely IBM 3270 compati- 
ble, it has no impact on normal 
mainframe operations. The 
result? An integrated working 
environment that increases pro- 


ductivity and reduces headaches. 


SOMETHING ELSE 
WE SEE. SERVICE. 


With eight years of experience, 
Avatar offers something beyond 
products and technology. It’s 
called responsiveness. You see, 
as the 3270 connectivity spe- 
cialists, we have helped to 
integrate Macintosh com- 
puters and PC printers 


into many different en- 


vironments. Which means we can 
do the same for you. With a sin- 
gle integrated set of solutions 
for Token Ring, SDLC, and coax, 
both standalone and via gateway. 

To find out how, call this 


number toll free at 
1-800-289-2526. 


You'll find that we understand 
Macintosh-to-mainframe con- 
nectivity like no one else. So as 
your network options continue to 
grow, Avatar can help you see the 


forest through the trees. 


65 South Street, Hopkinton, MA 01748 
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“My ultimate PC system? Well, for starters, its got to be compatible with everything I've got “Networking PCs is a major pain. Id lke to see PCs designed to do networking without lots of 
already...so you can take a floppy from an old PC, pop it into a new one, and it will work.” configuration work...and still connect with all the networks I've already installed’ 


0) ERB oe 


“Weve got plenty of data... the challenge is to put it in the hands of decision makers in a form “Every time I turn around, vendors change the operating system or interface. | want to be 
they can use. The perfect PC would be an ideal client to all my information systems.” able to drop the hottest new box on my executives’ desks and know their software will run.’ 


Hidden camera reveals the se 


Not long ago, we invited hundreds of IS managers to talk They wanted a system with the power and flexibility to run 
about their wildest desires in a personal computer system. thousands of business programs and almost any kind of op- 

They talked. We listened. We videotaped. And when we erating system: MS-DOS, Macintosh and UNIX® Like Macintosh. 
got those tapes back to Silicon Valley, popped them in the VCR They wanted a graphical user interface with no compro- 
and started watching, it confirmed what we knew all along, mise in performance. Like Macintosh. 

They wanted a personal computer system that was com- And they wanted all their software to have a single way 
patible enough with their existing PCs to trade files on floppy of working, so training and support costs could be dramatically 
disks. Like Macintosh? lower. Like Macintosh. 


© 1990 Apple Computer Inc Apple. the *pple logo and Macintosh are registered trademarks, and The power to be your best’ 1s a trademark of Apple Computer Inc. UNIX is a registered trademark of ATET Corporation. MS-DOS 1s a registered trademark of Microsofi Corp. The above quotes are representatne samples of what IS managers have told us. 
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“A graphical interface is clearly important... users love em. But the architecture has to be 
designed to handle it or the performance compromise is unacceptable.” 
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“My companys needs go way beyond off-the-shelf sofware. I need serious development tools 
my existing programming staff can use to develop custom apps quickly and easily.” 


cret desire of 2 


They wanted a system with sophisticated networking capa- 
bilities built in, that could let users access almost any host or file 
server via any kind of network. Like Macintosh. 

They wanted all these things in a wide range of personal 
computers. That would all work the same way and run the 
same software. Like Macintosh. 

And they wanted powerful development tools that would 
let their existing programming staff build applications quickly 
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“Td lke to see more discipline from software developers. Commands should be consistent for 
every application... it would eliminate the cost of constantly retraining.’ 
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“Macintosh? No kidding?” 


() IS managers. 


and easily. Like Macintosh. 

In short, they wanted everything that Macintosh offers. But 
they just didnt realize they could have it today. 

For all the details, see an authorized Apple reseller today. 

Now that we know all of your secrets, its time you found 
out about all of ours. 4 


se | 
The power to be your best. 
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Better management of complex computer systems and consideration of their impact on 
users and society will be the focus of the Association for Computing Machinery’s 
(ACM) 1990 Conference on Critical Issues. The event is limited to 300 attendees and 
will be held Nov. 6-7 at the Hyatt Regency Crystal City in Arlington, Va. 

The conference will bring together leading information systems thinkers from the 
areas of business, science, government and academia. Scheduled speakers include Sho- 
shana Zuboff of Harvard University, Robert Benjamin and Jay Forrester of MIT, Rod 
Leddy of Mobil Oil Corp. and Edward Chevers of the NASA Johnson Space Flight Cen- 


ter 


For more information, contact Jim Adams, ACM, New York, N.Y. (212) 869-7440. 


OcT. 


IBM Token-Ring & SNA: Gateways, Bridges and 
Network Management. Washington, D.C., Oct. 17-19 
— Contact: Kaptronix, Haworth, N J. (201) 769-4250. 


Mapping to X12 & Edifact ED! Standards. Chicago, 
Oct. 18-19 — Contact: EDI Group, Oak Park, Il). (708) 
848-0135. 


CAD/CAM, CAE Reseller/VAR Strategy Work- 
shops. Bedford, Mass., Oct. 20-21 — Contact: Silvia 


Bianchi, Daratech, Cambridge, Mass. (617) 354-2339. 


OCT. 21-27 


Association for Computing Machinery's Object- 
Oriented Programming Systems, Languages and 
Applications Conference. Ottawa, Oct. 21-25 — Con- 
tact: Karen Kouri, OOPSLA, Ottawa, Ont., Canada (613) 
723-1495. 


RAMIS '90 Roundtable. Nashville, Oct. 21-25 — Con- 
tact: RAMIS Registrar, Newark, N J. (201) 585-6758. 


international Congress on Advances in Nonim- 
pact Printing Technologies: Black & White and 
Color. Orlando, Fla., Oct. 21-26 — Contact: The Society 
for Imaging Science and Technology, Springfield, Va. (703) 
642-9090. 


Achieving Lights-Cvt Data Centers. Boston, Oct. 
22-23 — Contact: Richard Giaquinto, Institute for Interna- 
tional Research, New York, N.Y. (800) 345-8016. 





XEROX 


It takes 120,000 pounds of thrust 
to get it aloft, and only 
5 pounds of paper to ground it. 


The ever-reliable Federal Express 
grounded? By a mere five-pound 
manual? 


It will never happen. Thanks in part 
to a document processing system 
developed jointly by Federal Express 
and Xerox. 


You see, Federal Express’ vast fleet of 
planes has to be checked before every 
flight—following strict FAA regulations. 
A process that requires thousands 

of complicated manuals. And every 
time there’s the smallest change 

in regulations, Federal Express has to 
update every one of those manuals. 

To help get this kind of information to 
Federal Express’ 70,000 employees 


© 1990 XEROX CORPORATION. XEROX ® 1 a trademark of XEROX CORPORATION 


faster, Xerox put together an innovative 
network of scanners, workstations 

and laser printers. Now the vital manuals 
are printed over 70% faster. And 

96.2% cheaper. 


What’s more, planes aren’t the only thing 
Xerox helps Federal Express move. 
With this system, graphics, text and data 
flow between multiple authors, 

and between Federal Express’ existing 
PC’s, Wangs and DEC’s—with 
unbelievable flexibility. 


So if you have a document processing 
problem you'd like Xerox to help 

you solve, call 1-800-TEAM-XRX, Ext. 
122A. Or send in the coupon. 


And let Xerox help you make sure 


that problems like this never keep your 
business from taking off. 


Yes, I'd like to learn more about Xerox and how they 

can help solve my document processing problems. 

OC) Please send me information 

C) Please have a sales representative 
contact me 

Send this coupon to 

Xerox Corporation, PO. Box 24, 

Rochester, NY 14692 


Maicolm Bahdrge 
National 
lity 
Award 
1989 
‘Winner 
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Datapro Executive Symposium. New York, Oct. 22- 
23 — Contact: Datapro Symposium Office, Delran, NJ. 
(800) 328-2776. 


International Conference on Desktop Manufac- 
turing: The Rapid Prototyping Revolution. Cam- 
bridge, Mass., Oct. 22-23 — Contact: Conference Coordi- 
nator, CAD/CIM Management Roundtable, Boston, Mass. 
(617) 232-8080. 


Knowledge-based Systems in Everyday Use: In- 
creasing Productivity and Profits. San Diego, Oct. 
22-23 — Contact: Donna Kacin, Decision Support Technol- 
ogy, Cambridge, Mass. (617) 354-6400. 


MIS Strategic Planning for Corporate Success 
Conference. New York, Oct. 22-23 — Contact: Com- 
puter Economics, Carlsbad, Calif. (619) 438-7457. 


The Western Canada DB2/SQL/DS Users Group 
Conference. Winnipeg, Man., Canada, Oct. 22-23 — 
Contact: Peter Barnett, Wescan Users Group Conference, 
Winnipeg, Man., Canada (204) 946-6600. 


Disaster Recovery Conference/Exhibit. Atlantic 
City, Oct. 22-24 — Contact: DVDRIEG, Cherry Hill, NJ. 
(609) 778-5702. 


Electronic Messaging '90: Beyond Interpersonal 
Correspondence. San Francisco, Oct. 22-24 — Con- 
tact: Electronic Mail Association, Arlington, Va. (703) 522- 
7111. 


LANs: Applications, Design and Systems. Irvine, 
Calif., Oct. 22-24 — Contact: Program Office at UCI Exten- 
sion, Irvine, Calif. (714) 856-7774 


North American Information System Security 
Symposium. Toronto, Oct. 22-24 — Contact: Heidi 
Spry, Datapro Canada, Scarborough, Ont., Canada (416) 
298-1177. 


CIPS Edmonton ‘90, Information Technology 
Conference. Edmonton, Alta., Canada, Oct. 22-25 — 
Contact: Canadian Information Processing Society, Edmon- 
ton, Alta., Canada (403) 488-1879. 


Jerusalem Conference on Information Technol- 
ogy. Jerusalem, Oct. 22-25 — Contact: Tzell, Travel and 
Tours, New York, N.Y. (800) 288-7908. 


NADUG '90: Connecting for the Future. Seattle, 
Oct. 22-25 — Contact: North American Data General Us- 
ers Group, Westboro, Mass. (800) 328-2436. 


System/Software Assurance Conference. Wash- 
ington, D.C., Oct. 22-25 — Contact: USPDI, Silver Spring, 
Md. (301) 445-4400. 


Comprehensive MVS/ESA and XA Performance 
Management Seminar. Marina del Rey, Calif., Oct. 
22-26 — Contact: L&S Computer Technology, Austin, 
Texas (505) 988-3811. 


Computernet '90. Boston, Oct 24-26 — Contact: 
XPOS, Marshfield, Mass. (617) 834-4703. 


Electronic Data Interchange. New Orleans, Oct. 24- 
26 — Contact: Sterling Software, Columbus, Ohio (800) 
677-3342. 


Information Strategy Planning. New York, Oct. 24- 
26 — Contact: Performance Development Corp., Prince- 
ton, NJ. (609) 921-1866. 


OCT. 28 - NOV. 3 


information Strategies for the '90s: Thriving on 
Change. Palm Springs, Calif., Oct. 28-30 — Contact: 
CIO Magazine, Framingham, Mass. (508) 872-8200. 


the Enterprise Internetwork. Phoenix, Oct. 
29-30 — Contact: Meta Group, Inc., Conference Dept., 
Westport, Conn. (203) 226-6382. 


Government Communications Conference Il. 
Washington, D.C., Oct. 29-31 — Contact: Corporation for 
Open Systems, McLean, Va. (703) 883-2700. 


Hammer Forum '90. Cambridge, Mass., Oct. 29-31 — 
Contact: Hammer and Co., Cambridge, Mass. (617) 354- 
5555. 


The Next Generation Networks Conference. 
Washington, D.C., Oct. 29-31 — Contact: Tony Shaw, TTI, 
Santa Monica, Calif. (213) 394-8305. 


Pacific Northwest Software Quality Conference. 
Portland, Ore., Oct. 29-31 — Contact: Terri Moore, Pacific 
Agenda, Portland, Ore. (503) 223-8633. 


IBM Midrange Computer Users Group. Cincinnati, 


Oct. 29-Nov. 2 — Contact: Common, Chicago, Ill. (312) 
644-6610. 
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EMC Corporation proudly intro- 
duces the Symmetrix Series of 
Integrated Cached Disk Arrays. 

Symmetrix breaks out of the 
boxes of traditional thinking to 
answer your needs in performance, 
reliability, capacity, footprint, and 
energy efficiency. The innovative 
use of proven technology makes it 
all possible. 

We started with lots of small 
ideas. Like twenty-four 5'/” disk 


To provide such high capaci 
in one small cabinet, EMC turned to 
reliable 514” disk technology. 
Symmetrix uses up to twenty- 
four, 1-gigabyte drive units. Each 
drive is one logical volume. And 


3 


each unit contains its own micro- 
processor-based controllers and 
data buffer to maximize data trans- 
fer speed. 

We then added up to 
4 gigabytes of cache. 

That's 16 times more cache than 
IBM's 3990-3 storage controller. 
With Symmetrix, all data is written 
to cache-eliminating rotational 
latency and head-seek delays. 

proprietary cache search 
algorithm determines if a record is 
located in cache much faster than 
_ — —— This 

‘ormance high—even with 
the ses cache amen 

And because Symmetrix’s 
cache is transparent to the host, 





you don't give up CPU cycles for 
cache management. There's even 
a feature that allows user-speci- 
fied files to remain permanently 
in cache-for absolute maximum 
performance. 

Built-in controllers emulate 
an IBM 3880 or 3990. 

Our proprietary board-level 
controllers manage all caching, data 
flow, and disk functions. All while 
looking to the CPU as IBM 3880 or 
3990 storage controllers. 

Multiple data paths combined 
with 32 microprocessors working in 
parallel result in data transfer rates 
as high as 4.5 MB/sec. per CPU chan- 
nel. Finally—a real breakthrough in 
reducing I/O bottlenecks. 


Mirroring. Hardware redun- 
dancy. And full battery backup. 


In mirroring mode, data is writ- 


ten to two disks simultaneously — 
virtually eliminating the possibility 
of data loss. 

Redundant logic cards, power 
supplies, and channel connections, 
combined with mirroring, result in 
exceptional reliability. 

A built-in, full-system battery 
backup takes over in the event of a 
power loss. Cache memory is auto- 
matically written to disk, further 
assuring data integrity. 

Ahost of other great features. 
® Data write verify option. 
®# Automatic disk scrubbing and 

defect reallocation. 


= 100% write caching. 
= Easy menu-driven system 
configuration. 
® Auto-call service to EMC’s 
support center. 
® Uses 80% less power and cooling 
thana comparable 3990-3/3390 
system. 
No software changes required. 
Symmetrix emulates IBM 3370, 
3380, and 3390 storage devices. It 
brings MVS, VM, and VSE users the 
extended functions of IBM's 3990-3 
control unit—such as write caching 
and mirroring — without an operat- 
ing system change. 
Awhole farm in just 5.9 
square feet. 
By integrating multiple 51/4" 


24 gigabytes of disk. 
4 gigabytes of cache. 
8 channels. 
Redundant controllers 
and power supplies. 
Full battery backup. 


All in one box. 


storage media, very large cache 
capacities, and board-level control- 
lers in one box, Symmetrix provides 
a whole DASD storage “farm” in 
just 5.9 square feet. 

The Symmetrix Series. The 
breakthrough in data storage you've 
been waiting for. Only from EMC. 

Get all the data. Call 1-800- 
222-EM(2. 


EMC 





Solid breakthroughs from a 
solid company. 
EMC has supplied advanced 
storage oe to over half of 
the Fortune 500. But better hard- 
ware is just the beginning of our 
commitment to you. 


The modular design of Symmetrix 
simplifies mtn and servicing. 


Corporate Headquarters 
Hopkinton, MA 508/435-1000 


Canadian Headquarters 
Toronto, Ontario 416/620-7777 
European Headquarters 
Surrey, England 081-668 5511 
Pacific Rim Headquarters 


'q 
North Sydney, Australia (61) 2 922-7888 


Amsterdam ¢ Atlanta Austin * Boston * - 


Houston Londons Los An eLyone 


r * Melbourne ¢ Miami Milan Mi 


Local support, around the globe. 
We understand how vitally impor- 
tantit is for you to have prompt, 
capable support. That's why we 
maintain a worldwide network of 
direct service centers, each provid- 
ing complete customer support. 

of our centers stock a full line 

of spares, so EMC Customer 
Engineers arrive at your site fully 
equipped and ready to service. 

Immediate answers. 24 hours 


aday, . Our Customer 

at a is staffed by pro- 
fessionals who provide prompt 
answers to your questions. At their 
fingertips is our on-line customer 
database, containing a compiete site 
profile and service history of your 
account. 

Remote Support Facilities provide 
extra uptime assurance. Symmetrix 
takes full advantage of our remote 
diagnostic capabilities through a 
unique auto-call feature. In the 
event of increasing soft errors, hard 
errors, Or ee a 

ymmetrix will automati 
the EMC's center for immediate 


problem attention. Remote support 
puts problem isolation, determina- 
tion, and resolution in the hands of 


experts —fast. 

a eww EMC takes i 

t pride in helping you make the 
coal ef your aeticncaoent: It's 
our commitment to continuous 
innovation that spawns break- 
throughs like the Symmetrix Series. 
Together, as a team, we'll make your 
IBM system work more efficiently 
than ever. 


Cincinnati * Cleveland ¢ Costa Mesa ¢ Dallas * Denver Detroit * Dusseldorf « Frankfurt * Hamburg * Hong Kong 
is * Montreal * Munich Nashville « New York City « Paris 


Philadelphia « Pittsburgh « Raleigh ¢ Rochester * San Francisco * Seattle «St. Louis « Stuttgart * Toronto * Vancouver * Washington, D.C. 


IBM, IBM 3990, IBM 3880, IBM 3390, IBM 3370, IBM 3380 MVS, VM and VSE are trademarks of International Business Machines Corp. 
Symmetrix and ICDA (Integrated Cached Disk Arrays) are trademarks of EMC Corporation. 





PRODUCT SPOTLIGHT 


PERFORMANCE MANAGEMENT 


AND OPTIMIZATION 
(Getting the most out of what you’ve got 


BY STAN KOLODZIEJ 


nformation systems depart- 
ments are learning a lesson 
in life: “making do.” The 
days of buying new hard- 
ware at the first sign of a 
system slowdown are over. 
A declining economy, new 
system architectures and an 
effort to “‘buy strategically” 
have all played a role in 
slowing down purchasing plans. 

“Controlling IS expenses in a 
recessionary period is definitely 
a mandate right now,” says Ge- 
rard Becker, vice-president of 
the IBM utility information ser- 
vice at Bankers Trust Co. in New 
York. 

This emphasis on cost con- 
tainment doesn’t mean that IS is 
off the hook regarding business 
expectations. Strategic support 
is still expected but with a small- 
er price tag. For this reason, 
“‘making do” is not such an easy 
job. It requires IS departments 
to wring all the power they pos- 
sibly can out of their current sys- 
tem setup as well as plan their fu- 
ture acquisitions carefully. 

To meet corporate demands 
in tougher economic times and 
better support changing busi- 
ness strategies, IS departments 
in larger corporations are realiz- 
ing that they need to place more 
emphasis on capacity manage- 
ment, says Alan Howard, vice- 
president of operations at Ap- 
plied Computer Research, Inc., a 
capacity management research 
firm in Phoenix. 

Companies currently invol- 
ved in capacity management are 
a rare breed, according to How- 
ard, who says the function is pri- 
marily the preserve of large cor- 
porations — ones that use an 
IBM 4381 machine or larger. 

“There are few companies 
doing capacity planning of any 
kind — perhaps 25% of the mar- 
ketplace,” Howard says. “Of 
those, only a small percentage 
are doing any sort of integrated, 
well-thought-out capacity man- 
agement.” 

Capacity management is an 
umbrella term that includes two 
smaller components: perfor- 


Kolodziej is a free-lance writer in Lex- 
ington, Mass. 
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mance management and capaci- 
ty planning. While performance 
management is concerned with 
the short-term activities neces- 
sary to keep daily machine oper- 
ations acceptable to users, ca- 
pacity planning deals with stra- 
tegic planning activities that 
ensure system resources will be 
adequate to support the needs of 
the customer base. 

The reason people are slow to 
move toward capacity manage- 
ment, Howard says, is that it in- 
volves two things they don’t like 
to deal with: change and money. 

“Capacity management and 
planning entail some organiza- 
tional changes, and they also 
mean an economic commit- 
ment,” he says. “Those are two 
things that MIS — already very 
busy — might not have the 
strength to deal with.” 

Some companies, because of 
economic or organizational pres- 
sures, have already been pushed 
into paying closer attention to 
future capacity needs, as well as 
optimizing performance on their 


current sys- 
tems. Others can 
learn from these examples. 

During the early 1980s, Gen- 
eral Public Utility Service Corp. 
(GPU) in Reading, Pa., was on a 
six-year IS resource tear, notch- 
ing direct-access storage device 
(DASD) and CPU annual com- 
pound growth rates of about 
50%, according to Douglas 
Howe, who was then manager of 
performance analysis and capaci- 
ty planning. 

But in 1986 the buying spree 
came to a screeching halt at the 
holding firm, which provides 
data processing services to its 
subsidiaries. ‘TSO end-user 
growth exploded during [the ear- 
ly 1980s],’”’ Howe explains, “and 
so did large-scale application de- 
velopment. Utilities were in a 
growth mode. Then, in mid- 
1986, the downturn in the econ- 
omy caused us to switch quickly 
into a cost-containment phase.” 

GPU’s IS department never 
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saw it coming. Senior manage- 
ment put the IS brakes on hard 
and with little warning. Expendi- 
tures went one way, while user 
demand — still in growth mode 
— went the other. 

Howe says he and others at 
GPU were ill-prepared to deal 
with the crisis. They had their 
share of performance manage- 
ment tools but were weak in the 
planning area. Until then, capaci- 
ty planning was simple: You just 
bought more equipment. 

“There was a period of hand- 
wringing and pain,”’ says Howe, 
who is now manager of cogener- 
ation at GPU - filiate Jersey 
Central Power & Light in Mor- 
ristown, N.J. “We were used to 
growth under liberal circum- 
stances, and now we had to deal 
with growth under strained con- 
ditions. We had to emphasize 
longer term planning, and we 
needed a model to help us.” 


Lack of role models 

When GPU went looking for 
such models, there were none to 
be found in the marketplace. In- 
stead, the company used its own 
ingenuity and an existing meth- 
odology borrowed from the elec- 
tric utility industry. This model 
dealt with conservation and load 
management — not of IS re- 
sources but of energy use. 

“‘We took the [energy] meth- 
odology, which deals with peak- 
load shaving and adapted it 

Continued on page 83 





Computer networking 
thats simpler than ever. 


OS/2 can do! 


Seamless connectivity. Every busi- 
ness wants it. And every business 
will experience the limitations of 
trying to achieve it with DOS. But 
OS/2® Extended Edition (EE) was 
designed for connectivity and 
provides the flexibility you need 
today and tomorrow. 

Now, you may only want to 
share a laser printer on a LAN 
configured with Token-Ring or 
PC Network. With OS/2 and OS/2 


LAN Server, its simple. Later, when 
you need to do more, like access 

a host or an Ethernet® network, 
you can, since OS/2 EE has these 
functions built in. And by adding 
IBM TCP/IP software, you can 
even access multivendor networks 
from your computer. 

But best of all, when you 
combine OS/2 EE with IBM’ 
Micro Channel” and its interrupt- 
handling capability, you can run 


several communications sessions at 


(BM and OS/2 are registered trademarks and Micro Channel is a trademark of international Business Machines Corporation. Ethernet is 


once—without sacrificing reliability, 
even during peakload conditions. 
Want to simplify your computer 
networking? With OS/2 Extended 
Edition, the solution is IBM. 
Find out more 
about OS/2. Contact 
your IBM Authorized 
Dealer or 
marketing 
representa- 


tive. For a dealer near —_ 


you, call 1 800 IBM-2468, ext. 197. 


@ registered trademark of XEROX Corp. © 1990 IBM Corp. 
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PRODUCT 


SPOTLIGHT 


Wide-angle view 


As in many areas of the computer 
industry, capacity management suf- 
fers from a lack of standards. In this 


case, it’s nonstandard terminology. 


Different meanings for words don’t 
have any profound impact — until 


you try to communicate. 


The three umbrella terms com- 
monly used in this field are defined 
below by the editors of the newslet- 
ter “Capacity Management Re- 
view” and the “IS Capacity Management Hand- 
book.”” Both publications are produced by the 
Institute for Computer Capacity Management 


in Milpitas, Calif. 


Performance management: The short- 
term or tactical activities necessary to keep dai- 
ly machine operations acceptable to customers. 
This primarily includes the following functions: 


Performance management also 
includes many activities that sup- 
port capacity planning. 


Capacity planning: The long- 
term or strategic planning activities 


necessary to ensure system re- 


sources will be adequate to support 
the customer base. This primarily 
includes the following: 
e Quantification of past and present 
computing activities. 
e Work-load characterization and forecasting. 
e Prognostication of business plans. 


e Sizing of new applications. 
e Development of capacity forecasts and alter- 


native plans. 
e Modeling. 


e Monitoring, analysis and tuning of the operat- 


ing system, subsystems and hardware. 
@ Service-level agreement monitoring. 


e Chargeback administration. 
e Benchmark activities. 


e Data collection and maintenance. 


Continued from page 81 

to our IS situation,” Howe ex- 
plains. In IS terms, peak-load 
shaving meant asking users to 
reschedule some of their data 
processing work from the peak 
throughput hours of 9 a.m. to 11 
a.m. and 1 p.m. to 3 p.m. They 
then developed time-of-use bill- 
ing programs to track savings ac- 
crued by the rescheduling. 

GPU found this process nec- 
essary because most job schedul- 
ing programs on the market 
track larger applications, such as 
payroll, that run on a regular ba- 
sis. Many GPU users were used 
to requesting smaller, more ir- 
regular jobs at the last minute. 
These more unpredictable re- 
quests were eating through com- 
puter resources. 

While this solved the immedi- 
ate problem of reserving capaci- 
ty and day-to-day performance 
management, Howe says, capac- 
ity planning at GPU is still not as 
extensive as it could be. GPU 
does have some homegrown ap- 
plications that can grab perfor- 
mance statistics and do some ca- 
pacity modeling, however. 

Capacity planning efforts are 
being steered away from main- 


Tools and techniques 


e Service-level negotiation. 
e Acquisition recommendations. 


Capacity management: The functions nec- 
essary to ensure adequate data processing sup- 


port are provided at a reasonable cost. They in- 


frames and toward personal 
computers, as the company 
starts to off-load some process- 
ing and application development 
onto smaller machines in a local- 
area network configuration. 
“Network management is 
now one of the top planning con- 
siderations at GPU,”’ Howe says. 


Curb spending 

The economic downturn — as 
well as a change in Bankers 
Trust’s business strategy from 
commercial/retail to global mar- 
kets — put pressure on the 
bank’s IS department to flatten 
its expense growth curve in the 
late 1980s, Becker says. 

The department decided in 
December 1988 that the best 
way to slow expense growth was 
to consolidate its two production 
data centers and one check pro- 
cessing facility into one large 
production site and a remotely 
run development center that 
also serves as a disaster recov- 
ery site. 

The merge was completed 
about one year later. Thanks to 
the move, Becker estimates, the 
expense curve has slowed to the 
tune of $50 million over a period 


Whereas almost all of the sites surveyed say they tune performance, network 


clude both performance management and 
capacity planning functions. 


ETWORK 

management is 

now one of the 
top planning 
considerations at 
GPU.” 


DOUGLAS HOWE 
GPU 


of 10 years. While he did need to 
upgrade an IBM 3090 Model 
400 E to aJ model, Becker says 
the consolidation slowed down 
purchasing and put the company 
ona “strategic leverage path.” 
Such savings could not have 
been reaped were it not for a 
change in the way the bank ap- 
proaches performance manage- 
ment. A simple way to sum up 
that change, Becker says, is to 





management was cited by barely more than a third 


Performance tuning © 

DASD management .. 
Coney inl 

Hardware/software monitors 


Job scheduling 
User workload estimates 


P oo 
Network performance management 


Source: Institute for Computer Capacity Management 
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call it “proactive” rather than 
“reactive.” 

Performance management 
became an issue was right before 
moving the stand-alone check 
processing facility into a shared 
environment in the production 
center. “It was extremely im- 
portant to maintain a high de- 
gree of [system] availability as 
well as a reasonable level of per- 
formance,’’ Becker says. 

The issues didn’t change 
much once the merger was 

Continued on page 85 
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| Name 


| I plan to buy a 4GL and RDBMS in: (1) 3 mos. 


According lo Datapros 

Last Three Surveys, 
Here’ The List 

Of 4GL/RDBMSs 
More Reliable 

‘Than PROGRESS. 


When Datapro surveyed users of 4GL/RDBMSs, 
PROGRESS received higher marks for reliability in 
application development than anyone else. Higher than 
Oracle. Higher than Informix. Higher than Ingres and 
Focus. In three consecutive surveys. 

PROGRESS is more reliable because it provides 
data integrity through automatic roll-back recovery 
and automatic concurrency control. And our distributed 
database supports two-phase commit, so you can 
retain data integrity in even the 
most complex networked 
environments. 

To receive the full Datapro 
report, or to test-drive a complete 
evaluation copy of PROGRESS, 
just call 800 FAST 4GL, or send 
in the coupon below. 


PROGRESS is a registered trademark of Progress Software Corporation. Datapro, Oracle, 
Informix, Ingres, and Focus are trademarks of their respective manufacturers. 








Please print or attach your business card 





| Company 





| Address 





l Phone Fax 


0) Send me a copy of Datapro’s report on PROGRESS. 
0) Call me about the PROGRESS Test Drive. 
0 6mos. O 12 mos. 


Computer Model(s): 





Operating System(s)/Network(s): 





Clip and send to: Inside Sales, Progress Software Corp., 5 Oak Park, 
Bedford, MA 01730. Fax: 617 275-4595. 





Computerworld Recruitment Advertising Works. 


“Computerworld delivers high quality 
candidates on a very effective 
cost-per-hire basis.” 


i he largest software services consulting firm in Wis- 
consin, Computer People Unlimited, Inc. (CPU) is 
also listed in Jnc. magazine as one of the fastest growing 
privately held companies in America. Together, 
its Milwaukee headquarters and branch offices 
in Appleton and Madison employ more 
than 250 professionals. During 1989 alone, 
Principals Eric Butlein and Richard Weiss 
saw the firm hire 98 new consultants. To 
keep pace with its rapid expansion and 
maintain its low employee turnover, CPU 
implements a rigorous recruitment pro- 
gram to hire the right professionals for 
every position. 


“We need to recruit people through 
what they’re reading, and Compu- 
terworld is the most widely read 
weekly among computer profession- 
als. Primarily we're looking for con- 
sultants — programmers, software en- 
gineers, and computer scientists with 
expertise in software development. 
About half of our consulting entails 
writing software programs for busi- 
ness, and a full 25% is dedicated to 
the area of scientific/engineering programming. Another 
25% is comprised of technical services, technical writing, 
and end-user computing, as well as artificial intelligence, 
and especially expert systems. Recruiting consultants with 
specialized skills in these specialized markets is where 
Computerworld helps us the most. 


me 


Richard Weiss 


.\) oe “ 


eal 


Eric Butlein 
Principal 
Computer People Unlimited, Inc 


Richard Weiss 
Principal 
Computer People Unlimited, Inc. 


“The talent we need to service all our clients — in 
banking/finance, insurance, manufacturing, medical 
technology, utilities, retail, high-tech, and state/local gov- 
ernment — isn’t always available locally. Also, CPU’s 
policy is not to hire from customers. So it’s essential that 
we look for professionals from outside of Wisconsin. In 
fact, roughly 80% of the consultants we hire in the 
scientific/engineering area, as well as up to 30% of our 
business consultants, come from out of state. Here, the 
nationwide exposure we get with Computerworld is 
crucial to our recruitment efforts. 


“Computerworld delivers high quality candidates on a 
very effective cost-per-hire basis. Back in 1988, for exam- 
ple, a client had a specification for six very specialized 
professionals. There was no question — we needed 
Computerworld’s powerful reach. In the end, at least two 
of these positions were filled with applicants generated by 
Computerworld. Because of its proven success, Computer- 
world is the only trade publication we use on an ongoing 
basis as part of our well-rounded recruit- 

ment program.” 


Computerworld. We're helping serious 
employers and qualified information 
systems, communications, and PC pro- 
fessionals get together in the computer 
community. Every week. Just ask Eric 
Butlein and Richard Weiss. For all the 
facts on how Computerworld can put 
you in touch with qualified personnel, 
call your local Computerworld 
Recruitment Advertising Sales 
Representative today. 


Eric Butlein 


COMPUTERWORLD 
The weekly newspaper of record for computer professionals. 


Boston: 375 Cochituate Road, Box 9171, Framingham, MA 01701-9171 (508) 879-0700 
New York: Mack Center 1, 365 West Passaic Street, Rochelle Park, NJ 07662 (201) 587-0090 
Washington, D.C.: 8304 Professional Hill Drive, Fairfax, VA 22031 (703) 573-4115 
Chicago: 10400 West Higgins Road, Suite 300, Rosemont, IL 60018 (708) 827-4433 

Los Angeles: 18008 Sky Park Circle, Suite 145, Irvine, CA 92714 (714) 250-0164 


San Francisco: 18008 Sky Park Circle, Suite 145, Irvine, CA 92714 (714) 250-0164 


An IDG Communications Newspaper 
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Continued from page 83 
complete. ‘“‘When the data cen- 
ters were two distinct sites, they 
were smaller, and it was easier 
to maintain a reasonable level of 
performance,” Becker says. 
“Because of the size of the new 
production facility, we have to 
make sure we stay on top of per- 
formance levels of the system.” 
None of this entailed purchas- 
ing new and exotic tools, howev- 
er. Instead, the operators dug 
deeper into the existing tools. 
“We had been using tools like 
Omegamon to half their capabili- 
ties,” Becker says. “Quite hon- 
estly, [the consolidation] forced 
my operations staff to get closer 
to [performance management] 
products and understand what 
they can do for them. We were 
discovering new facilities all 
along the way, such as under- 


What’s stopping you? 


In nearly one-third of the large and medium- 
size sites surveyed, management does not 
recognize the need for capacity management 


¥ Inadequate tools Sia 
© Need unknown 
Can't find people Si 


No money to tran <a 
No money for too!s 
No money tohire 
20% 30% 40% 
Percent of sites (multiple responses) Base: 115 


0 10% 


Source: Institute for Computer 
Capacity Management 
standing all the levels of channel 
utilization to see where jobs are 
backed up.” 

In the larger consolidated 
site, for instance, Becker has an 
infrastructure in place that con- 
sists of two parts. First, opera- 
tors no longer wait for a slow- 
down to occur; rather, they 
check the system via Omegamon 
at peak stress levels to deter bot- 


Within the capacity planning and performance 
management functions, the Institute for Com- 
puter Capacity Management also defines sub- 


functions: 


e Performance monitoring and analysis. 
To track computing activity, collect 
data in a performance database and 
analyze the data to identify bottle- 
necks, operating problems or prob- 


lem applications. 


e Performance tuning. To adjust 
operating parameters for the oper- 
ating system and subsystems, bal- 
ance work loads and adjust hard- 


ware configuration. 


e Work-load characterization. 

To classify the total work load into a 

set of classes so that the resource consumption 
of each class can be more accurately predicted. 
e Work-load forecasting. To combine exist- 
ing work-load resource requirement data with 
the estimation of new work loads to predict fu- 


ture work-load demand. 


e DASD management. To monitor, analyze 
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tlenecks. Secondly, alert levels 
are set at a higher tolerance so 
that problems are triggered ear- 
lier in the process. 

The bank also uses IBM’s 
Service Level Reporter and 
homegrown tools developed 
with SAS Institute, Inc.’s SAS 
programming language to pro- 
duce reports on a daily, weekly 
and monthly basis. 

“We use Omegamon to look 
at channel utilization during peak 
on-line processing,”’ Becker ex- 
plains. “On a daily basis, we use 
Service Level Reporter to look 
at trends on channel, CPU and 
memory to better understand 
that when you’re approaching 
certain thresholds, you can pre- 
empt any kind of adverse event 
from happening.” 

Tuning, testing and modeling 
in the VM environment is made 
difficult by a lack of 
tools, Becker says. 
When he needed to 
merge the check pro- 
cessing system with the 
production facility, the 
bank used Smart, a VM 
modeling package from 
IBM that it was pilot- 
testing. 

“We didn’t find it to 
be nearly as_ user- 
friendly or robust as 
Omegamon MVS,” 
Becker says. The bank 
is currently evaluating 
Candle’s recent release 
of Omegamon VM. 

For the near future, 
Becker says he is look- 
ing into tools such as automated 
console operators. The bank is 
evaluating Candle’s AF/Opera- 
tor as well as Outbound’s mes- 
sage-handling system, Votek. 

Becker is also becoming in- 
terested in modeling tools such 
as BGS Systems, Inc.’s Best/1 in 
order to move beyond perfor- 
mance management to more 
forecasting functions. 


Close-up 
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WAS TOLD I 

needed to provide 

quality service 
yet operate within 
some high utilization 
levels.” 


MIKE DELVECCHIO 
TRAVELERS 


“We're looking at forecast 
tools now, but we’re not sophis- 
ticated enough to take full advan- 
tage of them yet,”’ Becker says. 
“By early 91, we'll be ready.” 


Start doing 

Most firms find that they hit a 
wall in terms of how much the 
products can help them. At some 
point, they find, you have to turn 
from products to process. 

At The Travelers Corp. in 
Hartford, Conn., Mike Delvec- 
chio, technical director of data 
processing, was given the task of 
taking CPU utilization from the 
70% range to 85%. 

“T was told I needed to pro- 
vide quality service yet operate 
within some high utilization lev- 
els,” Delvecchio says. “The way 
to do that is not straightfor- 
ward.” First, he says, you need 
to understand what is critical for 
the optimization process. ‘You 
can look at any one 

Continued on page 88 


and tune disk-storage devices through DASD 
configuration parameters, data set placement 
and manipulation and hardware configuration. 


e Modeling. To analyze the impact of a vari- 


DN-G 


able on a system through discrete event simula- 
tion or analytical methods. 
e Job accounting and charge- 
back. To track resource use by 
, customer classification, compute 


rates and bill customers. 


e Software performance engi- 
neering. To address performance 
and capacity issues early in the ap- 
plication development phase. 
e Service-level 
To negotiate and document an 
agreement between IS customers 
and IS, relative to the service that will be pro- 
vided. To subsequently monitor and report ser- 
vice relative to the agreement. 
e Management reporting. To formulate and 
distribute graphic, tabular and written reports 


management. 


to various levels of management covering is- 
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sues relating to performance and capacity. 





According lo Datapros 


Last Three Surveys, 
Here’ The List 
Of4GL/RDBMSs 
Preferred 
‘TOPROGRESS. 


These are the bare facts. In the last three Datapro surveys, 

PROGRESS was rated higher in overall user satisfaction 
than all 4GL/RDBMSs reviewed. That includes Oracle, 
Informix, Ingres and Focus. Which means for developing 

applications, we’re the user’s choice. 

The reasons why begin with an English-like lan- 
guage that automates tasks you'd normally have to pro- 
gram with other 4GLs. Our new data dictionary lets 
you easily manage data across multiple databases and 
networks. And with PROGRESS, you can easily port 
applications to hundreds of different PROGRESS’ 
machines without changing a line 
of code. 

To receive the full Datapro 
report, or to test-drive a complete 
evaluation copy of PROGRESS, 
just call 800 FAST 4GL, or send 
in the coupon below. 
PROGRESS is a registered trademark of Progress Software Corporation. Datapro, Oracle, 
Informix, Ingres, and Focus are trademarks of their respective manufacturers 
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Company 





Address 





] Send me a copy of Datapro’s report on PROGRESS. 
] Call me about the PROGRESS Test Drive. 


Phone 
[ 
[ 
I plan to buy a 4GL and RDBMS in: 1) 3 mos. 


(1 6mos. (© 12 mos. 


Computer Model(s): 





| Operating System(s)/Network(s): 


Clip and send to: Inside Sales, Progress Software Corp., 5 Oak Park, 
: aoe, MA 01730. Fax: 617 275-4595. 
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Keyboards 


s Nowallit takes is 
and youre 


was ae to be easy to learn. And 


It’s only fair to warn you that 
exposure to new Microsoft’ Windows™ 
version 3.0 has been linked to obses- 
sive and habitual usage. Why? 

Because with a simple click of 
the mouse users can connect to the 


network, even access and manage net- Game 


work resources. All without cumber- 
some keyboard commands. 


ich means users are now able | 


to share data. Not frustration. 


a oo ne to mention troglo- 
be up and running in no time. 
With virtually no training. 
Now, 286/386" ma- 
chines running MS-DOS’ 
| will no longer be limited 
to 640K. So there are no 
more impediments. 
Users can even en- 


e in the interest of time,the very same time satisfy the cravings of 


Windows 3.0 graphical user interface 


multiple applications. 


For more information, call (800) 323-3577, Dept. L21. In Canada, call (416) 673-7638. Outside the U.S. and Canada, call (206) 882-8661. ©1990 Microsoft Corporation. All rights reserved. Microsoft, MS-DOS and the Microsoft logo 





be ee 


Desktop 


a point and 


hooked. 


And since Windows 3.0 has a 
modular setup program, a single copy 
now memorizes every user configura- 
tion on the network. Which means, so 
to speak, one size fits all. 

Furthermore, Windows 3.0 has 
redefined its relationship with IBM’ 
3270 emulation programs. Users can 
now download corporate data and 
easily share it with Windows applica- 
tions. Something we have come to call 
peaceful coexistence. 

One last point. Because Windows 


Font 


click 


3.0 has been optimized for machines 
with 1-2 megabytes of RAM, it will go 
a long way towards protecting your 
hardware investment. 

Call (800) 323-3577, Department 
L21, for a backgrounder that outlines 
how Microsoft Windows 3.0 could ben- 
efit your corporation. 

We're certain that you'll agree 
it’s a habit well worth forming. 


Making it all make sense 


are registered trademarks and Making it all make sense and Windows are trademarks of Microsoft Corporation. IBM is a registered trademark of International Business Machines Corporation. 386 is a trademark of Intel Corporation. 





Continued from page 85 

transaction as being a combination of 
CPU, I/O and memory use.”’ You optimize 
the important ones, he says. 

Delvecchio used degradation analysis 
tools such as Best/1, Strobe from Progra- 
mart in Cambridge, Mass., and Omega- 
mon. Best/1 parses a job into its compo- 
nent parts, telling the operator which 
I/Os are critical to response time. 

Strobe was used for highly detailed 
degradation analyses of on-line and batch 
applications. The tool looks at the life of a 
job for a specified time interval and reads 
out where time is being spent — for ex- 
ample, where memory is being executed, 
which data sets are in I/O and how much 
CPU time is being used and where. 

Delvecchio and his staff went from site 


PERFORMANCE MANAGEMENT AND OPTIMIZATION 


to site, working with programmers to de- 
termine which applications were causing 
delays and where. He used Omegamon as 
well as programs written in-house that 
scan output from Legent Corp.’s Mix da- 
tabase to check for trends and anomalies. 

The end result was not only an in- 
crease in CPU utilization, Delvecchio 
says, but also savings in deferring ma- 
chine acquisitions. 

He emphasizes, however, not just the 
tools but the plan behind them. ‘Tools are 
immaterial without theory,” he says. “If 
you look at what really makes sense from 
a throughput perspective, you’ve got to 
define the set of processes that describes 
the most critical computer job type.” 

In his current search for performance 
management tools in a distributed LAN- 


based environment — such as degrada- 
tion analyzers, remote communication 
vehicles and other problem detection and 
repair mechanisms — Delvecchio is com- 
ing up empty-handed. 

“Distributed technology and comput- 
ing is mission-critical for us,’ Delvecchio 
says, “but it looks like a lot of the distrib- 
uted performance rnanagement work is 
going to be handled internally until ven- 
dors come out with the tools.” 

Others who have been there and back 
agree that while tools are important, the 
way you use them is equally so. ‘“Perfor- 
mance and tuning is both an art and a sci- 
ence,” Becker says. “The science piece is 
the logic and the programmers. The art is 
the creativity around it that makes the 
system hum.” e 





Pansophic Salutes 10 Productive Companies 
That Make The Difficult Look Simple 


The arch, built by advanced civilizations, 


offered a breakthrough in erecting stronger, 


longer-lasting structures. Today, 


advanced 


MIS professionals are designing stronger, 


longer-lasting systems providing robust 


support for mission-c Titical, strategic 


applications 


Computerworld lists ten companies that 


have built efficient management information 


systems, increasing productivity and 


improving quality 
eight have chosen Pansophic for 
information retrieval, application 


development and control software 


Of these ten firms, 


In fact, 


these eight organizations, on average, use 


at least six products from Pansophic's 


suite of industry leading programmer 


productivity tools 


Yes, 8 of 10! Through our support of 


IBM's AD/Cycle and its open architecture, 


Pansophic's integrated system software 


solutions have enabled these eight firms, 


and thousands more around the globe, to 


become more productive 


productivity just "making the difficult 


look simple?" 


Pansophic Systems salutes the 


After all, isn't 


Computerworld 10. We also thank you 


for choosing Pansophic, a world leader in 


providing systems software solutions, to 


help you achieve your goals. 

Find out how these firms use 
Pansophic's productivity-enhancing 
solutions to improve their MIS 


operations. Call us today 


PANSOPHIC*® 
1- 800- 323-7335 


LON, FASYT RIEVE PANN 
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The PANSOPHIC ARCH, constructed to support end-user computing, 
application development and control, offers you breakthrough technol- 


while improving overall quality. 


i Computer Engineering, Inc.. Ann Arbor, Michigan 


ogy to design longer-lasting applications to increase your productivity 
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ASK THE VENDOR 


We have network applications 
that require 56K bit/sec. 
throughput. We have only 
19.2K bit/sec. circuits in- 
stalled, however, and 56K bit/ 
sec. digital is cost-prohibitive 
and in some cases unavailable. 
Can you suggest a way for us to 
get around this problem? 


Gregg Swenson 

Data Networks and Technical 
Services Manager 
Hewlett-Packard Co. 

Palo Alto, Calif. 


SYMPLEX COMMUNICATIONS 
CORP.: In network applications 
where your priority is high perfor- 
mance over existing lower-speed 
services, we would recommend the 
Datamizer III X series of products. 

For a single-port application, the 
XA-1 will provide four times the 
throughput over your 19.2K bit/ 
sec. analog circuit. 

With more than 76K bit/sec. 
available, you may want to run your 
application at 64K bit/sec. or great- 
er, depending on the capabilities of 
your equipment. 


We have several hundred li- 
braries that could benefit from 
decreased I/O activity. Howev- 
er, many of these libraries are 
often compressed and subject 
to member updates such as 
link edits. 

If we use MVS/ESA Library 
Lookaside (LLA) and Virtual 
Lookaside Facility, our opera- 
tors will have to immediately 
issue LLA refresh commands 
after each update on all sys- 
tems using the library, which 
would increase manual opera- 
tions. 

Also, because our users are 
constantly creating, deleting, 
renaming and moving their li- 
braries, keeping LLA’s param- 
eter list current would be quite 
cumbersome. 


Bill Nicholson 

Senior Systems Engineer 
National Westminster Bank, USA 
Melville, N.Y. 


LEGENT CORP.: Our direct-ac- 
cess storage device performance 
optimizers — PMO and Quick- 
Fetch — allow users to eliminate 
nearly all directory search and pro- 
gram loading 1/O activity against 
your libraries without operator in- 
tervention. 

Following updates, the products 
automatically refresh their in-stor- 
age copies of the modified directo- 
ries and load modules on all systems 
in your information network. 

The products also automatically 
begin managing libraries that are 
currently busy. In many data cen- 
ters, PMO and Quick-Fetch are 
handling hundreds of libraries, en- 
hancing MVS performance by elim- 
inating more than 90% of the asso- 
ciated I/O activity. 
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Now there is 
ansOO service 
so reliable, 
SO advanced. 


and so fortified. 
it is virtually 
indestructible. 





What does an indestructible 800 service 
mean to your business? It means more caffs 
will go through. By fortifying all six essential 
steps in the call process, only ATsT can offer 
just that. 


Access 

The first step is making sure your calls 
always have access to the AT&T Network. That's 
why we're building 800 only access lines. So in 
high-traffic areas 800 calls can ride on access 
lines that are separate from the regular lines, 
and the regular lines are always available as a 
backup. And that's just the beginning. 


Signalling 

Before an 800 call can be switched across 
the network, information about it must be 
analyzed and processed. To help this step go 


BEST COP 


flawlessly. we are now adding an entirely sep- 
arate signalling network called the Alternate 
Signalling Transfer Network (ASTN ). Operating 
on completely different software and protocols, 
ASTN can take over for the primary network. 
At any time. 


Translation 

Now the 800 number must be translated 
into a regular phone number. The information 
needed for this translation is contained in 
duplicate databases, which are backed up by 
other databases located in different geograph- 
ical sites. 

And for added protection, we will be pro- 
viding an alternate database for those numbers 
critical to your business. And it will be com- 
pletely independent of the primary one. So 
you know your call is well on its way. 





Te 
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Switching 

The next step is directing the call to the 
most efficient route. Using our exclusive 
Dynamic Non-Hierarchical Routing (DNHR), 
we have 21 alternate routes to complete every 
call. This helps provide the fastest call set-up 
time and lowest blocking rate in the industry. 
And soon, with Real Time Network Routing 
(RTNR), each call will have even more avail- 
able routes. So practically nothing can stop 
your call from getting through. 


Transport 

Now your call is physically transported 
towards its destination. To enhance this process, 
we're implementing a system that can reroute 
calls around potential disasters in minutes. 
Even if an earthquake or excavation accident 


severs thousands of trunks. This system 
is called FASTAR™ and it’s an AT&T exclusive. 


Egress 

Egress is the all important link between 
the network and your location. We're the first 
to fortify it by adding Split Access Flexible 
Egress Routing (SAFER) for AT&T MEGACOM® 
800 Service customers. SAFER is prepro- 
grammed to automatically direct calls to the 
best alternate route should your primary route 
ever become unavailable. And to further 
protect you, we've designed Alternate 
Destination Call Redirection (ADCR). If for 
some reason your call can’t be completed to 
the same location, ADCR will redirect it to 
a second location, any where you wish. This 
is the final link in making your 800 service 
virtually indestructible. 
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‘To see how 
an indestructible 


800 service Compares 


to an ordinary one, 


try to tear this page... 


© 1990 AT&T 
*Except intrastate 
Service. 


Basic 800 


We are so committed to reliability, we guarantee it with the exclusive AT&T 800 
Assurance Policy. Domestic AT&T 800 Service customers are automatically covered’ 
It guarantees that if your 800 service is ever disrupted,we will get you back in touch 
with your customers within one hour of choosing your backup alternative. 

So from beginning to end, your 800 service is fortified with backup after backup 
after backup. All just to provide one thing. 800 call completion. After all, keeping you 
in business is our business. 


800 Reliability. Another AT&T advantage. 


er Le ae re ee ene ae 


To find out more about this virtually indestructible 800 
service, tear out this coupon. If you're having a little difficulty 
doing that, call your AT&T Account Executive or 1 800 222-0400. 


Afsit 
The right choice. 
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hen it comes to software, 

what a product does is of- 

ten secondary to how it 

does it. This is especially 

true in performance mon- 
itoring, where collecting operating sys- 
tem information is only half the battle. 
The rest is making the data useful. 

This reality is reflected in the fact 
that four of the six product measures 
ranked highest in importance by re- 
spondents to Computerworld’s Buy- 
ers’ Scorecard on real-time MVS per- 
formance monitors highlight ease-of- 
access and ease-of-use issues. 

So it is that a product such as Candle 
Corp.’s Omegamon, which is the mar- 
ket leader in performance monitoring, 
can achieve the highest score for buyer 
satisfaction in what users say is the the 
most important information collection 
area and the most important of all crite- 
ria — the ability to isolate bottlenecks 
— and still miss the top slot. 

Responses from 50 users of each of 
the following products were included in 
the survey. Each user group rated only 
its own products: Candle’s Omegamon 
for MVS, Landmark Systems Corp.’s 
The Monitor for MVS, Boole and Bab- 
bage, Inc.’s Resolve Plus and IBM’s 
RMF Monitor 2. 

Landmark’s The Monitor received 
the highest score overall based on gain- 
ing the best marks in areas that reflect 
how useful the information is to the or- 
ganization. These include effective on- 
line real-time reporting and overall 
ease of use. In addition, Landmark 


topped key information collection cate- 
gories such as measuring service levels 
and resource use. Landmark also 
scored the highest in affordability. 

Boole and Babbage’s Resolve Plus 
placed second — only 1.8 points be- 
hind. Omegamon’s tally placed it four 
points below the leader. IBM’s RMF 2 
came in a distant fourth, a full 12 points 
behind The Monitor. 

The Monitor was the first product to 
offer ease-of-use features such as 
“point and shoot,” which allows users 
to select any field to get more detailed 
information without knowing the pre- 
cise field data. 

Candle has recently upgraded Ome- 
gamon to include the point-and-shoot 
feature. Users who responded to the 
survey include a mixture of those using 
new and old versions. Resolve Plus 
made a strong showing across the 
board. In addition to tying with Omega- 
mon in providing accurate CPU data, it 
was rated first in report generation and 
data extraction. It also garnered high 
ratings for integration with other Boole 
and Babbage products. 

RMF 2 placed last in all but two of 
the 16 areas surveyed, reflecting users’ 
concerns about the difficulty in using 
the product to generate the informa- 
tion they require. However, it did edge 
ahead of Omegamon in the cost catego- 
ry and placed second before The Moni- 
tor in integration with capacity plan- 
ning software. 

Total scores were derived by multi- 
plying the ratings each user group gave 
its own product by the importance fac- 
tors all users assigned to each of the 16 
criterion. (See methodology next 
page.) e 


Landmark Systems 
Corp.’s 
The Monitor 
for MVS 


Boole and Babbage, 
Inc.’s 
Resolve Plus 


Real-time MVS__. 
performance monitors 
Total scores reflect all criteria and their 
user-assigned importance 

Response base: 50 users per product 


Overall ease of use 


On-line real-time 
reporting 


Accuracy of CPU data 


Accuracy of CPU data 


On-line real-time 
reporting 


Service and support 


On-line real-time 
reporting 


Accuracy of CPU data 


Isolating 
bottlenecks 


Service and support 


Accuracy of CPU data 


Monitoring resource 
use 


ratings ratings 


Integrating with other 
monitors 


Integrating with capacity 
planning software 


Interfacing to other 
software 


Integrating with other 
monitors 


Interfacing to other 
software 


Ability to measure 
service levels 


Integrating with capacity 
planning software 


Integrating with other 
monitors 


Acquisition and 
maintenance costs 


Effective Help facilities 
Flexible user interface 


Integrating with other 
monitors 


KEY RATINGS 


Landmark's The Monitor achieves the highest score on four out of six key ratings. Candle’s Omegamon edges ahead 


in the most important factor - isolating bottlenecks. Boole and Babbage’s Resolve Plus ties with Omegamon 


| Ability to isolate 
8.9| bottlenecks 


Omegamon 


The Monitor 
Resolve Plus 


RMF 


ig 6| Effective on-line 
[°-°) real-time reporting 
the Monitor 
Omegamon 
Resolve Plus 


RMF 


for first in providing accurate CPU data 


{3.8| Accuracy of CPU data 


Resolve Plus 
Omegamon 

The Monitor 
RMF 


| 
|8.3| Ability to monitor resource use 


The Monitor 
Omegamon 
Resolve Plus 


RMF 
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8.4 
8.3 
8.0 


8-7| 


‘The Monitor 
Resolve Plus 


Omegamon 


RMF 


The Monitor 
Resolve Plus 


Omegamon 


RMF 5.6 
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PRODU OTLIG 


A CLOSER LOOK 


Boole and Babbage and Landmark split the remaining categories with Resolve Plus showing strength in reporting capabilities and integration 
and The Monitor winning price, user access and interfacing categories. Candle and IBM battle for third 
with Omegamon taking most of the third-place rankings 


User importance 
rating 


[7.9 Usefulness of reports 


Resolve Plus 
The Monitor 
Omegamon 


RMF 


Flexible user interface 


“the Monto FF 
7.3 
7.0 


Resolve Plus 
Omegamon 


RMF 4.9 


Data extraction capabilities 


Resolve Plus 
+ The Monitor 
Omegainon 


RMF 


6.0 
5.8 


Response base: 50 


Likely 
The reason: 
Ease of use 


Number of 
respond 


7.5 

“JA 
6.9 

6.7 


7 


7.6 
7.2 


Loyalties 


Reasonable acquisition and 
maintenance costs 


"The Monitor 8.2 


7.5 


Resolve Plus 72 
6.1 


5.9 


RMI 


Omegamon 


Effective Help facilities 


hevor 8.5 


Resolve Plus 


7.2 
6.9 


Omegamon 


RMF 4.7 


Integration with capacity 
planning software 


Resolve Plus 
RMF 
The Monitor 


6.9 
6.3 
5.9 
5.2 


Omeganion 


Would you buy the product again? 


(Reasons based on most frequently stated responses) 


Resolve Plus 
Response base: 49 


— Likely 
The reason: 
It meets our 
needs 


© — Unlikely * 


The reason: 
Better 
products 
are available 


ents 


Verbatim 


What do you like best/least about this product? 
(Responses are based on the most frequently stated answer) 


The Monitor 


Likes 
Ease of use 
Good price, low overhead price 
Menu-driven user interface 


Report writing feature delayed 
Expanded batch reporting not delivered 
Lack of connectivity to other products 


Omegamon 


Likes 


Determines source of bottlenecks 
and lockups 


Provides comprehensive picture 
of what's going on 


Pinpoints problems quickly in real time 


Lack of ease of use 
It's a technician's tool 
Tough learning curve 


Resolve Plus 


Likes 
Ease of use 


On-line reporting capabilities 
Good for identifying and fixing problems 


Documentation and manual 
Slow to keep current 


Interface to other capacity 
planning products 


RMF 


Likes 
Support from IBM 
Provides broad base of data 
Reliable 


Not user-friendly 
Lack of flexibility 
Documentation and manuals 
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Response base: 50 


Number of 
respondents 


RMF 


Response base: 50 


_— Likely 
The reason: 
Good 
product 


Provides data 
we need 
“ae 


Number of 
respondents 


— Unlikely 
The reason: 
Not as user 
friendly as it 

could be 


— Unlikely 
reason: 
Difficult to use 


Vital 
statisties 


(Respons« base of 200; 
multiple responses allowed) 


Who responded: 


Operations Manager ....134 
IS Manager ... -. 64 
OEE hiccerccsweseces, 2 


eeeeee 


Length of time using these 
products: 

Less than one year 

Two to three years ...... 47 
scene ae 
More than five years .... 76 


Four to five years .. 


Operating system used: 


26 
oocceee IOS 
coccee IY 


eeeeeee 


CW Charts: Paul Mock 
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Ability to measure service levels 


et ore 


7.8 
7.5 
6.7 
5.7 


The Monitor 
Omegamon 
Resolve Plus 
RMI 


Ease of report generation 


7.1 
6.8 
6.3 
6.2 


Resolve Plus 
The Monitor 
Omegamon 


RMF 
Effectiveness of interfaces to 
other software 
“The Monitor 


Resolve Plus 


6.6 
6.5 
6.2 
5.1 


Omegamon 


RMF 


METHODOLOGY 


Products rated in Computerworld’s Buyers’ 
Scorecard on real-time MVS performance moni- 
tors were selected on the basis of vendors’ in- 
stalled base and revenue shares within that mar- 
ket segment. 

The survey was conducted by telephone in- 
terviewers at First Market Research located in 
Austin, Texas. A minimum of 50 users was re- 
quired for each product. Results tabulation was 
conducted by IDG Research Services in Framing- 
ham, Mass. 

Total weighted scores were computed by 
multiplying the mean scores all users assigned to 
the importance of each criterion by the mean 
scores each user group gave to its own product. 


RESPONDENT PROFILE 


Survey respondents use the following equipment: 
large-scale 3090, 32%; medium-scale 3090, 
17%; small-scale 3090, 11%; large 308X, 8%; 
medium 308X, 6%; small 308X, 1%; large Am- 
dahl Corp. mainframe, 6%; medium Amdahl, 2%; 
large Hitachi Data Systems Corp., 2%; medium 
HDS, 2%. 

Fifty percent of the respondents also say they 
use other performance software from the same 
vendor. According to three-quarters of the 200 
respondents, their use of the performance moni- 
tors has enabled their organization to make 
changes to improve equipment use. The 25% 
who did not make changes gave the following rea- 
sons: The monitor is difficult to use; the package 
is used for problem determination rather than 
planning; other software is used to address usage 
issues. 

Fifty-seven percent of the respondents say 
that monitoring is very important to their busi- 
ness. Thirty-eight percent say it is somewhat im- 
portant, and 4% say it is not Very important. 

Twenty-two percent of the companies sur- 
veyed have annual revenues in excesss of $1 bil- 
lion. Sixteen percent of the companies are in the 
manufacturing industry, 13% are insurance com- 
panies, and 11% are government agencies. 


ACKNOWLEDGMENTS 


Computerworld would like to acknowledge the 
assistance provided by the following individuals 
and organizations in the preparation of this edi- 
tion of Buyers’ Scorecard: Tom Bell, Rivendal 
Consultants, Inc; Chuck Hopf, Hopf Consultants; 
Alan Howard, Applied Computer Research; Com- 
puter Intelligence; and Installed Technology In- 
ternational. 











BY MARY LOU ROBERTS 


Expert systems — or at least knowledge- 
based techniques — are cropping up in 
the plans or products of almost every de- 
veloper of performance management or 
capacity planning tools. 

This trend is likely to continue as hard- 
ware and software configurations become 
more diverse and complex and processing 
speeds increase. In fact, some observers 
say that expert systems may well hold the 
only answer to effective performance 
management on future systems. 

“For computer operations and man- 
agement, problem solving and decision- 
making will become automated just as 
surely as production lines will,’”’ says Ber- 
nie Domanski, president of Domanski Sci- 
ences, a consulting firm in Freehold, N.J. 

While only a small number of products 
today conform to a strict definition of ex- 
pert systems (see story page 93), many 
users say they have already saved man- 
power and money using current tools. 

James Hayes, senior systems pro- 
grammer at Huntington National Bank in 
Columbus, Ohio, has used Boole & Bab- 
bage, Inc.’s DASD Advisor for about two 
years. “It’s worth somewhere from one 
part-time to one full-time DASD expert to 
us that we couldn’t afford to hire.” 

The DASD Advisor I/O subsystem 
performance manager is one of the few 
true expert systems-based products on 
the market, incorporating technology 
from Aion Corp. The product does perfor- 
mance analysis and planning in direct-ac- 
cess storage device (DASD) environ- 
ments. When it detects problems with 
I/O, it interprets the problem, poses an 
explanation and suggests a response. 

“Anyone can do data collection; it’s 
how you use and interpret the data that’s 
the hard part,” Hayes says. While a hu- 
man interpretation of data is subjective 
and possibly inconsistent, DASD Advisor 
allows the company to measure improve- 
ments on a consistent basis. 


Roberts is a free-lance writer in Glenside, Pa. 
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PRODUCT SPOTLIGHT 


A little bit of knowledge 
isn't that hard to come by 


According to Hayes, the bank is pre- 
paring to install Boole & Babbage’s new 
DASD Impact Advisor, a modeling com- 
ponent that will let the company look 
ahead to see the full impact of the changes 
it plans to make in its I/O configuration. 

“Before, our decisions were often 
wrong and frequently degraded some ap- 
plications. Now we will be able to make 
changes with 90% assurance that the 
changes will be the right ones,” Hayes 
says. The bank is also looking forward to 
Boole & Babbage’s DB2 Advisor and 
MVS Advisor. 

BGS Systems, Inc.’s Best/1-MVS is a 
knowledge-based — but not true expert 
system — tool that does perform in those 
two environments. A recent release of a 
modeler — called Calibration Consultant 
— is also rule-based and aids in modeling 
and calibrating IBM MVS work loads. 
Calibration Consultant interactively pre- 
sents the user with a methodology for 
completing the modeling steps and offers 
prioritized suggested approaches. 

Michael Doyle, senior capacity analyst 
at Purdue University in West Lafayette, 
Ind., says the tool has been a big time-sav- 
er. “This is a good tool for someone like 
me who doesn’t do modeling very often 
because it’s easy to forget what the right 
steps are,” he says. During the modeling 
process, he adds, “If you pursue one op- 
tion and you don’t like the results, you can 
quickly back out of it and try another.” 

BGS Systems is expected to announce 
the Best/1-DASD Consultant later this 
year. This product is expected to provide 
reporting, tuning and modeling at the de- 
vice, data set and work-load levels. 

Los Angeles-based Candle Corp. plans 
to incorporate true expert systems tech- 
nology inio its Omegamon product line 
late this year with AF/Performer. 

AF/Performer will initially focus on 
solving 10 common performance prob- 
lems, ranging from MVS cross-system re- 


serve lockouts to IBM CICS high CPU use | 
to DB2 thread lockouts. It complies com- | 


pletely with the recent IBM announce- 
ments, according to Robert Sackett, 


OfficeVision/MVS 


TBS Software's office systems administration products help you 
get the most from IBM's OfficeVision/MVS and DISOSS offerings. 
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product manager at Candle. 

The next stage, Sackett says, is for the 
product to monitor service levels. “If the 
user isn’t meeting response time require- 
ments, we'll be able to tell why.” 

According to Robert Berry, a research 
scientist at IBM’s Thomas J. Watson Re- 
search Center in Yorktown Heights, 
N.Y., IBM is doing a significant amount of 
prototyping in using expert systems for 
performance tuning. The recently an- 
nounced IBM Performance Analysis Faci- 
lity/VM, a reporting tool that incorpor- 
ates statistical techniques for detec- 
tion and diagnosis 
of performance 
problems, is a 
sample of the 
tools IBM is ex- 
pected to announ- 
ce. 

Other vendors 
offering knowl- 
edge-based tools 
include the fol- 
lowing: 
eGoal Systems 
International, 
Inc. in Columbus, 
Ohio, markets 
the Explore fam- 
ily of products, 
which monitors 
performance of 
MVS, VSE and 
VM systems; In- 
sight for DB2, 
which manages 
the performance 


e BGS 


e Candle 


e Goal Systems 


© Boole & Babbage DASD Advisor 


of DB2 systems; and CICS/Express, 
which tunes internal aspects of CICS to 
achieve optimum response time. 
eComputer Associates International, 
Inc. in Garden City, N.Y., offers CA- 
Mindover, an expert technology-based 
system that conducts performance and 
capacity management in the MVS envi- 
ronment and the CA-ISS/Three capacity 
management system. 

e Legent Corp. is planning to build expert 
systems technology from AI Corp. into 
Netspy Assistant, a technical support tool 
for its Netspy product. 


Price guide 


Best/1-MVS Modular pricing 
$14,000 to $72,000 
Tiered pricing 
$18,750 to $30,940 
Tiered pricing 
$20,000 to $60,000 
$16,000 to $24,700 
$16,000 

$10,200 to $15,600 
$10,800 to $35,000 
$25,000 to $39,000 
$13,860+ 

Tiered pricing 
$26,000 to $71,000 
$36,800 


AF/Performer 


Explore MVS 
Explore VSE 
Explore VM 
Insight DB2 
CICS/Express 
Netspy 
CA-Mindover 


CA-ISS/Three 


“VIKING DATA ENTRY SYSTEM IS 
THE ONLY ONE WITH THE 
FLEXIBILITY TO DO EVERYTHING 
WE NEED IT TO DO.” 


wee ra 


Charles (Chuck) Costanzo, president of Cambria Corporation, Pennsauken, N.J., data 


entry service bureau since 1973. 


Viking Data Entry (VDE) software 
gives Cambria fast formatting, 
statistical information on productivity, 
and data validation/verification 
routines. More than that, it means 
quick, accurate turn-around on peak 
workloads for Cambria’s many Fortune 
200 clients. 

“The thing about Viking’s products 
is that you can put your own ‘hooks, 
bells and whistles’ on, without 
violating any features or architecture 
of the system itself,” Costanzo added. 

Cambria has used VDE for four 
years, simplifying very difficult data 
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entry jobs for customers from 
virtually every conceivable industry or 
business. 

To find out how Viking can make 
your data entry more flexible, contact 
us at: Viking Software Services, Inc., 
4808 East 67th Street, Suite 100, 
Tulsa, OK 74136-4959. PHONE: (918) 
491-6144; FAX: (918) 494-2701. 


VIKING 


SOFTWARE SERVICES 
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What’s the difference between 
having knowledge and being an 
“expert”? In the sphere of infor- 
mation systems, there’s a major 
one. 

According to Robert Berry, a 
research scientist at IBM’s 
Thomas J. Watson Research 
Center in Yorktown Heights, 
N.Y., a true expert system prod- 
uct meets the following three re- 
quirements: 


e It must incorporate a knowl- 
edge base that encodes expert 
knowledge, or rules, and is sepa- 
rable from the processing func- 
tion. 

elt must include an inference 
engine that coordinates the ap- 
plication of knowledge-based in- 
formation. 

e Its system memory must con- 
tain problem data used for inter- 
rule communications. 


Most vendors’ performance 
management tools do not meet 
these criteria. The question is, 
do they have to in order to deliv- 
er a useful tool? 

The vendors say no. “You can 
implement expert systems-type 
technology without the use of an 
inference engine and have an ex- 
cellent product,” says Robert 
Sackett, product manager at Los 
Angeles-based Candle Corp. “If 
you can analyze a problem, de- 
vise a solution, implement the 
solution and validate the results, 
then you have a knowledge- 
based system.” 

Other industry observers 
agree that there are advantages 
to not incorporating an expert 
system shell in a performance 
Management product. “Expert 
systems are not known for their 
speed,” says Bernie Domanski, 
president of Domanski Sciences, 
a consulting firm in Freehold, 
NJ. “The interpretation of per- 
formance measurement data in 
real time could take a prohibitive 
amount of time, nullifying the 
usefulness of the system.” 

This use of system resources 
may account for the fact that 
true expert systems are more of- 
ten applied to capacity planning 
and modeling tools than to real- 
time performance management. 

“Model calibration and con- 
figuration capacity planning .. . 
are longer-term issues than per- 
formance management, which 
tends to be a more pressured 
‘fire fighting’ type of situation,” 
Berry says. 


Slow to move 

Even proponents of expert sys- 
tems acknowledge that users are 
reluctant to turn the real-time 
performance tuning of their sys- 
tems over to automated tools. 
No matter how much these sys- 
tems may become capable of do- 
ing, users are likely to insist, at 
least for a while, on holding onto 
direct control of performance 
changes. 
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Where expert systems help and hurt 


“‘What expert systems will do 
in the near term is intelligent 
analysis of the data — not turn- 
ing the knobs,’”’ Domanski says. 
“People are new to the idea of 
having the systems tune them- 
selves. They first want to under- 
stand how it works.” 

The issue of user acceptance 


—— 





Comp 


may be more than just lack of 
faith and understanding in the 
tools. ‘In the real world,” Berry 
says, “the people who do the 
performance analysis are not 
necessarily the people who have 
the authority to change the sys- 
tem. For now, it makes more 
sense to automate some portions 


1) | 


r ¢ 


of the process and then let the 
tool serve as an aid for letting 
people solve the rest.” 

Looking ahead, observers say 
that many of the “expert’’ capa- 
bilities for real-time perfor- 
mance management will eventu- 
ally be built right into the 
operating systems by the hard- 
ware vendors themselves. 

This is already beginning to 
happen on IBM’s recently an- 


nounced ESA/390 operating 
system, which includes many 
built-in expert performance 
techniques. 

“Mainframe vendors will also 
begin to build knowledge bases 
into their front ends,” according 
to Domanski. “It’s going to be a 
true interactive Help facility 
rather than a more static one like 
we see today.” 

MARY LOU ROBERTS 
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PRODUCT 


SPOTLIGHT 


Few tools capture full network picture 


BY ALLEN G. TAYLOR 


When an organization wires personal 
computers and workstations into a local- 
area network configuration, the last thing 
it expects is slower access and response 
times. Finding and fixing bottlenecks on a 
network isn’t easy, however; the job is at 
least an order of magnitude more complex 
than doing the same on stand-alone ma- 
chines. 

The biggest problem is that no one tool 
gives you a window into the entire net- 
work. For a complete overview and analy- 
sis of network activity — especially in 
large LAN or wide-area network configu- 
rations — you need to think more in 
terms of a crowd. 

“Local-area network management and 
optimization are very much an art rather 
than a science because you are dealing 
with multivendor environments,” says 
Cheryl Currid at Coca-Cola Foods in 
Houston. “There is no one tool that can 
tell you everything.” 

There are tools that can tell you “al- 
most everything,” however, depending 
on the level of detail you require. 

If your network supports fewer than 
100 users and doesn’t perform network- 
intensive tasks such as database retriev- 
als, software-only performance monitors 


Taylor is a lecturer, writer and systems consultant 
in Westminster, Calif. 


may be sufficient for your needs. 

Typically priced at only a few hundred 
dollars, these monitors provide a less-de- 
tailed analysis than hardware/software 
protocol analyzers. They monitor net- 
work resources, collect statistical node 
and traffic information, run connectivity 
requests and provide a picture of the in- 
ternet. 

This information sufficiently resolves 
most problems on small networks and can 
also be valuable on larger networks in 
combination with other tools. 

Most of the software-only packages 
are designed to run under Novell, Inc.’s 
Netware, currently the most popular PC 
network operating environment. 

One of the most capable products in 
this class is Cheyenne Software’s Moni- 
trix, which was introduced a year ago. 
The package provides a graphical display 
of network topology and everything con- 
nected to it, including bridges, servers 
and workstations, while continuously 
monitoring network resources. 

Monitrix is a value-added process 
(VAP), meaning that it follows Netware 
specifications to run continuously in the 
background during network operation. As 
a result, it is not necessary to dedicate a 
workstation to the monitoring and statis- 
tics-gathering functions. 

Monitrix Release 2.0, just introduced 
this year, adds artificial intelligence func- 
tionality that goes beyond problem analy- 
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sis to suggesting solutions. The package 
costs $795 for a configuration that sup- 
ports up to four servers. 

Fresh Technology in Gilbert, Ariz., has 
started shipping Netvision, a network 
analysis tool with a different emphasis 
from that of Monitrix. At $495, it pro- 
vides the budget-conscious network ad- 
ministrator with a detailed view of CPU, 
cache and disk efficiency in both graphical 
and spreadsheet form. As a VAP, it can 
also run as a background function to gath- 
er long-term statistics. 

There are fewer software-only perfor- 
mance monitors for the Unix environ- 
ment. In addition, tools that run on work- 
stations under VMS or Unix tend to be 
more expensive than comparable tools 
that run under Netware on PCs. 

One that just came out seven months 
ago is Santa Clara, Calif.-based Aim Tech- 


ability to monitor: It sees through — 
bridges, routers and T1 multiplexers to 
give the network administrator a picture 
of the entire internetwork. 

The software component — Lance/ 
NMS — is priced at $15,000, and each 
Lance/Tap card costs $3,500 in quantity 
purchases. 

Another network manager for Unix- 
based T1 networks is the Digital Link 
Network Management System (DLMS) 
from Digital Link Corp. in Sunnyvale, 
Calif. 

Using boards installed in workstations, 
the DLMS retrieves performance data 
and error reports and runs diagnostic 
tests from a central control site. A data- 
base contains the network configuration, 
historical performance data and alarm 
conditions. A basic DLMS software pack- 
age, priced at $17,600, can handle up to 
10 T1 links. 

There is as much diversity in the DOS, 
OS/2 and Netware worlds as in Unix. No- 
vell’s Lanalyzer products — which serve 


Detail work 


For inexpensive, “quick-fix” views of network performance, there is also a vari- 
ety of add-on utilities that fix their sights on specific aspects of network perfor- 


mance. 


For $179, Fresh Technology’s Fresh Utilities reports on such things as bind- 
ery information, drive use and file server active user groups. 

TXD from Thomas Conrad monitors LAN performance, alerts the administra- 
tor to problems and suggests a solution. The product costs $195. 

TXDis slightly more than a year old, and, like most of the products in this cate- 
gory, is able to see through bridges to segments of the network other than the 


one on which it is running. 


Other entries in this arena include Fry Computer Systems’ Fry Utilities at 
$495 and Emulation Technologies’ Net Companion at $349. 


nology, Inc.’s Aim Network File Manager 
(NFM), which runs on Sun Microsystems, 
Inc. workstations. Priced at $6,500, 
NFM monitors file-server throughput, di- 


agnoses topology-related problems and- 


manages the use of disk storage. 


Tool combinations 

Generaily, tools that include hardware ex- 
tract more detailed information from the 
network but for a higher price than their 
software-only counterparts. 

Software-only tools have network 
adapters designed to filter out faulty data 
packets, thus losing valuable diagnostic 
information. With a hardware/software 
combination tool, the adapters capture 
that faulty data and thus provide a better 
picture of the network. 

These products can also alert the ad- 
ministrator to undesirable trends before 
they affect performance. The administra- 
tor can then act to prevent a system slow- 
down without users being aware that any- 
thing is out of the ordinary. 

Representative of the combination 
hardware/software products running un- 
der Unix is FNMP-based Lance from Mi- 
cro Technology in Anaheim, Calif., which 
has been available for about eight months. 

A single Lance/Tap card can be 
plugged into a PC and then hooked up toa 
LAN segment to gather and report on de- 
tailed activity data. It also provides gener- 
al information about the network as a 
whole. When additional Lance/Tap moni- 
tors are installed on other network seg- 
ments, the administrator can gain a de- 
tailed view of activity on the entire 
network through a single console. 

Lance is geographically unlimited in its 


as both protocol analyzers and network 
monitors — are available for Ethernet 
and Token-Ring networks. 

The first Lanalyzer was introduced 
four years ago. The latest release includes 
an application test suite, an on-line trou- 
bleshooting guide and a Help system. 

The Help system not only guides the 
administrator in running the tests but also 
helps him interpret the results and sug- 
gests possible actions to take. A Lana- 
lyzer kit consists of software and a net- 
work interface card that plugs into any 
IBM Personal Computer AT on the net- 
work. The kit costs $9,980 for Ethernet 
or Token-Ring versions. 

Network General Corp. in Menlo Park, 
Calif., manufactures the Sniffer family of 
network analyzers, which supports more 
network hardware platforms than any 
other vendor. 

The company also supplies a wide ar- 
ray of protocol interpreters, including 
IBM’s Systems Network Architecture, 
Netbios, OS/2 LAN Manager, Netware, 
XNS/MS-Net, Transmission Control Pro- 
tocol/Internet Protocol, Sun’s Network 
File System, ISO, Simple Network Man- 
agement Protocol, Digital Equipment 
Corp.’s Decnet, Banyan Systems, Inc.’s 
Virtual Networking Software, Apple 
Computer, Inc.’s Appletalk and X Window 
System. 

Sniffer consists of a PC specifically 
configured for network analysis and all as- 
sociated software. It ranges from 
$16,750 to $24,000 for a base model. 

Network General recently introduced 
a 16M/4M bit/sec. Token-Ring Sniffer 
analyzer ($18,750) that is based on the 
IBM Personal System/2 Model 70. e 
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PRODUCT SPOTLIGHT 


Job scheduling tools 


OPERATING SYSTEMS SUPPORTED 





HARDWARE ENVIRONMENT 


VENDOR 


Advanced Systems 
Concepts, Inc. 
(708) 605-1311 


s 


Allen Systems Group, 
Inc. 

(800) 780-2727 
(813) 263-6700 
Altai Software 

(817) 640-8911 


MVS/SP, 


Carlis!e Systems Group 
(513) 746-8118 


Ivan-Submit 


Chestnut Data Systems, 
Inc. 
(215) 557-6607 


CDS/Acorn 


ae 


Computer Associates 
International, Inc. 
(516) 227-3300 


Cybermation, Inc. 


Execution 
(416) 479-4611 i 


IBM 370 and 
compatibles 


Digital Equipment Corp. 
(508) 490-9443 


EDP Systems, Inc. 
(904) 575-0179 


LIONL/Job MCP 


3.9 


a 


Glosser Software 
(800) 634-0102 


Help Systems, Inc. 
(612) 933-0609 


ISA Solutions 
(800) 462-6301 
(708) 677-3530 


ISA/Task 


Master 





DEC VAX | VAX/VMS 
Version 4.7 
and higher 


ISE, inc. 
(213) 837-8339 


versions 3.7- 





FUNCTIONS PERFORMED 
POTENTIAL PROBLEMS FOR 
WHICH WARNINGS ARE ISSUED 
ACTUAL PROBLEMS FOR WHICH 
OPERATORS ARE ALERTED 

ERROR HANDLING FUNCTIONS 
TYPES OF OVERRIDE COMMANDS 
SCHEDULING CHANGES 


JOB SCHEDULING 
ALLOWS ONE-TIME 








Incomplete and 
unperformed jobs 








REPORTING CAPABILITIES 


Distribution, on-line 
job status, history of 
jobs run 


On-line job status, 
history of jobs run 


INTERFACES WITH 
ON-LINE SYSTEMS 


COMMAND OR MENU DRIVEN 





Yes 


Create dependencies 
and multiple job 
queues, generate 
future schedules, hold 
jobs, schedule jobs by 
time and event 


Incomplete and 
unperformed jobs, 
activity errors 


Any commands 
that would other: 
wise be issued 
automatically 


Cancel and hold, create} Dormant jobs 
dependencies, 

generate future 

schedules, schedule by 

time 


Testart 
Incomplete jobs Report 

logged 

trapped, 


‘ed, 


e| Scheduling Incomplete, 
conflicts, overload} unperformed or 
late jobs, JCL 
errors, system 
messages, 
condition code 
failure 


Any operator and 
trapped, logged, | scheduling com- 
recovery mands 
procedure run 


dependencies, 
generate future 
schedules, schedule by 
time and event, allow 
ad hoc changes, 
resource-based 


Incomplete jobs Trapped, auto- | Run jobs out of 
matic job restart | schedule, hold 
generate future and remove jobs 
schedules, schedule by 


time or event 


Incomplete jobs Parameter 
changes, minor 
schedule modifi- 


cations 


Reported, 
trapped, logged, 
automatic job 


multiple job queues, 


e| Dormant jobs Incomplete jobs Logged Activate, deacti- 
vate jobs 
generate future 


schedules, schedule by 
time or event 

Incomplete jobs Reported, Start and hold 
trapped, logged | job, omit next 


run, run jobs 


All, plus resource- 


Incomplete or 
based scheduling 


unperformed jobs 


Hold, release, 
start 


Distribution, online | 


job status, pre- and 
post-process reports, 
history of jobs run, 
forecasting of 
production 
requirements 


On-line job status, pre- 
and pogt-process 
reports, history of jobs 
run, chargeback 


On-line status, history 
of jobs run, post- 
process reports 


On-line job status, pre- 
process reports, 
forecasting of 
production 
requirements 


On-line job status, pre- 
and post-process re- 
ports, history of jobs 


On-line job status, 
history of jobs run, job 
queue, forecasting of 
production 
requirements, 
simulation modeling, 
exception and late job 
reports 


Distribution, on-line 
job status, pre- and 
post-process reports, 
history of jobs run 


Distribution, history of 
jobs run, post-process 
reports 


On-line job status, pre- 
and post-process re- 
ports, history of jobs 


job status, pre- and 
post-process reports, 
history of jobs run, 
chargeback 

On-line job status, pre- 
anc post-process 
reports, history of jobs 
run 


1 All” refers to the following features: cancel and hold jobs, create dependencies and multiple job queues, generate future schedules, schedule jobs by time and/or event. 


2“ All” refers to the following features: distribution, on-line job status, pre- and post-process reports, history of jobs run, job queue, forecasting of production requirements and chargeback. 


3European readers should call Boole & Babbage, Inc. in Brussels, West Germany at 32-2-725-2432. 
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SECURITY PACKAGE 
COMPATIBILITIES 


internal 
security 





Proprietary} ACF2, 
RACF, 
Top 
Secret 


English-like} None, 
relies on 
text editor 
security 


Proprietary | None, 
internal 
security 

NA 


CDS/Sec 


Review 





English-like} ACF2, 

NA EDP’s 
Infoguard 
and 
internal 
security 


Unisys Internal 
Operator security 
Control 

Language 


internal 


Internal 
security 





PRICE RANGE 


$350-$2,450 


$11,800-$16,900 
for CPU license; 
$28,400-$40,500 
for site license 


$17,500-$56,500 


$3,500 


$2,000-$13,000 


$2,800-$3,400 


$6,060 - $109,920 


$41,220 - $109,920 


$42,000 - $70,000 





$1,767-$56,780 


$8,300 - $25,000 


$17,000 - $32,000, 
includes scheduling, 
console automation, 
tape management 
modules 


$8,000 - $12,000 


$300 - $950 


$1,750-$4,275 


$1,295-$9,000 


ee ee Oe 
changes 


The companies included in this chart responded to a recent survey conducted by Computerworld. When a vendor is unable to provide specific information about its product, the abbreviation NP (not provided) is used. When a question does not apply to a 
vendor's product, the abbreviation NA (not applicable) is used. Further product information is available from the vendors. 


OCTOBER 8, 1990 


COMPUTERWORLD 


95 








icam Technology 
(415) 872-3217 


Informed Management 
Environment, Inc. 
(800) 447-4687 
(713) 869-4630 


Mobius Management 
Systems, Inc. 
(914) 632-7960 


Netec International, Inc. 
(214) 343-9744 


Operations Control 
Systems 
(415) 493-4122 


Pansophic Systems, Inc. 


(800) 323-7335 


Planit Inc. 
(408) 737-1555 


Software and 
Management Associates 
(713) 664-5232 


Software Business 
Applications, Inc. 
(708) 863-4020 
Software Partners/32, 
Inc. 

(508) 887-6409 


Star Tech Software 
(212) 943-9800 


Systems Center, Inc. 
(703) 264-8000 


Tandem Computers, Inc. 
(408) 285-6000 


Telmi Systems, Inc. 
(313) 455-8755 


The AS/3X Group 
(800) 338-4089 
(508) 475-2732 


Tone Software Corp. 
(800) 833-8663 
(714) 991-9460 


Unison Software 
(408) 245-3000 


Unitech Software, Inc. 
(703) 264-3301 
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HARDWARE ENVIRONMENT 
JOB SCHEDULING 

FUNCTIONS PERFORMED 
ACTUAL PROBLEMS FOR WHICH 
OPERATORS ARE ALERTED 
TYPES OF OVERRIDE COMMANDS 
ALLOWS ONE-TIME 
SCHEDULING CHANGES 
REPORTING CAPABILITIES 
COMMAND OR MENU DRIVEN 
SECURITY PACKAGE 


COMPATIBILITIES 


i ERROR HANDLING FUNCTIONS 


j 
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¥ 
Oh ee 
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$4,000-$15,000 
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iif 
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MVS/SP. 


IBM MVS/SP, 
mainframes | MVS/XA, 
and MVS/ESA 
compatibles 


z 
> 


oe LANGUAGE USED FOR COMMANDS 


z INTERFACES WITH 
ON-LINE SYSTEMS 


Operations 


Incomplete and 
Environment 


Distribution, on-line 
unperformed jobs, 


job status, pre- and 
post-process reports, 
history of jobs run, 


$5,000-$12,000 


All, plus start job after 
appropriate data set is 
available or after 
unscheduled job is 
complete, rerun, check 
condition codes 


Scheduling 
conflicts, dormant 
jobs, overload 


Incomplete, 
unperformed and 
late jobs, condition 
code failures 


Adjust clock, 
schedule 
changes, manual 


Zz 
> 


C $30,000-$60,000 
trapped, logged, 

automatic job 
restart or rerun 


ie 
> 


: None, uses $3,000 - $11,000 
Operation 


Extension 


multiple job queues, 
Facility 


schedule by time or 


Com- REXX-like 
mand 


Either 


$10,000+ 


All, plus automatic 
recovery 


Incomplete, unper- 
formed and held 
jobs 


Reported, 
trapped, logged, 
automatic job 
restart, other 
jobs executed 
based on error 


Schedule depen- 
dencies, re- 
covery and other, 
parameters 


Distribution, on-line 
job status, pre- and 
Post-process reports, 
history of jobs run, 
forecasting of 
production require- 
ments, schedule docu- 
mentation 


Standard | None, uses $2,500 - $10,000 
OS/400 and} OS 
CPF 


The 
Operations 
Expert 


System/38 conflicts, dormant 


and late jobs 


$28,000-$31,000 


The Scheduler} Unisys 1100, 7 1100, OS} All, plus schedule for 


2200, multiple computers 
System 80 


Incomplete and 
conflicts, dormant} unperformed jobs, 
jobs, overload, insufficient 
machine time resources 
allocation by user 
or department 


Temporary sus- 
pension of the 
product, user- 
defined 
commands 


None, use $10,000-$65,000 
security in 

Unisys 

DPS and 

TIP and 


commands 
internal 
security 


Yes | Either English-like 
features 


Wang VS oe 43 and | Create dependencies, Incomplete jobs erence aaa -_ 
ee 


— create Incomplete and Reported, auto- | Override sched- | No | History of jobs run Either ta VMS-} $2,500-$10,000 
dependencies, unperformed jobs, | matic job restart} uling 
generate future completion status | if — goes 
eatel On-line job status ACF2, $4,500-$6,500 
Top 
Secret 
Incomplete jobs Yes | On-line job status, $7,000-$46,500 
automatic job ; 
restart 
Safeguard | initial license fee, 


history of jobs run, 
chargeback 
4 $120-$510 
VLX, CLX ae poet “ 
PBoss Datapoint DOS, RMS eed files fed job | Hold, change On-line job status, ae ie 000 
machines parameters history of jobs run 
A 
IBM AS/400] OS/400. shell to es 
= = =) see ele poe 


Control-M? All, plus schedules Yes $29,000 - $59,000 
job status, pre- ad 
post-process reports, 
history of jobs run, 
forecasting of produc- 
tion requirements, JCL 
checking, tape pull list, 


based on resource re- 
quirements, file 
availability, CICS 
On-line job status, pre-| No 
and post-process 
reports, history of jobs 
run, chargeback 


logged, automat- 
ic job restart, 
recovery job 
automatically 
executed 
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IN DEPTH 


BY JOHN CHISHOLM 


t’s time for IBM to rediscover its roots. What catapulted IBM to 
greatness in the mid-1960s was its discovery and implementa- 
tion in the System/360 of a single, scalable architecture offering 
binary compatibility across a family of processors. Not only was 
this IBM’s supreme intellectual and business achievement — 
and it is extremely rare for a single achievement to be both — 
but it also broadly defined the strategies that all other successful 
computer suppliers have followed since then. 
Last month, IBM celebrated more than 25 years of the Sys- 
tem/360 and System/370 by announcing the System/390. The 
System/390 provides common operating systems and architecture 
within the Enterprise System/9000 line, which covers the entire 
range of the former System/370 (9370, 438x, 3090) and more. But 
the System/390 does not provide object code (binary) compatibility 
across IBM product lines. 

Over the years, System 360 and OS/360 have given way to four 
major hardware architectures, six major operating systems and 
countless minor platforms and operating systems for IBM to en- 
hance, support and maintain. With this proliferation, IBM has not 
only forfeited binary compatibility but has created a beast with a 
monstrous appetite. Incompatible operating systems and architec- 
tures require tremendous duplicate resources for hardware engi- 
neering, software development, manufacturing, product testing, 
customer service and support, sales and administration. 

Sustaining these operating systems and architectures will be 
IBM’s downfall in the 1990s unless the problem is quickly addressed. 
To use its resources most effectively and halt its declining worldwide 
market share, IBM must rationalize and consolidate its disparate op- 
erating systems and architectures. 





Limits of SAA 

Systems Application Architecture (SAA) was a step in the right di- 
rection. SAA provides common applications programming inter- 
faces, as well as user interfaces and connectivity among many 
IBM systems. But SAA does not eliminate the need for 

IBM to enhance and maintain MVS, VM/370, OS/2 Ex- 
tended Edition and OS/400; the non-SAA operating 
systems VSE/370, System/88 OS, System/88 Unix, 
System/36 SSP and DPPX; or the three versions of 

AIX that run on the Personal System/2, RISC Sys- 

tem/6000 and System/370. Nor can SAA provide 

binary compatibility across the System/370 
(9370/3090), Application System/400, RS/6000 and 

PS/2 


Admittedly, the source-code compatibility that 
SAA provides helps programmers develop common appli- 
cations for the PS/2, AS/400 or 9370/3090. However, 
these applications represent a fraction of IBM’s total market, 
given the largely nonoverlapping markets of the three fam- 


Chisholm is president of John Chisholm Co. in Menlo Park, Calif., a consultancy 


that specializes in marketing strategy for computer manufacturers and software 
suppliers. 


Get it together, IBM 


Aonce-unified Big Blue must consolidate tts operating systems 
and architectures to thrive past the 1990s 


ilies. SAA is an incremental application-layer solution, and fundamen- 
tal systems-level surgery is required. 


OS evolution 

Operating systems, like people, look more similar with age. Given 
enough time, all operating systems support batch processing, time- 
sharing and networking, offer facilities for backup, recovery and se- 
curity and provide the availability and throughput needed for high- 
volume on-line transaction processing. IBM’s VM/370, Digital 
Equipment Corp.’s VMS and Hewlett-Packard Co.’s MPE all cur- 
rently offer similar functionality. If IBM’s operating systems contin- 
ue to evolve as they have for the last 10 years, by the year 2000 they 
will also be essentially equivalent — not compatible but with virtually 
identical feature sets. 

That means duplicate effort. IBM, DEC and HP have separately 
announced that VM, VMS and MPE will be made Posix-compliant. 
Tactically, these moves are sound: They open the federal systems 
market, which requires Posix compliance, to these proprietary oper- 
ating systems. 

But as a result, IBM, DEC and HP each have two operating sys- 
tems to adapt to Posix: each company’s proprietary operating sys- 
tem and its Unix product. Posix compliance is not very demanding to- 
day, but it will become more so over time, increasing the duplicate 
effort required at each company. 

Consolidating operating 
systems is especially 
difficult for a ven- 

dor when it 








* Loss of binary compatibility hurts everyone 
¢ From laptops to mainframes, too many voices 


* RISC System could be standard in 2000 
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means moving from a proprietary operat- 
ing system to Unix. use customers 
using proprietary systems have higher 
barriers to switching vendors than those 
using Unix, systems with proprietary op- 
erating systems and large installed bases 
typically have higher margins than Unix 
systems. 

For the vendor, the “locally optimal” 
strategy is to continue investing in the 
proprietary system. But proprietary cus- 
tomer pools eventually dry up as users de- 
velop new applications on open systems 
with superior price/performance. Usual- 
ly, the pools dry up rather abruptly, as we 
saw with Wang Laboratories, Inc.’s VSOS 
and Data General Corp.’s AOS/VS and 
now with DEC’s VMS. 

To avoid local optimization, vendors 
have to suboptimize — accept lower re- 
turns — while operating systems and ar- 
chitectures are consolidated. When a 
well-executed consolidation is complete, 
returns will be higher than they would 
have been had the vendor continued on 
the locally optimal path. For example, de- 
spite HP’s recent sluggish financial per- 
formance, its results are almost certainly 
stronger than they would have been if 
MPE and HP-UX had not been consolidat- 
ed onto one architecture four years ago. 


Goals for architecture 

An architecture’s purpose is to allow 
hardware implementations with favorable 
price/performance, scalability and reli- 
ability. Multiple architectures are costly 
and unnecessary for a vendor to be com- 
petitive in both commercial and technical 
computing, as DEC and Sun Microsys- 
tems, Inc. have shown. Multiple architec- 
tures increase the costs of hardware and 
software development, maintenance, 
support and manufacturing. They pre- 
clude economies of scale from common 
subsystems, memory, peripherals and 
system-level testing. For customers, they 
preclude binary compatibility. Customers 
enjoy binary compatibility within archi- 
tectures — not across them. 

In rediscovering the single hardware 
architecture, IBM can take a cue from 
Sun. Sun’s Sparc embodies two elements 
appropriate for the 1990s: First, Sparc is 
a RISC architecture, with RISC’s favor- 
able price/performance, scalability and 
ease of implementation; second, Sparc is 


oth IBM and Microsoft Corp. 
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Getting it together: 
Architectures 


oving operating systems to consolidate architec- 

tures can be done. 7wu exampies show how op- 

erating systems can be moved, even if — like 

MVS — they were not designed to be portable. 

Hewlett-Packard — Four years ago, Hewlett- 
Packard Co. moved Multiprogramming Executive (MPE), 
which was formerly only available on the 16-bit complex in- 
struction set computing (CISC) HP 3000 platform, to HP’s 
32-bit Precision Architecture Reduced Instruction Set Com- 
puting (PA-RISC) system. This event was a major industry 
milestone. To this day, MPE is still the only proprietary oper- 
ating system with any significant installed base (45,000 units) 
that has been ported to RISC. 

Today, the MPE-based HP 3000 and the HP-UX-based 
HP 9000 use identical PA-RISC platforms except for machine 
identification chips and I/O cards. HP enjoys tremendous 
economies between the two families in hardware engineer- 
ing, manufacturing and software development. HP-UX and 
MPE are source code-compatible for C, Fortran and Pascal. 

Migration of MPE users from CISC to RISC is facilitated 
by three factors: implementation of a 32-bit version of MPE 
on PA-RISC, availability of a 16-bit version of MPE through 
emulation of the 16-bit CISC instruction set on PA-RISC and 
application source-code compatibility between native and 
emulation modes. 

Together, these three features allow existing CISC MPE 
applications to run on the RISC platform without recompil- 
ing. They also allow applications to be recompiled and run in 


native mode with few or no modifications when required for 


performance. 

CISC and RISC systems also share common network ser- 
vices and may coexist on the same network. The migration 
and consolidation have been very successful. The original 
CISC platform for the HP 3000 has now been phased out ex- 
cept for the low-end HP Micro 3000 family. Eventually, even 
the low end will move to RISC. 

Of course, sustaining HP-UX and MPE, both 16- and 32- 

bit versions, is not as efficient as sustaining only a single Unix 
variant. Before the year 2000, HP will no doubt offer a migra- 
tion path from MPE to HP-UX. In the meantime, HP is differ- 
entiating the two operating systems by positioning MPE for 
on-line transaction processing (OLTP). Over the next few 
years, this distinction will also fall by the wayside as Unix 
gains the ability to handle OLTP as effectively as any propri- 
etary operating system. 
IBM — On a smaller scale, two years ago IBM ported the 
8100 Distributed Processing Programming Executive 
(DPPX) >perating system to the 9370. This was beneficial for 
both 8100 customers and IBM. 

Customers now enjoy a growth path with much more per- 
formance and many more configuration options; IBM now has 
to enhance, maintain and manufacture one fewer hardware 
architecture. Of course, a better target DPPX platform than 
the IBM 9370 would have been the RS/6000, but in 1986 
when this project began, the RS/6000 was not available. 

JOHN CHISHOLM 


licensed to other vendors, allowing binary 
compatibility across multiple vendors’ 
systems. 

DEC and Apple Computer, Inc. have 
enjoyed the fruits of essentially single ar- 
chitectures for several years — VAX and 
Macintosh, respectively — but the mar- 
ket shares of both of these systems are 
now either flat or declining, in part be- 
cause they lack these two elements that 
Sparc embodies. 


Strategic planning 

To determine how IBM should consoli- 
date its operating systems and architec- 
tures, it is first necessary to decide where 
IBM should be in the long term — say, in 
the year 2000. It’s easy to conclude that 
AIX (and possibly MVS) are the only cur- 


Getting it together: 


Operating systems 


recently have shown 


rent IBM operating systems on which the 
company should still be doing develop- 
ment in 2000. Demand for Unix will rise 
gradually, continuously and incessantly 
over the coming decade and beyond. AIX, 
if allowed to track Unix industry stan- 
dards closely, should enjoy the same 
growth. MVS systems contribute heavily 
to IBM revenue and profit today and will 
continue to do so for many years, given 
the momentum created by their large ap- 
plications base. 

Nonetheless, demand for MVS sys- 
tems will no doubt reach its peak and be- 
gin to decline within this coming decade, 
probably quite suddenly, just as we have 
seen for nearly every other proprietary 
system. Porting a proprietary operating 
system to RISC will extend the life of a 


that it’s possible to consolidate operating systems 
and live to tell about it. 
IBM — IBM developed OS/400 on the Appli- 
cation System/400 to serve as a migration path for 
both System/36 and System/38 users. OS/400 is a superset 
of the System/38’s operating system, CPF, so the AS/400 is 
able to run most System/38 application binaries as is. Today, 
the AS/400 has effectively replaced the System/38. 

The path for the System/36 is not as smooth. OS/400 is 
substantially different from the System/36’s operating sys- 
tem, SSP. IBM provides a System/36 emulation mode on the 
AS/400, allowing System/36 binaries to run without recom- 
piling, but performance is slow. Many users have no choice 
but to rewrite applications for native mode — a major conver- 
sion effort — for better performance. 

As a result of the difficult conversion and higher prices of 
AS/400s, only a small fraction of the 250,000 System/36s 
worldwide have upgraded to AS/400s. This is expensive for 


IBM both tactically and strategically: The company risks Sys- 
tem/36 customers switching to low-cost, Unix-based mul- 
tiuser microcomputers and bears the ongoing expense of sup- 
porting SSP and manufacturing the System/36. 

IBM’s response to these concerns is right on target; the 
company says it will improve the performance of the AS/400s 
System/36 emulation mode and will introduce lower cost 
AS/400 models. 

Microsoft — Microsoft has announced plans to make 
Windows Version 3.0 and OS/2 Version 2.0 (or later) binary- 
compatible — a brilliant move. Microsoft’s purpose is not to 
consolidate the two operating systems — Windows and OS/2 
will coexist for a long time — but to facilitate market accep- 
tance of OS/2, which has been slow. This represents a perfect 
example of a company exploiting its existing strengths (the 
Windows applications base) in order to build a new business 
(OS/2). In effect, Windows 3.0 becomes an entry-level ver- 
sion of OS/2. 
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proprietary operating system, as HP has 
demonstrated by porting MPE to its Pre- 
cision Architecture. This is an option to 
be explored for MVS as well. 

The RS/6000 is the IBM architecture 
with the most favorable price/perfor- 
mance, scalability and ease of implemen- 
tation. Along these dimensions, the 
AS/400, PS/2 and 370 pale in compari- 
son. Of the architectures IBM currently 
offers, the RS/6000, encompassing both 
single and multiple processors, is the one 
whose descendants are the best choice to 
underlie IBM’s offerings in the coming 
century. 


How to do it? 

Now let’s get down to the nitty-gritty: 
How specifically should IBM consolidate 
its many product lines to either AIX or 
MVS on RS/6000 platforms? Every sys- 
tem must have a migration path that 
meets three requirements. 

First, the path must be easy to follow, 
or customers either will not move or will 
defect to competitors. Second, the path 
must be attractive, offering incentives 
such as improved performance, price/per- 
formance or functionality. Making the mi- 
grations easy and attractive will be costly 
for IBM, but the cost has a finite life — 
not quite a one-shot expense, but more 
like a half-decade expense — unlike the 
cost of maintaining multiple operating 
systems and platforms, which goes on in- 
definitely. 

Third, because many customers will 
not need or choose to migrate right away, 
existing systems must be enhanced for 
several years after migration paths are 
available. This means that IBM should be- 
gin offering and refining migration paths 
to customers sooner rather than later. 

A migration path can consolidate archi- 
tectures, operating systems or both. Ar- 
chitectures are consolidated by moving an 
operating system to a new architecture 

Continued on page 100 
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The change will do you good. 


You Only need to bill 500 hours a month 
to save 40% or more on average? 
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and phasing out the old one. An 
operating system is “moved” by 
either porting it as is or reimple- 
menting it to exploit features of 
the new architecture. Optional- 
ly, the new architecture may em- 
ulate the old, allowing binaries of 
the old architecture and operat- 
ing system to run on the new ar- 
chitecture without recompiling. 
Operating systems are consoli- 
dated by moving applications to 
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a new operating system and 
phasing out the old one. Operat- 
ing system consolidation re- 
quires either recompiling appli- 
cations, modifying source code 
and then recompiling, or neither 
of the above if the architectures 
are the same. 

The type of migration path 
chosen for each system depends 
on strategic and technical con- 
siderations. Moving an operat- 


Today’s networking 
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demands on their networks printers—for 
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ing system to a new architecture 
will make migration easier for 
the customer than forcing him to 
convert applications to a new op- 
erating system. This may be the 
better approach if the operating 
system customer base is large, 
still growing and strategic; or if 
the operating system customer 
base is stable and the operating 
system is stable, requires no fur- 
ther development and porting it 


a number of high- 


is straightforward. However, if 
applications can be easily con- 
verted, that may be the better 
approach. 


Ascenario for IBM 
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widely used in the industry (see 
story page 98). 
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architectures and six major oper- 
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designed to get the job done. And this 

makes them a hit on any network. 
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ating systems. Detailed techni- 
cal assessments will influence 
the final decision. Nonetheless, 
one hypothetical, aggressive 
scenario could do the job (see 
story page 101). 

At a minimum, a strategy 
must cut through the tactical 
jockeying among _ product 
groups, such as “‘protecting”’ the 
AS/400 from the RS/6000 or 
vice versa. This scenario shows 
only the migration of operating 
systems and platforms, not the 
broadening of the RISC family to 
include supermini- and main- 
frame-class systems, which pre- 
sumably would take place con- 
currently. 

Imagine the power of IBM 
building, supporting and selling a 
single binary-compatible line, 
from laptops to mainframes, 
based on successors to AIX and 
the RS/6000. The company 
would be a juggernaut that would 
make both Thomas J. Watsons 
proud. However, if it is not done 
very soon, consolidation will be 
useless. Who would suggest 
porting Wang’s VSOS or Data 
General’s AOS/VS to RISC to- 
day? 


A final vision 

By the year 2000, an industry- 
wide shakeout will be well under 
way on binary compatibility. 
There will probably be room for 
no more than three or four bina- 
ry standards. One will no doubt 
be successors to the Intel Corp. 
80X86 chip family. Another will 
probably be successors to Sparc, 
which is off to a strong start in 
executing its multivendor com- 
patibility strategy. A third candi- 
date is Mips Computer Systems, 
Inc., if Mips can get its many li- 
censees (i.e., Pyramid, DEC, Sil- 
icon Graphics) to agree on a sin- 
gle binary-compatible standard. 
A fourth candidate is IBM’s 
RISC System. 

Beyond consolidating its own 
product lines onto the RISC Sys- 
tem, IBM can do two things to 
help establish the RISC System 
as a standard. First, IBM should 
offer the RISC System architec- 
ture for licensing, as HP has li- 
censed its Precision Architec- 
ture to Hitachi and Samsung, so 
that binary-compatible RISC 
Systems are possible from multi- 
ple vendors. 

Second, IBM should make 
AIX compatible with AT&T’s 
Unix System V, Release 4 and 
OSF/1. System V, Release 4 al- 
ready has too much momentum 
for any vendor who aspires to be 
a Unix leader to ignore. 

IBM may feel that these two 
moves are unnecessary and that 
its backing alone should be suffi- 
cient to ensure widespread mar- 
ket acceptance of RISC. That 
would be risky thinking and 
pointless: In this, the open sys- 
tems decade, no single vendor 
need go it alone. RISC has the 
potential to provide an industry- 
wide binary standard. There will 
be no other kind in the year 
2000. e 
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IN DEPTH: GET IT TOGETHER, IBM 


A modest proposal 


Nine steps to a streamlined IBM 


There are many ways for IBM to 
consolidate its four architectures 
and six major operating systems. 
This scenario shows only the mi- 
gration of operating systems and 
platforms, not the broadening of 
the RISC system family to in- 
clude supermini and mainframe 
systems, which would presum- 
ably take place concurrently. 


Step 1 — Offer OS/2 on the 
RISC System/6000 as well as on 
the Personal System/2. Consoli- 
dating PS/2 and RS/6000 is not 
an objective: Intel Corp. micro- 
processor-based PS/2s will long 
survive to run MS-DOS. But Mi- 
crosoft Corp. has announced 
plans to move OS/2 to RISC plat- 
forms, so OS/2 on RS/6000s 
seems likely early on (although 
the first platform may well be the 
Intel I860 rather than the 
RS/6000). 1992 


Step 2 — Move OS/400 to 


fort. Any of the several possible 
approaches would depend on re- 
cent and forthcoming advances 
in computer-aided software en- 
gineering and design automation 
to be practicable. 

First, the architecture could 


be pure RS/6000, a superset of 
RS/6000 or a custom architec- 
ture using RISC techniques. Sec- 
ond, MVS could be ported as is 
or reimplemented to exploit the 
RS/6000 architecture. Reimple- 
menting, an even larger job than 
porting, has the potential to 
bring advanced new functiona- 
lity to MVS. Third, System/370 
emulation mode could be done 
purely in software or with the aid 
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of hardware assists. 1996 


Step 8 — Phase out Sys- 
tem/370 architecture  plat- 
forms. 2000 


Step 9 — Migrate MVS appli- 
cations to AIX; phase out new 
sales of MVS. Eventually, follow- 
ons to RS/6000 systems will sur- 
pass follow-ons to System/370s 
in every aspect: millions of in- 


structions per second, I/O 
throughput, price/performance, 
expandability, reliability and 
availability. As this happens, de- 
mand for MVS will naturally shift 
away from System/370s to 
RS/6000 systems. And finally, to 
avoid having to duplicate devel- 
opment between MVS and AIX, 
IBM will offer an MVS migration 
path to AIX. 2005 

JOHN CHISHOLM 


Optical storage libraries from Kodak can put you 
on-line with more data, more quickly, in less space 
than any other optical system. 


Whether you are in banking, insurance, engineering or 
medicine, optical storage libraries from Kodak 

can help you get more out of your information system, 
make better, quicker decisions and keep customers 
happy. The KODAK Optical Disk System 6800 can hold 
6.8 gigabytes of user data on each Kodak optical 

disk, and find any page in just 6.5 seconds! It has the 
fastest disk exchange time, highest transfer rate 

and smallest footprint per megabyte in its class. 


Find out how Kodak optical 
storage libraries can be 
integrated to meet your 
requirements. For a complete 
package of information and 
knowledgeable follow-up, call 
1800 445-6325, Ext. 993B. 


So much data, so little time. 


RS/6000; phase out System/36 
platforms. OS/400 _ includes 
some unique features, such as its 
built-in relational database. It 
will be hard to migrate these ap- 
plications to a_new operating 
system, so we have moved 
OS/400 intact to the RS/6000 as 
an interim step. Software emula- 


tion of the Application Sys- 
tem/400 will be required to fa- 
cilitate migration. This would 
allow RS/6000 systems to re- 
place System/36s, System/38s 
and AS/400s. 1992 


Step 3 — Migrate VSE appli- 
cations to AIX; phase out VSE. 
1993 


Step 4 — Make AIX binary- 
compatible with OS/2 on the 
RS/6000. 1994 


Step 5 — Migrate VM applica- 
tions to AIX; phase out VSE. 
1994 


Step 6 — Migrate OS/400 ap- 
plications to AIX; phase out 
VM. The applications of three 
IBM operating systems are mi- 
grated to AIX, with those of the 
least strategic operating system, 
VSE, migrating first. Systems 
Application Architecture-AIX 
commonality will facilitate mi- 
gration of VM and OS/400 appli- 
cations to AIX. 

Making AIX binary-compati- 
ble with OS/2 would bring the 
then large base of OS/2 and X 
Window System productivity ap- 
plications (e.g., spreadsheets, 
word processing, graphics) to 
AIX on the RS/6000. 1995 


Step 7 — Move MVS to 
RS/6000; offer choice of Sys- 
tem/370 or RS/6000 platforms 
for MVS. The guts of this or any 
other scenario is moving MVS to 
the RS/6000 architecture — a 
Herculean investment and ef- 
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are bottlenecked. 
yels are down. 
'is considering outsourcing. 


CIO does not have to mean “career is over.” Not for the 
CIO or the IS management staff. Today, LEGENT Corporation 
There’s never been is supplying the technologies and strategies 
a better time that successfully support the “do-more-with- 
to be an IS executive. less” objectives of IS Management. 

With LEGENT technologies, many IS managers are 
quantifying and assessing their entire environment. Then they 
further exploit LEGENT solutions to automate and improve 
datacenter performance, enhance system and network produc- 
tivity, and automate and manage the application development life 
cycle. Resulting in increased productivity, improved user service 
levels, and a reduction of overall IS costs. 

IS Management. Performance Management. Operations 
Management. Software Management. And Network Productivity. 
Five technologies from one company committed to building an 
effective partnership to ensure the success of the IS enterprise. 


For more information, call LEGENT at 1-800-326-1992. 
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With software problems dela A ng shipment of orders, 
management wrestles with excess inventory. 


This manufacturer's order processing software was 
developed with outdated methods. If you want 
modern tools for developing quality software, call 
KnowledgeWare. Our Computer Aided Software 
Engineering (CASE) tools are helping thousands of 
users develop better software in less time. In a 
Computerworld survey, CASE users rated our tools 
best by a wide margin. And our close relationship 


with IBM makes us the natural choice of IBM users. 


For more information on KnowledgeWare 
CASE tools, call 1-800-338-4130. KnowledgeWare, Inc., 
3340 Peachtree Road NE., Atlanta, GA 30326. 
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Defense 


Zenith Data Systems 
gained an unexpected ally re- 
cently in its defense against 
patent infringement charges 
brought by Texas Instru- 
ments, Inc.: California in- 
ventor Gilbert Hyatt, who 
was awarded a patent on the 
micropressor said to have 
spurred the rise of the micro- 
computer. Hyatt’s patent at- 
torney said his client will 
show the court that his own 
work predates the patents 
that TI said Zenith infringed 
on. 


Default 
Tinton Falls, N.J.-based 
real-time computer maker 
Concurrent Computer 
Corp. announced last week 
that it was unable to meet 
the September interest and 
principal payments on its se- 
nior bank debt. According to 
recently appointed Chief Ex- 
ecutive Officer Denis Brown, 
the company, bank and 
shareholders agree that cor- 
porate and capital changes 
are called for. The question 
that remains to be answered 
is whether the firm’s finan- 
ciers will agree to give Con- 
current the breathing space 
to finish drafting and begin 
implementing a new business 
plan. 

More briefs on page 107 
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Sequoia rebounds with a vengeance 


CEO Fusco has brought vendor back from death's door with 56% rise in revenue 


BY MARYFRAN JOHNSON 
CW STAFF 


n an industry where one failure 

can be fatal, Marlboro, Mass.- 

based Sequoia Systems, Inc. has 

returned from the grave’s edge 

with something akin to a healthy 
glow. 

Strutting out revenue for fiscal 
1990 that soared 56% over the previ- 
ous year’s to $48.6 million, the Unix- 
based fault-tolerant computer vendor 
has fortified itself this past year with 
big-name business alliances with Hew- 
lett-Packard Co., Samsung Electronics 
Co. Ltd. and Raytheon Corp. 

“The only thing we have to fear is 
shooting ourselves in the foot,” said 
Gabriel Fusco, the beefy, gravelly- 
voiced chairman and chief executive 
officer who pulled Sequoia back from 
the brink three years ago. 

Sequoia has doubled its manufactur- 
ing capacity, raised $20 million in cash, 
moved to new headquarters to accom- 
modate a work force of some 250 em- 
ployees and successfully ushered out 
its Series 300 systems — six weeks 
ahead of schedule. 


Fortune 500 league? 
A slew of new software announce- 
ments, which the firm is poised to 
make within a few months, will ratchet 
up its potential to win Fortune 500 ac- 
counts, company officials claimed. 

“Clearly, Sequoia went from living 
to zombie to living again, and very few 
companies have done that,’’ said Peter 
Kastner, an analyst at Aberdeen 
Group in Boston. “‘But Sequoia is leap- 
ing for the brass ring from on top of a 
house of cards.” 

Kastner was referring to the fact 
that much of Sequoia’s recent success 


Seth Resnick 


Sequoia’s Fusco hung on to the faltering firm, dragged it back into the fray 


is tied to OEM relationships with 10% 
stakeholder HP, which has exclusive 
rights to sell Sequoia boxes in the tele- 
communications marketplace, and The 
Ultimate Corp., which has a lock on 
selling Sequoia systems in the Pick 
commercial marketplace. Yet another 
OEM relationship with Samsung gives 
that company exclusive rights to sell 
Sequoia systems in South Korea. 
Fusco argued that these business 
partnerships give Sequoia the kind of 
international reach and marketing ca- 
chet it could never attain on its own. 
The alliance with HP gave Sequoia 
access to HP’s highly regarded re- 
duced instruction set computing tech- 
nology and brought in a much needed 
capital infusion of $5.8 million — HP’s 
purchase price for 10% of the compa- 
ny. Part of the deal also required HP to 
buy 22 systems for resale under its 
own label; HP has more than doubled 


that commitment already, Fusco said. 

“‘T would characterize our relation- 
ship [with HP] as a marriage, whereas 
OEM relationships are only affairs,” 
he said. “What we have is an eight- 
year partnership with a lot of room for 
innovation.” 

The OEM relationship with Sam- 
sung is also enhanced by the two com- 
panies’ plan to build the Series 40, a 
kind of little-brother machine to Se- 
quoia’s main line. 

“If they’re able to pull off a coup 
with Samsung and produce a system 
that retails for under $100,000 and 
supports 100 or more users, it could be 
a significant challenge to a lot of other 
vendors in the industry,” observed 
Robert Kidd, an analyst at Dataquest, 
Inc. in San Jose, Calif. 

“‘Sequoia’s lifeline today is attached 
to other vendors, although looking at 

Continued on page 110 
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dle the burgeoning requests now coming ment are spurring interest in assessment 
in at the rate of two to three per week, methodologies among nondefense compa- 


Software developers climb 
onto assessment bandwagon 


BY GARY H. ANTHES 
CW STAFF 


PITTSBURGH — The Software Engi- 
neering Institute (SEI) at Carnegie Mel- 
lon University is about to certify nine 
companies to administer its software de- 
velopment assessment method. Officials 
at SEI and the companies said the assess- 
ments are increasingly in demand and are 
viewed by the companies as a competitive 
advantage, particularly when bidding on 
federal government jobs. 

The companies to be licensed are 
American Management Systems, Inc., 
Arthur D. Little, Inc., Booz, Allen & Ham- 
ilton, Inc., Contel Corp., Dayton Aero- 
space Associates, Inc., Digital Equipment 
Corp., Pragma Systems Corp. and Tech- 
Rati 
ing 
| | © | 

The SEI’s Software Process As- 

sessment method assigns one of 

five maturity levels to software de- 
velopers: 

e Level 1 — Initial process. The 

process is ad hoc, sometimes chaot- 

ic. There is no management mecha- 
nism to ensure that formalized pro- 
cedures and project plans are used. 

In a crisis, controls are abandoned 
and people just work harder at cod- 
ing and testing. There is little se- 
nior management involvement. 

e Level 2 — Repeatable process. 
Through experience, the organiza- 
tion has mastered projects of partic- 
ular types but stumbles on new 
challenges. New technologies may 
do more harm than good by upset- 
ting the base of experience on 
which past successes have been 
built. Growth is slow and painful, 
and organizational changes can be 
highly disruptive. 

e Level 3 — Defined process. The 
organization has established a 
group to focus exclusively on im- 
proving the software development 
process. An array of development 
tools and methods is in place, but 
there is no way to quantitatively 
measure the effectiveness of each 
step in the development process. 

e Level 4 — Managed process. 
Methods are in place to measure 
the cost and quality, or benefit, of 
each activity. For example, what is 
the cost and benefit of error detec- 
tion and correction? The data is 
costly to gather and maintain. 

e Level 5 — Automated gathering 
of process-measurement data. The 
data is used to prevent problems 
and improve efficiency. 

Of 113 project assessments con- 
ducted or observed by the SEI so 
far, 85% fell into level 1, 14% were 
at level 2, 1% were at level 3, and 
none were at levels 4 or 5. 

GARY ANTHES 


nology Applications, Inc. Also on the list is 
the Software Productivity Consortium 
(SPC), an organization to which a blue- 
ribbon list of technology firms contributes 
talent. Teams at the firms will be trained 
to conduct formal assessments of the soft- 
ware practices of client companies and 
will be licensed to issue ratings according 
to a process-maturity scale developed by 
the SEI. 

While it has conducted some assess- 
ments itself, the SEI lacks the staff to han- 


said Betty Deimel, a staff member of 
SEI’s Technology Transition 
Program. Teams from the 
nine companies will be ready 
to offer assessment services 
by the end of the year, she 
said. 

The SEI is funded by the 
U.S. Department of Defense 
(DOD). The assessment pro- 
gram was established as a 
way to transfer software engineering 
technology developed under DOD spon- 
sorship to the U.S. defense industry. 
However, Deimel and others said the in- 
creasing complexity of systems and the 
skyrocketing cost of software develop- 


nies as well. 

The SEI method is cen- 
tered around a five-day site 
visit during which vendor/ 
client teams assess the soft- 
ware practices of the client 
through a series of structured 
discussions. At the conclusion 
of the assessment, an overall 
process-maturity rating is as- 
signed, and recommendations 

for improvements are detailed (see story 
below). Depending on contractual agree- 
ments, the licensed vendor may or may 
not assist in implementing the improve- 
ments, Deimel said. 

The intent is to assess the organiza- 
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tion’s practices as a whole, not to critique 
particular projects, Deimel said. Howev- 
er, she added, several projects are nor- 
mally examined during the assessment. 

Greg Friedman, a spokesman at Hern- 
don, Va.-based SPC, which is sponsored 
by 14 aerospace and defense firms, said 
the SPC will have four trained teams, 
each expected to be employed full-time 
doing assessments. He said a typical en- 
gagement should cost the client less than 
$75,000. 

According to Friedman, some SPC 
member companies have asked for as- 
sessments themselves, and all hope to 
benefit from the program by learning 
more about software engineering prac- 
tices in the industry. 

Federal agencies are encouraging bid- 
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ders to go through some kind of standard- 
ized assessment, Friedman said, and some 
agencies have conducted vendor assess- 
ments themselves as part of the proposal- 
evaluation process. 

Friedman added that some agencies 
may also favor companies having a high 
rating, although the emphasis should be 
placed on the firm’s ongoing program to 
improve its software engineering prac- 
tices. 


Publicizing results 
Results of the assessments remain confi- 
dential, but Deimel acknowledged that 
some companies seeking a competitive 
advantage may publish the results. 

“T’d say that if you have level 3 prac- 
tices in place, you’d want to publicize 


that,” Deimel said. However, of the 113 
project assessments conducted or ob- 
served by SEI so far, 99% of them fell into 
level 1 or level 2, she said (see story page 
106). 

“We see a market to design, tailor, in- 
stall and support software processes for 
clients,” said Judah Mogilensky, director 
of technology marketing at Contel. “A 
software process assessment ... would 
be a first step in identifying a client’s pro- 
cess needs.” 

Ron Willis, chief scientist for software 
engineering technology at Hughes Air- 
craft Co., said Hughes was so happy with 
the results of its 1987 SEl-assisted as- 
sessment that it went through a reassess- 
ment this year. In the first round, it was 
noted that Hughes collected process data 
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on a project-by-project basis but did not 
have a way to integrate the data from mul- 
tiple projects. The company earned a 
“strong level 2,” Willis said. 

By the time the reassessment oc- 
curred, Hughes had put in place an auto- 
mated system for capturing and maintain- 
ing the process data, allowing cross- 
project performance comparisons and 
statistical analyses for the organization as 
a whole. A “high level 3” was earned this 
time in a process that Willis said cost 
Hughes $45,000 in internal labor and oth- 
er expenses. 

“T’m really sold on it because it’s mobi- 
lizing the U.S. to improve,” Willis said. 
“The process-maturity concept and the 
pressure by [DOD] to use process maturi- 
ty are mobilizing us.” 
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Where’s Bob? 


Somebody check the betting pool. 
Almost three months to the day since 
announcing that he was leaving 
3Com Corp., the company he found- 
ed, Bob Metcalfe is back in the biz. A 
recurring question in networking cir- 
cles since he left has been when the 
agitator/inventor would re-enter 
computing. Last week, IBM said 
that Metcalfe would advise it on its 
quest to build standards-based ad- 
vanced applications system software. 






Index down 


Tighter margins and lower expecta- 
tions dogged an upper-CASE market 
player last week as Cambridge, 
Mass.-based Index Technology 
Corp. said it expects to report an 
approximately $500,000 loss for the 
quarter ended Sept. 30. Index Chief 
Executive Officer Richard Carpenter 
laid the impending loss at the door of 
the high cost of aggressive product 
development: Two new products re- 
cently came out the door, and two 
more products are coming soon. 
Revenue for the company, he said, 
should be up about 15% over reve- 
nue reported for last year’s fall quar- 
ter. 


Full Cleveland 


High-tech public relations firm Win- 
ston and Winston may have traded 
in its Texas home base, but it still 
knows how to take the bull by the 
horns. Native Buckeye Staters Mar- 
tin and Judith Winston have pledged a 
year’s worth of self-funding to a cam- 
paign to persuade technology compa- 
nies to follow their example and relo- 
cate to Cleveland. The Winstons 
insisted that their move was im- 
pelled by business logistics, not nos- 
talgia; Cleveland’s kit of advantages 
for tech firms, they said, includes a 
wealth of available commercial sup- 
port services and tax authorities who 
share their zeal for luring companies 
to the region. 
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any small company today, that’s hardly a 
unique situation,” added John Dunkle, an 
analyst at Workgroup Technologies in 
Hampton, N.H. “What Sequoia is doing is 
using those current agreements to lever- 
age additional sales, then taking those 
earnings and reinvesting in the business 
to develop their own products.” 

Analysts tend to give the lion’s share of 
Sequoia’s comeback credit to Fusco. The 
26-year IBM veteran spent four years 
managing Iomega Corp., which makes 
data storage devices, before joining the 
fault-tolerant computer vendor in 1987. 

Asa start-up in 1981, Sequoia staked a 
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claim in what was then a backwater niche 
of Unix-based fault-tolerant systems. Its 
first beta-test shipment was in 1984, but 
software problems bogged down com- 
mercial shipments for three years. 

When Fusco arrived at the moribund 
Sequoia, the company was out of cash, un- 
able to get its Series 200 systems out the 
door and paring its work force down to a 
historic low of 53 employees. 

“A lot of small companies talk about 
[doing] what he managed to do,” Kidd 
said. “‘And that’s getting decent financing 
and lining up people to give them clout 
and distribution channels and a hell of a lot 
of credibility.” 

Fusco volleys that credit right back to 
his own management team and employ- 
ees. “I benefitted from all those years of 


effort and an awful lot of money spent on 
designing our basic architecture,”’ he in- 
sisted. “I got to build the company rather 
than shrink it.” 


New contestants 
These days, Sequoia’s niche is a bustling 
place with new Unix competition from 
Tandem Computers, Inc. and Stratus 
Computer, Inc., the two biggest names in 
fault-tolerant computers. ‘The big ven- 
dors are going after OLTP, and general 
competition is high,” Kidd noted. “‘Does 
any small company, fault-tolerant or not, 
have the staying power to hold out? 
That’s the real question.” 

Despite showy growth over the past 
year, Wall Street continues to cast a cold 
eye on Sequoia. Its stock price recently 
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hit 6% points, the lowest price since the 
company went public last March. 

Still, there are signs of a thaw. Thomas 
Rooney, an industry analyst at Donald- 
son, Lufkin and Jenrette, initiated cover- 
age of Sequoia last July with the observa- 
tion that its stock was undervalued. 
Rooney noted how growth in Sequoia’s 
target on-line transaction processing 
(OLTP) markets — financial services, 
telecommunications, manufacturing/dis- 
tribution and federal government con- 
tracts — is anticipated to run “‘in excess 
of 40% over the next three years.” 

Sequoia is also keeping one foot in the 
still lucrative defense market. Raytheon 
Corp. is using Sequoia’s multiprocessor 
and fault-tolerant technology to develop 
space-borne applications. The revenue 
potential there, Fusco said, will come in 
royalties and cross-licensing agreements. 

“‘We’ve been through the time when 
we had to convince people it was worth 
the risk to buy us,”’ he said. “‘We can’t for- 
get what we’ve been and where we want 
to go.” 

That is the kind of attitude some ana- 
lysts believe may leave Sequoia standing 
among the survivors on the OLTP battle- 
field of the 1990s. 

“T would bet that Sequoia will be suc- 
cessful because they know who they are,” 
Dunkle said. ““They’re reinvesting in their 
own technology, and they haven’t burned 
any of their past customers. That shows 
their dedication to the market long 
term.” 


Back on the 
competitive 
cutting edge 


equoia builds multiproces- 
sor, crash-proof compu- 
ters running either its own 
version of the Unix operat- 
ing system or Pick, an in- 
dustry-standard operating system 
with thousands of commercial appli- 
cations and 2.5 million devotees. 

Sequoia machines range in price 
from $480,000 to $3 million and 
are optimized for high-performance 
on-line transaction processing. 

However, since its prices run 
25% to 30% higher than those of 
competing Unix vendors, Sequoia 
faces tough price/performance 
competition from parallel comput- 
ing vendors such as Sequent Com- 
puter Systems, Inc. and Pyramid 
Technology Corp. 

The average Sequoia sale runs 
about $750,000, and the machine is 
often used in environments with 
enormous databases, sprawling ter- 
minal networks and high transac- 
tion volumes. 

Contractors Grumman Corp. 
and Raytheon Corp. bought Sequoia 
systems to relay missile tracking in- 
formation and interpret surveil- 
lance data. GTE Hawaiian Tele- 
phone uses a Sequoia system for 
network management and support, 
and Bell Atlantic Co. uses one to de- 
liver call-forwarding services. 
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COMMENTARY 
Jim Nash 


Earthquakes, 
user stakes 


In relation to the number 
of square miles affected 
by an earthquake, the 
epicenter is very small — 
just two opposing pieces 
of rock grating together 
till one gives way. 

So it is in the business world and, in 
particular, the world of LANs. There, the 
long-silent rift between Microsoft and 
Novell is widening, causing rumblings 
that could, and maybe should, prove dis- 
concerting to users waiting to enjoy No- 
vell/Microsoft intermanageability. 

At the center of the tension is a single 
and relatively minor point of contention. 
It appears that a contract dispute worth 
$500,000 is all that keeps the two 
networking firms from cooperating with 
each other long enough to make their op- 
erating systems intermanageable. Inter- 
manageability would greatly simplify the 
task of running multivendor networks. 

Of course, more than petty account- 
ing points are aggravating the situation, 
but Novell CEO Ray Noorda said he 
could work closely with Microsoft if only 
the dispute were settled. Microsoft re- 


INTERNATIONAL 


BRIEFS 


China beachhead 


Hewlett-Packard Co. and China’s 
Ministry of Machinery and Elec- 
tronics Industry have teamed up 
in what is said to be the first China- 
based joint venture aimed at manu- 
facturing workstations. Called 
Huapu Information Technology 
Co., the Shanghai-based co-venture 
company — HP’s second on Chinese 
soil — will assemble and deliver to the 
Chinese domestic market the latest 
in HP workstations: the HP Apollo 
9000 series. 


Picking up the pace 

Japan-based Kubota Corp.’s Santa 
Clara, Calif.-based subsidiary, Ku- 
bota Pacific Computer, Inc. 
(KPC), went into full gear late last 
month, manufacturing graphics su- 
percomputer products for Kubota 
partner Stardent Computer, Inc. 
The new 55,000-sq-ft plant has 
picked up some 90 former Stardent 
employees and development of sever- 
al product lines whose continuation 
was otherwise questionable because 
of Stardent’s summer decision to 
centralize its formerly bicoastal head- 
quarters in Newton, Mass. Not only 
is KPC up and running, it is also hiring: 
The firm said that it expects to add 
50 to 100 engineers and manufactur- 
ing personnel by year’s end. 
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fused to comment on the matter at all. 

At issue is money that Provo, Utah- 
based Novell claims is owed it by Micro- 
soft for work done by Novell’s most re- 
cent acquisition, Excelan. 

Back in 1988, Excelan — not yet 
within the Novell fold — was writing 
TCP/IP for Microsoft’s LAN Manager 
network operating system. As part of that 
contract, Excelan had to license certain 
Microsoft code rights. According to Exce- 
lan’s former president, Kanwal Rekhi, 
Excelan had paid $500,000 — of a total of 
$2 million — to Microsoft for royalties 
and code rights by the time the Novell ac- 
quisition made the Microsoft/Excelan 
project moot. 

Rekhi, who is now executive vice- 
president of product development at No- 


vell, said that Microsoft was enraged af- 
ter hear that Novell was going to merge 
with Excelan in 1989. He said that de- 
spite a trek he and Noorda made to Micro- 
soft’s corporate headquarters in Red- 
mond, Wash., to unruffle feathers, 
Microsoft took back its equipment and 
code before the merger was signed. 

“‘Now they refuse to refund our mon- 
ey,” Rekhi said. “When we went up there, 
we were ready to provide interoperabil- 
ity between Netware and LAN Manager 
and help market the solution, but they 
were adamant about not helping us at all.” 

I’m not talking deprivation on either 
side of the spat, however. Novell’s net 
revenue reached $422 million last fiscal 
year. And reports are that Microsoft CEO 
Bill Gates recently bought a Porsche 


worth an estimated $600,000. 

Is anyone, in fact, doing without? Yes 
— the users, for whom interoperability is 
still in the promise stage. 

These firms have it in their power to 
resolve their differences quickly and get 
on with their efforts to move the 
networking industry forward through in- 
teroperation. The earthquake released 
by allowing up to 85% of the market to 
manage their systems without a hitch 
would be far-reaching, all right. It’s hard 
to believe, however, that it would be 
seen as a disaster by the hordes of IS man- 
agers suddenly riding herd over a less re- 
dundant, less chaotic environment. 

Nash is a Computerworld West Coast bureau 
correspondent. 
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Lowdown on making consultant grade 


BY JANET RUHL 
SPECIAL TO CW 


t’s not easy for an outsider to walk 

into a company, build instant trust 

and tell managers why they’re do- 

ing something wrong and how they 

can fix it. There’s no denying it, 
though: Consultants provide an evalua- 
tive eye that in-house staff simply can’t 
match. But just what does it take to make 
it as aconsultant these days? 

A group of consultants who have prac- 
ticed ior at least 10 years offer some an- 
swers. Most of them, who now handle ev- 
erything from management consulting to 
writing and supporting vertical applica- 
tions packages, began their consulting ca- 
reers as contract programmers. Their 
first contracts were usually with compa- 
nies at which they’d previously worked as 
employees. Innocent and convenient as it 
sounds, this is the first consulting pitfall. 
Often, the consultants agreed, they relied 
too heavily on their first client. 

Jeffrey Sachs, president of Alembic 
Computer Services, Inc. in Mesa, Ariz., 
indicates that it was scary to be dependent 
on one customer when he first began to 
consult. “After the first year, I promised 
myself I would never, ever find myself 
with all my eggs in one basket,”’ Sachs 
says. Sachs, who has been consulting for 
11 years, has kept his resolution: His firm 
supports 75 active accounts. 

Few of the consultants still work in the 
same hardware and software environ- 
ments they mastered as employees, but 
several of them continue to concentrate 
on application areas that they had learned 
on the job. Bob Upham, president of Ken- 
dall Holt, Inc. in New York, supports this 
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idea. While the technical skills he brought 
with him were important in getting start- 
ed, he now relies extensively on the skills 
in business analysis, project management, 
project life-cycle methodology and per- 
sonnel management that he learned as an 
employee prior to consulting. 

Like most of the consultants inter- 
viewed, Upham says that his biggest sur- 
prise about consulting is ‘“‘the amount of 
work involved in maintaining 
the business.’’ Successful 
consulting, he says, requires a 
lot of interaction with accoun- 
tants, lawyers and bankers, as 
well as constant networking 
with other business people. 

As their businesses have 
grown, many consultants 
have moved from selling their 
own services to managing the 
work of employees. After 13 
years, Sachs says, he began to 
burn out on technical work. As a solution, 
he says, he “‘started hiring kids who were 
thrilled with the challenge of writing a 
program.” This allowed him to concen- 
trate on analysis and design, dealing with 
clients and monitoring the financial state 
of his firm. 


Satis-factors 

The consultants who seem to be the most 
satisfied with their careers are those who 
have either followed a pattern similar to 
what Sachs describes or devoted some of 
their energies to developing and market- 
ing software as well as services. 

Y. Alan Griver, a partner in Flash Cre- 
ative Management, Inc. in Teaneck, N.J., 
says that while he loves the consulting 
side of his business, he realized that “‘hav- 


ing a somewhat static part of the business 
bringing in cash can help ease the pres- 
sure on the consulting side.” Griver says 
that the money software products bring in 
makes it possible for him to pick and 
choose the interesting consulting jobs. 

For those who have not diversified 
their consulting practices, burnout be- 
comes a very real threat. Eric Poole, who 
for the last 12 years has run RKT Tech- 

nologies, Inc. in Windham, 
N.H., observes that “there 
aren’t many people who make 
it past a decade.” 

A major source of frustra- 
tion for a consultant is the 
need to keep up with ever- 
changing technologies. Ste- 
phen Kent, a partner at Mid- 
Michigan Computer Consult- 
ants, Inc. in Bay City, Mich., 
sums up the prevalent atti- 
tude: “I hate having to learn 

something new every week, but I do it 
anyway.” Over the course of his 11 years 
as a consultant, Kent has at different 
times concentrated on Honeywell, Inc. 
systems and developing software for Da- 
tapoint Corp. systems. Now, as an IBM 
business partner, he works mainly on IBM 
midrange systems and personal computer 
software. 

Even those who have been successful 
building consulting careers around spe- 
cialized niches must keep an eye on 
emerging and competing technologies. 
Austin, Texas-based database consultant 
Jim Hoffman, who has worked with SAS 
Institute, Inc.’s System 2000 databases 
for the past 12 years, has taken care to 
cross-train on two other database prod- 
ucts: Computer Corporation of America’s 


Model 204 and Oracle Systems Corp.’s 
Oracle. 

Consultants must remain flexible and 
show a willingness to play many roles in 
response to changing client needs. Jeff Ja- 
cobs, president of Consart Systems, Inc. 
in Manhattan Beach, Calif., and an inde- 
pendent consultant for 17 years, reports 
that within a short period of time, he 
found himself doing hands-on program- 
ming in LISP as well as planning enter- 
prisewide deployment of systems for a 
major oil company. 


Marketing value 

All of the consultants agree that the need 
to market themselves to clients never 
goes away. John Thompson, president of 
Logic Consultants, Inc. in St. Louis, who 
has been consulting for 20 years and 
whose company employs 24 people, sums 
it up. Although he admits that “‘marketing 
is not one of my favorite things,” he pur- 
sues a marketing strategy that relies ona 
combination of limited advertising, refer- 
rals from previous clients and contacts 
made through his active participation in 
professional organizations. 

According to Hoffman, building a rela- 
tionship with a vendor can be an effective 
way to find clients. Guy Scharf, president 
of Software Architects, Inc. in Mountain 
View, Calif., says that the nature of the 
consulting business is often “feast or fam- 
ine.” Consultants may have more custom- 
ers than they can support one month yet 
find themselves idle the next. 

When the consultants were asked what 
the incentive was in working 70 to 80 
hours per week, Sachs summed it up best: 
“Independence can be addictive.” 

Ruhl is a consultant and programmer in Connecti- 
cut and author of The Programmer’s Survival 
Guide: Career Strategies for Computer Profes- 
sionals. 
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SUPPORT 


SOUTHEAST 
Cys P Cre: Taa) 


Contract or 
Permanent Employment 
PETE Dd) 


Sut oe 
Wy 


Rear bee eee 


Tie rR alt 
HIRING NOW!!! 


PSE Ute een) wy 
Pe ee 2018 aw 
=) Pa ae) 
IBM, COBOL, CICS ae 
DEC, COBOL, DIBOL a) 
TANDEM, TAL,COBOL P/A's 
PC, C, MS/DOS a) 


Brannon & Tully, Inc. 
3169 Holcomb Br. Rd, Ste 675 
Lecce el wt 
CeCe Tae! 

Cl eae ad 


contract programming 
consulting firms, with offices in 
Houston, 5, 
Washington D.C. 
has immediate openings for tal- 
ented pro pene canes 


*IDMS ADS/O ADS/A 
*TELON * FOCUS 
*SYNON AS/400 

* C RATIONAL 
*McCORMICK & DODGE 
s] SDT © PC SOFTWARE/ 
aL Lia seen 


Please call, fax or mail resume to 


Kingwood, Texas 77339 
1-800-866-2748 
Fox (713) 358-8952 


g$§ 825288. 
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COMPUTERWORLD 


CONSULTING 


OPPORTUNITIE 
IN SOUTH FLORIDA 
We need your 
Expertise 


IBM SYS 38/AS400 


ZEITECH, INC. 
1500 NW 49TH ST., Ste 608 
Ft. Lauderdale, FL. 33317 


CALL (305) 938-4461 
Or fax resume to 
983-8572 
TELY 


DP PROS 
NEEDED NOW 
a... 
2 
sought worldwide 


DATABASE PROS 
IMS, DBV2, IDMS, ORACLE, 
iNGRES 


MIDRANGE SKILLS 


$/38, AS/400, RPG OR COBOL 


AS/400 S/38 
IMS/DB2/CICS 


Senior Level 
PROGRAMMER 
ANALYSTS 
Needed for long term contract 
assignments in and Nevada. 
Please call or send resume: 
Systems West 


P.O. Box 11717 
Lake City, UT 84147 


1-800-728-6881 
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ANOTHER 

REASON WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING 
WORKS .... 


Computerworld gives you 
the unique option of RE- 
GIONAL or NATIONAL 
recruitment advertising. 


Whether you want to run 
your ad in the Eastern, 
Midwestern, Western, 
National, or any combina- 
tion of regional editions. 
Computerworld gives you 
the only regional recruit- 
ment advertising section 
available in the United 
States exclusively for 
computer professionals. 
And no other newspaper 
or magazine reaches so 
many qualified computer 
professionals regionally 
or nationally! 


Computerworld’s Total 
Audience by Region 


Regional 


SOURCE: Audit Bureau of Circulations Supplemental Data 
Report, May 1987. 


To place your ad region- 
ally or nationally, call 
John Corrigan, Vice Pres- 
ident/Classified Advertis- 
ing, at 800/343-6474 
Gin MA, 508/879- 
0700). 
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COMPUTER CAREER 


FLORIDA 
Maan 
Waa a 


——— 1050 Crow Ponte Prowy. Sue 430 
GROWTH POTENTIAL? Atlanta GA 30338 (404) 392-9990 

‘“ BOSTON: 

8 FORMATION oe ate 

have asked us to find pro- \ 
ser wal TECHNOLOGY eee Sear 
perience who want to learn 
a ea 


7875 


i? On s5237 13) 821-8275 
OFESSIONALS —7 eeveat evo oma 
tech environments. tt Ex 


ecutive Centre 
1340 Depot Street. Suite 210 
COMPUTERPEOPLE's staff is Rocky River OH 44116 (216) 331-1757 


H-E-B is seeking computing professionals with experience in IBM mainframe currently working on assign- CLEMONS: Michael Thomas. inc 


450 W Wil Bn x0 
and NCR Tower Systems development ae erg a wt te 
y mp ; om APPLICATIONS , 


STATE-OF-THE-ART SYSTEMS FOR THE 90's cceees upp Gane ar 260) 
© IBM 3090-200J with MVS/ESA __® Enterprise Modeling oe MSA eae 1777 South Harison Steet Sate 404 


ALC 


Suite 
© NCR Tower 650 with UNIX C.A.S.E. Methodologies sour CS DET aco SP 
e DB2, ORACLE, IMS and CICS =» Al and EXPERT Systems ADRVIDEAL Southield Mi 48075 (313) 353 5580 


. . . ° LAN GREENSBORO: DataMasters 
e Satellite Communications © Image Processing Lorestan ORME BO Bon 158 sea 


Greensbor 
SOFTWARE DEVELOPMENT ENVIRONMENT TANDEM pa 919) 373-1461 


oos/"c” HOUSTON: Career Consultants Inc 


SQL TSO/ISPF FOCUS scaly INFORMIX StF Ou Sso S180 


Houston. 1X 77056 (713) 626-4100 


os/2 EASYTRIEVE COBOL TAL we KANSAS CITY: OP Career Associates 


6405 Metcalf Suite S02 


DL PANVALET C/SHELL a ae too mmonss soee tomes 


VSAM WORKSTATIONS — TELON vaXMs Computer Professionals Zea Pete Com temas Sut 108 


GENERAL Malibu CA 90265 (818) 884-3000 


SR. SYSTEMS DESIGNER VMS/ORACLE Expect NCA To Provide A MEMPHIS: Information Systems Group 


a | oe Bright New Future For Them... vero: 1h 111 50) 684.00 
e Bachelor's degree and at least five years' experience in systems devel- a eee tat aaal MIAME: Data Sciences Persone! In 
: ee i , cuidian Guia tea se and we do it every day PO Box 857 
opment or an equivalent combination of experience and education com saaenaeae poet F308 906 44 6112 
© Project supervisory experience level skilis in one of the above We are the nation’s largest network of Chancery Pak Sue 350 
e IBM Large System experience and/or UNIX SOh CONSE sone ean independently owned computer place- Brosted Wi 5309 40 7570055 
Experience with Systems Development Methodology three ments specialists. We've been in business — 70rFoutn rene Sou Sute 800 
SYSTEMS DESIGNER ot Perry, FL716 far longer than any similar network oan senses 
Barge 5 ' : : : So it shouldn't be surprising that we've 2040 Maiioum Avenue 
= 800-888-1064 on D1) 761-4400 
Bachelor's degree and at least three years’ experience in systems devel eae Tavliiied tectesends mca canes Magevot 7040 2076 400 
opment or an equivalent combination of experience and education 7 Dey Steet. Sut 410 


: employers than anyone else. Santen ives ava asT- 70% 
e |BM Large System experience and/or UNIX 20 rare hrm. Ste 4 When you come to an NCA firm you _Pasasa.fuSesom Poon be 


ASSOCIATE DESIGNER 800-888-1064 can review a great many exceptional Mea PA 19063 21965-8880 


e Bachelor's degree and at least one year of experience in programming 2005 W. Cypress Creek Aad, Ste. 3 career opportunities for which you may Traum Scotsdte oat Sute 209. 


4725 North Scottsdale Road. Suite 209 


: snatt : ; Ft. Lauderdale, FL 33309 be qualified...each of which is completely Scatstale Az 85251 602,278 6665 
or the equivalent combination of experience and education 800-777-8003 detailed with “inside information” on job ATTSMURE:Ks Cou Sewces 
e IBM Large System experience and/or UNIX 305-771-8603 


requirements, compensation, benefits, etc. Rocnesten: lame Cotostetrg 
Openings in Retail, Marketing, Distribution, Purchasing, Warehousing, Come in. Call. Or mail your resume —10Gets Suet ute 400 
Human Resources, Financial, and Point of Sale Systems. a to the NCA firm nearest you. No charge san oi€60: fecimcal Ovectons in 
: oe : : e a aisle es to you for any of our services. Confi So len oer 
H-E-B is one of America's most respected regional supermarket chains. 


: tel) Tense dentiality is assured. Expect to see more _ SAM FRANCISCO: Professionals Computeg Ine 
We have over 170 stores, 28,000 employees and big plans for the future. Par ae eT ceectniiesatCA...endyouwont someeeenehac 


If your plans call for a dynamic, fast growing, great place to work, take Tat net eslald be disappointed fovonaewene ca 
a good, hard look at H-E-B. We offer competitive salaries and excellent stumine Ganesan tolccseusaiie 
benefits, including an attractive relocation package. Send your resume : 


and salary history to: 


i 
i 


707 Summer Street 

Stamford. CT 06901 (203) 357-8400 

ST. LOUIS: Executive Career Consultants 
195 Office Parkway. Suite 100-CW 

St Lou's. MO 63141 (314) 994-3737 


2 SYRACUSE: The CFA Group inc 
National 5790 Widewaers Panay 
Dewitt, NY 13214 (315) 446-8492 
Q)}} Computer 1: me ecu 


i i 
ivi 
igfel 


H.E.Butt Grocery Company 
Corporate Recruiter- MIS 
P.0.Box 839999 

San Antonio, Texas 78283-3999 


We are an equal opportunity employer m/f 


q 
| 


. 8701 Georgia Avenue Suite 607 
Associates §USTRALIA Fo umata ca 
AUSTRALIA: For information contact the 


NCA firm nearest to you 
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Thiokol Corporation, a Fortune 500 manufacturer 
of solid propellant rocket motors, has an immedi- 
ate opening for the following: 


SENIOR SYSTEM 
PROGRAMMER 


We are seeking an experienced system program- 
mer to implement and maintain the computer 
software system and subsystems for each main- 


We were struck 
-by a great idea... 
frame computer installed. Selected candidate ee 
will have a,B.S. in Computer Science or equiva- 


lent and 6 or more years experience debugging .. . and the results have been electrifying. Business Week recently listed 

and maintaining IMS/DB2 software. CISCORP as the 20th fastest growing high technology company in 

America during the '80s. Our great idea has been an aggressive 

PROGRAMMER approach to developing customized systems as a complete project solu- 

. . tion at a fixed price. Our concepts over the past decade have generated 

We are looking for an experienced programmmer a surge of success which has positioned CISCORP as a national leader 
to install DEC software including the operating in information technology for the ‘90s. 

system. Selected candidate will have a B.S. in ; 


Computer Science or equivalent and 3 or more Strategic partnerships with prestigious hardware and software manufac- 
years experience in DEC systems management BEAVER IAS 10 Oke turers have placed CISCORP on the leading edge of technology. Our 
and system programming. Sone evetente tn the West, extremely forward thinking environment specializing in relational data- 
Thiokol is located in Northern Utah in the heart of shciresberhepephr ect base, 4th generation language application development and software 
prime outdoor recreation opportunities yet close soncete Canaeene. engineering requires us to continuously seek top-notch professionals in 
enough to participate in the variety of cultural See aa the following environments: DB2, Adabas/Natural, CICS, IMS DB/DC, 
activities offered by a major metropolitan center, PET SSS Tandem/NonStop SQL, Mantis, Ingres, Oracle, Apple/DAL, VAX/RdB 
Salt Lake = We offer competitive salaries and and CASE. 
an excellent benefit package. nate ; : 

z : a : We offer limitless opportunity for personal and professional growth, as 
For immediate consideration, please send your ANDEM well as an excellent compensation/benefits program. If you are ready to 
resume including salary history to: Thiokol S bolt to our positive career environment, please submit your resume in 
Corporation, onal Employment, Code Cobol, Non Stop SQL confidence to CISCORP, Penn Center West II, Suite 430, Dept. 0162, 
CW-106, M/S A12, 2475 Washington Blvd., Ogden, TAL Pittsburgh, PA 15276, 800/969-0099 or 412/787-3070 (fax), Attention: Janis 
Utah 84401. Equal Opportunity Employer M/F/H/V East Coast, Midwest 


Sonnie. 
Southwest Opportunities 


e American The vision of tomorrow's technology - TODAY 
Thtoko€ sneulting Services CiScorp 


11800 31st North Atlanta ¢ Baltimore/Washington * Chicago ¢ Cleveland « 
ee eee es me St. Petersburg, Florida 33716 Dayton © Denver © Philadelphia ¢ Pittsburgh ° 
Phone or Fax: Silicon Valley * Tampa 
613-673-3511 An Equal Opportunity Employer 
James Genaro 
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COMPUTER CAREERS MID-WEST 


racker Barrel Old Country Store, Inc.- 
headquartered in Nashville, Tennessee—is 
anational restaurant/retail company which 
adheres to traditionally high standards. Asa result, 
we maintain a 20% annual growth rate, operate 
92+ units and are proud to offey new opportunities 
within our mig division at our corporate 


headquarters. 


All positions require a related degree and 1-3 
years’ expenence in an [BM environment, along 


witha strong knowledge of PC-based applications. 


r Analysts 
© RPG III required * AS400 preferred/System 38 
required @ CASE experience desired * Tele- 


communications expenence a plus 


PC Programmer 

® Pascal required ¢ “C” Language preferred 
© LAN experience desired ® POS experience 
a plus 

Join us today and experience another result of 
our high standards ... quality rewards. We provide 
an attractive compensation package, and 
scapeietaientaietehaedl jocation 
and a 401K plan. For immediate consideration, 
please send your resume and salary history to: 
Corporate Recruiter, Cracker Barrel Old 
Country Store, Inc., Dept. CW, P.O. Box 787, 
Lebanon, TN 37088-0787. Or FAX 615-449- 
8234. Call 1-800-444-4412 for more 
information. We are an equal opportunity 


Systems Analyst 


Systems Analyst wanted to design, develop, and 
implement an Automated Mapping/Facilities Man- 
agement system. Duties also involve training and 

i ae 9 ee include ad- 
vanced struct amming fun- 
damentais, ; vv 
work experience. Prior experience with C, ORACLE 
and Intergraph Corporation's FRAMME is desirable. 


Send resume to: 
Employment Supervisor 
lowa-lilinois Gas and Electric Company 
206 East Second Street 


Davenport, lowa 52801 
EOE/AA Employer 





A Terrific 
Opportunity 


Computer Consulting Group. 
one of the Southeast's fast 
est growing contract pro- 
gramming and consulting 
firms. has immediate open- 
ings for talented Programmer- 
/Analysts with 2 or more 
years experience Excellent 
salary & benefits package 
We re especially seeking 


rs 
Contract Professional Services 
aaa en nn 


Research Triangle Area 
4109 Wake Forest Rd 
Suite 307 
Raleigh. NC 27609 
1-800-222-1273 
(803) 738-1994 
FAX (803) 738-9123 
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COMPUTER PROGRESS 
UNITED 


SLORY OR oan) 6) 8) 

We provide Fortune 500 companies 
with consulting and programming 
services. We have immediate 
positions available for P/A in 
Kentucky, Ohio, Indiana, and 
Tennessee. We are the DB2 
Specialist! 


TELON 
DB2 = IMS = CICS 
Send resume or cail: 
Computer Progress United 
12730 Townepark Way 
Louisville, KY 40243 
(502) 245-6533 


23 UE) ag 
MIDWEST & SOUTHEAST 
OPPORTUNITIES 


Partial List 
Data Base Admin, IMS To 66K 


502-456-2380 
FAX: 502-456-2389 


COMPUTERWORLD 


ANOTHER 

REASON WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING WORKS ... 


Computerworld gives you large numbers of 
professionals who work in your industry. 


When you're recruiting computer profes- 
sionals, it’s often important to find ones 
with experience working on systems spe- 
cific to your industry. From manufacturing 
to banking, healthcare to insurance, Com- 
puterworld reaches the right people in ev- 
ery major industry. 


Number of Computerworld Readers 
with Experience in Key Industries 
(Entire Career) 


SOURCE: Skill Survey of Computerworld’s Audience, May 1989. 


To place your ad regionally or nationally, 
call John Corrigan, Vice President/Classified 
Advertising, at 800/343-6474 (in MA, 
508/879-0700). 

COMPUTER CAREERS 


ere 


COMPUTERWORLD 


Where the best hires look. Every week. 
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COMPUTER CAREERS MID-WEST 


The Right Attitude. 
The Right Environment. 


The Right Lifestyle. 


USAA is successful because we’ve always made people and advanced technology our 
highest priorities. Our people-first orientation means superb work and recreation envi- 
ronments, open communication and team support. It means a four-day week, a vigorous 
career development and innovative benefits. Technology leadership means intensive 
“Total Quality Management” and continuous development and redevelopment of systems 
applications. 


WE DON’T JUST 
RIDE ON A GREAT 
REPUTATION 


We go out and earn it everyday. That’s why the name AiC has stood for excel- 
lence in DP consulting for over 24 years. Excellence in service, quality and results. 
It's a reputation you can be proud of. 


sie 


sgnasamossecnessnasitt 


Right now, we are seeking people with 2-plus years experience in any of the 
following: 


IBM MAINFRAME, PC, AS/400 
IDMS, DB2, ADABAS, ORACLE 
COBOL, IBM ASSEMBLER, PL/1, RPG Ill 
OS/MVS, VM/CMS, UNIX 


DEC VAX, MICROVAX, VAX CLUSTERS 
ORACLE, RDB, DATATRIEVE, ULTRA, MANTIS 
VAX/VMS, DCL, ACMS, TOMS, CYBORG PAYROLL 
COBOL, DIBOL, RPGII 


In San Antonio, Texas, you’ll discover a rich multi-cultural lifestyle that combines 
urban amenities, easy commuting and one of the lowest living costs in the nation. It’s a 
great place to raise a family, and we ought to know. USAA’s corporate family is one of 
the biggest and best in San Antonio. We are an integrated family of companies provid- 


As amember of our pacesetting organization, you'll enjoy an excellent salary, paid 
overtime, superior benefits . . . and the reputation of an industry leader. For more 
information, call Paige Randolph at (404) 256-5190 or fax (404) 843-1693 or 
send your resume to Paige at: Analysts international Corporation, Perimeter 
400 Center, 1100 Johnson Ferry Road, Atlanta, Georgia 30342. An Equal Op- 


portunity Employer. 


PROGRAMMER/ANALYSTS 
& SYSTEMS PROGRAMMERS 


FOR CAROLINAS 
AND SOUTHEAST 


Numerous opportunities 
exist for on-line and data 
base applications P/A’s as 
well as systems programmers 
and DBA's. Fee Paid. Please 
call or send resume to 


Keith Reichle, CPC 
Systems Search, Inc. 
203 Heritage Park 
Lake Wylie, SC 29710 
803/831-2129 


(Local to Charlotte, NC) 


i) ML ea 
ee UEU aE) 


borer TMC ie a: MD Col lad 
Cle te Melle mech MU) 
background in any of the fol- 
fowing: IBM COBOL; CICS; 
IDMS; IMS; ORACLE; Prog- 
ress; Ideal; Datacom; DB 2; 
UNIX; HOGAN; Assembier; 
AS400; DEC/VAX Cobol or 
ae Ue a ee A OL os 
acy rere if Pram -t Ua) tll a 
Te ale he LO LL 
CICS Systems Progrs; DEC 
VAX Systems Mgrs; DASD 
See LeU ela 
DB Analysts. Partial listing of 
eter Me T+ lela Ue Mr tele) 
ferer Telat MeOr Rom ELC 


The Underwood Group, Inc. 
EPS Eee lal: aad | ed 
BC UM Oth 
COED) 

FAX (919) 783-0492 
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A Reputation You Can Be Proud Of 


Senior 
Programmer 
Analyst 
Texas 


If you seek a modern work environment where your 
contributions are truly valued, Cook-Fort Worth 
Children's Medical Center has an excellent career 
OPEOCtURHY for you. As a Senior Programmer An- 
alyst, you would work in our stunning six-story 
building (completed in 1989) alongside dedicated in- 
dividuals who would consult with you daily on nu- 
merous projects 


This position requires minimum 3 years program 
ming experience including some Unisys A series 
background and a Bachelor's degree in Computer 
Science or a related field. PRN patient care 
experience is preferred 


Along with the rewards of working in a capacity 
where your programs can make a difference in the 
lives of cones, you would enjoy a competitive 
salary and benefits package including employer paid 
medical /dental/life/longterm disability insurance, 
child care facility, tax daenek retirement plan with 
employer match and more. For consideration, sub- 
mit resume with salary requirements to: Cook-Fort 
Worth Children’s Medical Center, Human 
Resources Department, 801 7th Avenue, Fort 
Worth, TX 76104, or call Lori Olexa, Employ- 
ment Manager at (817) 885-4415 for more 
information. Equal Opportunity Employer 


WAr 


COOK-FORT WORTH 


CHILDREN’S MEDICAL CENTER 


CONSULTANTS 


We give you straight talk and the 
majority of the bill rate. Our cur- 
rent needs require a minimum of 
2 years practical experience in 


the following: 

VAX: COBOL, Fortran; Oracle, 
RDB, Ingres, Informix; 
Systems Managers 


IBM: IMS DB/DC,IDMS/ADSO, 


DB2, Datacom/ideal, 

ADABAS/NATURAL; 

System 38/AS400; 
Tandem: Base24/Action 2000 


MISC: UNIX/C, C+ +, Tesseract, 


Easel, Micro/Focus, 


3COM, Wang VS, HP3000 


JMRoss & Assoc., Inc. 


P.O. Box 1724, 

St. Louis, MO 63043-0621 
(314) 434-1976 
FAX (314) 434-0952 
NACCB Member 


ing insurance and financial products and services to officers of America’s armed forces 
since 1922. 


HARDWARE SPECIALIST 


* Requires 6 years experience in configuration and environmental planning, installation, 
vendor coordination, and problem resolution for IBM mainframe and I/O equipment or 
plug compatible equivalents in a large multi-CPU Multi-Vendor computer center 

* Communication equipment experience preferable 

*Knowledge of the most current IBM mainframes, IBM I/O equipment, and plug 
compatible equipment available 


MVS SYSTEMS PROGRAMMER 


¢ Requires 2-3 years experience installing purchased packages with: 
— Software installation using SMPE 
— CA Products to include: CA1, CA7, CA11 or ACF2 

¢ Experience supporting programmers, operators, and end users 


NETWORK MANAGEMENT SUPPORT 


¢ Minimum of 8 years experience with SNA 

* College degree/or equivalent experience required 
* Proven skills required: 

— VTAM/NCP Dump Debugging 
— VTAM/NCP Trace Analysis 
— VTAM/NCP Control and Flow 
— VTAM Programming 


— LU 6.2 Development Experience 

— 3745s, Token Ring 

— Network Performance Tuning 

— Network Management Tools use and/or 
development: Netview or Netmaster 


Make the right move for all the right reasons! Qualified candidates should send a 
resume to: 


USAA 

USAA Building 

San Antonio, Texas 78288-0055 

Attn: Employment & Placement/SD/TLL/CW 
FAX: (512) 498-1489 


No agencies, please, An Equal Opportunity Employer, M/F/H/V. 


DB2 SYSTEMS PROGRAMMER 


Nebraska Methodist Health System has a 


SYSTEMS PROGRAMMER 
SPECIALIST 


Are you ready to advance your technical career? Take a 

look at the opportunities available in our large diverse Data 
rh : inf ati 

under MVS, ESA, and VM which s several sub-sys- 


ich support: 
tems including CICS, DB2, CMS, FOCUS, and IMS. 
The qualified candidate will have four to six years prog- 
ressive experience as a systems programmer specializing in 
one or more of the above sub-systems. Bachelor's Degree 


ware Unit. 
The successful candidate will have primary r 


awareness of the capabilities and benefits of DB2 


This position requires: 
* Several years experience with DB2 systems programming 
* DB2 Performance tuning experience 


DATA BASE SPECIALIST * Working knowledge of DB2 structure, flow and logic 


Career opportunity ae & pee bee eee 
ee ee en M/DB, and 

. VSAM experience is also desired. 
candidate will have a degree in related field 
Data Base 


* Databse management experience including IMS/DB 
* Strong analytical and problem solving skills 
* Strong written and oral communication skills 


wnie si oe eeeeeat 
i to six i in 
Management specializing in DL/I, DATACOM/DB or DB2. 


We offer a competitive 

We offer a competitive and excellent benefits 

which includes , Cafeteria 

, and FLEX TIME. To qo yp 
DEPARTMENT OF 


Bokth sence 
SERVICES, P.O. BOX 3155, LITTLE ROCK, AR 
72203. EOE 


8834 or send your resume to: 
Nebraska Methodist Hospital 


8303 Street 
Gnahe We 68114 HOSPITAL 
EOE 


COMPUTERWORLD 


ne 


Challenging opportu 
for an experienced DB2 Systems Programmer in our Systems Soft- 


sibilities for the in- 
Stallation, maintenance and support of the DB2 software and all as- 
sociated systems software. You will also assist in promoting an 


* Working knowledge of DB2 security structure and backup/recovery 


* Demonstrated ability to manage complex systems software projects 


insurance. If you are interested in this opportunity please call 402-390- 





A few important tips on 
recruiting computer professionals 


Fee computer talent isn’t as easy as it used to be. In Computerworld gives you 
fact, there was a time when you’d just run an ad in the 


e e,4e 
local newspaper and you could make a hire without waiting regional editions 
too long or spending too much. A key option when you need a re- 
But times have changed. And like so many facets of today S gional candidate and want to avoid 
business, so has the effectiveness of traditional recruiting national response and relocation. 
methods. Yet if your search is national in 
What’s more, many of today’s recruiters don’t use today’s scope, Computerworld can also 
most efficient methods — methods that save time and money give you more widespread national 
for some widely unknown reasons. exposure than any a source. 


The supply of qualified professionals Computerworld needs just 3 working 


isn’t meeting demand days for your ad to appear 


iW" American Council on Education reports That’s comparable to most local newspapers. And why your ad 


that the number of college students choos- can quickly appear in the next issue to start generating quality 
ing computer careers is down two-thirds response. 


since 1982. To make matters worse, there 
are more computers in today’s business 
that require the skills of this shrinking mar- Computerworld costs no more 

ket than ever before. And while you may 

never consider the company next door than local papers , Q 
your competitor, it likely is competing for And with a regional line rate of just $10.80, your cost-per quali- 
the same computer talent today. The result fied candidate reached is better than any newspaper - Sunday, 
isa classic supply/demand problem that daily or trade. Or just about any other source, for that matter. 
isn’t changing for the better -and that’s sure 


Supply Demand ‘© Make your recruiting tougher in the 90s. Computerworld leads candidates to your ad 


Just look at this week’s Computer Careers 
Z . section. You'll find a career editorial topic 
Ads in local papers don’t reach your that will stit the interest of virtually any 
1 ini computer job seeker — passive or active. 
major hiring market anymore It’s ae ac of amalaie anaes Compu- 
That’s because they generally eons terworld is America’s newspaper of 
reach “active” job seekers — choice on computing. No matter how 
those who actively seek out the | so ma: meeenameme much the times change. 
local newspaper to find jobs — |= "== And while times may change, some 
and who a recent Computerworld | === == ' things won’t. Whether you use computers, 
job satisfaction survey found to |= 2s make computers, or sell products and ser- 
represent 2 in 10 of today’s com- vices for computers, Computerworld is 
puter professionals. The study = a still your major source of news today. And 


also found that 7 in 10 of today’s your major source of computer professionals tomorrow. 
computer professionals are “‘pas- 


sive” job seekers — those who re : ; 
would consider new job options, but For more recruiting tips, call John Corrigan, Vice 
For every 10 of today’s | likely never look for them in the local ae Advertising, at 800/343-6474 (in MA, 
computer job seekers ...| Newspaper. (The remaining small per- 9- ). 
abe centage are ‘‘non-movers”’ content with 
| Active @ long-term jobs.) 
7 are In short, this means that your ad in 
Passive BG G@BGHBOQ) today’s local newspaper reaches no 
«Lisa more than 20 percent of today’s com- 
| Non-mover@ | puter job seekers. What’s worse, if 
you’re not using other vehicles that 
reach far more job seekers, your local newspaper expenses 
are as inefficient as their limited audience. 


More job seekers see your ad in 
Computerworld than in any other 


newspaper — Sunday, daily, or trade 
That’s because Computerworld reaches over 612,000 qualified ‘ ° 
computer professionals every week — the largest audience of Weekly. Regional. National. 
its kind, and one that’s rich with passive and active job seekers. And it works. 
That’s why more companies advertise more jobs in Compu- 
terworld than in any other professional newspaper. And why 
Computerworld is the single place where America’s computer 
professionals expect to see the most jobs every week. 





S/400 S/38 


GET TO THE HART 
OF THE BUSINESS... 


...With Whitman Hart, the largest diversified technical services company (dedi 
cated strictly to the AS/400 and S/38 systems) in the country. Providing technical 
support to many of the top Fortune 20 companies in America, we are the consulting 
experts, committed to mastering technologies, attending to details and creating 
solutions. Our accelerated growth and phenomenal success have created a need for 
talented Data Processing PROFESSIONALS to share in a future of significant chal 
lenge and reward in a highly progressive team environment. 


We currently require individuals with 2+ years solid System 38, or AS400 experi 
ence, RPG III and proficiency in any of the following: 


* Technical Consulting 


* Design * Project Management 
* Education & Training ¢ Product Development 


POSITIONS ARE CURRENTLY AVAILABLE IN 
CHICAGO, LOS ANGELES AND INDIANAPOLIS. 


Get to the HART of challenge and reward at Whittman 
Hart. We offer one of the finest compensation packages 
in the industry, including high earning potential, project 
diversity, incentives, paid insurance coverage, relocation 
allowance and other impressive benefits. Please send your 
resume in strict confidence to: Jared Bobo, Director of 
Recruiting, Whittman Hart, 377 East Butterfield Road, 
Suite 425, Lombard, IL 60148. (708) 971-2270. Equal 
Opportunity Employer M/F. 


Whittman-Hart 


The Leader in IBM Midrange Solutions 


* Data Communications 
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COMPUTER CAREERS 


Professional Challenges 
in San Diego... 


If you’re ready to be a key contributor in a state-of-the-art Massive, 
Parallel, Scalable, DB environment, we want to meet you. You can get 
in on the ground floor of the-design and development of a new high 
performance UNIX* System. NCR, Engineering and Manufacturing- 
San Diego, is seeking Software Development and Systems Engineers 
for the following areas: 


Systems Development 


°O/S © Systems Management 
© Commands & Utilities 


© Systems Architecture 


© Database Systems 
© Dist. Trans. Mgmt. 


All positions require a BS or MS degree in Computer Science or related 
fields and a minimum of 3 years’ UNIX* and C experience. 


Senior Systems Engineers 
These positions will provide technical support to pre- and post-sales 
activity relating to DB design, configuration analysis and project plan- 
ning. Must have current or recent experience with Fortune 500 


accounts, a proven track record, and solid knowledge of CICS, DB2, 
MVS and UNIX*/OS. 


NCR offers a competitive salary and benefits package, including 


relocation assistance. Please send your resume with salary history to: 


NCR Corporation 
Engineering & Manufacturing 
Dept. 108 
16550 West Bernardo Drive 
San Diego, CA 92127. 


An equal opportunity employer. 
* Atrademark of AT&T 


Open, Cooperative Computing. 
The Strategy For Managing Change. 


Sylon Sofware Exon, op CLOSE ENCOUNTERS 
= ona Security Depart. , OF THE 


employment e 
ment, ES Division, Att Job # BEST KIND 


230052-Y, Olympia, Washington 
98504. Job Description: . 
Campbell County in Gillette Wyoming is seeking an ex- 


perienced programmer/analyst to lead a staff of three 
others in the delivery of many types of applications to all 
county departments. Job is high visibility reporting to 
MIS director. Our environment consists of two AS/400's 
models B10 and B50 plus numerous PC's. We are cur- 
rently preparing to install JD Edwards financial software. 
The salary range is $27,000 - $36,500 per year de- 
pending on experience. We also offer a good benefits 
package, no state income tax and very low property tax- 
es. Gillette is a small city of about 20,000 population lo- 
cated near Mt. Rushmore & the Black Hills of S. Dakota. 
a County is the largest coal producing county in 
the U.S. 


Please call or write Edward Millis Director of MIS 


Campbell County Computer Center 
500 S. Giilette Ave. 
Gillette, WY 82716 


Ph. (307) 682-7860 


Sunbelt Opportunities 


acEe 


Box 9171 
Framingham MA 01701-9171 


OCTOBER 8, 1990 


CONTRACTS 


CONSULTANTS 
WANTED 


P. Murphy & Associates, inc. 


4405 RIVERSIDE DRIVE, SUITE 100 
BURBANK. CA 91505 
(818) 841-2002 (714) 552-0506 
FAX: (618) 841-2122 


MAINE - NH 
$25,000 - 50,000 
Salary 


ROMAC, the largest and 
oldest placement agency 
in this area, is seeking 
qualified data processing 
professionals with salary 
requirments in the 
$25,000-$50,000 range. 
Our clients pay our fees. 


Portiand, ME 04112 
ie 773-4749 
FAX (207) 773-2645 


COMPUTERWORLD 


DATA PROCESSING PROFESSIONALS 


SUPERIOR KNOWLEDGE 
MAKES THE MOST 
DIFFICULT PUZZLES 
SOLVABLE. 


At Computer Horizons, we're renowned 
for helping some of the most prestigious 
Fortune 500 companies solve the most 
puzzling problems they have in data pro- 
cessing and computer systems. Wherever 
they're located nationwide, these leaders 
know they can contact one of our 28 of- 
fices to access our expertise in advanced 
custom software development, systems in- 
tegration, or training and education. 


In addition, you'll enjoy above average 
salaries and a superior benefits package 
that includes health, life, dental and 
disability insurance, unlimited tuition re- 
fund, a deferred income savings pian, 
relocation assistance and exceptional room 
for growth. Contractors are also welcome 
to apply. 


Our recent strategic alliances with ma- 
jor firms have produced short and long- 
term projects where you can challenge your 
knowledge and talents. 


Solve your career puzzle with the solution 
experts . . .come to CHC. For prompt con- 
sideration, call, Fax or forward your 
resume to: Central Recruiting. In Nj call 
(201) 402-7400, outside of Nj call 
800-321-2421. COMPUTER HORIZONS 
CORP., 49 Old Bloomfield Avenue, Moun- 
tain Lakes, NJ] 07046-1495. FAX (201) 
402-7986. An Equal Opportunity 
Employer M/F. 


Currently, we are looking for Analysts, 
Programmer Analysts and Systems Pro- 
grammers with experience in: 

© 0Ss/2 ¢ MS DOS @ INFORMIX 
(PM a+) © DB2PL *® HP3000 

© UNIX ¢ IMS © IEW 

°\M * CICS °( 

e MVS © ORACLE © COBOL / MVS 

° VMS 

For the qualified candidate, we offer unique 

opportunities to work on some of the most » COMPUTER 

interesting projects in data processing today. Cc HORIZO. INS 


CORP. 


‘'The Solution Experts: * 





COMPUTER CAREERS 


Professional Services.. 
Systems Integration... 
Software Products. 


Computer Management Sciences, Inc., 
is an “Employee Owned" company. We 
are seeking top flight technical talent. The 
growth of our divisions and Professional 
Services branches in FLORIDA, GEOR- 
GIA, CONNECTICUT and AUSTRALIA 
provides the potential and opportunity you 
might be seeking. 


We require you to have at least two years 
of experience in any of the following: 


@ IMS DB/DC @ IDMS/ADSO 

@ DB2/SQL @ CICS/DL-1 
MDATACOMIDEAL # OS/2 EE 
MIBMMIDRANGE & UNIX/AIX 

@ ORACLE @ INGRES 

@ ASI @ CYBORG 

@ MSA @ SYMIX/SYMAN 


Imagine the potential of being involved 
with peers and management as committed 
to growth as you are! C.M.S.|. offers an 
outstanding package of fringe benefits, 
bonuses and stock plans. 


For immediate consideration call our 
Staffing Hotline at 1-800-552-CMSI and 
speak with Danny Taylor or RUSH your 
resume to: 


8663 Baypine Road, Dept. CW 1090 
Jacksonville, FL 32256. 





SAN FRANCISCO BAY AREA 


Please make note. . .Our clients have new and exciting 
openings with the following skills: 
J 


* ORACLE Applications Programmers, Designers, 
Data Base Development 
* AS-400 Programmers, Analysts 
* C/UNIX Programmers, Systems Administrators 
Systems Programmers 
* CICS/Banking Systems Analysts, Programmers 
THE SEARCH FIRM, INC. 


595 MARKET STREET, SUITE 1488, SAN FRANCISCO, CA 94105 
(415) 777-3988 FAX 777-8632 





PROGRAMMERS/SOFTWARE ENGINEERS 
SOUTH & SOUTHEAST ASSIGNMENTS 


COPICS DMAS CMAS AS400 
RPG RPGI S/370 ASSEMBLER 
QOS/DOS SNA 


S/36 
S36/SSP & UTILITIES 
S38/SCP & UTILITIES 
ATS UNIX/AIX MRP 
SLR SQL VM RS6000 
Call or Fax Resumes To: 
Academy Design & Technical Services 
1303 North State Road 7 3000 Langford Road, Big 400 


—— FL 33063-2887 Norcross, GA 30071 
305-973-7600 © fax 305/973-4890 404/263-6022 © fax 404/449-9291 


INFORMATION SYSTEMS PROFESSIONALS 


CONSIDERING RELOCATING? 
UNFAMILIAR WITH THE AREA? 
PTS can help you make connections with some of the best Search and 
Recruiting Firms and alert you to some of the major companies in the 
area of your choice that match your qualifications and skill sets. 
Through our National Network, we will put you in front of the people 
who can help you make the Right Move! 


TECHNICAL THROUGH MANAGEMENT 


CALL: (206) 254-5315 


0). -) ee ee 


$25,000 to $95,000 
IDMS/ORACLE/DATACOM/IMS/DB2 
VAX/MAPICS /FOCUS/SYS38/AS400 
1-7 VM 8) eye tT 8) 
Need Programmers, Programmer Analysts for Full-Time 


UO eMart Meer Le a 
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T 
11818 SE. ! 
Suite #: 


PARALLEL TECHNOLOGY SOLUTIONS. INC 


Jim Heard, EDP Consultants, Inc 
3067 Bunker Hill Road, Suite 202 
Marietta, Georgia 30062 

FAX: 24-HOURS PHONE 
rere PAE Lye Ctr Sane. 5) 
Cre ee ee 


DB2 
Pee 


ESA is assisting high- 
growth corporations and en- 
trepreneurially-run compa- 
nies with their systems re- 
engineering efforts. Needed 
immediately are first-rate 


e Wi 

« COBOL ESP Pee 
Salaries $72-120K DOE. For 
immediate and confidential 
consideration, phone/fax/ 
write 

Mr. Wendell Maness, EVP 
Enterprise Systems Assoc. 
7041 Koll Center Pkwy. 
Suite 260 

Pleasanton, Ca 94566 
Ph: (415) 846-4256 

Fax: (415) 846-7925 
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PAYROLL/PERSONNEL 
PROGRAMMER ANALYST 
REQUIRES minimum 7 ex- 
perience in IBM IS CICS 
VSAM environment. At least 2 


must be recent 
fr DBS (MSA) PAYROLLPER. 
SONNEL applications. 

We are the largest pri acute 
Er activities year- 


Ann Hisamo- 
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waicademe 


THE QUEEN’S 
Personnel Services Division 
1301 Punchbovd Street 
Honolulu, Hawaii 96813 
An Equal Opportunity Employer 


Weekly. 
Regional. 
National. 
And it works! 


Just four reasons why more companies run 
more recruitment advertising in Computer- 
world than in any other specialized business 
newspaper. 


For more information or to place your ad 
regionally or nationally, call Lisa McGrath at 
800-343-6474 (in MA, 508-879-0700). 


Weekly. Regional. National. 
And it works. 


An IDG Communications Publication 


OCTOBER 8, 1990 





Computerworld Recruitment Advertising Works. 


Because of our long-term recruitment success, 
we place 100% of our national media advertising 
in one publication. Computerworld. 


s tephen Kukoy is not only President of 
National Computer Associates but also 
President of Abacus Consultants, Inc. in Den- 
ver. Having been in the recruitment business 
for nearly 15 years, he knows the critical role 
advertising plays in finding the best qualified 
professionals. He also knows where his recruit- 
ment advertising dollars are best spent. 


Founded in 1971, National Computer 

Associates (NCA) is an exclusive 

group of private firms dedicated to 

importing and exporting com- 

puter personnel on a national 

basis. With an active member- 

ship of 32 firms throughout the 

United States and Australia, NCA is vir- 

tually a network of “branch offices’? work- 

ing together to place the best qualified IS pro- 
fessionals in the right jobs. Today, NCA’s aggressive 
growth and strategic market positioning make recruitment 
advertising more important than ever. 


“Since Computerworld is the most respected professional 
newspaper for computer professionals, we believe it’s our 
most direct means for reaching our entire target audience 
— programmers, systems analysts, and IS directors... 
operations, technical support, telecommunications, and 
PC professionals ... even vice presidents and presidents. 
And with its national reach, Computerworld is the perfect 
place to tell these IS professionals about how NCA, with its 
pooled resources and industry expertise, offers them a 


wider variety of jobs in more companies in just about 
every location. 


“Because of our long-term recruitment success, we place 
100% of our national media advertising in one publica- 
tion. Computerworld. Time after time, Computerworld 
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Stephen J. Kukoy 
President 
National Computer Associates 


produces top-calibre candidates — qualified 
professionals who are truly interested in 
keeping their careers abreast of the industry’s 
rapid changes and trends. 


“Looking ahead, we expect several factors to 
escalate our recruitment advertising needs 
— the growing demand by clients for greater 
selectivity, an increasingly specialized in- 
dustry, a continually mobile market- 
place, and NCA’s current plan to 
select an affiliate in the lucrative 
European marketplace. As this all 
happens, we intend to increase 
our advertising budget in Compu- 
terworld proportionately. 


“Computerworld recruitment ad- 
vertising has been equally successful 
for Abacus Consultants. Although we've 
experienced many such situations, one 
specific instance comes to mind. After local 
advertising proved unsuccessful for finding a particularly 
hard-to-find individual in the Denver area, the client gave 
us the go-ahead to advertise nationally. We ran one 
recruitment advertisement in Computerworld — and got 
an instant response from just the candidate we were 
looking for — right here in our local area. It just goes to 
show that Computerworld delivers far better candidates 
than any other source.”’ 


Computerworld. We’re helping serious employers and 
qualified information systems, communications, and PC 
professionals get together in the computer community. 
Every week. Just ask Stephen Kukoy. For all the facts on 
how Computerworld can put you in touch with qualified 
personnel, call your local Computerworld Recruitment 
Advertising Representative today. 


COMPUTERWORLD 


The weekly newspaper of record for computer professionals. 


Boston: 375 Cochituate Road, Box 9171, Framingham, MA 01701-9171 (508) 879-0700 


New York: Mack Center 1, 365 West Passaic St., Rochelle Park, NJ 07662 (201) 587-0090 
Washington D.C.:; 8304 Professional Hill Drive, Fairfax, VA 22031 (703) 573-4115 
Chicago: 10400 West Higgins Road, Suite 300, Rosemont, IL 60018 (708) 827-4433 

Los Angeles: 18008 Sky Park Circle, Suite 145, Irvine, CA 92714 (714) 250-0164 

San Francisco: 18008 Sky Park Circle, Suite 145, Irvine, CA 92714 (714) 250-0164 


An IDG Communications Newspaper 





Neural networks can’t think, 
but they can learn — almost 


BY JESSICA KEYES 
SPECIAL TO CW 


hile no technology can ex- 
actly simulate the process 
of human thinking, neural 
networks are putting on a 
good show. They can make 
sense of patterns in handwriting and 
speech and can even “learn” from their 
mistakes. They can be “taught” rather 
than programmed and can handle jobs 
that conventional software usually can’t. 
A neural network is a program or algo- 
rithm that learns through repetition. Neu- 
ral networks are not programmed. They 
simulate a network of hundreds of paral- 
lel-processing interconnected units 
shooting messages to one another at a 
rapid-fire pace. A neural network receives 
input and then responds, which can give 
the impression that it is actually thinking 
and solving a problem. 
While neural networks are not replac- 
ing conventional software, they’re begin- 


, buying, selling or leasing concerns 
you'd like to have addressed in Market- 
place? Call Cathy Duffy, associate editor at 
Computerworld, at (800) 343-6474 or fax at 


(508) 875-8931. 


IBM SPECIALISTS 


SELLe LEASE e BUY 
S/34 S/36 S/38 AS/400 
3741 
* New and Used 
* All Peripherals 


* Upgrades and Features 


COMPUTER MARKETING 


PO BOX 71 @ 610 BRYAN ST. @ OLD HICKORY, TN 37138 


DATA CENTER 
IMMEDIATELY AVAILABLE 
Prime Philadelphia location 
6,500 sq. ft. room raised floor 
12,000 sq. ft. o 
Facility includes: 
es ae, aie, ae & Power cond. 
‘counted asehold improvements 
45 modular cubicles, 5 private offices, training 
room, documentation room, conference room 
Close proximity to two major hot-site vendors 
Exceptional move-in condition. Center city location 
convenient to all modes of transportation. 


For information call: 215-972-4070 


space 


ning to absorb tough jobs not handled well 
by other tools. Some examples of tasks 
that neurals networks are performing: 

e A neural network handwriting recogni- 
tion package has been developed at Tex- 
as-based Bank-Tec, a financial service in- 
stitution that develops and sells check 
processing systems for 

banks. The Bank-Tek neural 

network can reportedly save 

banks hundreds of thousands 

of dollars each year by read- 

ing and approving the hand- 

written numerals that appear 

on the face of each check. 

e American Express Co. is us- 

ing neural networks to evalu- 

ate credit risks. This applica- 

tion, called credit scoring, is 

popular with financial institutions because 
it can assess a credit application’s worthi- 
ness based on previous examples entered 
into the neural network. 

e The Chase Manhattan Bank NA in New 
York is fighting credit-card fraud by using 
a neural network to sift through 
hundreds of thousands of credit- 
card transactions each day and 
flag possibly fraudulent transac- 
tions. 

eJohn W. Loofbourrow Asso- 
ciates, Inc. in New York used a 
$995 neural network package 
runing on an IBM Personal Com- 
puter to develop a system that 


MARKETPLACE 


forecasts Standard & Poor’s Corp.’s 500 
index. 

Before you jump into a major neural 
network purchase, however, there are 
several points you should keep in mind: 

Know what you’re getting into. 
Neural networks are highly complex. Be- 
fore you embark ona large-scale project, a 
little research and development is war- 
ranted. Neural networks don’t work like 
conventional technology; they don’t even 
work like expert systems, their closest ar- 
tificial intelligence cousin. Educate your 
staff so they can fully understand the 

workings of neural networks. 
Probably the best way to do 
this is to buy an inexpensive 
package to use as an entry- 
level training and exploratory 
tool. 
Software vs. hardware. 
Neural networks can be pur- 
chased either as hardware or 
software with a variation in 
price that spans from as little 
as $100 to as much as 
$75,000. While the first commercially 
available neural networks were add-in 
boards, software packages are much 
more popular with commercial users be- 
cause they’re less expensive and can be 
used on PCs. If you need more processing 
power than your PC can supply, a high- 
power plug-in board can be purchased. 

Hardware neural networks are mainly 
used in research and science institutes. 
Special analog circuits can speed process- 
ing time, allowing the network to handle 
large, complex projects. 

If you choose to go the software route, 
make sure that the package you choose 
hooks into your standard database files. If 


Buy /Sell/Lease 


Save 30% 


REFURBISHED 


VS - OIS « PERIPHERALS 
PCs AND LASER PRINTERS 
@ Disk Drives, Memory Upgrades, 
Peripherals and Wang-compatibles 
@ Ali equipment guaranteed acceptable 


for Wang or third-party maintenance. 
In Stock for Jmmediate Delivery Buy, rent or lease 


New Wang PCs* at exceptional savings. 


O 


is 


Authorized Wang PC Dealer 1-800-223-9264 
*New Wang PCs 
sold in Wang's Eastern Zone and Southern California only. 


Office Automation Experts Since 1978 


HONEYWELL 


Call: Level 6 Systems 
1-216-951-2221 


BULL 


your database is an Ashton-Tate Corp. 
Dbase file, make sure that your neural 
network software can access Dbase. If it 
can’t, make sure it can at least access a 
standard ASCII or Unix file. 

Implementing a neural network 
can be frustrating. Neural networks 
need loads of data entered at the begin- 
ning, so allow time for that. Also, make 
sure that you choose a task in which the 
data can be obtained from a source that’s 
already automated. 

Auditing is not an automatic fea- 
ture. One major drawback to using this 
technology is that there is no way to trace 
how a neural network arrives at its con- 
clusions. There are many applications 
that require an audit trail for legal and 
other regulatory considerations. Howev- 
er, help may soon be on the way. One 
company has announced the availability of 
such a function, derived from the patents 
of a Northeastern University professor. 
This function forces the network to devel- 
op a set of “If. . . then” rules that can be 
used for auditing purposes. When select- 
ing a neural network, ask the vendor if 
this function is available. 

Training, support and documenta- 
tion. While several of the neural network 
vendors offer excellent training, many 
don’t offer any at all. In those cases, the 
information systems manager might have 
to buy training services from a training 
vendor or consultant. Levels of support 
vary according to the amount spent on the 
software. The minimum that should be ac- 
cepted, regardless of the price paid for the 
software, is telephone support. 


Keyes is president of New Art, Inc., a management 
and computer consulting firm in New York. 


The BoCoEx index on used computers 
Closing prices report for the week ending September 21, 1990 


Recent 


Closing 
i low 


Recent 
price 


high 


IBM PC Model 176 


XT Model 086 


AT Model 239 
AT Model 339 
PS/2 Model 30-286 
PS/2 Model 60 
PS/2 Model 70P 
Compag Portable II 
Portable 286 
SLT-286 
Portable 386 
LTE 286 
Deskpro 286 
Deskpro 386/20 
Apple Macintosh 512 
512E 
Plus 
Il 


Telex: 3785891 
Fax: 615/875-5199 


$200 
$500 


$660 
$700 


$200 
$350 


XT Model 089 


$450 $725 $400 


AT Model 099 


$900 
$975 
$1,025 
$1,250 
$1,500 
$3,375 
$975 
$1,275 
$2,500 
$2,700 
$2,100 
$1,375 
$2,900 
$375 
$450 
$850 
$3,150 


$1,075 
$1,025 
$1,300 
$1,300 
$1,800 
$3,400 
$1,050 
$1,450 
$2,825 
$3,000 
$2,200 
$1,400 
$3,100 

$775 

$450 
$1,075 
$3,400 


$850 
$700 
$900 
$1,125 
$1,400 
$3,175 
$875 
$1,100 
$1,700 
$2,500 
$2,000 
$1,200 
$2,400 
$275 
$350 
$800 
$3,050 
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BUY - SELL - LEASE 


© CPUs © MEMORIES © DISC&TAPEDRIVES © CRTs 
© TERMINALS © PRINTERS @ INTERFACES Etc. 


DIGITAL COMPUTER 
EXCHANGE INC 
2487 industrial Pkwy. West, Hayward, CA 94545 
cow — Call (415) 887-3100 
G00 aes Fax (415) 887-5590 


HP HP HP 


NEW and USED 
1000 @ 3000 ©® 9000 
Including Spectrum 


BUY © SELL @ TRADE © RENT @ LEASE 
Processors ® Peripherals ® Systems 


All in Stock - Immediate Delivery 
All warranted tc qualify for manufacturer's maintenance 


ConAm Corporation 


; DET he SS 
* Peripherals ee 
It's Performance That Counts! 


are ahs 
800/643-4954 213/829-2277 * Upgrades AMEE TO ELS ae 
FAX 213/829-9607 


: GTE 
m Lense. se == i FINANCIAL 
- Re oe ae GROUP. Inc. 
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SMe =CeCumenne cen AL ECL Tart 
AS/400 IBM 


gh | | Ga SPECTRA 


§-23 LEASE Ze Se T CORPORATION 


SERIES ONE PS/2 OPERATING (714) 970-7000 (800) 745-1233 (714) 970-7095 Fax 
BANKING oe BUY SELL RENT LEASE 


er 3084 3090 IBM 


PERIPHERALS 

9370, 4381 MicroVax 
AS400, S/36,S/38 VAX 6000 
Point of Sale VAX 8000 
CAD/CAM 
Series/1 
Banking 
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* Processors 
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ANAHEIM 
CORPORATE 
CENTER 

5101 E. La Palma Ave. 
Suite 206 

Anaheim 

California 92807 


PROCESSORS 
PERIPHERALS 
UPGRADES 


800-328-7723 Lanes Rent 
612-949-9400 800-888-7568 


FAX: FAX 214/783-1379 
612-949-0750 COLA 


Currently replacing Series/1's 
with the new RS/6000 line via 
EDX to AIX migration 


b4 612-942-9830 


HEWLETT 
PACKARD 


1000 e 3000 
9000 


Computers 
Peripherals 
Terminals 


Buy e Sell 
Rent e Lease 


Tei We 


2574 Sheffield Road 
Ottawa, Canada K1B 3V7 


613-745-0921 
FAX: 613-745-1172 


Classified 
Marketplace 


needs only 3 
days notice to 
run your ad! 


Call: 


(800) 
343/6474 


(in MA: 508/879-0700) 
OCTOBER 8, 1990 


EXPERIENCED 
SYSTEMS AND 
PERIPHERALS 
BUY-SELL-LEASE 
BROKERAGE 


NEW PLUG-COMPATIBLE 
DISK, TAPE, a 


THE FASTEST1/O 
AV ee ANYWHERE 


11480 NCAVE CREEK RD 
PHOENIX, AZ 85020 
ASK FOR DON SHIFRIS 


602-997-0997 
Fax: 602-997-1688 


i= 


WE WILL BUY 


& SYSTEMS OR PARTS » 
AS IS OR REFURBED 


IBM 
14XX 29XX 30XX 
40XX SOXX XT AT PS2 
Token Rings 
Apple Compaq Clones 
Drives Seagate Tandon 
Please call the 
“Offer Desk” 
Computer Service 
Supply Corp. 
1-800-255-7815 


in N.H. (603) 437-0634 
Fax: (603) 622-0128 


hood 


LOS ANGELES 
SAN JOSE 
SEATTLE 


= (1), PERIPHERALS © SYSTEMS « UPGRADES 


RECONDITIONED 
— act EQUIPMENT 


4s Data General 


KDJ11-BF..11/84 CPU 
ome MSVTIVE..2M8- 


Lard today for quote - 
1-800-ICE-BUYS 


INTERNATIONAL COMPUTER EXCHANGE, LTD. 
TEL.: (617) 565-8688 * FAX: (617) 585-9177 
* 163 MAIN ST. * KINGSTON, MA 02364 « 


PC/AT/PS2 


New/Reconditioned 


= ates INC 


® Data General 


e Fujitsu iret Buying, sal a 
© Data Products ee 
e CS! sells all equi it 

cDc with a 30 day ncceicienal 
e@ Printronix guarantee on parts and labor 


and is for DEC 
® Zetaco maintenance. 


Offering systems, disk 
drives, tape drives, printers, 
terminals, memory, options, 


BUY SELL boards, upgrades and many 
more. 
TRADE 


617/982-9664 


* Compurex 
Systems, Inc. 
83 Eastman St. 
Easton, MA 02334 
Cali Toll-Free 


FAX: 1-800-426-5499 
617/871-4456 In Mass. (508) 230-3700 
FAX (508) 238-8250 


COMPUTERWORLD 


Tutequity... the Spectra difference | 


A full line IBM and Digital computer dealer 


COMPUTER ROOM 
EQUIPMENT 


LIEBERT 
Computer Room Air Conditioners 
3 thru 22 Ton Units 
Main Frame Chillers 
3 thru 12 Ton Units 
Power Distribution Units 
30 thru 225 KVA 


PILLER 
40 & 75 KVA Silentblocks 


LIEGERT, EXIDE, EMERSON 
EPE & IPM 
18.75 - 556 KVA UPS Systems 


RAISED ACCESS FLOORING 
Thousands of square feet in stock, 
wood and steel. 


All items listed are reconditioned with warranty 


DP SUPPORT 
P.O. Box 1409 

Plano, TX 75086 
214-422-4551 
214/578-1236 Fax 


DATA CENTER 
ENVIRONMENTALS 


U.P.S. - EXIDE, EMERSON, E.P.E., IPM, DELTEC, PILLAR 
A/C - LIEBERT, DATA AIRE, AIRFLOW 
D/G SETS - CAT, ONAN, KOHLER 
FLOORING - TATE, C-TEC, BESCO 


Used Refurbished . Warranties Recertification 
BUY / SELL / BROKER 


1-800-226-0784 


9298-92b/Pb2 :391d40 


0026-92b/PL2:XV4 
@18S-S0LZ6 VO ‘Buy BES © IS UBWIING E62 © ‘ONI ‘ONISV31 LHOdM3N 


CALL 1-800 345-9370 


WdI-68Z9 








CLASSIFIED 


TRL art 
APOLLO, DEC, HP, SUN, WANG 


CALL US LAST 


GET YOUR BEST PRICE erent 
THEN CALL smear 


Industrial 


Buying 
Selling 


WE BUY and SELL 
NEW - USED - ASIS 


hs 
BOUGH 


eee ear ry 


ent inventory on above 


Electrosurplus 


WE A " na dae pena 
Buy - Sell - Lease 
New and Used IBM Equipment 
AS400 - System 36, 38, 43XX 


SHORT TERM RENTALS 


Call DCC 
617-837-7255 


or 
301-750-7200 


Your used 
computer 
equipment 
deserves a 
second chance. 


By the thousands. 


As a result of our thousands of purchases of 
new and used IBM systems of all sizes, shapes 
and descriptions, we are offering you great 
savings on IBM AS/400's, 36's, tapes, drives, 
printers and peripherals, as well as all upgrades. 

As a specialty, we offer multiplexors, | IN TN 901-372-2622 coun 
modems, protocol converters and PS/2's : 

If vou have a need to buy or sell, call us first 2070 Ghatey ber teoeenae 50134 
and DEAL DIRECT with the 

‘Since 1974' 


COMPUTER CBCB CB CB CB CB CB CB CB CB CB CBCB 
MARKETPLACE VAX RENTALS 
-) 800-858-1144 My se00 


MV 3800/3900 
In CA, dial (714) 735-2102, 205 East Sth Street, Corona, CA 91719 VAX 6000 SERIES 
VAX 8000 SERIES 
Systems & Peripherals 
@ Fast Turnaround @ Dependable Products 
© Upgrade/Add-On Fiexibility 


@6Months @12Months © 24 Months 
BRCOKVALE ASSOCIATES 


EAST COAST is ee) tae 
EAL Pte eee aE ST 2e) 


ita A ae 


LEVEL6 DPS6 
SERIES 16 


eee 
a ee LL) 


If you have used computer 
equipment to sell, Comput- 
— er — 
Lemar iy agp = ketplace is the best place 

Par - IN STOCK oo your selling. That's 
ipgrades and Features because the lassified 
Marketplace features a 
Buy/Sell/Lease section to 
help you market your 


equipment to the very peo- 
ple who are looking to ce. 


sate Cael 


Se eee | Features 


Reema) eer ls lela] 


. ite? Side Maintenance 
Guaranteed 


708-831-1255 


Executive Infosource 
1530 Eastwood Ave., # 100 


Highland Park, iL 60035 Ane 
rnie— And when you advertise in 
Gbliz = Computerworld Classified 
Marketplace, you reach a 
total (ABC-audited) audi- 
ence of over 612,000 com- 
puter professionals who 
turn to Computerworld for 
Buying used news, information, fea- 
IBM equipment: tures - and the Classified 
> 3380 - Disk Marketplace - every week. 
> 3480 - Tape 
>» 3880-X23 - 
Cache Controilers 
(any model) 


SMe eel ed 
ett) 


als EER old 
rue el Melua iy 


IBM IS A REGISTERED TRADEMARK OF INTERNATIONAL BUSINESS MACHINES INC 


The Recognized Leader 
Temes Armalite sl lis 


IBM CPU & PERIPHERALS 
Available For immediate Possession 
This Equipment Available At Current E.C. Levels 


IBM 3090/150E 
» 3725 MOD 2 (2) > 3174 Cont. Units 
> 3880 Cont. Unit > 4245 Mod 20 Printer 
> 31XX Terminals >» NCR 5365 Fiche 


Processor 612,000 MIS/DP Professionals see the 


Sales and Support 


SIC> 


BOUDREAU 
COMPUTER SERVICES 


100 Bearfoot Road 
let lee mL MOREY 


So give your used com- 
puter equipment a second 
chance y. 


Additional 3380 DASD (D,£,K), 3880 C.U.’s, Tape 
Drives (3480.3422) Laser Printer (3800/006) 
available under assignable leases. 


CLASSIFIED MARKETPLACE 
each week. 
Call for advertising information: 


» 3990 - Controllers 
*** Eligible for IBM M/A 
Cail Chris Bratun 


(508) 393-6839 
FAX 508-393-3781 


“Since 1974” 


To reserve 
your space, call: 


For info. and feature lists call: 215-972-4070 (216) 892-3990 


(800) 343-6474 END-USERS ONLY 


(in MA., 508-879-0700) 


800/343-6474 


(in MA, 508/879-0700) 





Time /Services 


AVAILABLE IMMEDIATELY 


We are a Leading Software Consulting firm and have 
immediate availability of experienced professionals in the 


following areas: 

IBM 
CICS, TSO/ISPF, IDMS/ADSO, IMS DB/DC, DB2, SQL, PL/1, 
JCL, MVS, ADABAS, NATURAL, VSAM, CSP, PACBASE, BAL 


DEC 
VAX, ORACLE, SQL, SQL*PLUS, SQL*FORMS 


UNIX BASED SYSTEMS 
EXPERIENCED IN COMMUNICATIONS PROTOCOLS 
| | Wealso bid and deliver fixed price contracts on software 
on any major hardware at a very reasonable price. 
for Serious Contract Inquiries ONLY 
Contact Jan Rochman/Greg Hulse 
Phone (404) 432-3833 


REMOTE COMPUTING OUTSOURCING 


Quality Outsourcing 


¢ IBM Mainframe/Peripherals 
¢ Full Technical Support 

# 24 hour Help Desk w/ 800# 
# Database Specialists 


# Consulting Services 

# Network Specialists 

# Capacity Planning 

# Automated Operations 


Resources Available Include: 


MVS/XA, VM/XA, CMS, CICS, DB2/QMF, TSO/E, 
ISPF/PDF, SAS, Librarian, IBM IN, PANVALET, 
EASYTREIVE, Telenet/Tymnet, TOP SECRET 





Call: (201) 216-3216 





IAC 


aezaiba 


COMPUTING 


SERVICES 


PROJECT LEAD / CONSULTANT SUPPORT 
SYSTEMS DEVELOPMENT 
SYSTEM / DATA CONVERSIONS 


For more informetion contact Susan Boush at: 
(206) 924-2527 or (800) 654-9347 


AM (ars eer lation 
Information Systems 


INFORMATION TECHNOLOGY ALLIANCE CORPORATION 


REMOTE 
COMPUTING 


(201) 882-9700 


CANONS 


MB NGISONYE 


PERSONALIZED SERVICE 


© Guaranteed Service Levels © Fixed Pricing 

© Peak Load Processing © Disaster Recovery Services 

© Satellite Communications ¢ & Mail Services 
© VM/XA, MVS/XA, DOS/VSE 


ZA) Agway Data Services Inc. 


Call 1-800-ADS-7112 
“Committed to Customer Satisfaction” 


COMPUTERWORLD 


| O Software 


Fax (404) 432-9518 


It’s the 


CLASSIFIED MARKETPLACE 


Reach Computer Professionals 
Where They Shop For: 


O Buy/Sell/Lease DO Hardware 


O Periot Suppii 
O Communications  C Graphics/Desktop Publishing 
0 Time/Services 0 Bids/Proposals/Real Estate 
O Business i 


CALL NOW! 


(800) 343-6474 
(In MA., 508/879-0700). 


SN 
Where all computer buyers and sellers go to market. 


OCTOBER 8, 1990 





Classified 
Marketplace 


delivers your 
message in 
companies that 
plan to buy 
your product 
or service. 


From PCs to minis, 
mainframes to super- 
computers, Comput- 
erworld’s readers buy 
products across all 
ranges of today’s com- 
puters. So if you're 
selling, advertise in 
the newspaper that 
delivers readers that 
plan to buy YOUR 
product or service. 
Advertise in Comput- 
erworld’s Classified 
Marketplace! 


- 24 hour availability 
-International access Suppl 
- Superior technical : 


ICOTECH 


MVS/XA VTAM DB2 
TSO/ISPF/SDSF FILE-AID SIMWARE 
CICS INTERTEST ACF2 
ADABAS SAS ADC2 
LIBRARIAN $AVRS 


- Uninterrupted Power 


support staff - Disaster recovery 
- Impeccable service 


SUNGARD 


COMPUTER SERVICES 


. FIXED PRICE COMPUTING 


- ECONOMICAL PRICES - SIGNIFICANTLY LESS THAN 
IN-HOUSE 


-IBM 3090 COMPUTERS WITH MVS/ESA, AND VM 
TECHNOLOGY 


. EXTENSIVE NATIONWIDE TELCOM NETWORK 


eta da 


CLASSIFIED 


rvices 


is your link to perfection. 


State-of-the-art 
IBM compatibility: 


MVS-ESA * VM/XA * TSO/E * 


ROSCOE * CICS * IMS * IDMS/R * 


DB2 * QMF * PROFS * 


Programmer productivity 
aids: 

FILE-AID * CICS PLAYBACK * 
dBUG-AID * ABEND-AID * CICS 
ABEND.-AID * 


(Preceeding products are registered 
trademarks of Compuware Corporation) 


MCN Computer Services provides outsourcing solutions to major 
international clients. With one of the country’s finest computer 
facilities, your data is secure, yet readily available. High-quality, 


cost-effective services include: 
¢ Remote computing 


¢ Computer outsourcing 
¢ Facility management 


For more information, call Lisa Walker at: 


- EXTENSIVE LIBRARY OF THIRD PARTY SOFTWARE 1-O0O-E2t-0406 
- PROFESSIONAL SERVICES FOR APPLICATION 


SUPPORT & DEVELOPMENT 5225 Auto Club Drive 


For more 
information, 
call: 


FOR MORE INFORMATION CALL: 
(800) 441-4203 (215) 387-3890 
(212) 943-8540 


SUNGARD COMPUTER SERVICES INC. 
1285 DRUMMERS LANE 


800/ 
343-6474 


(in MA, 508/879-0700) 


ON-LINE WITH 


COMPUSOURCE 


il 
Hitt 


apiaies 


\ 
‘feed 


=, 


44 MVS/XA, VM, DOS 

4 sas, DB2 

Worldwide access 
Laser printing 


(919) 469-3325 


Classified 
Marketplace 


gives you reach to over 
612,000 potential buyers! 


And this audience is even verified by the 
Audit Bureau of Circulations in the only 
independently audited pass-along survey 
of its kind. What’s more Comput- 
erworld’s Classified Marketplace pene- 
trates buying companies in all major in- 
dustries. That’s because Comput- 
erworld’s total audience blankets key ver- 
tical markets that are major users -- and 
major buyers -- of computer products and 
services. 


So if you’re selling computer products 
and services, advertise in the newspaper 
that delivers over 612,000 potential buy- 
ers. Advertise in Computerworld’s Classi- 
fied Marketplace! 


For more information, call: 


(800) 343-6474 


(in MA, 508/879-0700) 


OCTOBER 8, 1990 


HAVE YOUR 


QUALITY 
CONTROL 


MATERIAL 


SOURCE 
INSPECTED 
DONE BY PROFESSIONALS 
FROM L.P.C TO AQAP 


OR MIL STDS IN 
THE OTTAWA VALLEY 
CANADA 


International Clients 
Phone (613) 729-9031 
For Rates 


It’s the 
Classified 
Marketplace 


Reach Computer 
Professionals 


Ti pe 


Innovative, Responsive, 
Quality 


a few words that describe 
the most complete 
computer processor 


offering 


IBM 3090, MVS/XA, 
MSA, DB2, VM/HPO, 
TSO, CICS/VSAM 
and a multitude of 
third party software 





the complete source for 
--- Outsourcing ... 


1-800-443-8797 


14300 Sullyfield Circle 
Chantilly, Virginia 22021 


OUTSOURCING AND 


REMOTE COMPUTING 


@ IBM MVS/XA 
Environment 

@ DB2, IDMS/R, Model 
204 and 4GLs Media Conversion 

@ Professional Support Laser & Impact 
Staff Print Facility 

@ Experienced Application 
Migration Manage- Programming 
ment Tea ® Technical Support 

® Simplified Pricing @ 24 Hours a Day - 
and Invoicing 7 Days a Week 


e@ AS/400 
@ Full Supporting 
Services 


May & Speh, inc. 


1501 Opus Place, Downers Grove, IL 60515-5713 
1(800) 729-1501 


For More Information Contact: Tony Ranieri 


COMPUTERWORLD 


Dearborn, Michigan 48126 


ee) a) 
COMPUTING SERVICES 
for TODAY and.... 
pete ell 


COMDISCO COMPUTING 
SERVICES CORP. 


§ Provides you with: 
REMOTE COMPUTING 
COMPUTER OUTSOURCING 
FACILITY MANAGEMENT 
Featuring: 
IBM® CPUs and Peripherals 


Systems Software: 
MVS/XA, TSO/E, ISPF/PDF, 
CICS, VM/XA, VM/SP, HPO, CMS 


Application Software: 
Database Management 
Application Development 
4/GLs Graphics 
Statistical Analysis 


Multiple Communications 
Methods 


Technical Support 
Automated Tape Handling 
ULTRA-Secure Data Center 
Advanced Laser Printing 
Pricing to fit your needs 


) Call: Robert Marino 


201-896-3011 


| COMDUCO 


een Ceekeen titre 
a ate steey te 
430 Gotham Parkway, Carlstadt, NJ'‘07072 





CLASSIFIED 


Business Opportunities 


Executives: Lock Into 
A $44 Billion Program 


ExecuTrain, the nation’s leading personal computer 
training franchise, is now offering exclusive franchise 
opportunities in the $44 billion training industry. In 
just six years ExecuTrain has trained well over 100,000 
business people how to use Lotus 1-2-3 and other 


popular micro-computer programs. 


Operating in major cities from coast to coast, 
ExecuTrain employs state-of-the-art, results oriented, 


instructor led training methods. 


To qualify for this “franchise of the future” opportu- 
nity, you must have a solid business background and 
at least $75,000 available to invest. For details call Tom 
Lang, Franchise Director. in Atlanta at 1-800-843-6984. 


ext 104. 


MUManill 


% Execulrain. 


This snot an offering. An offering can only be made by 2 prospectus filed first with the 


State of New York. Such filing does not constitute approval 


Software packages pictured are registered trademarks of their respective manufacturers. 


Conversions 


CONVERSION 
EXPERTS 


MACRO TO COMMAND 
Automatically convert your CICS 
Macro to CICS Command. 

¢ License Product 
© Per Line Service 
¢ Turn-Key Conversion 


Conversion products & services on your 
site or ours. Fixed fee or T&M. 


[ ~a& | NEOSYNETICS, INC. 
se 
ore 


2860 Des Plaines Ave., Suite 375 
Des Plaines, Illinois 60018 
708/299-0900 Fax: 299-6044 


bas Products 


VS Tels ys 
UPGRADES 


5 YEAR WARRANTY! 
IMMEDIATE DELIVERY! 


SCALL 
LaserPrinter 4019 & 40196 
Toshiba Laptops 
Upgrades SCALL 
Mdis 1000SE/XE, 1200XE 
1600, 31008, 3100SX, 

T, AT&T, DEC. De el 
IGMA 


Examines the issues while 
message. Cail 


(800)343-6474 


(in MA., 508/879-0700) 


Professionals examine 
all the details. Por 


Classified 
Marketplace 


showcases 
your ad by 
product category! 


Whether it’s used equip- 
ment, software, time, ser- 
vices or just about any 
other category of com- 
puter product or service, 
Computerworld’s Classi- 
fied Marketplace is orga- 
nized to make your ad 
visible and to make buy- 
ing your product easy. 


Just look! 


Computerworld’s 
Classified 
Marketplace 
Product 
Categories 


software 
hardware 
conversions 
PC products 
time/services 
buy/sell /lease 
communications 
bids/proposals/ 
real estate 
graphics/desktop 
publishing 
peripherals/supplies 
business opportunities 


So if you’re selling com- 
puter products or servic- 
es, advertise in the news- 
paper that showcases 
YOUR luct or ser- 
vice. ertise in Com- 
puterworld’s Classified 
Marketplace! 


For more 
information, 
call 


800/343-6474 


(in MA, 508/879-0700) 
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E COLOR Rm CCL cL eel 


DAES Eee All Macs, DEC VT 100s, 220s 
| IBM Terminals and More 
MONOCHROME } 


r=) 6 Selo ne 
wv CORPORATION 


VISA, M/C, AMEX, COD 206/697-4008 


Computer-Based Presentation Systems Since 1984 


Yb aa clas) 


FAX 


..for UNIX 


(609) 771-6705 
Fax: 530-0898 


CLASSIFIED 
MARKETPLACE 


Where 

| Computer 
(800) 343-6474 
(in MA; 508/879-0700) 


7249 Whipple Ave NW 
North Canton, Ohio 44720 


REQUEST FOR 
PROPOSAL 
City of 
Corvallis, Oregon 
am nto pl , SO- 
mentation Mga geemiesccny 
mainframe software. The City 
uses an IBM 5382, Model 300. 


interested firms should contact Fi- 

nance Director Mark Larson at 

aaa 757-6936 
@ complete proposal request. 


All responses to this proposal are 
oD cad by October 12, 


Go in... 
Shopping a 


CLASSIFIED 
MARKETPLACE 
Call for all the details 
(800) 343-6474 
(in MA., (508) 879-0700) 


Classified Marketplace 


needs only 3 days 
notice to run your ad! 


When you’re selling, you want your advertis- 
ing to hit the market quickly and frequently. 
You can’t afford to wait for an issue that’s 
coming out severai weeks -- or months -- 
inte the future. With Computerworld, 
there’s no waiting for the next available is- 
sue eee we've got one for you every 
week. 


What’s more, your ad can _— in the 
Monday issue of Computerworld if you order 
just 3 days prior to the issue. Advertise in 
the newspaper that won’t keep you waiting. 
Advertise in Computerworld’s Classified 
Marketplace! 


For more information, call: 


800/343-6474 


(in MA, 508/879-0700) 


Where all computer buyers and sellers go to market. 


COMPUTERWORLD 


ANOTHER 

REASON WHY 
COMPUTERWORLD’S 
MARKETPLACE 
PAGES WORK ... 


Computefworld’s Classified 
Marketplace gives you major 
decision makers for all types 
of computer products or ser- 
vices. And for good reason. 
These buyers purchase many 
products and services for all 
ranges of their organization’s 
computers. 


Subscribers Involved in Purchasing 
Computer Equipment and Services 
in User Organizations 
Products _—| Oh 

[Services 


Software 


Ith 


‘suppies | itt 


To place your ad, call John Corrig- 
an, Vice President/Classified Ad- 
vertising, at 800/343-6474 (in 
MA, 508/879-0700). 
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TRAINING 


Take Networking 101 


Managers should make sure their employees are well connected 


BY SUE REDKEY 
SPECIAL TO CW 


ow can an information sys- 

tems manager continue to de- 

velop people who already have 

all the technical skills they 

need to do their jobs? One 
good way is to suggest courses in consult- 
ing, leadership skills and public speaking. 
You could go another route, however, and 
encourage a different kind of education — 
networking. 

Networking is a critical weapon that 
seasoned professionals should be able to 
brandish artfully. Unfortunately, it’s 
something that few of us do well instinc- 
tively. There just aren’t any formal train- 
ing classes on how to develop long-last- 
ing, productive contacts with colleagues. 
Fortunately, an IS manager can be a big 
help in teaching his staff some basic 
networking techniques and demonstrat- 
ing the long-term benefits. 

Networking is not directing, delegat- 
ing or reporting; it is sharing, teaching 


Writ training issues would you 


Duffy, associate editor at Computer- 
world, at (800) 343-6474 or fax at 


pe 
| 
| 
| 
| like to see covered? Call Cathy 
| 
(508) 875-8931. 





October 
Training 
Editorial Topics 


CD-ROMs: In-house 
corporate applications are 
increasingly popular. 
Executive Report: 

Advancing the Business 
Cause - Using IS to find 

New Markets 


Ad Close: Oct 9 


1 


Leasing computer equipment: 
the European view. 


Product Spotlight: 
Unix on the Desktop 
Ad Close: Oct 16 


The PC superstores 
are coming. 

Executive Report: 
Advancing the Business 
Cause - Gaining an Edge 
in Pricing 

Ad Close: Oct 23 


and helping. Contact-grooming will ex- 
tend your staff members’ professional 
identities beyond the boundaries of their 
company and their own experience. And it 
certainly can’t hurt them to have these 
contacts when the time comes for them to 
circulate their resumes. 

From a manager’s point of view, 
networking serves as a sort of postgradu- 
ate professional seminar. When people on 
your staff get to the point where 
they have taken all the formal 
training required to do their 
jobs well, they still need the 
stimulation of new ideas. 

They need the opportunity 

to share their knowledge 

and experience with others. By 

learning how to network, they 

get a form of “training.” Your 

staff will appreciate the ability to 
move beyond their immediate job respon- 
sibilities and distinguish themselves as 
professionals in their field. 


Leading the way 
When was the last time you suggested to 
anyone in your department that he ask the 
advice of a colleague from another depart- 
ment? Another company? Another city? 
Encourage your staff right away to take 
these first steps. Over time, they’ll see 
the benefits: Networking can give them 
an opportunity to share information, ad- 
vice, feedback and support. 

For example, a programmer may call 
someone in his network for advice on a 
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puzzling technical problem, to get input 
about a career move or to talk over a criti- 
cal issue with someone who understands 
his job and is not a stakeholder in the out- 
come. On the flip side, he can pass along 
information that will benefit a colleague in 
some way or let her know that he’s given 
her name to someone else who would like 
to connect with her. 

Possibly without them realizing it, your 
staff members already have many oppor- 
tunities to network: with other IS profes- 
sicnals, clients or user groups in the same 
company; with colleagues from other 
companies they have had contact with in 
special projects and professional organi- 

zations; and with people from 
classes or conferences. 

Urge your staff to take ad- 

vantage of these oppor- 

tunities to network. Those 

who are less timid might 

begin a connection with 

someone by _ introducing 

themselves at a class, confer- 

ence or professional meeting; 

others might prefer initiating a 

written connection. 

Another avenue is for an employee to 
call someone whose name has been 
passed along to him. If he is reluctant at 
first, remind him that most people enjoy 
being contacted as an expert or to discuss 
common interests. 

The best networkers are those who go 
out of their way to pass along information 
or assistance to others. They always re- 
turn phone calls, and they are active in 
keeping the energy moving. Remember, 
what goes out seems to come back multi- 
plied — and not necessarily from the 
same contacts. 

Even if you are not a natural 


networker, set a good example — net- 
work yourself; make it known in your 
group that you don’t consider resources 
limited to people in your own group or 
company. 


Networking nuggets 

The next time you are tempted to deny an 
out-of-town class to someone on your 
staff because of the expense, consider the 


HE BEST 

NETWORKERS are 

those who go out of 
their way to pass along 
information or assistance to 
others. 


value of the networking opportunities. 
Networking with classmates adds a depth 
to the learning experience that can be 
missing from large in-house classes. Par- 
ticipants will return not only with techni- 
cal knowledge but also with the experi- 
ences and opinions of others, which they 
can draw on later. It can’t hurt you or your 
department to know how other compa- 
nies solve related problems. 

Networking is an unstructured, open- 
ended, intangible activity. Because of this, 
you won’t find Networking 101 listed in a 
course booklet for professional develop- 
ment. IS managers, however, can play a 
big part in passing along techniques that 
can benefit their staffs and departments. 


Redkey is an independent instructor, consultant 
and writer and author of The Technical Instructor's 
Handbook: From Techie to Teacher. 


Does your infomation munneth over? 


PROMOTING A BETTER UNDERSTANDING OF 
INFORMATION ENGINEERING 


CEC is pleased to present the current public 
offerings of our Information Engineering courses. 


Location Price/ 
| Dae | Location | Student 


IE/Planning | Oct. 8-10 


Nov. 5-7 
Oct. 15-17 
Nov. 12-14 
Oct. 22-25 
Dec. 3-6 


Detroit 
Los Angeles 


IE/ Analysis Detroit 


Los Angeles 
IE/Design Detroit 


Los Angeles 


$895.00 
$895.00 
$895.00 
$895.00 


$1195.00 
$1195.00 


For more information about our offerings, please 


contact the CEC Education Coordinator at: 


(313) 569-0900 


cec 
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18620 W. 10 Mile Rd. ¢ Southfield, MI 48075-2667 
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“Computerworld Response Card 
Decks really opened doors to 
the ‘heavy-hitter’ accounts...” 


Spectrum Concepts, Inc. is a 10-year-old software developer 
based in New York City. The company, which provides 
software and services to large corporations and financial 
institutions, recently developed XCOM 6.2, an LU 6.2- 
based software product that dramatically improves file 
transfer between different computing environments. 


XCOM 6.2 eliminates the need for extensive custom 
programming when transferring data from one computer to 
another, including PCs, mainframes and minis. And it 
significantly lessens the amount of time necessary to com- 
plete connectivity projects. 


Company president Alec Gindis 
was impressed with industry reac- 
tion after a news story announcing 
XCOM 6.2 appeared in Computer- 
world. So when Spectrum began 
implementing its marketing strate- 
gy for the new product, he consid- 
ered Computerworld a key re- 
source. 


“Our goal was to generate sales 

leads from major organizations — 

Fortune 500 and Fortune 1000-type 

companies — that need to transfer 

files. We decided to use response 

card decks, and, based on the reac- 

tion we got to that product an- 

nouncement, Computerworld’s 

was the card deck we thought of first. =~ 
ee 

“And it’s paid off; the results have been terrific. We’ve 

received hundreds of high-quality leads so far, and they’re 

still coming in. In fact, Computerworld Response Card 

Decks really opened doors to the ‘heavy-hitter’ accounts — 

major organizations that learned about us through the 

cards. 


“Now we’ve gotten to where we are recruiting additional 
account executives to follow up on the volume of these 
leads. Computerworld Response Card Decks give us the 
best cost per lead of any medium. They also let us refine 
our marketing strategies through scientific ‘split testing’ — 
something other card decks don’t always offer. We consider 
that a valuable bonus.” 


Computerworld Response Card Decks give you a cost- 
effective way to reach a powerful buying audience of over 
134,000 computer professionals. They’re working for Spec- 
trum Concepts, Inc. — and they can work for you. Call 
Norma Tamburrino, Account Manager, Computerworld 
Response Card Decks, at (201) 587-0090 to reserve your 
space today. 


COMPUTERWORLD 


RESPONSE CARD DECKS 


Computerworld is an IDG Communications Newspaper 


— Alec Gindis 
President 
Spectrum Concepts, Inc. 
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Technology stocks roller-coastered up and 
down last week, leaving some firms derailed 
at new lows and others chugging ahead by 
Thursday’s close. Hewlett-Packard Co. was 
among those left feeling queasy at the end of 
the ride, having lost 4% points last week to 
close Thursday at 29%. HP could have 
shared the motion sickness pills with Auto- 
desk, Inc., which also plunged 4% points, 
closing at 37%. 

Financial troubles and analyst grumbles 
ae eS a ee 8 : caused Unisys Corp. to stumble 1% points 
130 last week to close Thursday at 3%, just a 
= breath away from a new low. Digital Equip- 
ad ment Corp. slid 1% points to 50%, hovering 
% just above its low mark set two weeks ago. 
80 IBM was one of the few gainers in the hard- 

ware sector, shooting up 12 points to 107%. 

With a few exceptions, software makers 
withstood the herky-jerky Wall Street ride 
and came out grinning. Adobe Systems, Inc. 
gained 1% points to 20%. Lotus Develop- 
ment Corp. surged 12 points to 17, while 
Microsoft Corp. rose 1% points to 64%. 

However, Software Toolworks, Inc. 
pitched and rolled, then pitched once more, 
finally sinking 2 points to 4%. Oracle Sys- 
tems Corp. continued to lag, losing ¥ a point 
to close at 6. 

Traders did not take kindly to news of a 
possible legal battle between Intel Corp. and 
Advanced Micro Devices, Inc. (AMD) over 
rights to the 80386 chip. AMD lost % of a 
point and sunk to a new low of 4%, while In- 
tel declined by 1 point to 32%. Other semi- 
conductor makers also suffered: Motorola, 
Inc. tumbled 2% points to 6042, and National 
, , Semiconductor Corp. slid % of a netch to 3%, 
Leasing Companies anew low. 

ee Cray Research, Inc. sold its Y-MP super- 
computer to a Japanese company, then in- 
vestors sold Cray stock, sending it down 1% 
points to 26%, anew low. 
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RISC 


FROM PAGE 1 


computer. Users are not exactly 
thrilled with this vision of the fu- 
ture. First, the idea of using 
RISC is to lower costs, including 
the costs of informations sys- 
tems staffing. Second, with no 
unified Unix, there is no cohe- 
sive central management avail- 
able. 

“‘We found the fact that there 
are different Unixes out there to 
be a tremendous disadvantage,” 
said Gerald Siddons, who is di- 
rector of scientific computing at 
the division of biostatistics and 
epidemiology at the Dana- 
Farber Cancer Institute in Bos- 
ton. “Even if only 10% of the 
code is machine-specific, that’s 
still a lot of work.” 

The lack of a unified Unix is 
creating havoc in systems ad- 
ministration. “Our biggest con- 
cern about the differences in 
Unix is not from a user’s view, 
because that’s getting cleaned 
up, but in systems administra- 
tion,”’ said Tom Hein, manager 
of technical support at John 
Deere Insurance Co. in Moline, 
Ill. ‘““There’s a significant differ- 
ence between Unixes.”” 

“They’re looking for a stan- 
dard way to manage what they 
buy,” said John Jones, an analyst 
at Montgomery Securities in San 
Francisco. “It’s a management 
headache.” 

Only in the last few months 
have two vendors, Sun Micro- 
systems, Inc. and HP, an- 
nounced management software 
for their RISC systems. Howev- 
er, it comes bundled with their 
hardware, thus limiting the open 
systems aspect. 


RISC CPUs to yield enhanced 
price/performance in 1991 | 


BY J. A. SAVAGE 
CW STAFF 


In the 1991 batch of reduced in- 
struction set computing (RISC) 
processors, vendors will get 
their nudge in price and perfor- 
mance in two ways. Increasing 
clock speed, all agreed, is most 
easily done. Second, most ven- 
dors are experimenting with 
some form of increasing the 
number of instructions per clock 
cycle. 

In the current generation, a 
33-MHz clock speed did not just 
roll off the fabrication line. It was 
first achieved by hand-picking 
chips tested at higher rates, ac- 
cording to John Mashey, vice- 
president of systems technology 
at Mips Computer Systems, Inc. 

To reach 50 MHz, where 
most vendors said they will be by 
next year, engineers are fine- 
tuning the circuits on the chips. 
“You find one path takes longer 
than the others, so you rear- 
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Despite the chaos of operat- 
ing system differences and lack 
of management tools, RISC 
hardware forges ahead. 

RISC vendors have dribbled 
their first-generation products 
into the market over the last four 
years. Now that they’re in the 
marketplace, most said they ex- 
pect to double the speed of their 
RISC processors in the next 
year. 


The next generation 


NEWS 


cessors under the umbrella of 
RISC, they appear to have little 
to differentiate themselves in fu- 
ture generations outside of mar- 
keting. 

As a buyer, which model is 
best for you? Analysts said to ig- 
nore the minor differences in 
vendors’ claims and take one for 
a test drive — benchmark it on 
the application you expect to 
use. 


Most RISC vendors say they plan to double the speed and performance of 


their processors during the next year 


teote Lela Availability 


RISC’s leaps in price/perfor- 
mance will continue in 1990. 
Many vendors said they will have 
uniprocessors that provide more 
than 50 million instructions per 
second, or MIPS (see chart). 
Longer-term plans for increas- 
ing price/performance center on 
multiprocessing. 

“In the long run, they'll get 
more price/performance from 
multiple CPUs than from the 
shrinking geometry on a chip,” 
said Kim Shanely, secretary of 
the benchmarking group System 
Performance Evaluation Coop- 
erative (SPEC). 

While vendors have different 
methods of implementing pro- 


range it to make it shorter,” Ma- 
shey said. 

Additionally, this next batch 
of RISC CPUs will gain perfor- 
mance in board layout. By put- 
ting cache on the CPU substrate, 
“4t will look more like a chip than 
acircuit board,” he said. 

Trying to cram more instruc- 
tions through the processor for 
each clock cycle is a bit more 
tricky, according to vendors. 
They are attempting two meth- 
ods to accelerate the instruction. 
One is to widen the instructions 
pathway so that two instructions 
can be sent at once, side by side. 
The other is to stagger the in- 
structions so that several can be 
sent for each clock cycle. 

However, the ability to lever- 
age the clock speed and instruc- 
tion paths appears limited to the 
1991 generation. The price/per- 
formance kick after that will 
most easily be achieved by 
stringing processors together, 
the vendors said. 
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marks 


CW Chart: Paul Mock 


The major players (HP’s 
Apollo Division, IBM, Intel 
Corp., Intergraph Corp., Mips 
Computer Systems, Inc., Silicon 
Graphics, Inc. and Sun) all claim 
that certain engineering fea- 
tures in their implementations of 
RISC offer distinct advantages 
tousers. 

However, instead of wading 
through technical claims, users 
and analysts, such as Don Taps- 
cott, vice-president of Boston- 
based DMR Group, Inc., sug- 
gested that potential buyers 
should find out whether a certain 
vendor’s architecture is right for 
them by running benchmarks 
themselves for the necessary ap- 
plications. 


Trial and error 

After studying more than 100 
Unix users, most of whom are 
Unix RISC users, Tapscott said 
that all those engineering differ- 
ences matter little. “There are 
important differences in terms of 
price/performance,” he said, 
recommending that users simply 
benchmark applications that 
they plan to use. “‘You’ll find out 
fast enough which is best for 
you.” 

This attitude points out the 
future prominence of SPEC and 
other benchmarking organiza- 
tions such as Neal Nelson’s Busi- 
ness Benchmark and the Trans- 
action Processing Council. 

SPEC released its first suite 
of benchmarking results in April. 
Users can either subscribe to the 
organization’s newsletter and 
check potential hardware for ag- 
gregate performance on about a 
dozen applications or benchmark 
their own computers through 
tapes that are available from the 
Fremont, Calif.-based organiza- 
tion. 

However, users such as Hein 
said that until benchmarks are 
more thorough, even the second 
generation of RISC computers 
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should be tested on applications. 

“In the PC world, you eventu- 
ally believe what you read. The 
Unix world is not quite that 
easy,” he said. Specmarks (the 
results of SPEC’s testing), he 
said, may eventually make buy- 
ers comfortable, but because the 
organization has only technical 
application benchmarks, it still is 
not widely usable. 


Software 

Until there is a unified Unix, if 
there ever will be one, applica- 
tions present the biggest obsta- 
cle to both users and vendors. 

As RISC architecture insinu- 
ates itself into the commercial 
world, users would rather buy 
shrink-wrapped software. John 
Mercer, pagination project coor- 
dinator at The Houston Chroni- 
cle, said that he buys shrink- 
wrapped applications whenever 
possible for the company’s Sun 
workstations. ‘We won’t get 
into something that calls for [re- 
compilation] unless we have to,” 
he said. 

Jones agrees: ‘The reality is 
once you're out of the engineer- 
ing side of an organization, we’re 
all a bunch of dummies,” and re- 
compiling is out of the question. 

Vendors have further divided 
the issue. Instead of making 
Unix more alike, they have been 
avidly pursuing independent 
software vendors, often offering 
them money to port applications 
to their particular flavor of Unix. 
Until there is a unified Unix, 
these deals have been the only 
way for vendors to get applica- 
tions for their hardware, but it 
has the effect of entrenching the 


version of Unix. 





separate flavors of Unix. 

Sun and Mips — and to a less- 
er extent Motorola, Inc. and the 
rest — have programs that en- 
tice third-party software devel- 
opers. Those who have been in 
the RISC arena longest have the 
biggest portfolio of applications. 
The rest admitted they are at a 
disadvantage. ‘What hurts us is 
that it takes longer to get appli- 
cations going,” said Jeff Nutt, 
marketing manager for Motoro- 
la’s RISC line. 


Applications key 

It is no surprise that RISC and its 
attendant Unix operating sys- 
tem are limited by software ap- 
plications, despite the monu- 
mental efforts by vendors to get 
more applications to the market. 

One future remedy could be 
that when the architecture gets 
to the point where it has MIPS to 
burn, some of those MIPS will be 
burned up camouflaging the dif- 
ferences in flavors of the operat- 
ing system and automatically 
tuning it to the hardware. Ven- 
dors said they see it as a possibili- 
ty but would rather see those 
MIPS used for software to differ- 
entiate their own RISC systems 
from the rest, rather then bring 
them together. 

“Camouflaging the operating 
system through another level of 
software is an unproven idea,” 
said Phil Gerskovich, manager of 
Scalable Processor Architecture 
alliances at Sun. Bill Keating, di- 
rector of corporate technology 
marketing at Sun, added, “As 
[RISC] has more power, those 
MIPS will be used for more func- 
tionality first.” 


Patriot dreams 


s the Open Software Foundation and Unix Interna- 
tional creep toward some version of a unified Unix 
operating system, one new company may obviate the 
need for their efforts and users’ need to recompile 
applications to match hardware with each vendor’s 


IBM and Metaphor Computer Systems, Inc. recently an- 
nounced a new business called Patriot Partners. Its aim is to 
shield software developers from the different flavors of Unix by 


writing a layer of code between each flavor of Unix and general 


applications. 


If successful, the business would not only ease the headache 
of software developers having to tune applications for each 
version of Unix, but by wiping out the differences between 
Unix software packages, it would also make software applica- 
tions more plentiful, as any created for a particular version 


would then run on all versions. 


Users of reduced instruction set computing (RISC) archi- 
tecture may not be inherently tied to Unix as an operating sys- 
tem. Microsoft Corp. plans a “portable OS/2” operating sys- 
tem, which could be used on a RISC platform in the next few 


years. 


Although the company announced OS/2 for RISC plans, it is 
not pushing the product. “It’s primarily for [Intel Corp.’s] X86 
[processor line] platforms,” said Pat Bellamah, OS/2 marketing 


manager at Microsoft. 


Microsoft has not said which vendor’s RISC architecture it 
will port to first, as each has to be specially tuned, but it has said 
that the product will support multiprocessor RISC architec- 
ture. 


J.A. SAVAGE 














NEWS SHORTS 


Huge outsourcing pacts inked 

Sun Refining and Marketing Co. finalized its 10-year, $200 mil- 
lion outsourcing contract with Andersen Consulting last week. 
The previously announced deal [CW, Aug. 6] calls for Andersen 
to acquire Sun’s Dallas data center and hire 66 Sun operations 


13-year-old relationship with Computer Sciences Corp. and an- 
nounced a five-year, $347 million contract for computer and 
telecommunications services to the EPA. 


Antivirus organization seeks input 
The National Institute of Standards and Technology (NIST), 
an agency of the U.S. Department of Commerce, said last week 
that it is considering the establishment of a government/in- 
dustry consortium to combat computer viruses and similar 
threats. The NIST is soliciting industry comment on the idea 
and asked that organizations interested in the consortium con- 
tact Dennis Steinauer at NIST, Room A216 Technology Bldg., 
Gaithersburg, Md. 20899. (301) 975-3359. 


Groups look to extend chip pact 

The Computer Systems Policy Project and the Semiconductor 
Industry Association, groups whose goals have not always co- 
incided, said they sent a letter last week to President Bush stat- 
ing a unified position on matters related to U.S./Japanese 
trade. The groups said they want: the U.S. and Japan to extend 
an agreement on open markets and dumping, due to expire 
next July, for five years; the U.S. to boost its share of the Japa- 
nese semiconductor market from 13% to at least 20% by the 
end of 1992, one year later than had earlier been demanded; in 
light of recent successes, the government to reduce its role in 
antidumping matters; and the U.S. to remove the price floors 
set for sale of dynamic random-access memory chips and eras- 
able programmable read-only memory chips in the U.S. by Jap- 
anese suppliers. 


Microsoft releases driver library 
Microsoft Corp. has announced the Microsoft Supplemental 
Driver Library (SDL), a collection of device drivers for print- 
ers, video displays, pointing devices and other peripherals that 
run under Windows 3.0. The library supports approximately 
126 hardware peripherals, including a variety of Hewlett- 
Packard Co. Laserjet printers. The SDL, which can be freely 
copied and distributed among licensed Windows users within a 
company, will be available at no charge with a variety of distri- 
bution options and can be downloaded from such on-line ser- 
vices as Microsoft Online, Compuserve and Genie. SDL can 
also be ordered by calling (800) 426-9400. 


Mac/IBM connections unveiled 

Apple Computer, Inc. Macintosh users needing a connection to 
IBM System/34s, System/36s, System/38s or Application Sys- 
tem/400 machines can look to two new Macintosh midrange 
products from Andrew Network Products in Austin, Texas. 
The first is Netaxcess, an Appletalk gateway that connects 
Macintoshes to the IBM midrange and costs $3,995. The other 
1s Mactwin, priced from $995 to $1,095, which offers the fea- 
tures of Netaxcess for point-to-point networking and includes a 
card for the Macintosh’s internal expansion slot. 


Cabletron enters FDDi market 
Cabletron Systems, Inc. said it plans to unveil a $19,995 Ether- 
net-to-Fiber Distributed Data Interface (FDDI) bridging mod- 
ule for its Multimedia Access Center (MMAC) at this week’s 
Interop ’90 show in San Jose, Calif. The MMAC is an intelligent 
wiring center that allows users to link disparate local-area net- 
works running over various media in a star configuration, a 
popular strategy these days because it simplifies network man- 
agement. The FDDI support joins Cabletron modules support- 
ing Ethernet over thin and thick coaxial cable and unshielded 
twisted-pair, as well as token-rings running over fiber, and 
shielded and unshielded twisted-pair. 
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Notes 
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for,”’ said John Dunkle, a consul- 
tant at Workgroup Technol- 
ogies. 

There’s an incompatibility 
between Lotus’ desire to posi- 
tion Notes as a strategic corpor- 
atewide environment and users 
who expect Notes will prove its 
worth but still want a starter 
pack. 

“If you really believe Notes is 
worth it, then the product should 
be its own best salesman,” in- 
sisted Russ Baris, assistant di- 
rector of pharmaceuticals sys- 
tems at Pfizer Pharmaceuticals 
in New York. Baris’ colleague 
and Notes fan Todd Greeno, who 
is a systems manager, agreed. 
“The major issue we have is that 
most corporations tend to start 
small, using the success of a pilot 
to sell it to management.” 

“Notes [requires] a substan- 
tial investment, and it’s also diffi- 
cult to explain to people,” added 
Glen Jurmann, a section manag- 
er for the Office Technology 
Group at Baxter Healthcare 
Corp. in Deerfield, Ill. 

Also difficult to say is how the 
product will fit into the organiza- 
tion, Greeno said, adding that he 
cannot find that out unless he 
tests it. 

Another issue raised by Baris 
is one of centralized vs. decen- 
tralized purchasing. In his view 
— and Lotus seems to agree — 
Lotus is targeting information 
systems managers who purchase 
enterprisewide systems, rather 
than the department-level man- 
agers who purchase desktop 
software. “It forces us to find dif- 
ferent sponsors than the ones 
who were interested in making 
the initial investment.” 

“We are targeting the IS 
manager or above level — even 


people often not in the IS chain of 
command,” agreed Brownell 
Chalstrom, director of business 
development at Lotus’ Commu- 
nications Systems Group. Price 
Waterhouse, for example, pur- 
chased 10,000 packages, while 
Electronic Data Systems Corp. 
in Germany recently bought 
about 1,400 to start. 

Chalstrom claimed that two 
other Pfizer employees in anoth- 
er group appear ready to make a 


Lotus’ Rokoff says training 
will be key to Notes’ success 


purchase. “‘If you just toss Notes 
into an organization, it doesn’t 
go anywhere,” he said. 

Yet Texaco, Inc., innovative 
Notes supporter Brad Jackson 
sold chunks of one Notes pack- 
age to various work groups. Out 
of these pockets of success, he 
predicts a jump in Notes sales 
next year. “I was very disap- 
pointed in [Lotus’] ‘IT czar’ ap- 
proach,” he said. 

Chalstrom maintained that 
for qualified prospects, Lotus 
“will work out arrangements 
where the customers can do 
whatever they have to do to con- 
vince themselves’ that Notes 
works. He claimed that every 
customer who has taken advan- 


tage of this program has ended 
up buying Notes. Lotus is work- 
ing very closely with the “‘sever- 
al dozen customers we do have 
now.” 

Baris said his Notes sales 
team has offered what it consid- 
ers to be creative arrangements, 
“but it comes down to the issue 
of if you don’t make the $62,500 
minimum purchase after a cer- 
tain period, they’ll yank out 
[what you've got]. And that will 
leave some users committing to 
Notes in the lurch.” 


Closing the window 

David Marshak, an analyst at Pa- 
tricia Seybold’s Office Comput- 
ing Group, said he believes that if 
this issue keeps Notes from get- 
ting onto the “right” person’s 
desk for long enough, that will 
provide an opportunity for a 
pending ground swell of related 
tools in the conference commu- 
nications and text database ar- 
eas. “There are great risks in 
the approach that Lotus is tak- 
ing,” said Marshak, who is also a 
Notes supporter. 

“We have always said that we 
intend to go into wider distribu- 
tion, and I guarantee you that a 
year from now, the sales strate- 
gy you see today won’t be the 
only one,” Chalstrom said. 

There are other issues. Jur- 
mann finds Notes impressive but 
has technical concerns. It’s un- 
clear how Notes will fit into 
Baxter’s Systems Network Ar- 
chitecture. He’ll have to junk or 
update his Intel Corp. 8088- and 
8086-based computers, and 
along with some Texaco employ- 
ees, he wants calendaring. Lotus 
needs to correct a problem with 
replicating servers — one up- 
date can wipe out another, ac- 
cording to Paul Norris, a Gartner 
Group, Inc. analyst — and pro- 
vide Notes application program- 
ming interfaces for developers. 


Solving the marketing puzzle 


rom the start, Lotus has pondered 
aloud how to properly market Notes, 
possibly the most sophisticated, if not 
complex, groupware product available 
today. These issues still need to be 


Information Services Group. 

“Clients are asking not just, ‘How do I use 
this?’ but, ‘How do I explain to the organization 
why we’d want to do something like this?’ ” 

Her approach is to put a few of the clients’ 


enitnniion story page 1), yet where Notes 
has gained a foothold, it has won big. Even the 
hesitant offer kudos. 

Most users say Notes goes well beyond basic 
groupware. It integrates multidimensional elec- 
tronic mail, computer conferencing and text and 
data management into an enterprisewide sys- 
tem. Notes saves time and expense by letting 
users communicate without any direct contact 
via electronic ‘‘nonmeetings,” said Brad Jack- 
son, a Notes enthusiast at Texaco, Inc. It also 
serves as an applications platform. 

Lotus is moving quickly to turn enthusiasm 
into sales — doubling the Notes sales force and 
translating the program into French and Ger- 
man. 


Two major components of Notes’ success 


will be training and support, said June Rokoff, 
vice-president of Lotus’ Communications and 
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key business applications on Notes and then talk 
with users about them. 

Lotus is not geared to support small users of 
Notes, she said. “Tf they haven’t made the men- 
tal leap, then we aren’t ready to support them.”’ 
Rokoff said she would like to do “smaller 
things” someday with Notes, but that will re- 
quire a “distribution mechanism.’’ Meanwhile, 
Notes users are asked to make a “‘people com- 
mitment” to the product, she said. 

The Notes Alliance Program provides users 
with support specific to their vertical markets. 


and target Notes, Vice-President Frank Moss 
said. His consulting services group can also of- 
fer unique customization skills and help users 
change the way in which they work, Moss said. 
PATRICIA KEEFE 





Analysts: HP reorg puts Young on hot seat | IBM makes good on several 
aya savage previous printer promises 


BY J.A. SAVAGE 
and NELL MARGOLIS 
CW STAFF 


PALO ALTO, Calif. — Capping 
persistent rumors that Hewlett- 
Packard Co. Chief Executive Of- 
ficer John Young’s days are num- 
bered, the company late last 
week said his job, if not his title, 
will be shared for an unspecified 
period of time with Chief Operat- 
ing Officer Dean Morton. 

In addition to shared manage- 
ment, the company is streamlin- 
ing its computer-oriented units 
by combining them into two sep- 
arate divisions. One division will 
include networking, worksta- 
tions and systems; the other will 
be made up of personal comput- 
ers and peripherals. 

“We'll be sharing the man- 
agement of the company, as a 
whole, more broadly than be- 
fore,” Morton said of his new du- 
ties with Young. Morton added 
that his views in running the 
company are not “‘substantially 
different” from those of Young. 

Analysts who have been pre- 
dicting that Young is leaving the 
company see it differently. 
“They’re effectively taking two 
executives who have been per- 
ceived as warring and stuck 
them in the same room,” said 
John Jones, an analyst at Mont- 
gomery Securities in San Fran- 
cisco. Other analysts have ex- 
pressed concern in the last few 
weeks that the company is too 
decentralized and needs a stron- 
ger central CEO. 


While most analysts saw the 
creation of the jointly occupied 
“Office of the Chief Executive” 
as signaling that Young is on his 
way out, ‘What it does not nec- 
essarily mean, however, is that 
Dean Morton is in,” said Bob 
Herwick, an analyst at Ham- 
brecht and Quist, Inc. in San 
Francisco. 

“There are basically two sce- 
narios,” he said. “‘Scenario one: 
Dean [Morton] cuts it and be- 
comes the new CEO. Scenario 
two: Dean [Morton] doesn’t cut 
it, and he’s on his way out. In 
true Hewlett-Packard fashion, 
they’re going to do this thing 
evolutionarily.” 


Plan for the future 

Morton denied that he will inher- 
it the office, as both he and 
Young are 58 years old: ‘“‘Clear- 
ly, we have to plan for [retire- 
ment] and position others to help 
the organization move along.” 
Young has been at HP’s helm 
since 1978. 

An HP spokeswoman denied 
that the move was at the behest 
of the board of directors, as sev- 
eral analysts have indicated. 
However, Hambrecht’s Herwick 
claimed the reorganization “‘was 
driven by [HP co-founder] David 
Packard,’’ whom, he said, is ‘‘dis- 
pleased with Young’s perfor- 
mance.” Packard was not avail- 
able for comment. 

Morton said that the regroup- 
ing is an attempt to “flatten the 
organization and increase the 
amount of accountability among 


business units.” He added that 
HP’s computer business has 
been increasing in its complex- 
ity, particularly with HP’s com- 
mitment to open systems. The 
reorganization will give the divi- 
sions a “clearer sense of how 
they fit’’ into HP’s business plan, 
according to Morton. 


Not much user concern 

The general sense among users 
contacted regarding HP’s reor- 
ganization is that the move is de- 
signed to appease Wall Street 
more than anything else and 
therefore will have little impact 
on customers. 

One user, who asked to re- 
main anonymous, said the 
change in management is really 
no change at all. “John Young 
was always making a presenta- 
tion or speech somewhere. I felt 
that Dean [Morton] had charge 
of the day-to-day operations any- 
way.” 

“HP has improved over the 
last few years,” said John Robin- 
son, director of corporate infor- 
mation systems at Cox Enter- 
prises, Inc. based in Atlanta. “I 
had no problem in the way the 
organization was run under John 
Young.” 

“T’m more interested in what 
the new lineup will be,” said 
Isaac Blake, technical support 
coordinator for the city of Tem- 
pe, Ariz. ‘“The rest is HP’s busi- 
ness as long as there’s a continu- 
ity of service and the user 
doesn’t end up on the short end 
of the stick.” 


Xerox unveils multitalented printer 


BY JOHANNA AMBROSIO 
CW STAFF 


NEW YORK — Is it a scanner 
that also copies or a printer that 
also scans? Actually, it is both. 
Xerox Corp. unveiled what 
analysts are calling one of the 
first “hydra” products: a combi- 
nation printer, scanner and copi- 
er that produces offset-quality 
documents and booklets. The 
machine, first in the Docutech 
Publishing Series, is aimed at 
electronic publishing applica- 
tions in large companies. 
Although observers were im- 
pressed with Docutech’s tech- 


nology, some questioned Xer- 
ox’s ability to sell such a complex 
machine and wondered whether 
the product will erode sales of 
the firm’s high-end printers and 
copiers. 

Xerox executives were not 
shy about hyping the machine. 
“This is a big day for Xerox and 
for the industry,” said Paul Al- 
laire, president and chief execu- 
tive officer of Xerox. 

Docutech’s big advantage, 
executives said, is its ability to 
digitally scan and store images in 
the unit’s memory. Users can 
then request prints or copies to 
be made from memory. A com- 


fn gle yaaa 


offices. 
combined issue for the last week in Deceml 
9171, Framingham, Mass. 01701-9171. 


puter monitor allows machine 
operators to manipulate images 
to enlarge or reduce certain 
items or to change their place- 
ment on the document. 

The machine can also accept 
input from a floppy disk. It scans 
up to.23 documents per minute 
at a resolution of 600 dot/ 
in. and can print up to 135 copies 
per minute on regular-size pa- 
per. It also handles 58 prints per 
minute on 11- by 17-in. paper. 
Docutech costs $220,000. 

A networked version will be 
available next year. This will al- 
low users to create a document 
at their workstations and send it 
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BY JEAN S. BOZMAN 


CW STAFF 


BOULDER, Colo. — IBM up- 
graded its top-down approach to 
enterprisewide printing last 
week, replacing a 15-year-old 
system with a model that fulfills 
several promises made during 
recent years and retaining the 
IBM mainframe as the hub for 
centralized output. 

The IBM 3900, priced at 
$289,000, is intended as a cen- 
tral-site continuous-feed printer, 
IBM product managers said. 
Large firms use the 3900’s pre- 
decessor, the IBM 3800, to print 
telephone and utility bills, dir- 
ect-mail advertising and large 
documents. The 3900 is sched- 
uled to ship in the second quarter 
of 1991. 

Coupled with Advanced Func- 
tion Printing (AFP) Release 2.0 
software, the IBM 3900 plays a 
role in the production of enter- 
prisewide documents. The AFP 
Release 2.0 software allows us- 
ers to format documents, assign 
page numbers and handle data 
compression. It also supports 
IBM’s Print Services facility for 
MVS, VM and DOS/VSE hosts, 
supporting the merger of data, 
text and images. 

The Xerox Docutech Produc- 
tion Publisher, which was also 
announced last week, is not a re- 
placement for the Xerox 9790, a 
data center printer that will con- 


tinue to compete with the IBM 
3800 and 3900. However, ana- 
lysts said, Docutech represents a 
bottom-up approach to printing 
because it collects information 
from downstream workstations 
and local-area networks. 

“TBM is putting forward the 
[Systems Application Architec- 
ture] view of distributed pro- 
cessing,” said Brandon Nordin, 
an analyst at BIS CAP Interna- 
tional, Inc. in Norwell, Mass. 
“But in a small company that 
uses [personal computers] and 
Apple Macintoshes and Digital 
Equipment Corp. VAXs as net- 
work servers, you wouldn’t have 
access to those centralized IBM 
printers.” 

Acting through the network, 
IBM’s AFP supports “‘distribut- 
ed printing,” in which host-gen- 
erated documents can be printed 
at different locations. “The 
mainframe acts as a central stor- 
age device and as a mediating de- 
vice that controls print access,” 
Nordin said. “This gives an IS 
manager the ability to distribute 
print jobs, to bring some printers 
down for maintenance while oth- 
ers are running or to reallocate 
the work load if one site has a 
power failure.” 

The IBM 3900 prints 229 
pages per minute, using continu- 
ous rolls of fanfold paper. As 
such, it serves as an upgrade for 
the estimated 10,000 slower 
IBM 3800s deployed worldwide. 





Xerox's Docutech can scan, copy and print from memory 


electronically to Docutech to 
print. Xerox is working with 
partners to allow third-party 
publishing, local-area networks 
and word processing software to 
work with Docutech. These 
partners include Aldus Corp., In- 
terleaf, Inc., Novell, Inc. and 
Wordperfect Corp. 

Over time, Xerox executives 
said, the networked version will 
work with many different types 
of personal computers, worksta- 
tions and communications proto- 
cols. 

Docutech was beta-tested at 
28 sites, including World Bank in 
Washington, D.C. “It works; it 
does everything they say it 
does,” said Charles Salsgiver, 
senior production control clerk. 
However, the bank has not yet 
purchased a unit because “‘we’re 
taking a step back to see what it 


can do for us.” 

Indeed, some observers won- 
dered who will buy the Docutech 
— information systems depart- 
ments, print shop supervisors or 
department managers. Xerox 
has said it will sell into all three 
places, but “they have not been 
successful in their past attempts 
to talk to MIS people,”’ said Joel 
Levy, managing consultant at 
Goldstein Golub Kessler & Co. in 
New York. “I think it will be a 
successful product; I just wonder 
how successful it will be.” 

Angele Boyd, manager of 
printer research at International 
Data Corp. in Framingham, 
Mass., said that Docutech may 
hurt some of Xerox’s high-end 
copier sales. 

Midwest correspondent Méi- 
chael Fitzgerald contributed to 
this article. 
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mainframes 


Estimates of residual values show that high-end 
ES/9000s will hold their value best 


List price 


(in millions) 


$4.8 
$10.2 


$13.2 


Residual value (in thousands) 
Current Oct.* Oct.* 


used price 91 ‘92 
$1,550 $868 $458 
$5,000 $2,335 $1,244 


$5,105 


Used value as a percentage of list price 


*Projected 


Source: Computer Economics, Inc., Carisbad, Calif. 


NEXT 


H oward Ory isalot p> 
of things — a physi- 
cian, an epidemiologist, a 
birth control expert and 

an articulate talk show 
guest. However, the di- 
rector of information re- 
sources at the Centers for 
Disease Control in Atlanta 
is definitely not your typi- 
cal information systems di- 
rector. Find out more 
about him in a Manager’s 
Journal profile. 
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® ES/9000 Model 500 —————_ 


CW Chart: Paul Mock 


WEEK 


C yberspace, according 
to science fiction/cy- 
berpunk writer William 
Gibson, is already here. Or 
there. In a new essay, Gib- 
son expiains that technol- 
ogy has generated a new 
territory: “a Wyoming 
writhing in some eerie in- 
terstice between concept 
and silicon.” In Depth also 
has an excerpt from Gib- 
son’s forthcoming book, 
The Difference Engine. 
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INSIDE LINES 


Windows 3.0 redux 

Look for the next version of Microsoft’s Windows graphical 
interface to appear in the first half of next year. Microsoft insid- 
ers say Windows 3.1 will include a better interface, improved 
network support, multimedia extensions and Microsoft’s and 
Apple’s collaborative Truetype scalable-font technology built 
in. Microsoft engineers are reportedly also working on a ver- 
sion of Windows that will recognize handwriting. 


Where does this leave OS/2? 

Still confused over the “extension” of the IBM/Microsoft de- 
velopment agreement that placed OS/2 squarely as an IBM 
responsibility? Microsoft head Bill Gates isn’t. “In terms of 
volume, Windows has won, and it’s important for us to enhance 
that,” he said during last week’s Seybold Publishing Confer- 
ence. “In terms of the mainstream, Windows is it.” That must 
leave IBM downstream — or perhaps downwind? 


Coincidental tourists? 

Four vice-presidents have recently resigned from Data Gen- 
eral to “pursue other business interests,” a company spokes- 
man said. Departing from the Westboro, Mass.-based head- 
quarters are: John Kavazanjian, vice-president of the PC and 
terminal business unit; Fred Cochrane, vice-president of 
product engineering; 3 Palka, vice-president of U.S. 
sales; and Robert Tway, divisional vice-president of eastern 
operations, a position that reports to Palka. 


Must be that Pepsi training 

No one batted an eye last week when Apple CEO John Sculley 
described one of his company’s new commercials as “‘based on 
a true story, not one of those truths we had to create.” Maybe 
Sculley’s been watching too many playbacks of Apple’s award- 
ing-winning commercial takeoff on George Orwell’s ac- 
claimed novel 1984. 


This is only a test 

Novell’s network naming service for Netware 386 Version 
3.1 is on again. At last report, the Provo, Utah-based firm was 
giving beta-test sites its remote management software to test 
in place of the naming service. That has switched, and one beta 
tester installed the naming service on a production server and 
watched it zap every password and scramble log-ons. 


Does your phone bill make you sick? 

1st Defense Anti-Viral Systems in Broadview Heights, Ohio, 
said it has discovered a virus designed to run up a telephone bill 
on a PC with a modem. The company said the new virus, 
dubbed the Telecomm Virus or V92, was unearthed by a cou- 
ple of Texans who, as luck would have it, had copies of 1st 
Defense’s antivirus software. A cynical virus tracker we know 
can’t help wondering if there is a connection. 


Brave new world 

Microsoft is very serious about multimedia, company product 
manager Cornelius Willis said at last week’s CD-ROM Expo in 
Boston. The firm is committing $12 million this year to devel- 
opment of systems software and support of both in-house and 
independent “‘titles” (don’t call them applications). Also, the 
multimedia ‘‘extensions”’ planned for the next version of Win- 
dows will include search functions, which may place vendors 
offering text search/retrieval software in the position of having 
to choose between toeing the Microsoft line or risking the 
market moving out from under their feet. 


While Microsoft and others are looking ahead to multime- 
dia-compatible PCs that require IBM VGA-compatible 
graphics, some are worrying that the hype attending future 
technology is going to distract the attention of users who have 
to deal with older systems and deter them from purchasing 
more pedestrian compact disc/ read-only memory offerings. 
At CD-ROM Expo, most developer attention was devoted to 
multimedia and other forward-looking technologies with ar- 
cane acronyms like DVI, CD-ROM XA and CD-I. Does that 
mean they’ ve ignoring the need to let the user world catch up 
or that basic CD-ROM just won’t cut it? You tell us. Contact 
News Editor Pete Bartolik at (800) 343-6474 or message us at 
COMPUTERWORLD on MCI Mail. 
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This isnt the only way to join two different systems. 


It took 28 years and a lot of sledge- 
hammers for this barrier to come down. 
Bringing two very different systems 
together as one 

Now, Software AG has a way to do 
the same for yours. 

With our NATURAL application 
development environment, we give you 
something you've never had before: 
freedom. The freedom to choose the 


hardware vendor that works best for you. 
Whether it's IBM, Digital, Wang or Siemens. 
The freedom to change systems, anytime, 
with no loss of investment in your applica- 
tions. And the freedom to exchange ideas 
and information among all your offices. 
Across all your systems. 

So whatever system you work 
under, IBM, DEC, Communist or Capitalist, 
NATURAL has a way to unite them all 


© Copynght 1990, Software AG. NATURAL isa trademark of Software AG. DEC is a trademark of the Digital Equipment Corporation. 


IBM is a trademark of the International Business Machines Corporation. 


into one powerful force. For more infor- 
mation, call 1-800-843-9534. (In Virginia, 
call 703-860-5050; in Canada, call 
519-622-0889.) 


Your success is how 
we measure OUrS. 


is SOfWARRE AG 
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NAS. The pe 


for an imp« 


Digital’s Network Application 
Support (NAS) lets you integrate 
applications and share information 
across your multivendor 
environment. 

Up to now, the dream of getting 


all your applications to work together 


has been just that—a dream. Digital's 
NAS now makes it a reality. 

NAS is a set of software 
products for using and developing 
integrated applications running on 
different vendors’ systems. While 
other computer companies are still 
wrestling with how to get their own 


CA-SuperImage™ 
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computers to work together, Digital — 
a company whose computers have 
always worked together — offers a way 
to get your applications to work 
together. Even those running on sys- 
tems that aren't ours. In fact, NAS 
works across the widest range of 
systems in the industry. 

NAS. How it works. 

Using a typical example, we’d 
like to show you one of the many 
ways NAS can be used in your real- 
world environment. 

You can take graphics from 
an Apple Macintosh,” a Lotus" 


spreadsheet from an MS-DOS™ PC, a 
drawing from a UNIX” workstation, 
data from an IBM® mainframe, a 
scanned image from the network and 
integrate them all into a single report. 
You can then send it electronically 
to others anywhere on the network, 
and even include up to the minute 
connections to source cata. Sound 
easy? With NAS it is. 
NAS. Why it works. 

Achieving iniegration like this 
requires just ihe things Digital is very, 
very good at. Like networking. And 


Odesta Document 
Management Systems™ 


WordPertect" 
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fect solution 
tfect world. 


software compatibility. And the 
adoption and promotion of open 
standards. Digital’s leadership in 
these and other key areas is what 
makes NAS unique. 

NAS. What it means to you. 

Simply put, NAS gives you 
unequaled freedom of choice. 

For IS managers, | . AS means 
you can choose to grow in any direc- 
tion you want. Also, the systems you 


chose in the past will work with NAS. 


So, your investment is protected. 


ALL-IN-1™ DESKtop 


Executive Edge™ 


For developers, NAS means you 
can write software once and know it 
will work on other systems. Savings 
in time and money can be substantial, 
allowing you to focus on improving 
your applications or reducing the 
backlog. 

For users, NAS means you can 
continue to use the applications 
you're most comfortable with, but 
also be able to share information with 
others much more easily. 

For the whole company, NAS 
means that with more computers 
working together, more people are 


DECwrite™ 


Mathematica™ 


working together. That, of course, 

means more productive workers and 

the ability to compete more effectively. 
NAS. Available now. 

Getting all your applications to 
work together is not some promise, 
somewhere down the road. NAS is 
here. Now. For more information 
on NAS, call 1-800-343-4040, ext. 376. 
Or call your local Digital sales office. 


Digital 
has 
it 


PE 











The Problem With 
ym Software From 
AHardware Company 


Once a company gets locked into hardware and software from one 
computer vendor, it operates at the mercy of that vendor. 











Many companies buy and build 
software that runs on only one 
kind of computer. Locking 
themselves into one 
vendor’s hardware. 

These companies 

can then find 


themselves | 


trapped 





into buying a ten million dollar 
computer when a one million dollar 
computer from another vendor 
would actually do a better job. 

These expensive hardware traps 
can easily be avoided by using the 
right software. 

Oracle software runs on virtually 
every computer — mainframes, mini- 
computers, workstations and PCs. 
From virtually every vendor. 

Oracle software lets companies 


develop applications that run on all | 


their computers. And share data 
among them as well. 


is 


Billions of Dollars 
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Most important of all, it lets 
companies exploit newer, faster 
and cheaper technologies as they 
emerge. 

Call 1-800-633-1073 ext.8112 for 
more information. 

We'll tell you how you can 
move forward without worrying 
about what you're stepping into. 


ORACLE 


Software that runs on all your computers. 





$173.4B 


$155.68 


The more money 
businesses spend 


$120.98 


Annual domestic expenditures for 
computer hardware. 
Gartner Group 1990 
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More [THAN MONEY 


Stephen Sherman 


The 1990 Premier 100 Team: (From Jeft) Joseph Maglitta, Derek Slater, 
Nancy Kowal, Michael Sullivan-Trainor, Kelly Dwyer and Joyce Chutchian 


oney alone, nearly anyone can 

tell you, will not buy happiness 

and friends. Nor success using 
information technology. 

It’s true that a company needs to 
spend money on information technology 
often just to stay competitive. But to be 
considered “effective,” organizations 
also need to make money over the long 
haul. That’s why the Computerworld Pre- 
mier 100 is not simply a roster of big 
spenders. 

Besides being tied to IS spending, our 
rankings are based on five other carefully 
selected criteria, including long- and 
short-term profitability. We also look at 
the market value of the major systems to 
determine whether a company is using 
current technology. Investments in peo- 
ple are as important as investments in 
hardware, so our ranking also includes 
percentages of budget for staff and train- 
ing. Technology access via PCs and ter- 
minals is also vital to company effective- 
ness, so another ratio covers this 
dimension. 

The Computerworld Premier 100 is 
actually two lists in one: an overall rank- 
ing of IS effectiveness across all indus- 
tries, and separate rankings of the Top 10 
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ineach industry. 

This ranking system is used by com- 
panies as a measure of the value of their IS 
organizations. Each year, we get hun- 
dreds of reprint requests from firms 
wondering how they are doing. 

More than six months of research and 
editorial work went into this year’s Com- 
puterworld Premier 100 issue. With job 
hopping at the top levels of IS still com- 
mon, our staff had to make thousands of 
calls to track down IS chiefs at 500 cor- 
porations. Hundreds of hours of intense 
analysis went into verifying and calculat- 
ing the survey data. 

We extend congratulations to the 
winners, appreciation to the participat- 
ing companies and an invitation to see 
how America’s best put information 
technology to effective use. 


Joseph Maglitta 


Michael Sullivan-Trainor 
Senior Editors 





‘lop 
IS Users 
oar Above 
‘Times 


‘Tough 


BY MICHAEL SULLIVAN-TRAINOR 


AND JOSEPH MAGLITTA 


one are the days when information systems could 

hide in the back office, sheltered from the turbulent 

winds of corporate change. As technology plays a 
greater role in determining company success, 
information systems professionals are facing the same 
challenges as their peers in other front-line departments. 


Nothing illustrates this shift more 
clearly than Computerworld’s 1990 Premier 
100 rankings. Each of the qualifying com- 
panies exemplifies the new role of IS. 

Now, rather than focusing only on the 
latest IBM announcement, Premier 100 
executives are grappling with the various 
challenges of their industries. Financial 
services firms such as Paine Webber, Inc. 
are struggling with Wall Street’s woes. 
Defense contractors such as General Dy- 
namics Corp. are anticipating large reduc- 
tions in their government business. Retail- 
ers such as Sears, Roebuck and Co. are 
battling reduced consumer spending. All 
the companies on the list are battening 
down for the looming recession. 

However, the biggest factor that causes 
these companies to rise above various busi- 
ness booby traps is their continued com- 
mitment to IS — despite corporate perfor- 


mance dips and anxiety about the future. 
Not coincidentally, faith in IS corresponds 
closely to a company’s ability to remain 
profitable despite tough times. 

For example, MCI Communications 
Corp. — the only company to rank in the 
Premier 100 Top 10 three years in a row 
— repeats its first-place ranking in 1990 
with a 61% increase in profitability from 
1988 to 1989 and a 40% increase in its IS 
budget (from $285 million to $400 mil- 
lion). These achievements are the products 
of continued victories in the organiza- 
tion’s competitive battles with its long-dis- 
tance service rivals as well as expansion 
and strategic alliances. 

FMC Corp. rockets to second place 
this year with a $110 million IS budget (an 
increase of 10%) and significant invest- 
ments in new equipment. For example, IS 
spending in the company’s agricultural 
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chemicals group has increased 200% in the 
past three years. During that time, three 
plants were upgraded on the industrial 
chemicals side of the business, along with 
investments in computer systems for sales 
and marketing. At the same time, the com- 
pany’s profitability increased 21% from 
1988 to 1989. All these events occurred ata 
time of aggressive competition in the 
chemicals industry and threatened defense 
cutbacks, which could affect half the com- 
pany’s business. 

American Airlines and its parent, AMR 
Corp., continue to wing along atop the 
transportation industry. The company re- 
duced its billion-dollar IS spending by less 
than 1%, while maintaining its commit- 
ment to Sabre and planning a major down- 
scaling of the massive computer reserva- 
tion system. Profit for AMR was also 
down 5%, contributing to its slippage in 
rank to fourth overall. 

Other companies continue to be com- 
mitted to technology despite profit prob- 
lems — a tribute to the IS executive’s abili- 
ty to support the technology program in 
difficult weather. Sears vaulted to 12th 
place in 1990 on the strength of a 20% bud- 
get increase and profit growth of 3.8%. Yet 
the $54 billion giant is struggling in 1990, 
and cost-reduction pressure is mounting. 
Nevertheless, a strong management com- 
mitment to technology continues and may 
help pull the company back into the lime- 
light. 

Bankers Trust New York Corp. is 
riding a roller-coaster earnings cycle. The 
volatility of South American loans made it 


No. | in profit growth in 1988 and dealt the 
company a loss in 1989. However, the 
bank’s commitment to IS remains un- 
swerving. Such support has allowed the 
company to build a pioneering architec- 
ture that supports global operations at a 
time when other companies are struggling 
to reach beyond their current systems to 


INDUSTRY RANKINGS 
Average point totals for 
vertical industries 
Industry 
Transportation 
Banking 


Average 


26,891 
26,465 
26,452 
26,143 
26,088 
25,948 
25,913 
25,796 
25,517 
25,486 
25,398 
25,292 
25,262 


Petroleum and Mining 


Industral and Automotive 
Retail 

Financial Services 
Consumer Products é 
Equipment and Materials 
Pharmaceuticals and Food 


support a worldwide market. 

Overall, the Premier 100 Top 10 in- 
creased spending by an average of 8%, or 
5.4% of their total revenue, down 0.2% 
from last year’s Top 10. Investments in 
current computer systems increased by an 
average of 6%, but the ratio to revenue ac- 
tually decreased by 0.2%. Investments in 
personnel also decreased by an average of 


5%, and training expenditures remained 
about even. The growth area is personal 
computers and terminals, which increased 
by an average of 12%. 

As significant as the statistics are, the 
way that these investments are applied 
make the difference between Premier 100 
winners and the rest of the pack. One key 
ingredient to a recipe for IS effectiveness 
is the ability to carry outa unified vision of 
where technology integrates with business 
requirements. For the top companies, this 
statement is more than motherhood and 
apple pie: Itis the way they do their jobs. 

For example, MCI succeeds because its 
IS investments are intrinsic to the develop- 
ment and growth of its network — the sin- 
gle most important element in the compa- 
ny’s arsenal. Savvy marketing and key 
strategic relationships would falter with- 
out a solid systems infrastructure to back 
them up. 

American Airlines is likewise guided by 
such single-minded vision. Sabre is the fo- 
cus of the company’s attention, and IS is re- 
sponsible for making it work and making it 
work well. 

A unified sense of where technology 
should be applied and how to apply it per- 
meates the atmosphere of IS operations at 
FMC, 3M Co. and Caterpillar, Inc. as well. 

As important as insight into systems ap- 
plications are the tools to carry out the 
functions. Leading-edge technologies or 
ways to revitalize old applications are vital 
to carrying out the promise of IS. All of the 
top companies employ current technology 
to get the job done. But some stand out 





THIS SEASON, CORPORATIONS WANT A LEAN, MEAN IS MACHINE 


L eaner, more supple and closer to the action is how 


while still providing overall guidance for systems efforts 


firms want their IS organizations, IS executives say. 


from the central organization. 


Rather than centralize or decentralize, executives report 


An important related development is the fast-growing 


that their organizations are crafting new, hybrid structures 
combining both forms. In fact, a survey of companies re- 
veals that more than half (56) are now operating ‘‘mixed”’ 
IS organizations. Another 24 retain centralized structures, 
while 12 are fully decentralized. 

Proponents of mixed structures include the following: 
FMC Corp., General Dynamics Corp., Abbott Laboratories, 
ALCOA and Pacific Mutual Life Insurance Co. Centralization 
is favored by Paine Webber, Inc., The Travelers Corp. and 
Signet Banking Corp., to name a few. Among the larger de- 
centralized companies are American Express Co., Gencorp, 
Inc. and United Technologies Corp. 

According to IS managers, the new hybrid structures let 
organizations take advantage of local access to technology 


popularity of data center consolidation as a cost-cutting 
measure. All told, 43 of the companies report that they 
have merged or consolidated data centers over the last 
year — thatiks to better and more efficient technology. An- 
other 27 expect to do so in the coming year. 

Typical among consolidators is Edwin Sherin, senior 
vice-president of IS at Primerica Corp., who reports: ‘‘We 
will continue to implement a data center consolidation ef- 
fort which will yield significant expense savings.”’ 

Ameritech reports data center consolidations from 14 to 
four over a five-year period. 

Consolidation is especially popular among aerospace 
firms, which are also restructuring and downsizing in antici- 


pation of federal defense budget cutbacks. 
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more than others. 

Merck and Co.’s Albert Cinorre, vice- 
president of computer resources, oversees 
an IS budget of $185 million. Traditionally 
a major Wang Laboratories, Inc. shop, 
Merck has turned to the latest IBM sys- 
tems to speed drug development, particu- 
larly in the area of molecular modeling. 

Such investments in the latest systems 
must be tempered today witha keen aware- 
ness of budget contraints. Cost efficiency 
is a major theme among the most effective 


HIGHEST TRAINING RATIOS 
Percentage of IS budget spent 


on training 


Percent 


MC Communications Corp. 
Merck and Co. 
Becton, Dickinson and Co. 
; : 
“Sears, Roebuck and(o. 


users of IS. At FMC, for example, no pro- 
cessor is bought before its time. The sys- 
tems are purchased at the beginning of 
their cycle below peak costs and are jetti- 
soned before their value expires. But more 
than that, the latest 3090 or direct-access 
storage device will not cross the threshold 
of the organization’s computer center 


SPENDING HIGHS AND LOWS = 


Largest IS budget 
Corporation 


Rn 5 et al 
Boeing(o. 
Sears, Roebuck and Co. 
Ameritech Applied Technology 
American Express Co.* 


Smallest IS budget 
Corporation 


~ Lovisiana Lond & Exploration Co. 
The Penn Central Corp." 


1990 IS Budget 
(millions) 


124 


1990 IS it 
(noms) 


without a proven business requirement for 
the system. 

The IS group at Caterpillar is also ada- 
mant that technology usage match business 
requirements. This emphasis coincides 
with a management direction that ties in- 
vestments to the total business rather than a 
single task. For example, Caterpillar is en- 
gaged in a five-year project called “Plant 
With a Future” that will revamp the com- 
pany’s 32 facilities worldwide by 1992 
through the use of the latest 
systems. 

Other companies empha- 
size process and integration 
with the company culture as 
subtler ways to fashion effec- 
tive IS organizations. Gener- 
al Dynamics focuses on total 
quality management, where 
less than 100% quality is un- 
acceptable. Such concentra- 
tion speeds application devel- 
opment by involving more 
user participation and em- 
beds the philosophy of doing 
it right the first time into the 
organization’s culture. 

Likewise, 3M is a compa- 
ny that lives by innovating. Its manufactur- 
ing process is marked by continual en- 
hancementand reinvention of its products. 
IS at 3M is the life-support system, making 
innovation possible through speeding idea 
development to later process stages and us- 
ing standards to guarantee uniformity 
throughout the world. 

Last but still key is an emphasis on the 
people who run the IS op- 
erations. Companies such 

Paine Webber and 
Union Texas Petroleum 
Holdings, Inc. empower 
those involved in IS — 
both users and technical 
specialists — by giving 
them control over their 
work and exposure to 
both technical and busi- 
ness requirements. In fact, 
Paine Webber recently 
fired 71 outside consul- 
tants and entrusted their 
projects to internal staff to 
cut costs and to show faith 
in the staff at the same 
time. 

The Premier 100 also 


US West 





| Union Texas Petroleum Holdings, Inc. 


*Budgets are based on Computerworld estimates. 
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tells the story of compa- 
nies that, despite strong 
efforts, find it difficult to 
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Corporation 
The Mutual Life Insurance Co. of New York 
MC Communications Corp. 


AMR Corp. 

Bankamerica Corp. 

Signet Banking Corp. 
Louisiana Land and Exploration Co. 
The Travelers Corp. 
OryxEnergy(o. 
Union Texas Petroleum Holding Co. 


keep up with the highfliers in the choppy 
IS stratosphere. Though they are still ef- 
fective IS operations, the companies are 
finding that business circumstances are 
taking their toll. Among these are Baxter 
International, Inc., which fell from the 
lofty position of eighth overall and No. 1 in 
manufacturing last year to 50th this year 
because of significant downsizing and re- 
structuring, leading toa $50 million reduc- 
tion in the IS budget. Michael Heschel, 


BIGGEST PC USERS 
Top 10 PC to employee ratios 


PCs: employee 
1.581 
A551 


Baxter’s well-known IS chief, moved over 
to head IS at Security Pacific Corp. 

Modest increases in spending and prof- 
it at Dow Chemical Co., another industry 
winner last year, caused it to be passed by 
other fast-rising companies. The company 
relocated five spots lower on the list, with 
continued data center consolidations as the 
major activity. 

Lockheed Corp. toppled down on the 
list because of a large reduction in profit 
accompanied by changes caused by a re- 
structuring of the aeronautical group, 
shutting down operations in California 
and consolidating in Georgia. 

Northrop Corp. also fell lower on the 
list with a 23% budget cut as part of con- 
solidations and streamlining. This cut was 
accompanied by a large drop in profits. 

Other companies, such as Northeast 
Utilities, which captured the top rank 
overall in 1988, simply failed to keep up 
with the pack. Modest budget and value in- 
creases of less than 2% and personal com- 
puter and terminals boosts of less than 10% 
coupled with a 10% profit drop caused the 
company to fall further down thelist. 

All the ups and downs of life at the top 
of IS evidenced by the Computerworld Pre- 
mier 100 show the battle scars of the 
1990s. And to think it’s only the beginning 
of the decade. 0 





Technology for 


Now, bankers, nuclear physicists, athletes, students 
and scores more can walk right into a virtual shopping 
mall of information. How? The answer is an exciting new 
on-line gateway service called NYNEX INFO-LOOK; 
developed by our Science & Technology Center. 

‘To enter, all you need is a computer, modem, and a 
calling card from New England or New York Telephone. 
It’s that simple because we designed special software that 
allows your computer to interact directly with the database 
that holds the verification and billing information. So instead 
of waiting days to receive confirmation and a password 
by mail, you now have only to wait milliseconds. 





all walks of life. 


The software is so successful, we’re now offering it 
to other telephone companies for their gateway services. 

The NYNEX’ family of companies can offer you 
everything from network services and software to computers 
and systems integration. So call us at 1 800 535-1535. 

It’s a step in the right direction. 


Need to communicate? Need to compute? The answer is 


NYNE= 
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Survey: 


HIGH PRESSURE, 
HIGH STAKES 


BY MICHAEL SULLIVAN-T RAINOR 


ore pressure. More 

money. More busi- 

ness focus. The new 

reality is unmistak- 

able: Information 
technology has become a much 
higher-stakes game. 

Top information systems execu- 
tives say their companies are count- 
ing on information technology 
more than ever to shore up and even 
expand their businesses. Any doubts 
about the passing of the sheltered, 
glass-house days of data processing 
are dead as an IBM 360. To be in IS 
today means to be in business. Big 
business. 

That’s the clear message from 
the first-ever poll of Computerworld 
Premier 100 firms. The telephone 
survey was conducted by First Mar- 
ket Research in Boston, between 
Aug. 27 and Sept. 12. Respondents 
were 92 top information executives 
in Premier 100 companies. 

Of course, life in a faster lane has 
its pluses: Despite a choking nation- 
al economy, most IS managers say 
their budgets have increased this 
year. Nearly six in 10 got hikes that 
averaged a healthy 17.2% for 1990. 

“(IS spending] is like a wheel,” 
says William Friel, an executive 
vice-president at The Prudential In- 
surance Co. “We are consistently 
driving down the unit cost of com- 


AND JOSEPH MAGLITTA 


During the past year, do you 
believe that the degree of 
scrutiny by top management 
and shareholders has 
increased, decreased or 
stayed about the same? 


Increased 
Stayed the same 
Decreased 


Number of respondents (Base: 91) 


puting, but we are investing more to 
deliver more applications support- 
ing the business thrust.” 

Only about one in 10 IS budgets 
took a cut. The average decrease 
was 15.8%. 

The extra cash comes at a price, 
however. Companies sinking more 
money into information technology 
want more payback for their dollar. 
The result is that IS managers are 


feeling more top managers breath- 
ing down their necks. Nearly three- 
quarters say they are more closely 
scrutinized by top management and 
stockholders than they were a year 
ago. 

““We have had moderate budget 
increases, but every increase is tied 
to specific projects thatare expected 
to save the company big bucks,” 
says Alfred Caponiti, director of 
data and database administration at 
Bell Atlantic Corp. 

This reality, among others, has 
led three-quarters of the respon- 
dents to set up programs to measure 
the value or effectiveness of infor- 
mation technology. Results, howev- 
er, have been mixed: More than half 
rated their program only “some- 
what successful.” 

With more responsibility also 
comes more worry, executives say. 
What keeps top IS managers awake 
at 3 a.m.? Increasingly, it’s the same 


In your opinion, what will be the biggest challenges facing your IS 
department in the coming year? 


Top four answers 
Improving products and services and keeping costs down 


Implementing new systems and staying current with technology 


Integration of systems and data 


Finding qualified people and developing skills 


Number of respondents (Base: 92) 
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issues that keep their business coun- 
terparts awake: the need to make 
profitable, competitive products; 
handling technological change and 
integration; worldwide recession; 
and disenchanted customers. 

“Because of the competitiveness 
within the banking industry, every- 
one is taking a tighter look at the 
bottom line,” says Bob Sevacko, 
manager of data center operations at 
Wells Fargo and Co. 

Predictably, most IS executives 
in every industry say they expect 
competition to get tougher during 
the next year. 

Many IS executives’ worlds are 
also getting bigger — and fast. 
Nearly half say their IS organiza- 
tions expanded abroad or began of- 
fering systems support outside the 
U.S. during the past year. Their 
confidence level is high; the major- 
ity think U.S. companies are more 
effective users of information tech- 
nology than Japanese or European 
firms, especially the latter. 

Yet despite a new, strong busi- 
ness focus, IS executives haven’t 
forgotten that their big weapon is 
still technology. Imaging systems in 
particular are seen as having the 
“most critical” value for competi- 
tive success during the next five 
years, followed closely by local-area 
networks and computer-aided soft- 
ware engineering (CASE) tools. In- 
terestingly, media darlings such as 
workstations, distributed process- 
ing and Integrated Services Digital 
Network ranked at the bottom of 
the list. 

Faith in technology remains 
high. A full 98% say that advanced or 
leading-edge technology is critical 
or important to their competitive 
survival. “Local and long-distance 
telephone services are extremely 
competitive now,” says Derek Bai- 
ley, manager of systems and opera- 


How important is advanced 
or leading-edge technology to 
staying competitive in your 
industry? 


Critical 

Very important 
Somewhat important 
Not very important 


Number of respondents (Base: 92) 


tions at United Telecommunica- 
tions. “Without the advantage in 
clarity that our fiber-optic technol- 
ogy gives us, we would not be able to 
compete.” 

Indeed, the idea of using infor- 
mation technology to get a leg up on 
the competition is far from dead. 
During the last 12 months, two- 
thirds of the respondents installed 
an information system with the ex- 
press purpose of providing compet- 
itive advantage. 


REDESIGN TREND 

Premier 100 companies are not 
merely throwing dollars at technol- 
ogy, though. Most recognize a clear 
need to fundamentally change the 
way they do business. To this end, a 
whopping four-fifths say they have 
redesigned or re-engineered a key 
business process to take advantage 
of information technology. The 
trend is expected to continue. 

Nearly three-quarters have 
looked into outsourcing. Half say 
they will outsource all or part of 
their operations within the next 12 
months. 

For example, the refining and 
marketing branch at Sun Co. has 
signed a letter of intent to outsource 
its data operations. ““We are getting 
rid of surplus computing power and 
building space. The end result is sig- 
nificant savings,” says Edward Par- 


Q | What is the single biggest challenge now facing your industry? 


Top four answers 


Technological change and integration 


Providing profitable and competitive products 


Expense control and low-cost production 


Worldwide recession and global situation 


Number of respondents (Base: 92) 
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rish, director of IS. 

In the executives’ own compa- 
nies, sales and marketing are hot 
spots demanding attention, fol- 
lowed by manufacturing and cus- 
tomer service. 

Faced with both technical and 
business challenges, how do top IS 
managers plan to survive the next 
few years? Most executives say 
good technology planning and inte- 
gration are key. Also required, they 
say, is a strong top management buy- 
in and extra attention to staffing and 
training. 

“The people you hire are ex- 
tremely important,” says Karen 
French, manager of programming at 
Ingersoll-Rand Corp. “Without 
strong commitment from manage- 
ment, we take a few steps backward 
and become a file server-type opera- 
tion, instead of an integrated part of 
business planning.” 


Has your company's IS 
budget increased, decreased 
or stayed the same during 
the past year? 


Stayed the same 
Decreased 


Number of respondents (Base: 89) 


Their advice for rising IS stars? 
Besides learning the business, IS ex- 
ecutives say to focus on keeping 
technically current and acquiring 
good people skills. 

In the long term, some IS execu- 
tives foresee that the blurring be- 
tween technology and business will 
eventually extend deeper into com- 
pany ranks. 

“If you look at the decade ahead 
— especially the end of the decade 
— I think it will become very diffi- 
cult to distinguish the programmer 
from the business person,” says Jim 
Gottardi, manager of IS at Phillips 
Petroleum. 

“The distinction we see today 
will blur. CASE technology, for ex- 
ample, may ultimately allow a fairly 
nontechnical person with limited 
[or no] knowledge of programming 
languages to develop a working ap- 
plication,” he says. 0 


COMPUTERWORLD PREMIER 100 


_ 
w 





14/316 OPEN LOK 
13/324 brag aid Drop 


©1990 Sun Microsystems, Inc. "Sun Microsystems and the Sun logo are registered trademarks of Sun Microsystems, Inc. OPEN LOOK isa trademark of AT&T. All other products or services 





R INTEREACE 
PLAYING ATA 


[\ 


The OPEN LOOK" user interface. 

It's a real hit with independent software 
vendors, in-house developers and end 
users. In fact, over 300 applications are 
in development today. By people like 
Lotus; INFORMIX; Island Graphics, 
Interleaf; and Frame: And it’s the most 
popular front end to UNIX’ Fora 
number of reasons. 

First of all, it makes UNIX easy to use. 
Because there are no complicated UNIX 
commands. It also looks better than any 
other interface. From its icons to its 3D 
elements. And makes users more effi- 
cient. For example, our drag and drop 
feature gives them a simple, intuitive 
way to move files around the desktop. 
Our push-pin icon makes it even easier 
to use. And OPEN LOOK gives users 
the same interface across multiple plat- 
forms, so they learn it once. And enjoy 
access to a huge range of network 
resources. 

As a developer, you'll see it’s also the 
easiest to work with. Because it's part of 
OpenWindows, a complete develop- 
ment environment. With the tools you 
need to create applications faster than 


YOU 


ever. And ready-made features, like our 
DeskSet" graphical productivity tools, 
that you can give users right away. 

Of course, the business reasons to 
choose OPEN LOOK are just as strong. 
OPEN LOOK is the standard interface 
of AT&T's UNIX System V.4, so it’s 
included at no charge. And it will run on 
over 20 platforms, including DEC? HP” 
and IBM’ Since it's portable across 
multiple platforms, you only write your 
application once. Which saves thou- 
sands of man-hours. Finally, with OPEN 
LOOK, you have the full support of 
a company that leads the workstation 
industry in worldwide shipments? 

We've put together a videotape that 
shows you exactly what OPEN LOOK is 
all about. Just call us at 1-800-624-8999 
(ext. 2068), and we'll send you a 
free copy. 

Then find a nice comfortable seat 
close to your screen. Because the closer 
you look, the better we get. 


sun 


microsystems 


mentioned are identified by the trademarks or registered trademarks of their respective companies or organizations. *Source, International Data Corporation, 1990. 36.3% market share. 





Microcomputer 
services and support. 
TRW does it all! 


More Than Just Maintenance 


TRW Customer Service Division 
©TRW Inc., 1990 TRW is the name and mark of TRW Inc. 


As America’s leading independent service 
provider for microcomputers, TRW offers a 
full menu of expert maintenance services. 
But did you know that we also provide the 
widest range of micro support programs 
— from technology selection to LANs to 
training to ongoing problem-solving and 
more? For example: 


Did you know that TRW is your single source 
for a service solution customized to your indi- 
vidual requirements and budget? Our expert 
know-how covers over 2,500 microcomputers 
and peripheral devices from more than 100 
leading manufacturers. 


Did you know that our new, direct access, 
“walk-you-through” telephone support can 
maximize end-user productivity by providing 
expert solutions to micro hardware and soft- 
ware problems in minutes? 


Did you know that TRW’s advanced LAN 
Support can assist you in network design, 
implementation and administration (remote 
and local), including hardware, operating 
system and application software? 


Did you know that our Micro Training program 
can sharpen end-users’ skills with a wide 
range of courses in microcomputer hardware 
and software related subjects? 


The widest range of 
maintenance and support services 
in the industry. 


As computer technology evolves, TRW’s total 
support services help you keep pace. We help 
you utilize and manage your microcomputer 
equipment more efficiently, more productively. 


Now that you have a better idea of how TRW 
can provide the micro solutions you need, call 
today and get started: 


1-800-922-0897 
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EMC’s 600 megabyte SL/932-XP 
DASD outperforms IBM's 9332 by 20% 
and more. That translates to higher 
AS/400 performance. And a whole 
new level of user productivity. 


The Secret: 
An Advanced Bi-Directional Controller 
That Keeps Pace With The CPU. 
EMC'’s exclusive controller tech- 

nology virtually eliminates controller 
contention. Dual microprocessors 
and a split-dedicated buffer provide 
simultaneous data transfer between the 
CPU and drives. By comparison, IBM's 
single-microprocessor, single-buffer 
controller bottlenecks data transfer— 
constraining system performance. 


Even so, over time, all hard drives gen- 
erate soft errors. But EMC’s DASD 
subsystem automatically monitors 
these errors and alerts you immedi- 
ately if the soft error threshold is ever 
reached. You'll know of problems on 
the horizon. And have plenty of time 
to take simple, preventive action. 


20% Faster. 
20% Less Expensive. 

Now you can get a storage system 
that complements your CPU's perfor- 
mance, driving productivity to a new 
level. Even before it’s turned on, you'll 
be ahead of the game through lower 
initial cost. Our SL/932-XP: the opti- 
mum data storage solution. 


Wont They 
Be Surprised. 


Faster Hardware. 
Another Plus. 

EMC’s l6ms seek time (versus 
19.5ms for IBM’s) speeds data transfer 
even further. Combined with our so- 
phisticated controller, you can realize 
throughput advantages to 28%. But 
don’t just believe us. A major industry 
magazine just published their own 
benchmark tests. Call us and we'll 
send you a copy of their study. 


Reliability. 
Only EMC's AS/400 Offers 
Automatic ErrorThresholding. 


Our disk assembly’s 150,000-hour 
MTBF is the best in the business. You 
just can’t buy a more reliable system. 


EMC knows how to make your 
AS/400 the most it can be. We're the 
world’s largest independent manufac- 
turer of storage products for midrange 
and mainframe systems. Let us tell you 
more. Call us at 1-800-222-EMC2, ex- 
tension M056. (In MA, 508-435-1000. 
In Canada, 1-800-543-4782. | 
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Better Computer Hardware 
Is just The Beginning. 


At EMC, our goal is to give you 
everything you need to make the 
most of your system. As an AS/400 
user, you'll realize benefits from our 
experience in the $/3X world—as well 
as from our expertise in the world of 
mainframes. But there’s more to EMC 
than hardware. 

Local Support, Around The 
Globe. We understand how vitally 
important it is for you to have prompt, 
capable support. That’s why we main- 
tain a worldwide network of direct ser- 
vice centers, each providing complete 
customer support —from corporate to 
engineering. All of our centers stock 
a full line of spares,so EMC Customer 
Engineers arrive at your site fully 
equipped and ready to service. 

Immediate Answers. 24 Hours 
A Day, Every Day. Our Customer 
Response Center is staffed by profes- 
sionals who provide answers — fast. 


At their fingertips is our on-line cus- 
tomer database, containing a com- 
plete site profile and service history of 
your account. This advanced, interac- 
tive scheduling and dispatch system 
enables our Customer Service Tech- 
nicians to resolve most cases right 
over the phone. 

Total Commitment. EMC takes 
great pride in helping you get maxi- 
mum productivity from your IBM 
investment. We’re dedicated to con- 
tinuous innovation in all of our prod- 
uct and service areas. Together, as a 
team, we’ll make your AS/400 work 
more efficiently than ever. 

Let us start proving it, right now. 
We offer a full range of performance 
tuning and system management 
guides that help get the most from 
IBM systems. And they’re free to all 
midrange users. Just give us a call. 
1-800-222-EMC2, extension M056. 


EMC 


The System Enhancement Company 


Corporate Headquarters Hopkinton, MA 508/435-1000 


European Headquarters Surrey. England 081-668-5511 


Canadian Headquarters Toronto, Ontario 416/620-7777 
Pacific Rim Headquarters North Sydney, Australia (61) 2 922-7888 


Amsterdam - Atlanta - Austin: Boston - Charlotte - Chicago « Cincinnati - Cleveland - Costa Mesa - Dallas - Denver - Detroit - Dusseldorf - Frankfurt - Hamburg - Hong Kong 
Houston ~ London - Los Angeles - Lyon - Manchester - Melbourne - Miami: Milan - Minneapolis « Montreal - Munich - Nashville - New York City - Paris - Philadelphia 
Pittsburgh - Raleigh - Rochester - San Francisco - Seattle - St. Louis - Stuttgart - Toronto: Vancouver - Washington, D.C 


IBM, 9332 and AS/400 are trademarks of International Business Machines Corp. IBM is not affiliated with EMC Corporation 
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How WE RANK THE Premier 100 


TARGET GROUP 

To qualify for Computerworld’s Premier 
100, acompany must be publicly trad- 
ed, U.S.-based and in the top half of its 
vertical industry group as listed in the 
annual ‘‘Fortune Industrial 500’ or 
“Fortune Service 500’’. Only parent 
companies are ranked; subsidiaries 
are considered under parent company 
affiliations. Firms that make the major- 
ity of their revenue from the sale of in- 
formation systems and related prod- 
ucts are not included in the ranking. 


DATA GATHERING 

Premier 100 companies are ranked 
based on data gathered in an exten- 
sive survey that involves mail surveys 
followed by telephone interviews. Data 
is collected from the chief information 
systems executive in the organization. 
In a limited number of cases where the 
company does not supply data, Com- 
puterworld generates estimates based 
on market research and other sources. 
All estimates are confirmed prior to 
rank calculation. 


RANK CALCULATION 

Overall scores are based on the sum of 
point totals of six criteria: 1) IS budget 
2) five-year profit average 3) current 
market value of major processors 
4) percentage of budget spent on staff 
5) percentage of budget spent on 


training and 6) ratio of personal com- 
puters and terminals to total employ- 
ees. Each criterion is calculated sepa- 
rately for ail firms in the target group. 
Point totals, which are weighted ac- 
cording to their relative importance, 
are then combined, yielding a final 
score. 


IS BUDGET 

The IS budget is measured as a per- 
centage of total revenue. This levels 
the field, so that the largest firms, 
which are able to invest significantly 
more in IS, do not dominate the rank- 
ing. 

To account for differences in spend- 
ing levels between industries, a com- 
pany’s budget/revenue percentage is 
then compared with the average for IS 
spending as a percentage of revenue 
for that company’s industry. 

For example, a bank’s percentage 
is compared with an industry average 
spending percentage of more than 
4%, while a retailer's percentage is 
compared with an average percentage 
of 1%. The firms that achieve the 
greatest difference between their per- 
centage and the average for their in- 
dustry receive the most points. This is 
weighted by a factor of 30. 


PROFIT AVERAGE 
The ranking employs a rolling, five-year 


profit average. In the 1990 edition, 
profits for "85,’86,'87,'88 and ‘'89 
were considered. The companies with 
the largest average growth in profits re- 
ceived the most points, weighted by a 
factor of 15. 


PROCESSOR VALUE 

The value of major processors, specifi- 
Cally mainframes and minicomputers, 
is calculated based on what the sys- 
tems would be worth if they were sold 
on the market today. This figure is then 
divided by total revenue so that large 
firms do not automatically gain more 
points. The percentage of value to rev- 
enue is weighted by a factor of 15. 


STAFF AND TRAINING 

Calculations for staff and training are 
based on amounts for those items 
compared with the IS budget. Fewer 
points are given for a larger percentage 
spent on staff. More points are given 
for a larger percentage spent on train- 
ing. Points for staff percentages are 
weighted by a factor of 10. Training 
points are weighted by a factor of 15. 


PCS AND TERMINALS 

The total numbers of PCs and termi- 
nals are added together and then di- 
vided by the total number of employ- 
ees to obtain this ratio. Points for the 
ratio are weighted by a factor of 15. 





CHART TYPES 

Following this page is the main chart 
listing data for those companies that 
qualified for the Top 100 ranking. Each 
vertical industry section also contains 
a chart that lists data for the Top 10 
companies in specific industries, re- 
gardless of whether they qualified for 
the Top 100. 


IS BUDGET 

Figures represent 1990 totals for cor- 
poratewide capital and operating bud- 
gets for information systems and ser- 
vices. Expenditures for staff, hardware, 
software and data communications are 
included. Not included are telecom- 


DEFINITIONS 


munications costs or spending on in- 
formation technology by departments 
other than IS. 


1989 PROFIT 

Profits used in the ranking are after tax- 
es and after extraordinary credits or 
charges. Profit for mutual insurance 
companies is based on net gain from 
operations, and revenue is based on 
premium and annuity income plus net 
investment income. 


MARKET VALUE 

Figures are totals for the current mar- 
ket value for all major processors, in- 
cluding supercomputers, mainframes 


and minicomputers. They reflect the 
dollar value of the systems if they were 
sold on the market today, regardless of 
whether the company owns or leases 
the systems. 


OTHER STATISTICS 

Training figures include in-house and 
off-site costs. Staff figures include sal- 
ary, benefits and travel. The total num- 
ber of personal computers and termi- 
nals include brokerage systems, travel 
agent systems and retailing systems in 
all user departments and IS. Revenue 
for banks includes interest income plus 
other operating income. 





FOOTNOTES 


++ on the main chart indicates the following: Bankers Trust — reflects accounting for a Joss in Latin American loan reserves; Bell Atlantic — reflects extraordinary charges of 
$75.7 million for a change in accounting method and $244.8 million for restructuring and other charges; FMC Corp. and Carter Hawley Hale Stores, Inc. — reflects extraordinary 
charges of at least 10%. 
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The 100 Most Effective Users of Information Systems 


Overall 1989 
rank rank 





Industry 


IS budget 
rank 


Company IS executive Industry (millions) 


Total score 


MCI Communications Corp. Allan Ditchfield, Senior VP utilities 1 28,530 $400 
FMC Corp.* Dan W. Irwin, VP | chemicals ] | 28,450 | $110 
Bankers Trust New York Corp. Carmine Vono, Executive VP | banking | | 28,200 _— ‘sa00 
| AMR Corp. Max D. Hopper, Senior VP | transportation | | 28,100 | $1,214 
| Union Texas Petroleum Holdings, Inc. Richard L. White, Director | petroleum | | 27,905 | $18 

General Dynamics Corp. Asaph H. Hall, VP | aerospace | 27,855 | $585 
Paine Webber, Inc.* Robert McKinney, ClO | financial services 27,755 ; 5200 
| Norwest Corp. Brian Phillips, Executive VP | banking | | 27,710 | $133 
| Banc One Corp. Dave Van - Peden, Services Corp. | banking | | 27,565 


Gencorp, Inc.* Linda George, Director aerospace 27,525 


The Dun & Bradstreet Corp. Michael S. Field, President, 1S diversified services 27,465 
Sears, Roebuck and Co. Charles A. Carlson, President, Technology Services | retailing 27,390 
Gillette Co.* Herbert W. Moller, VP consumer products 27,375 


Chicago & North Western Transportation Co.* Ed Lillig, VP transportation 27,250 


Signet Banking Corp. Floyd Griggs, Executive VP banking 27,210 


Martin Marietta Corp. Raymond S. Wiltshire, VP aerospace 27,150 


Security Pacific Corp. Mike Heschel, Chairman and CEO, Automation Co. banking 27,105 


United Telecommunications, Inc.* Art Krause, Executive VP utilities 


Corestates Financial Corp. Robert Gilmore, Executive VP banking 


16 The Dow Chemical Co. Dave Butler, Director chemicals 


2 GTE Corp.* Joseph Rasmussen, Director utilities 27,000 


14 | Bell Atlantic Corp. Joe Ambrozy, VP utilities 26,930 





Ameritech Applied Technologies Henry Kozik, Manager utilities 26,895 


Allied-Signal, Inc.* Donald Fleming, Director aerospace 


Air Products and Chemicals, Inc. Peter Mather, VP chemicals 





Medians for all Premier 100 companies 


* Estimates are from Computerworld sources, not the company **See footnotes, page 17 
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6.15% $226 


$35 
$75 


11.46% | $97 


1.55% $18 
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6.84% $12 
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+ 


% of revenue 


2.23% 


3.48% 
1.01% 
1.03% 
0.92% 
1.55% 
2.49% 
0.41% 
1.67% 
125% 
0.75% 


3.47% 


1.14% 
1.09% 
1.31% 
1.07% 
1.25% 
0.99% 
126% 
0.57% 

“088 


3.63% 


1.13% 


1.32% 


0.24% 


0.93% 


12,000 


Processor market Market value as Total 


value (millions) IS staff 


1,700 


NA 


1,535 


4,000 


96 


NA 


890 


1,100 


NA 


6,500 


NA 


NA 
683 
2,505 
6,500 


NA 


‘n0 | 
| 1,900 | 
= - | 
3400 
| 4,700 a 


NA | 


% of IS budget 
for staff 


43% 
37% 
37% 
26% 
44% 
42% 
49% 
32% 
30% 
36% 
45% 
39% 
50% 
39% 
43% 
35% 
46% 
39% 
43% 


34% 


37% 


34% 
45% 
47% 
am 


41% 


% of IS budget 
for training 


Total PCs 


6% 29,500 


1% 7,200 


1% 9,000 


124,000 
1,800 
28,000 
10,357 
15,500 
14,000 
8,700 
50,000 
332,350 
8,500 
4,590 
7,107 
20,100 
31,000 
38,636 
10,000 
32,000 
90,000 
66,000 
65,000 
33,543 
5,180 


13,735 
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and terminals 


PCs /terminals: 
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’89 profit 


(millions) 
$529 
$136 

$(980)** 
$455 
$173 
$293 
$139 
$237 


$363 


~ $210 


$586 
$1,509 
$285 
$(21) 
$123 
$307 
$741 
$363 
$240 
$2,486 
$1,417 
$1,070** 
$1,238 
$528 
$289 


$289 





The 100 Most Effective Users of Information Systems 


Overall | 1989 | Indust 
we rank | Company IS executive Industry ag 





IS budget 


Total score (millions) 


26 25 American Express Co. Roy Lowrence, VP Corporate financial services 2 26,675 $874 
; 27 | 30 US West Winston Wade, VP | utilities | 6 | 26,645 | $263 
28 | 46 | Federal Express Corp. Ron Ponder, Senior VP | transportation | | 26,625 | $234 
29 | 21 | Southwestern Bell Corp. Donald A Rea, Manager | utilities | | 26,610 | $294 
30 | 24 | 3M Co. Donald Siegfried, Executive Director | manufacturing | | 26,540 | $469 
31 | 33 | Aulanite Richfield Co. John ects ce | petroleum | | 26,465 | $237 
32 Oryx Energy Co. W.M. Fore, Director | petroleum | | 26,455 | $27 


33 - Phillips Petroleum Co. PJ. Gottardi, Manager petroleum 26,440 


34 _ Pacific Mutual Life Insurance Co.* William A. Roberts, VP financial services 26,420 


35 Caterpillar, Inc. Dale Fieldcamp, Director industrial 26,405 


36 <- Salomon, Inc.* John Galante, VP financial services 26,395 
37 | | Monsanto Co. Leonard A. Cohn, VP chemicals | | 26,365 
38 | Merce & Co. Abert Cinorre, VP | pharmaceuticals | | 26,310 
39 | Contel Corp.* Chuck Achuff, Acting Director | utilities | | 26,305 
40 | - | sahiantertin Martin Stein, Executive VP | bonkng | | 26,300 
41 |» | Grumman oie: Daniel Larkin, VP | a aerospace | | 26,055 
42 [ | Polaroid Corp. Al Hyland, Sher | | consumer products | | 26,015 
43 | | The Timken Co.* Neil Siebenhar, Director | abe | | 25,910 
44 | -- | General Re Corp.” Steve Raye, VP | financial services | | 25,855 
45 |g | Northeast Utilities Tod 0. Dixon, VP . | | 


utilities | 25,835 
46 - The B.F. Goodrich Co.* Matthew J. Battista, VP chemicals 25,805 


47 _ Centerior Energy Corp. Joseph Stricker, Director utilities | 25,755 
48 The Mead Corp.* John Langenbahn, VP manufacturing 25,725 
49 | 67 The Boeing Co. Donna Mikov, President, Computer Services aerospace | | 25,715 


50 8 Baxter International, Inc. Bob Kretz, VP manufacturing 25,645 


* Estimates are from Computerworld sources, not the company 
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IS budget as | Processor market Market value as) Total | % of IS budget | % of IS budget Total PCs PCs/terminals: | ’89 profit 
% of revenue | value (millions) % of revenue | IS staff | for staff ‘for training | and terminals employees (millions) 


3.49% $436 1.74% 7,000 | 23% | % 70,000 67:1 $1,157 


2.71% $288 2.97% 4,500 52% 5% 105,000 $1,111 


3.34% s74 1.06% 2,008 30,000 w: sa 
536% age | ag | | em |g: | $1009 
1m am | ans | | am we:  sisio 
Mik om | sy | - | 500 | ss | $195 
1% 134 2 | amu: sim 
| amex fae = |g | aw: sas 
288% on | | | 0S: 0 
a [ie | | | = so | 

mm om | | | 60s 

2% 168% | ] | 15000 

2 ym) oo | a. 4 1000 

ax | By | | | 5000 

1366 aye | 5000 | sa m 73000 


6.69% 1.92% 44% 


mm | (6200 
3.27% 184% | | % S00 
ue aw | a eee eee 
ue ome | om |e | gm 
| gm | se | mw] | a 
any | (om | om |] om | agss 
ay | | osx | | | | agen 
Lay osm | lm | | aga 
sux] | om | om |e | | 9,964 


27% 0.88% | | 25,000 
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The 100 Most Effective Users of Information Systems 


Overall 1989 ; Industry 
sok ok Company IS executive Industry 





IS budget 
rank Total score (millions) 


51 12 Northrop Corp. W. Richard Howard, VP aerospace r 25,625 $290 
52 | _ | Rohm & Haas Co.* William H. Groetzinger, Director | chemicals | 6 | 25,620 | $53 
53 | - | Massachusetts Mutual Life Insurance Co. Susan Magee, Senior VP | financial services | 25,615 $75 
54 | - | New York Life Insurance Co. Thomas Pettibone, Senior VP | financial services 25,600 
55 | _ | CSX Corp. Jack Cooper, President, (SX Technology | transportation | | 25,590 
56 | - | Wells Fargo & Co.* Elizabeth Evans, Director | banking | | 25,575 
57 | - The Prudential Insurance Co. of America William D. Friel, Executive VP | financial services 25,550 
58 | ~_ | Primerica Corp. Ed Sherin, Senior VP financial services | | 25,480 
59 | | United Technologies Corp. John Hammit, VP | aerospace | 25,475 
60 - | The Pittston Co.* Leon Se!fe, Manager | industrial | | 25,470 
61 | | Ingersoll-Rand Co. George Tabbock, Manager | industrial | | 25,400 
62 | _ | Union Carbide Corp. Ted Smith, Manager | chemicals | | 25,380 
63 | - | Metropolitan Life Insurance Co. Daniel Cavanaugh, Senior VP | financial services 25,320 
64 | _ | TRW, Inc.* Don Logan, VP | manufacturing | | 25,315 
65 | | McDonnell Douglas Corp. Ernie Ridenhour, VP | aerospace | | 25,310 


66 Textron, Inc. Cecil Labhart, VP aerospace 25,285 


67 ~ Quantum Chemical Corp.* John Stooky, VP chemicals 25,245 


68 Mobil Corp. Peter VonZyl, General Manager petroleum | | 25,180 
69 | Rockwell International Corp. J.F Sutter, VP | aerospace | | 25,170 
70 | | Freeport-McMoran, Inc. Ron Landry, Director | petroleum | | 25,150 
71 | _ | The Travelers Corp. Lawrence A. Bacon, Senior VP financial services | | 25,140 
72 | | McGraw-Hill, Inc.* John Dobilas, Senior VP | consumer products | | 25,135 
73 | - | Amax, Inc. Joseph Rosio, Director | manufacturing | | 25,055 
74 | | AT&T* WE Osl, VP | utilities | | 25,040 


The Penn Central Corp.* John McDonald, Manager manufacturing 25,035 


uterworld sources, not the company 
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IS budget as Processor market Market value as) Total | % of IS budget | % of IS budget Total PCs PCs/terminals: | 89 profit 
% of revenue | value (millions) | % of revenue | IS staff for staff =| for training and terminals employees (millions) 


5.53% $125 2.38% 2,600 45% | 5% 22,500 a2) $(81) 
2% | $31 | 1.16% | NA 47% | 2% | 12,063 | 92:1 | $176 
1.5% | $19 | 0.38% | 935 | 61% | % | 6,000 | 60:1 | $124 
1.02% | $13] | 0.86% | 1,100 | 35% | 2% | 10,000 | 5524 | $1,452 
4.15% | $81 | 1.53% | 1,003 | 39% | 05% | 12,328 | 31:1 | $770 
3.65% | | 0.53% | NA | 43% | 3% | 16,663 | 85:1 | $601 


1.9% 0.29% 47% 1% 65,200 65: $743 


3.22% 0.42% 42% 3% 15,625 65: $289 


4.28% 0.47% 46% | 1% | 35,918 | 19: | $701 
4.04% | | 0.65% | | 39% | 2% | 4,914 | 34: | $4 
2.32% | | 0.87% | | 35% | 1% | 18,000 | 

8.01% | | 0.73% | | 35% | 7% | 5,000 

1.92% | | 0.18% | | 34% | 2% | 35,882 
1.15% | | 0.94% | NA | 40% | 5% | 40,607 

5.17% | | 1.68% | 5,600 | 41% 3% | 70,000 

439% | | 0.82% | 1,800 | 40% | 1% | 24,000 

2.62% | | 0.8% | NA | 42% | 4% | 5,538 

1.32% | | 0.32% | 3,800 | 34% | 2% | 40,000 

3.94% | | 1.44% | 2,867 | 32% | 4% | 45,000 

0.86% | | 0.51% | 15 | 25% | 4% | 1,000 

| 1.8% | | 0.6% | 3,230 | 39% | | 40,285 

7.38% | | 4.19% | NA | 41% | | 6,824 

0.77% | | 0.19% | 275 | 40% | 10,000 


175% | 1% | NA 37% 94,555 





0.82% 0.55% NA 43% 6,538 
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The 100 Most Effective Users of Information Systems 


Overall 1989 
rank rank 





Industry 
rank 


IS budget 


Company |S executive Industry (millions) 


Total score 


76 J.P. Morgan & Co., Inc. Ralph Mastrangelo, Senior VP banking 9 25,030 $382 


77 Lockheed Corp. Dean Allen, VP aerospace 12 25,005 $425 


78 - Sun Co. Edward Parrish, Director petroleum | | 24,980 $80 
79 | | Abbott Laboratories Kenneth Farmer, VP | pharmaceuticals | | 24,975 
80 | Ambase Corp.” Anthony Graffeo, Senior VP | financial services | | 24,965 
81 | National City Corp.* Harold B. Todd, Executive VP | banking | | 24,935 
82 | Duke Power Co. George Stubbins, VP | utilities | | 24,820 
83 | Becton, Dickinson & Co. Hank Willin, Director | manufacturing | | 24,785 
84 | = Mutual Benefit Life Insurance Co.* Charles McCaig, Senior VP financial services 24,765 
85 | - | Xerox Corp. Patricia C. Barron, VP manufacturing | | 24,740 
86 | = | Louisiana Land & Exploration Co.” Nick Wood, Director | petroleum | 24,735 
87 st | Carter Hawley Hale Stores, Inc.* Paul Burrows, VP | retailing 24,725 
88 - | Colgate-Palmolive Co.* Bruce Johnson, VP | consumer products | 24,715 
89 — | Aluminum Co. of America® W.G. Nichols, Director manufacturing 24,705 
90 a Valhi, Inc.* Michael A. Snetzer, President chemicals | 24,685 
91 | = | Inland Steel Industries, Inc. H. William Howard, VP | manufacturing | | 24,655 
92 | ~ Eli Lilly and Co.* Lee Gery, Director | pharmaceuticals | 24,505 
93 | - | Merrill Lynch & Co. DuWayne Peterson, Executive VP | financial services | | 24,475 
94 | - | The Mutual Life Insurance Co. of New York* Gordon Duff, VP | financial services | | 24,470 


95 J.C. Penney Co. Dave Evans, VP retailing 24,435 





% ~- Enron Corp.* Alberto Gude, VP petroleum | 24,430 
97 | | Shawmut National Corp.* Jay Roston, Senior VP | banking | | 24,425 
98 | Northwestern Mutual Life Insurance Co. Edward A. Flitz, VP | financial services | 24,420 
99 re | The Aetna Life & Casualty Co.* John D. Loewenberg, Senior VP | financial services | 24,375 


Jostens, Inc.* Jack Yarbrough, Corporate Director consumer products 24,365 


compan 
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IS budget as |Processor market |Market value as) Total | % of IS budget | % of IS budget | Total PCs PCs/terminals: | '89 profit 
% of revenue | value (millions) | % of revenue | IS staff for staff for training | and terminals employees (millions) 


3.49% $60 0.55% 1,800 41% 1% 11,500 82:1 $725 
4.3% | $225 | 2.27% | 3,500 | 40% | 5% | 41,000 | 50:1 | $2 

1.04% | $7 | 0.09% | 425 | 45% 08% | 5,600 | 34:1 | $85 

2.69% | $60 | 1.11% | | 52% | 1% | 15,000 | 30: 

2.67% | $32 | 0.91% | | 43% | 4% | 6,644 | Ie 

4.08% | $34 | 1.33% | | 36% | 5% | 6,418 | 44: 

1.98% | $42 | 1.15% | | 35% | 4% | 10,400 | 54: 

2.56% | $22 | 1.21% | | 54% | | 7,381 | ane 

1.25% | $7 | 0.19% | | 41% | | 4,285 | SE: 

2.27% | | 1.2% | | 37% | | 43,000 | 43: 

0.98% | | 0.67% | | 38% | | 846 | 12h: | $44 

1.51% | | 0.72% | | 36% | | | 36: | $14 
1.5% | | 0.47% | | 44% | | ; | DS: | $280 

0.93% | | 0.29% | | 43% | | | ae | $945 

1.97% | | 1.01% | | 42% | | | Az: | $103 

1.69% | | 0.27% | | 30% | ; | | bi | $241 

0.93% | | 0.38% | | 45% | | | 89: | $940 

7.06% | | 0.88% | | 40% | | | Al: | $(213) 

2.61% | | 0.84% | | 47% | | | 1.58: | $12 

1.23% | | 0.76% | | 38% | | | AS: | $802 

1.23% | | 0.31% | | 39% | | | 55: | $226 


6.01% 0.66% 42% : 88: $(129) 





0.82% 0.24% 64% 6 60: $372 


2.54% 0.47% 38% 56: $300 


2.3% 0.27% 41% AZ $54 
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MCI: 


@ UTILITIES e 


Making the 


Most of a 
Delivery 


Network 


Katherine Lambert 


MCI's Ditchfield successfully juggles business and techno- 


logical concerns 


BY AMY BERNSTEIN 


hen you ask MCI Communications 

Corp.’s technology guru Allan Ditchfield 

when he thinks the company will 
overtake archrival AT&T, he doesn’t laugh, he 
ponders. Then he replies: “Our compounded 
growth rate is about 20% a year. Just draw the curve.” 


He’s only half-kidding. If MCI is 
due for a large dose of humility, the 
company is not likely to have to swal- 
low hard anytime soon. MCI’s hubris is 
justified so far by its dazzling perfor- 
mance. The company is among the best 
in the world when it comes to applying 
technology to solve customer prob- 
lems, build strategic alliances and seize 
market opportunities. 

MCI wins not only the No. 1 spot in 
its industry in the Computerworld Pre- 
mier 100 for the second consecutive 
year, but it also ranks No. | in the over- 
all survey. 

To fully appreciate precisely what 
MCI does so well, you should first 
know how well the nation’s second 


largest long-distance telephone compa- 
ny is doing. 

Consider these figures: Revenue for 
1990 will reach $7.9 billion, a 21% 
jump over 1989, capping four steady 
years of growth in earnings and profit- 
ability. Operating margins lead the in- 
dustry at approximately 16% vs. 
AT&T’s 12% to 13%. Average revenue 
per employee ($355,000) is the highest 
in the industry. Return on equity leads 
the industry at 32%. And billable calls 
increased 40% in 1989. 

What statistics cannot convey is 
how MCI achieves this level of perfor- 
mance year after year in the highly com- 
petitive $55 billion long-distance tele- 
phone and communications business. 
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The company views its network as a 
delivery system for the transaction ser- 
vices and applications that customers 
demand. The network is not just a high- 
way for applications to ride along but 
alsoa platform MCI uses to develop and 
deliver customized services. 

In this context, no single service — 
neither the highly touted Portfolio 
electronic billing system nor the Vision 
package being offered to small busi- 
nesses — is the star of the MCI show. 
The real star is the company’s ability to 
deploy computer power where and 
when it is needed to meet specific cus- 
tomer demands faster than anyone else. 

“We understand how important it is 
to make our infrastructure flexible 
enough to move from market to mar- 
ket,” says Ditchfield, senior vice-pres- 
ident responsible for companywide en- 
gineering and information systems 
operations. 

Indeed, according to The Yankee 
Group, a Boston-based industry re- 
search firm, MCI may have the largest 
mainframe-based distributed process- 
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ing network of all the long-distance 
companies. 

Of the $1.2 billion that MCI will in- 
vest in network enhancements in 1990, 
much will be spent on improving and 
expanding the hardware and software 
platforms designed to deliver real-time 
services to customers. 

Ditchfield is the architect of MCI’s 
transaction processing strategy, which 
he calls “process integration.” With 
process integration, the network is the 
integrated delivery mechanism for all 
customer services, from customized 
billing to customer-controlled mainte- 
nance. 

“Tf you’ve got the right funnel to im- 
plement the right customer ideas,” 
Ditchfield says, “then and only then are 
you free to create services that ulti- 
mately lead to increased revenue and 
market share.” 

Process integration also leads to sig- 
nificant operating economies. For ex- 
ample, at MCI’s North Royalton, Ohio, 
integrated network control and data 
center, the ability to switch intelligent 
network and IBM 3090 mainframe 
platforms together — rather than plan, 
build and run switch facilities and data 
centers separately — requires two- 
thirds fewer staff. 

In essence, “we've collapsed func- 
tions and groups so that MIS and engi- 
neering are together, thereby reducing 
double-planning and double-billing,” 
says James Zucco, MCI’s vice-presi- 
dent of product development. 

“We'll see MCI move increasingly 
from offering commodity transmission 
services to high-value transactions that 
customers can utilize on a usage-sensi- 
tive basis,” says Berge Ayvazian, a vice- 
president at The Yankee Group. 
K Mart Corp., the nation’s second larg- 
est retailer, is one customer benefiting 
from this custom-tailored approach. K 
Mart uses MCI’s Vnet (a large private 
network) to link 3,400 K Mart and 
Waldenbook, Inc. stores, distribution 
centers and offices across the country. 

Naturally, there has to be a cloud or 
two in MC]I’s silver lining. Ironically, 
because the company has focused on 
developing its IS capabilities over the 
past few years, MCI has not kept pace 
with the all-digital revolution. Thus, 
MCI is the only leading long-distance 
carrier to invest as much as $1.1 billion 
this coming year to transform its tele- 


What makes MCI IS so 
effective? 


© Network is used to develop and 
deliver customer services. 

© Technology acquisition through 
mergers. 

@ Strong use of strategic 
partners such as Visa. 


e IS closely allied with network 
engineering. 
SE 








quarter writedown of about $500 mil- 
lion. 

While its relationships with other 
companies will help minimize the time 
and investment required for the con- 


| Overall 
rank 


MCI Communications Corp. 
| Washington, D.C. 
| 19,000 


United Telecom, Inc.” 
Kansas City, MO 
41,359 


version, it is likely that some of MCI’s 
creative energies will be siphoned off 
into this effort. 

Ironically, MCI could find itself the 
victim of success. As the company be- 
comes more aggressive in the transac- 
tion processing arena, it may have trou- 
ble linking up with strategic partners to 
leverage its capabilities. 

According to Ayvazian, companies 
such as J.C. Penney Co., which oper- 
ates substantial credit-clearing net- 
works, will begin asking, “Is MCI my 
carrier or my competitor?” MCI will be 
forced to draw clear strategic bound- 
aries separating its networked transac- 
tion processing from others. 














BERNSTEIN HEADS GAVROCHE 
ASSOCIATES, A COMMUNICATIONS 
CONSULTING FIRM IN BALTIMORE. 


1989 
profits 


Estimated 


Tore IS budget 


score 


Total 
PCs and 
(millions) |_ (millions) terminals 


14530 | $529 | $400 | 29,500 


27,060 $363 | $138 


SS 


38,636 





| GTE Corp.” 
| Stamford, (T 
| 158,500 


Bell Atlantic Corp. 
Philadelphia, PA 
79,100 


+ 


7,000 | siai7 | $750 


le 


26,930 | $1,070 | $709 


——}_— 


90,000 





Ameritech Applied Technologies | 


Chicago, IL 
| 75,900 


26895 | $1,238 | $880 


65,000 





US West, Inc. 
Englewood, CO 
70,200 


26,645 | S111] $263 


105,000 





| Southwestern Bell Corp. 
| St. Louis, MO 
| 66,200 


Contel Corp.* 
Atlanta, GA 
21,800 


| 26,610 $294 


| $1,093 | 


+— 


26,305 $287 | $150 


61,700 


5,000 





| Northeast Utilities 
Hartford, CT 
8,400 


Centerior Energy Corp. 
Cleveland, OH 
9,000 


Medians for industry Top 10 


| 25835 | $203 | 


$73 


25,755 $277 


| 26,770 | $800 | 


5,033 


phone network, resulting in a third- Companies are ranked by industry according to CW 100 Index. *Estimates are from Computerworld sources, not the company 
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EMC Mixes Crisp Efficiency 
With Latest Technology 


BY MICHAEL SULLIVAN-TRAINOR 


David Joel 


FMC’s Irwin keeps an eye on technological advances and bottom lines 


ven though his company has 
extensive business in the 


Middle East, FMC Corp. 
Vice-President Dan W. Irwin has 
more pressing concerns than [raq’s 
invasion of Kuwait. 


As vice-president of technology, manufacturing and in- 
formation services, Irwin is charged with ensuring that 
FMC’s IS operations are run as cost effectively as possible 
while still taking advantage of the latest technology when it 
fits company needs. 

The combination of an aggressive technology evalua- 
tion strategy and the cost efficiency policy is paying off for 
the $3.4 billion company, which ranks second in the Com- 
puterworld Premier 100 and is No. 1 in the chemical indus- 
try. A diversified company, FMC is a market leader in seg- 
ments of the chemical, defense and gold-mining industries. 

The company’s recent investments in technology, com- 
bined with an ability to get the most out of its information 
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systems for solid business performance, caused FMC to 
skyrocket nearly to the top of the 1990 list. 

For example, IS spending in the Agricultural Chemicals 
Group has increased 200% over the past three years, ac- 
cording to John Lowry, manager of the group’s informa- 
tion resources. In addition, three plants were upgraded on 
the industrial chemicals side of the business, along with in- 
vestments in computer systems for sales and marketing. 

“Things are very strong for the company,” says J. Jef- 
frey Cianci, an analyst at Bear Stearns & Co. in New York. 
“Their earnings are growing each year despite a slowdown 
in business. They have solid management.” 

FMC’s capital spending in the industrial chemical busi- 
ness is expected to show dividends this year, he adds, and 
the Middle East conflict will bolster the company’s defense 
business despite future U.S. spending cuts. 

“Their spending is heavier than competitors in chemi- 
cals, but they have a strong cash flow so they don’t have to 
borrow to expand,” Cianci says. 

The availability of funds to invest in plants and technol- 
ogy does not mean that FMC is willing to throw its money 
around, however. This is particularly true in Irwin’s IS op- 
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eration. ““We look very closely at the 
value of our applications and assess the 
alternatives. We reduce everything we 
canto some kind of number,” he says. 

The key to FMC’s IS strategy .s 
flexibility at the corporate level, com- 
bined with a culture that emphasizes ef- 
ficiency foremost. ““We will do our 
computing operations only where it 
makes the most sense, and that is driven 
by the nature of the application,” Irwin 
says. “In addition, we strive for very 
high levels of service at the best cost 
youcan get.” 

As a practical matter, the emphasis 
on service weighs more heavily in the 
use of hardware than software. While 
the company has an aggressive leading- 
edge strategy — moving to state-of- 
the-art equipment when it makes sense 
for the company — no system is al- 
lowed to waste processing cycles for 
the sake of staying current. 

For example, at the company’s Dal- 
las data center, which does the majority 
of processing for five business units, 
including the chemical operations, the 
unitcostof CPU use has decreased 50% 
since 1984, while use itself has in- 
creased 300%. These efficiencies are 
made possible by investments in the lat- 
est IBM mainframes. 


NEW APPLICATIONS RESEARCH 
On the software side, the company is 
pursuing a different type of advanced 
strategy. With computer-aided design 
and manufacturing devices a key ele- 
ment in chemical modeling and defense 
equipment design, FMC is running en- 
gineering applications at the National 
Center for Supercomputing Applica- 
tions in Champagne-Urbana, Ill. The 
research is designed to determine how 
to make supercomputers more effec- 
tive in supporting three-dimensional 
computer-aided image modeling. 
While laying down ground rules 
such as cost efficiency, FMC’s corpo- 
rate IS group tries to remain open to the 
diverse needs of IS groups in the vari- 
ous business units. “Each unit has its 
own style that is influenced by the man- 
agement. You'll find a different flavor 
of ice cream in Philadelphia [where the 
chemical operations are located] than 
here. The units have a great deal of au- 
tonomy, and we try and develop consul- 
tive relationships between our corpo- 
rate staff and the line organization,” 
Irwin says. 


igen tetiaiennionin 
What makes FMC IS so 
effective? 


@ Rigorous cost-effectiveness 
measures. 


© Aggressive investments in 
efficient technology. 


e Flexible standards dictated by 
corporate IS. 


e Understanding of the 
diversified nature of business. 


histicieieeasienelanmntiseiagmeniel 

Customer information is currently 
the focus of investments in Lowry’s 
group. The IS staff there is upgrading 
its front-end customer applications 
froma batch system to a relational data- 
base using Oracle Systems Corp.’s Or- 








Company 
Location 
Total employees 


FMC Corp.* 
Chicago, IL 
| 24,110 


Industry 
rank 


Overall 
rank 


acle on a Digital Equipment Corp. 
VAX platform. The project, which is 
being conducted by the Dallas data cen- 
ter, is unusual in a primarily IBM envi- 
ronment, but it is the solution that best 


suits the unit’s needs. It is also one of 


the first on-line applications to use 
DEC’s XI packet-switched network 
over a Systems Network Architecture 
backbone. 

Ground-breaking projects are not 
unusual at FMC, where the industrial 
chemical division operates a state-of- 
the-art order-entry and inventory sys- 
tem that provides automatic freight 
rating of chemical products. “It’s the 
Cadillac of the industry,” Lowry says. 
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28,450 $136 $110 


Total 


IS budget | PCs and 
(millions) | (millions) | terminals 


7,200 





The Dow Chemical Co. 
Midland, MI 
62,100 


¥ Air Products & Chemicals, Inc. | 
Allentown, PA 
10,500 


Monsanto Co. 
St. Louis, MO 
42,179 


RE 


27,050 $2,486 $347 


26,685 $289 $46 


26,365 $679 $190 


32,000 


5,180 


15,000 





| The B.F. Goodrich Co.* 
| Akron, OH 
|_11892 


25,805 $172 $53 


4,959 





Rohm & Haas Co.* 
Philadelphia, PA 
13,132 


25,620 $176 $53 


12,063 





| Union Carbide Corp. 
| Danbury, CT 
| 45,987 


25,380 | $1,269 $700 


5,000 





Quantum Chemical Corp.* 
8 New York, NY 
10,000 


25,245 $247 $69 


5,538 





| Valhi, Inc.* 
9 Dallas, TX 
16,500 


T 
| 
| 
| 
| 


24,685 $103 $47 


2,051 





Du Pont Co.* 
Wilmington, DE 
145,787 


10 


23,930 $2,480 $1,050 


36,909 





Medians for industry Top 10 


Tt 
| 


| 25.713 | $268 | $90 


6,369 


Companies are ranked by industry according to CW 100 Index. *Estimates are from Computerworld sources, not the company 
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286 process 


Introducing the TI 
TravelMate 2000 
notebook computer — 
from the company 

that pioneered portable 
computing solutions. 


Since inventing the first portable data 
terminal in 1969, TI has led the way in 
packing more and more functionality into 
smaller and smaller products. Now TI 
brings you the next generation in por- 
table computing — the TravelMate 2000. 

This sle k, 4.4-lb. notebor 1k 
computer gives you the power of a 
PC-AT“ in an ultrathin 82” x 11” 
package. It’s designed to fit your 
workstyle — wherever you work — in the 
office, at home or on the road. Just slip 
it in your briefcase with your file folders, 
journals and other business materials, 
and you're ready to go. 


TI 66063 
Mate is a trademark ot Texas Instruments. AT is are 


a trademark of Traveling Software, Inc 


ing 1 


: / 
ie 0 
Large VGA screen with 
leadership display technology. 


You'll appreciate the technology behind 
the 10” diagonal VGA display. It’s a 
remarkable feature for a computer that’s 
notebook size. The high-resolution 

640 x 480 supertwist screen easily 
handles demanding windowing and 
graphics applications. 


gistered trademark of International Business Machines Corporation. MS-DOS is a registered trademark of Microsoft ( 
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ae 
a 


BESTBUY 


na computer that’ notebook size, 


1.4” thin and 4.4 lbs. light. 


More features to meet 
your application needs. 


The ™ 2000 has the power to run your 


favorite software — 12 MHz 80C286 
processor, 20MB hard disk drive and 
IMB of RAM. A builtin, rechargeable 
battery lets you work up to two hours. 
With an optional add-on battery, you 
can work up to five hours — enough for 
coast-to-coast flights. 

You also get a full-function AT 
enhanced keyboard, so you can work 
with the same feel of your desktop PC. 

In addition, we've loaded 
MS-DOS" and LapLink'™ in ROM, 
and preformatted the hard disk. 

For more information call 


1-800-527-3500. 


i 
TEXAS w 
INSTRUMENTS 


orporation 
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Bankers Trust Architects 
a Global Plan 


Flexibility lets IS react to both markets and technology 


BY SALLY CUSACK 


hile many information systems orga- 

nizations are only now awakening to 

the need to see their companies as 

worldwide operations, _ Bankers 

Trust Co. began its preparations for a 
global IS support system five years ago. 

In 1985, Carmine Vona, executive vice-president and 
chief technologist at the firm, devised a flexible technol- 
ogy architecture that would support long-term global 
business needs. The strategy calls for regenerating the ar- 
chitecture itself as the market 
changes and technology pro- 
gresses. 

Today, Vona’s vision has 
paid handsome dividends: 
Bankers Trust has built a 
worldwide systems infra- 
structure that permits real- 
time operation around the 
globe from branches in the 
U.S., Europe and the Far 
East. 

Getting a global head start 
has helped Bankers Trust be- 
come one of the most effec- 
tive users of information sys- 
tems and No. | among banks 
listed in the Computerworld 
Premier 100 for the second 
consecutive year. Bank offi- 
cials say that vision is defi- 
nitely long-term. 

“The entire thrust of the architecture is evolution- 
ary,” explains Anish Mathai, a Bankers Trust vice-presi- 
dent and technical architect. “There never will be a fin- 
ished product. It will grow as computer technology 
grows.” 

For example, the firm recently installed 250 Digital 
Equipment Corp. Vaxstations in its offices in London to 
access trading floor applications. The systems access an 
Ultrix-based equity system also used by its Tokyo opera- 
tion. 

Founded in 1903 as a trust company and becoming a 
commercial bank in 1917, Bankers Trust sold its retail 


Bankers Trust’s Mathai seeks continuous, evolu- 
tionary changes in systems architecture 


banking network in the early 1980s to redirect its re- 
sources toward wholesale banking. The forces behind 
that change, then-Chairman Alfred Brittain II] and future 
Chairman Charles S. Sanford Jr., devoutly believed that 
restructuring was the way to remain competitive in the in- 
dustry. The company abandoned its traditional manage- 
ment hierarchy to embrace a philosophy of integration 
and cooperation within a horizontal framework. 

Currently focusing its businesses on major corpora- 
tions, financial institutions, governments and select indi- 
viduals, the bank is organized 
into two principal units; Fi- 
nancial Services, which in- 
corporates the lending, inter- 
mediary, advisory and tra- 
ding capabilities of the firm, 
and Profitco, comprised of 
the bank’s trust, investment 
management, securities pro- 
cessing, cash management 
and private banking business- 
es. Corporate debt under- 
writing power is exercised by 
an affiliate, BT Securities 
Corp. 

The success of Bankers 
Trust merchant banking stra- 
tegy has been demonstrated 
by the bank’s strong earnings 
performance. Net income in- 
creased from $114 million in 
1979 to $620 million in 1989. The figures, which exclude 
special provisions for South American loan losses in 1987 
and 1989, reveal that BT is one of the most profitable ma- 
jor banks in the U.S. based on return equity in excess of 
16% for each of the last 10 years. 

With the sale of the bank’s retail branch network, the 
company now operates three private banking centers in 
New York; Miami; West Palm Beach, Fla.; Chicago; Los 
Angeles; and San Francisco. The bank also maintains rep- 
resentative offices and subsidiaries in major offices 
throughout the U.S. and has an international network 
of branches, representative offices and subsidiaries 

Continued on page 34 
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That’s how confident we are of 
AI&I MAIL X.400 interoperability. 


Just because someone has a mailbox, it doesn't 


mean your mail can be delivered. But AT&T MAIL 
GATEWAY400 means youre not limited anymore to 
just intracompany and intravendor messaging. 
Now you can send electronic mail virtually any- 
where, nationally or internationally. Guaranteed* 


Why are we able to give you a guarantee? 
Because of our Acceptance Test Lab, which tests 


PI 


your compatibility with other systems, makes 
adjustments to bring you into full interoperability, 
and certifies that it works. 

AT&T interconnects with major domestic and 
foreign service providers and has been a leader in 
the deployment of X.400 standards since their 
adoption in 1987 X.400 also extends your reach 
with Electronic Data Interchange, which facilitates 
paperless transactions of standardized business : 
documents. 

AT&T provides you with the highest quality 


© 1990 AT&T “interoperability guaranteed through AcceptanceTesting procedures; should a message go undelivered, there will be no charge. 








-anteed. 


support. At start-up, AT&T introduces each customer 
toa fully dedicated Customer Implementation 
Group of experts. And when your GATEWAY400 
system is up and running, AT&T monitors the net- 
work 24 hours a day. 

AT&T MAIL GATEWAY400. It can unlock the 
whole world of electronic messaging for you. 


Interoperability. Another AT&T advantage. 


For more information, call your AT&T Account 
Executive or 1800 321-6747 Ext.400. 


The right choice. 





Continued from page 31 
in more than 35 countries. 

To accommodate the bank’s structural 
changes and prepare for long-term needs, 
Bankers Trust’s IS organization initiated 
Vona’s architecture project. At the time, a 
handful of skeptics at the firm opposed the 
plan because they feared that an architec- 
tural approach would become a money pit. 

Today, Vona can say “I told you so” to 
his critics. In fact, Vona says, instead of 
costing money, the right IS architecture, 
properly implemented, actually saves 
money. As proof, he points out that the 
bank spends far less on IS than some of its 
major competitors while achieving much 
larger gains. 

The architecture’s foundation is rooted 
in a strong central management structure 
— almost paradoxical, given the compa- 
ny’s pioneering efforts in decentralization. 


Overall | 


Total employees rank 


What makes Bankers Trust 
IS so effective? 

e Well-defined business and IS 
strategy. 

e Freedom in software applications 
development. 

© Flexibility to implement new 
technologies. 

@ Tightly controlled buying process. 





A decentralization pioneer, Bankers Trust 
is organized into more than 20 decentral- 
ized, self-managed business units, each 
with its own IS support center. Despite 
this independence, a strong, centralized IS 
group also remains. Senior IS executives 
are knownas “information architects.” 


Estimated | Total 
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| Bankers Trust H.Y. Corp. | 
New York, NY | 
| 13,800 | 


(millions) terminals 


28,200 | ($980) 


|= | 





Norwest Corp. 
Minneapolis, MN 
18,485 

| Banc One Corp. 
Columbus, OH 
24,000 


27,710 $237 $133 15,500 


$363 





Signet Banking Corp. 
Richmond, VA 


Corestates Financial Corp. 
Philadelphia, PA 

12,000 

Bankamerica Corp. 

San Francisco, CA 

56,420 


$123 


27,055 


$240 


26,300 | $1,103 





Wells Fargo & Co.* 
San Francisco, CA 
19,600 


J.P. Morgan & Co. 
New York, NY 
|. 14,000 


25,575 $601 


25,030 $725 $382 11,500 





National City Corp.” 
10 Cleveland, OH 81 
14,600 


[atten | [mw] | sa | 


Companies are ranked by industry according to CW 100 Index. 
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24,935 $263 $104 6,418 
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Each division is part of an individual 
technology center, which must use IBM or 
DEC hardware and operating systems 
while adhering to the CCITT X.25 proto- 
col for communications standards. How- 
ever, maintaining uniformity is not always 
easy. 

Mathai explains, “Sometimes we have 
to sacrifice local advantages for global ad- 
vantages ... and corporate strategy. This 
can be a major hurdle. It’s an ongoing pro- 
cess, and local people always want to be the 
one exception.” 

Software is a different story. Although 
the central IS group has full veto power 
over every project and purchase, the group 
rarely intervenes in applications decisions. 
For example, a new equity application — 
the first using Ultrix — was developed en- 
tirely in-house to meet the requirements of 
the division. 


EVER CHANGING WORLD 

While bankers trust got a head start in 
globalization, it knows the world is not 
standing still. Looking ahead, Vona sees 
work on the horizon. One possibility is for 
a universal stock market in 10 or 15 years, 
above and beyond the foreign exchange. 

Fortunately, he says, the bank’s evolu- 
tionary architecture will let the company 
take advantage of new markets and tech- 
nologies as they become available. This 
will let the bank keep pace with the world’s 
financial direction by building systems that 
track risks and operate across all markets. 

The goal? “Optimize technology as it 
appears,” Vona says. As an example, he 
says he foresees that by 1995, desktop de- 
vices will provide “phenomenal” comput- 
ing power. “We must be ready to integrate 
applications, discipline and tasks into these 
tools.” 

Vona predicts that employees will soon 
have the capacity to double and even triple 
their productivity. To that end, the archi- 
tecture at Bankers Trust will evolve to de- 
velop software and infrastructures that 
bring technology “to their fingertips and 
keep usat the forefront of the industry.” 

Meanwhile, current events continue to 
test the strength of Bankers Trust’s IS ca- 
pabilities. For example, the August black- 
out that shut down numerous systems in 
Manhattan did not hurt Bankers Trust. 
“We experienced no problems, not even a 
split second. We are one of a very few that 
can say that,” Vona says. 0 
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In theory, information technology is supposed to 
set a company free. 

But in practice, many organizations find that 
technology investments increase their costs with- 
out increasing their productivity. 

Andersen Consulting can help keep your organi- 
zation out of this dangerous trap. 

Using our combination of business and technology 


© 1990 Andersen Consulting, 


Eeeek! 


skills, we can offer solutions that directly link your 


information systems to your corporate strategy. 
Which means your entire operation can feel the 
productive impact. And your people can have tools 
that help them perform more effectively. 
It's what we call our total business approach. 
And it works so well, a majority of the Fortune 500 
have called upon Andersen Consulting. 


Because these days, a company’s success 


may depend on making a mouse roar. 


ANDERSEN 
CONSULTING 


ARTHUR ANDERSEN & CO., S.C. 


Where we go from here. 
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AMR Hones Sabre to 
Sharpen Competitive Edge 


BY CONNIE WINKLER 


fter creating what is perhaps the most 
successful strategic information system to 
provide a true competitive advantage, AMR 
Corp. is breaking the mold. 
The company is doing the unthinkable — 
carving up its near-legendary innovation, the Sabre 


computerized _ reservation 
(CRS). 

By gradually breaking off chunks of 
computing from the monstrous main- 
frame-based Sabre system, AMR — 
parent of American Airlines — is hop- 
ing to reap further advantages from its 
strategic applications. “We’re trying to 
get ourselves prepared to take advan- 
tage of new technologies, which may 
represent better opportunities,” says 
Thomas J. Kiernan, president of 
AMR’s Sabre Computer Services Divi- 
sionat the Dallas/Fort Worth airport. 

Indeed, Max Hopper, AMR’s IS su- 
perstar, placed an article called “Rat- 
tling Sabre — New Ways to Compete 
on Information” in the May/June 1990 
issue of the Harvard Business Review 
proclaiming Sabre’s renovation. 
“While it is more dangerous than ever 
to ignore the power of information 
technology, it is more dangerous still to 
believe that, on its own, an information 
system can provide an enduring busi- 
ness advantage,” Hopper wrote. “The 
old models no longer apply.” 

How well the new strategy will 
work for American Airlines remains to 
be seen. The back-to-technology push 
for AMR comes at a time when the air- 
line and industry is caught between a 
rock and a hard place, as some analysts 
describe it. 


AMR, along with all domestic air- 


system 


lines, faces crazy fuel prices, declining 
passenger loads and sq=eezed profits. 
And AMR, considered one of the stron- 
gestin the airline group, recently had its 
debt rating downgraded by Standard & 
Poor’s Corp. 

“The kind of business environment 


we are in is when Sabre and computer- 
ized reservation systems really earn 
what’s put intc them,” says Edward J. 
Starkman, who follows the airline in- 
dustry for Paine Webber, Inc. in New 
York. “When pricing is difficult and 
passenger loads are soft, you squeeze 
everything you can [from the CRS].” 
The catch-22 to the new strategy, 
however, is that it’s the old mainframe- 
based Sabre that has carried AMR suc- 
cessfully in the past and has helped 
AMR, for the second year, take top 
place in the transportation industry and 
fourth place overall in Computerworld’s 
Premier 100. Sabre accounts for about 
85% of American Airlines’ earnings. 


Stan Wolenski 


AMR’s Kiernan: Like changing the wheels on a moving tractor trailer 
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As long as American Airlines main- 
tains control of Sabre processing, 
Starkman says he is not concerned 
about distributing the giant system. “It 
makes me more antsy to have every- 
thing in a bunker in Tulsa, as opposed 
todistributing it,” he says. 

AMR could not carve up Sabre until 
it unlaced the IBM operating system 
holding it together. During the past 
year, AMR spent 230 to 240 man-years 
swapping over to IBM’s TPF 3.1 oper- 
ating system. “It was analogous to 
changing the wheels on a tractor trailer 
while the truck was speeding along,” 
Kiernan says. 

One processing chunk AMR has al- 
ready broken off the mainframe is crew 
planning — scheduling 8,000 pilots 
and 16,000 flight attendants. The appli- 
cation now runs on a Mips Computer 
Systems, Inc. processor and worksta- 
tions, with the basic flight schedule data 
downloaded from the Sabre system. 


LOOKING INWARD 

AMR is also rethinking its internal 
computing needs, notably with the In- 
teraact system. The aim of Interaact is 
to provide computing power to every 
knowledge worker at AMR. 

With Interaact, Kiernan says, the 
various AMR IS groups are focusing on 
information sharing and providing us- 
ers with the tools they need. 

Beginning in August 1989, AMR 
put Interaact MS-DOS personal com- 
puters on about 1,400 desks in the Fort 
Worth headquarters and Los Angeles 
offices. However, the Interaact sys- 
tems from AT&T, Tandy Corp. and 
IBM didn’t provide the ease of use or 
Sabre response time users demanded. 

“Quite frankly,” Kiernan acknowl- 
edges, “we got too interested in rolling 
out the technology and getting users to 
change how they did work.” 

IS went back to the drawing board to 
“clean up the product” and focus on de- 
partments’ and individuals’ needs. 

After the Sabre group reviewed us- 
ers’ needs for strong Sabre access, the 
Interaact Sabre emulation program was 
rewritten and enhanced. 

“We’ve been on track since 
March,” Kiernan says. ““There’s an ab- 
solute commitment to training [by all 
parties] and to looking at how people do 
their jobs.” 

While AMR is decentralizing its 
computing, it is centralizing its com- 
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What makes AMR IS so 
effective? 
e Industry-leading computer 
reservation system. 
e Willingness to improve on 
success. 
Moving computing power to 
end users. 
¢ Clear understanding of where 
IS fits into the business. 





munications infrastructure on a global 
basis. Again, the decision is for cost and 
price/performance reasons. 
Currently, AMR runs three sepa- 
rate networks: an older, 6-bit one for 
Sabre; an IBM Systems Network Ar- 


Company 
Location 
| Total employees 

| AMR Corp. 

| Dallas, TX 
95,800 
Chicago & North Western Co.* 
Chicago, IL 
7,562 


Overall 


chitecture network for internal busi- 
ness; and the new X.25 configuration. 

“The single X.25 network will im- 
prove reliability and reduce costs, most 
simply by eliminating the other two 
networks,” Kiernan says. 

AMR seems to be opening itself up 
to the new possibilities of technology, 
especially to provide better customer 
service. Besides a baggage bar-coding 
system, AMR is considering multime- 
dia systems, compact disc/read-only 
memory and PCs that would store 
maintenance manuals or sales informa- 
tion and presentations for travel 
agents. 
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| Federal Express Corp. 
| Memphis, TN 
| 87,000 


CSX Corp. 
Jacksonville, FL 
40,056 


| American President Companies 


| Oakland, CA 
| 4,396 


26,625 


25,590 


12,328 
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4,300 





Continental Airlines Holdings, Inc. | 


Houston, TX 
68,000 


| Delta Air Lines, Inc.* 
| Atlanta, GA 
| 58,784 
United Air Lines, Inc. 
Chicago, IL 
71,000 


24,055 | ($886) 


23,530 $461 


23,010 $324 


130,000 


35,786 


19,000 





| United Parcel Service* 
Greenwich, CT 
| 237,700 


| 21,905 | $693 


11,286 





NWA, Inc.* 
St. Paul, MN 
39,323 


21,465 $355 





Medians for industry Top 10 


Companies are ranked by industry according to CW 100 Index 
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Building Systems 
From the Bottom Up 


BY CLINTON WILDER 


Mark Green 


IS director White: ‘W2 don’t form a committee. . .and sit around.’ 


ome say that in order 
to strengthen information 
systems management, you 
have to give power away to 
business managers. At 
Union Texas Petroleum Holdings, 
Inc. in Houston, director of MIS 
Richard L. White says he believes 
that philosophy is a big reason why 
his company was ranked as the most 
effective user of IS in the petroleum 
industry for the second straight 
year. 
For most of the major applica- 
tions in the works at Union Texas, 
White has given project responsi- 


bility toa manager in the department 
that will use the application. In addi- 
tion, an attempt to create a data 
model for Union Texas’ global en- 
terprise is primarily a project for us- 
ers, not “data administrators” in IS. 

“We tried in 1984 and 1985 to 
do it the way all the gurus said to do 
it — top down,” White says. “That 
doesn’t work in this organization. 
The people who use the data must 
define it.” 

Union Texas is one of the 
world’s largest independent oil and 
natural gas producers, meaning it 
does no refining or “downstream” 
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Delegating 
responsibility to users 
is a big part of 

how Union Texas 
Petroleum’s IS 
department does 
business 


selling of its products to consumers. 
White says he believes that the com- 
pany’s sharp focus gives it an edge 
over much larger and more diversi- 
fied competitors, and he tries to 
bringa similar focusto IS. 

“If something is obvious, we 
don’t form a committee of 25 and sit 
around deciding what to do,” he 
says. “Decisions are made very 
quickly.” 

And with strong participation by 
users, systems are developed at a 
pretty good clip as well. The first 
phase of an IBM 3090 and DB2- 
based procurement tracking system 
that will completely automate the 
firm’s purchasing was implemented 
ahead of schedule in August, less 
than two years after the specifica- 
tion process began. 

White is almost zealous in keep- 
ing the IS focus on business rather 
than technology. Not that Union 
Texas doesn’t use state-of-the-art 
technology in specific strategic ar- 
eas, such as Landmark Graphics, 
Inc. software for seismic explora- 
tion or four new Sun Microsystems, 
Inc. Sparcstations for a new geo- 

Continued on page 40 
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Continued from page 38 
logical/geophysical system. 

However, you won’t find any comput- 
er-aided software engineering tools in use 
here, although they are being studied; 
White says that client involvement is more 
important than new development tools. 
And don’t ask him for the Sparcstation 
model numbers, because he won’t know 
off the top of his head. 

On the other hand, he and his depart- 
ment do understand, for example, the in- 
formation needs of natural gas engineers 
who use 90 personal computers in Union 
Texas’ operations in Karachi, Pakistan. 

“We don’t try to be all things to all peo- 
ple,” he says. “If a petrophysicist finds a 
great piece of software, our job is not to go 
out and find a better one — it’s to help 
him.” 

A good example of that philosophy is 


What makes Union Texas IS 
so effective? 

e User department managers 
responsible for new systems specs and 
project management. 

e Rigorous change control in systems 
development. 

e IS staffed at or below previous 
year's level. 

© Quarterly meeting of MIS Operating 
Committee approves IS spending above 
$50,000. 
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rigorous change control in systems devel- 
opment. Any proposed deviation from the 
development plan must be approved by 


Company 
Location 
Total employees 


Union Texas Petroleum, Inc. 
Houston, TX 
1,900 


Atlantic Richfield Co. 
Los Angeles, CA 
27,200 


Oryx Energy Co. 
Dallas, TX 
2,920 


Phillips Petroleum Co. 
Bartlesville, OK 

22,310 

Mobil Corp. 

New York, NY 

67,900 


Freeport McMoran, Inc. 
New Orleans, LA 
3,700 


Sun Co., Inc. 
| Radnor, PA 
16,500 


Lovisiana Land & Exploration* 
New Orleans, LA 

700 

Enron Corp.* 

Houston, TX 

6,296 


Shell Petroleum, Inc.* 
Houston, TX 
31,338 


Medians for industry Top 10 


ccording to CW 100 Index 


Overall 
rank 


1989 | Estimated 
profits | 1S budget 
(millions) 


Total 
PCs and 
terminals 


Total 


score a 
(millions) 


27,905 $173 


$18 


26,465 $1,953 $237 


26,455 $124 | = $27 


26,440 $219 $160 


25,180 | $1,800 | $740 


25,150 $150 S17 


24,980 | $85 | $80 


24,735 $44 $7 


| 24430 | $226 | Si2I 


4 


23,875 $1,405 $200 


$196 | $101 


| 25,165 | 


*Fstimates are from Computerworld sources, not the company 
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both White and the user department man- 
ager responsible for the system. “Analysts 
may tell you that their changes will only 
take one day, but nothing only takes a day,” 
he says. Among the systems projects under 
way at Union Texas are the following ma- 
jor applications: 

@ Procurement tracking system. Under- 
taken in response to an internal audit that 
dictated better controls on purchasing, the 
system will automate a previously cumber- 
some purchase order system that involved 
much rekeying of data and manual check- 
ing. The system will also give managers 
immediate access to vendor credit infor- 
mation to allow them to make better pur- 
chasing decisions. 

@ Joint interest billing system. Complex 
joint ventures play a big part in Union Tex- 
as’ $1.16 billion business. A 37.81% inter- 
est in a joint venture supplying natural gas 
toan Indonesian gas plantis but one of doz- 
ens around the world. A rejuvenated bill- 
ing system is intended to give Union Tex- 
as’ joint venture partners more precise 
billing information so they will pay bills 
faster and improve Union Texas’ cash 
flow. The upgraded system will also fea- 
ture better integration with other func- 
tions, such as accounts payable and materi- 
als transfer. 

@ Journal voucher entry system. A new 
system will bring 48 new PCs to account- 
ing department employees for on-line en- 
try, eliminating many “three- to six-floor 
elevator rides” to carry documents to the 
data entry department. The new PCs were 
cost-justified on the basis of eliminating 
several data entry jobs. 

Whether Union Texas can make it 
three straight years as a Computerworld 
Premier 100 industry leader in IS, howev- 
er, may be out of White’s hands. Last 
spring, Union Texas owners Kohlberg 
Kravis Roberts & Co. and Allied-Signal, 
Inc. announced that the company is up for 
sale. That in itself gave IS a new responsi- 
bility: supporting a “data room” where 
prospective buyers from around the world 
can examine data on everything from oil 
rigs to shale deposits to employee benefits. 

The sale of Union Texas may be an- 
nounced before the end of the year, but 
with the exception of 1991 budgets, life in 
IS is proceeding as normal. “Our people 
still take a lot of pride in their systems and 
in meeting their schedules,” White says. 
“No one’s pulling their horns in.” 0 


WILDER Is COMPUTERWORLD’S 
SENIOR EDITOR, MANAGEMENT. 
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99% 


e AEROSPACE e 


erfect 


Not Enoug 
for Genera 
Dynamics 


Systems steer the quest 


for flawless quality control 


at aerospace firm 


t seems like such a small dif- 

ference, the one between 

99% and 100% quality. But 

for General Dynamics Corp. 

and other devotees of the To- 
tal Quality Management (TQM) 
philosophy, it is a very big differ- 
ence indeed. 

Consider, for example, that 99% 
quality control at the U.S. Postal 
Service would mean the loss of 
17,000 letters per hour. At the na- 
tion’s hospitals, it would mean 
30,000 newborn babies accidentally 
dropped each year. 

At St. Louis-based General Dy- 
namics, the nation’s No. 2 defense 
contractor, TQM means building 
tank hatches with a 100% seal and 
building information systems that 
exactly meet the requirements of 
the business units. As a general rule, 
it means making continuous process 
improvements to ensure that things 
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Doug McKay 


General Dynamics’ Hall demands top quality 


BY MITCH BETTS 


are done right the first time. 

No one claims that General Dy- 
namics has reached perfection in 
any area, but the very fact that it tries 
so hard may help to explain why it 
ranks as the top aerospace company 
in the Computerworld Premier 100 
for the second straight year. 

“We are heavily into TQM ... 
trying to compare how we’re oper- 
ating vs. the best practices in the in- 
formation systems field,” says 
Asapk. “Ace” H. Hall, corporate 
vice-president and general manager 
of the Data Systems Division. 

For Hall, the beauty of TOM is 
that it calls for the involvement of all 
employees in the relentless pursuit 
of quality and customer satisfaction. 
“I’m convinced there’s a lot of gold 
there, because people get very excit- 
ed when they’re empowered to go 
out and find better ways to do 
things,” he says. 
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Within the Data Systems Divi- 
sion, for example, one of the five 
“critical process teams” is focusing 
on the process of defining user re- 
quirements for applications soft- 
ware — and the team leader is a user. 
The goals are to find out what users 
really want out of a system and de- 
fine those specifications faster, ac- 
cording to Larry Feuerstein, the di- 
vision’s vice-president of planning 
and quality assurance. 

By improving the quality of the 
requirements-def inition phase, 
General Dynamics hopes to avoid 
those situations in which the system 
has to be reworked because “you 
didn’t get clear indications from the 
user or you weren’t talking to the 
real user and you find out at the first 
review that you didn’t really under- 
stand the requirement,” Feuerstein 
says. 

Continued on page 43 
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The Data Systems Division is also 
heavily involved in the quality-improve- 
ment projects at the other business divi- 
sions. A few years ago, Hall says, “some- 
body would have thrown a requirement 
over the wall and told us to code a system to 
do this. Now we help them improve the 
process before they even consider how to 
automate it.” The key, he adds, is getting 
IS staff members included in the project 
team at the outset. 

The biggest change at the IS unit over 
the last few years, Hall says, it that “we 
have moved even more toward the busi- 
ness orientation — having a direct rela- 
tionship with the business of General Dy- 
namics — as opposed to being as technolo- 
gy-drivenas we may have been in the past.” 

The big problem is that the business of 
General Dynamics is headed for some hard 
times now that the Cold War is over and 
lawmakers are preparing to slash the de- 
fense budget. Wall Street analysts say they 
expect the firm’s earnings, which were 
about $7 per share in the past two years, to 
fall to $6.54 per share or lower this year. 

As unseemly as it sounds, the only good 
news for the arms maker is that protracted 
turmoil in the Middle East may boost its 
foreign sales of M-1 tanks and F-16 fight- 
ers, as well as curb Congress’ appetite for 
military budget cuts, according to analyst 
Paul H. Nisbet at Prudential-Bache Secu- 
rities, Inc. 

Nevertheless, General Dynamics has 
announced layoffs of 1,500 to 2,000 work- 
ers through 1991, and analysts say it will 
have to continue to “tighten up and buckle 
down.” 

The Data Systems Division is conse- 
quently busy trying to streamline opera- 
tions and cut spending to stay “in sync” 
with the business units. “Over the next 
three to five years, we’re looking at some- 
thing like a one-third reduction in our IS 
business, strictly as a result of what’s hap- 
pening in the aerospace business,” Hall 
says. 

General Dynamics is looking at some 
outsourcing options — it has already hand- 
ed its wide-area network to AT&T under 
an $18 million Tariff 12 contract — but 
prefers to use outsourcing only for select- 
ed pieces of its IS operation. “We are not 
in the Kodak mode here of giving every- 
thing away,” Hall says, referring to the 
full-scale outsourcing initiative at Eastman 
Kodak Co. 

To outsiders, General Dynamics is best 
known for its accomplishments in factory 
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What makes General 
Dynamics IS so effective? 


@ Clearly stated IS management 
vision. 

@ Strong commitment to IS 
quality program. 

@ Strong user role in defining 
applications. 

e Advanced factory-automation 
applications. 








automation, particularly at its plants in 
Fort Worth, Texas, and San Diego. At the 
Forth Worth facility, for instance, robots 
handle complex drilling tasks, apply seal- 
ant and install the correct rivets to assem- 


ble the F-16 aircraft. 

“T’ve seen their paperless factory in San 
Diego and that seems like quite an ad- 
vanced application,” adds Richard How- 
ard, the top IS executive at Northrop Corp. 
But technology aside, Howard says that 
General Dynamics’ real strength is having 
aclearly stated vision for IS management 

Describing that Feuerstein 
stresses that the Data Systems Division is 
run strictly as a service business, not as a 


vision, 


“technical wonderland” or a collection of 
fragmented programs. “The customers are 
the other divisions of the company, so we 
work on things that are directly linked to 
the satisfaction of our division custom- 











ers,” he says. 
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Aerospace 


| Company 
Location 
| Total employees 


Overall 
rank 


| General Dynamics Corp. 
St. Louis, MO 
|_ 95,000 


1989 | Estimated | ——Total 
profits IS budget | PCs and 
(millions) | (millions) | terminals 


Total 
score 


27,855 $293 $585 28,000 





Gencorp, Inc.* 
Fairlawn, OH 
15,100 


27,525 $210 $40 8,700 








Martin Marietta Corp. 
| Bethesda, MD 
| 46,200 


27,150 $307 $291 20,100 





Allied-Signal, Inc.* 
Morristown, NJ 
107,100 


when 


| Grumman Corp. 
| Bethpage, NY 
| 28,000 


26,880 $528 $372 33,543 


26,055 $67 $241 16,200 





The Boeing Co. 
Seattle, WA 
164,500 


25,715 $675 $1,164 91,964 





Northrop Corp. 
Los Angeles, CA 
38,000 


25,625 ($81) $290 | 22,500 





United Technologies Corp. 
Hartford, CT 
190,400 


25,475 $701 $847 35,918 





McDonnell Douglas Corp. | 
St. Louis, MO 
| 127,000 


25,310 $219 $755 70,000 





Textron, Inc. 
10 Providence, RI 
54,600 


25,285 $259 $252 24,000 





Medians for industry Top 10 


Companies are ranked by industry according to CW 100 Index 
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| 25885 | $276 





$332 | 26,000 


*Estimates are from Computerworld sources, not the compan 
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e FINANCIAL SERVICES e@ 


Benmosche says 
employee 
contributions 
and interest keep 
Paine Webber in 
Fighting shape 


Joyce Ravid 


Strong Focus on People 
Powers Paine Webber 


BY AMIEL KORNEL 


naclear day, staff members 

working up a sweat at Paine 

Webber, Inc.’s corporate 
health club have a panoramic view of 
downtown Manhattan. Wall 
Street’s glass and steel peaks across 
the Hudson River are a constant 
reminder that they — and their company — need to stay in 
fighting shape. 

These days, competing on Wall Street can challenge 
even the toughest players. To keep in the game, Paine 
Webber has whipped its information services unit into a 
trim, agile team. While information technology is highly 
valued at the company, the stock brokerage places a premi- 


um on what it considers its most valuable corporate asset — 
its employees. 
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“When you empower your people and make them feel 
they can contribute more to the organization, they produce 
more and you earn more,” says Robert Benmosche, direc- 
tor of operations and systems. 

Under the guidance of 46-year-old Benmosche, Paine 
Webber has implemented a number of measures that have 
helped keep information systems staff people motivated, 
highly skilled and loyal. This is no small feat in an industry 
renowned for its high employee turnover and fast-paced 
technological changes. 

One of the world’s largest securities brokerages, Paine 
Webber saw net earnings rise 4.8% to $25.4 million during 
the first six months of 1990, compared with the same period 
in 1989. Half-year revenue rose 11% to $1 billion. 

As a result of the company’s innovative management of 
its people, operational costs have shrunk while satisfaction 
with corporate IS services has grown. 

The most visible such effort came during a cost-cutting 
measure in 1988, when the company moved its IS and oper- 
ations facilities from the frenetic streets of downtown 
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Manhattan to slower-paced and lower- 
priced Wehawken, N.]. 

The transfer across the Hudson was 
controversial at the time. Wall Street 
firms generally prefer keeping their 
technological nerve centers close to the 
action, and management feared a back- 
lash from employees disgruntled with 
the move. Shareholders were not sure 
whether to cast a sympathetic eye, ei- 
ther: According to company financial 
statements, setting up and transferring 
to the new facilities cost about $50 mil- 
lion. 

No one seems to doubt the wisdom 
of the move today, however. The new 
operations and systems facilities rent 
costs a third less than office space in 
Manhattan, Benmosche says. Also, the 
recent Manhattan power outage that 
shut down IS shops at many Wall Street 
firms for several days, forcing them to 
scramble to backup sites, made Paine 
Webber’s move across the Hudson 


What makes Paine Webber IS 
so effective? 


e Minimal employee turnover. 

© Policy of ‘empowering’ employees. 
© Strategic relationships with major 
vendors. 

© Move to distributed processing. 

© Cost efficiency the No. 1 priority. 


’ 


we're not growing,’’ 
Benmosche. 

Many staff members also demon- 
strated a surprising lack of knowledge 
about the firm’s business. “They didn’t 
understand how to solve problems; 
they only knew how to do their work,” 
he says. 


according to 


As a result, the company started a 
four-day course teaching employees 
the ins and outs of the brokerage busi- 
ness. It included field trips through the 
company as well as to the floor of the 
New York Stock Exchange. 

Benmosche and his recently ap- 
pointed chief information officer, Rob- 
ert McKinney, have a mandate from 
Chairman and Chief Executive Officer 
Donald Marron to stay on top of the lat- 
est product offerings. No less than the 
company’s survival is at stake. 

“If you look at the last 20 years on 
Wall Street,”’ Benmosche notes, “those 
who didn’t keep pace with the technol- 
ogy and the efficiencies [it offered] 
were gobbled up by someone else.” 0 


KORNEL Is A COMPUTERWORLD 
SENIOR EDITOR, FEATURES. 


seem almost prescient. 

Perhaps most importantly, the over- 
whelming majority of the stock broker- 
age’s operations and systems staff have 
stayed with the company, Benmosche 
says. Eighty percent of the 740 IS peo- 
ple working for the company before the 
move are still with Paine Webber to- 
day, he says. Of the 20% that left, half 
did not need to be replaced thanks to 
improved efficiencies and productivity 
at the new site. 


Company 
| Location 
| Total employees 


Paine Webber, Inc.* 
| New York, NY 
| 12,900 


American Express Co. 
New York, NY 
105,000 


| Pacific Mutual Life Ins. Co.* 
| Newport Beach, CA 
| 347i 
Salomon, Inc.* 
New York, NY 
8,900 
| General Re Corp.” 
| Stamford, CT 
| 2,379 


Mass. Mutual Life Ins. Co. 
Springfield, MA 

10,000 

New York Life Ins. Co. 
New York, NY 

18,200 


The Prudential Ins. Co. 
Newark, NJ 
100,209 


Total 
PCs and 
terminals 


Total 1989 | Estimated 
profits | 1S budget 

score a sh 
(millions) | (millions) 


| Overall 
| rank 


2755 | $52 | 


$200 10,357 





26,675 | $1,157 $874 70,000 


26420 | $2 | SST 





How did the company manage to 
hold onto its staffin spite of the upheav- 
al invariably caused by a move? 

The conveniences of the modern, 
spacious facilities, complete with 
health club, have helped preserve and 
even boost staff morale, according to 
Benmosche. The secret, however, 
seems to lie in a number of programs 
designed to afford employees contin- 
ued training and high job mobility. 
“When you are ... committed to the 
people and their development,” Ben- 
mosche says, “that tends to reduce 
turnover.” 

Benmosche, who worked as human 
resources chief at Chase Manhattan 
Bank NA, among his many previous 
professional incarnations, conducted 
an attitude survey among Paine Web- 
ber’s IS staffin January 1989. He found 10 
that people believed that the firm did 
not offer them adequate career paths. 
“They said, ‘We’re not learning 
enough about the basic business, and 


26,395 


25,855 





25,615 


25,600 





25,550 


New York, NY 
| 24,000 


| Metropolitan Life Ins. Co. 
| New York, NY 
46,000 


15,625 





35,882 


$385 | $192 


Medians for industry Top 10 | 25,735 | 


Companies are ranked by industry according to CW 100 Index. *Estimates are from Computerworld sources, 
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A DATA SYSTEM SO RELIABLE 
THEY PUT ALL THEIR PASSENGERS ON IT. 


It's a Northern Telecom DPN-100 packet switch. 
One of a fleet that links the American Airlines 
SABRE* reservation network—the world’s largest 
private real-time computer network and the biggest 
travel information database. 

American knew about our dependability before 
they started using our packet switching. For years 
American has used our PBXs and relied on centrex 
services from Northern Telecom systems. Even so, 
American was impressed by our 99.995% system 


availability —a level our data systems actually 
exceed in every kind of network— from the smallest 
to the world’s largest. 

And as American grows it ean expand easily. 
Because our systems are X.25 and SNA compatible, 
and our modular design takes on increased traffic 
without new equipment. 

So if your company needs a reliable global data 
network, call 1-800-NORTHERN. nt northern 
We'll get one up and flying for you. — 
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e RETAILING e 


Centralized, Revitalized IS 
Brings Sears into the ’90s 


Bigger, leaner Sears uses ‘insourcing’ to downsize and shake competition 


BY JOSEPH MAGLITTA 


sk the average shopper about Sears, Roe- 

buck and Co., and you’ll hear of power 

tools, refrigerators, lawn mowers and 

chunky catalogs. True, the $54 billion 

company is still the country’s largest re- 
tailer. But Sears has changed. 

For the past decade, Sears has bounced through a 
dizzying series of corporate maneuvers and refocus- 
ing that would give most information systems de- 
partments a bad case of the heebie-jeebies. Yet Sears’ 
IS has not only survived these mega- 
changes, it has evolved and prospered. 

Today, the Chicago-based giant is 
aggressively using information tech- 
nology to help shake off a dowdy re- 
tail image and propel it past a pack of 
fierce competitors and into the 1990s. 

“We are technical enablers,” says 
Charles A. Carlson, president of 
Sears Technology Services, Inc. 
(STS), the company’s 1-year-old 
technology arm. STS both supports 
and drives company consolidation 
and integration efforts using a simple, 
back-to-basics approach: “Provide 
the best possible service at the lowest 
price.” 

Several steps taken during the last 
18 months — including a major IS re- 
organization, data center consolida- 
tion, heavy network and electronic 
data interchange (EDI) spending and 
“insourcing” — have helped make 
Sears a sharper user of information technology. Al- 
ready, these moves have helped the company keep 
pace with its fast-moving businesses and have rock- 
eted Sears to the top of the retail industry ranking in 
the 1990 Computerworld Premier 100. 

Analysts say that the savvy use of technology 
could be just the ticket needed to continue growth of 
the many diversifications undertaken by Sears dur- 
ing the 1980s. Hounded by hungry retailers such as 
J.C. Penney Co., Wal-Mart Stores, Inc., The Limit- 
ed, Inc. and others, Sears expanded into financial ser- 


vices (Dean Witter Financial Services, Inc.), real es- 
tate (Coldwell Banker), credit (Discover card) and 
on-line services (Prodigy Services Co.), while ex- 
panding its Allstate Insurance Co. arm. The grand- 
daddy of retailing also opened 779 smaller specialty 
shops, specializing in everything from eyeglasses to 
paint to computers. 

While Sears is heavily computerized — it is said 
to be IBM’s largest customer and owns the world’s 
biggest Systems Network Architecture network — 


Sears’ Carlson: IS is he/ping Sears change the way it does business 


it has historically been unable to parlay the invest- 
ment into any real strategic advantage, says Walter F. 
Loeb, a New York retail analyst and veteran Sears 
watcher. 

But recent downsizing and centralization have 
helped transform Sears into a more focused, effec- 
tive user of information technology, Carlson says. 

With profit up 3.8% to $1.5 billion in 1989, Sears 
is spending a whopping $950 million this year on in- 
formation processing and networking, up 20% from 
the previous year. Much of that amount will go 
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David Joel 





toward expanding and integrating Sears’ 
vast network of some 250,000 personal 
computers and terminals. 

“We've focused heavily on building a 
solid, total information processing net- 
work and architecture,” Carlson explains. 
““We want this network to be seamless.” 

Neither is Sears afraid to rattle the glass 
house. In January 1989, top management 
dissolved divisional IS operations and 
formed STS, the centralized IS unit. Head- 
ed by Carlson, STS handles IS and commu- 
nications for all of Sears except Allstate, 
which receives only network support. 

Carlson explains that “the goal was to 
free up the business units so that they could 
concentrate on business applications and 
not worry about where they were going to 
runand how they were going to run.” Divi- 
sions now do their own applications devel- 


What makes Sears IS so 
effective? 

e Insourcing centralizes IS; business 
units handle application development. 
e Consolideted data centers save 
millions. 


e Strong corporate commitment to 
IS, as shown by $950 million budget. 
@ Aggressive EDI program requiring 
its 5,000 suppliers to participate. 
A 
opment; STS gives consulting, procure- 
mentand implementation help as needed. 
Another facet if the new IS strategy is 
what Sears calls insourcing. The central- 
ized group, Carlson says, is an information 








Company 

Location 

Total employees 

Sears, Roebuck and Co. 
Chicago, IL 

444,400 


Industry 
rank 


Overall 
rank 


12 | 27,390 


1989 
profits 
(millions) 


Total 
PCs and 
terminals 


Estimated 
IS budget 
(millions) 


Total 
score 


$1,509 | $990 | 332,350 





Carter Hawley Hale Stores, Inc.* 
Anaheim, CA 
37,000 


J. C. Penney Co. 
Dallas, TX 
198,000 


The Vons Companies 
El Monte, CA 
35,000 


Melville Corp. 
Harrison, NY 
97,000 


The Limited, Inc. * 
Columbus, OH 
63,000 

Food Lion, Inc.* 
Solisbury, NC 
40,736 


Price Co.* 
San Diego, CA 
12,545 


Toys R Us, inc.* 
Rochelle Park, NJ 
38,039 


Walgreen Co.* 
Deerfield, IL 
50,000 


Medians for industry Top 10 


Companics are ranked by industry according to CW 100 Index. 
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87 = 24,725 


$14 $42 13,394 


24,435 | $802 | $201 89,000 


23,645 | ($10) $46 5,500 


21,815 $679 si] 4,400 


21,785 $347 $43 4011 


21,665 $140 | $40 3,868 


21,455 $117 $43 782 


21,375 $321 


20,785 $154 


$238 | 


| 21,800 | 


“Estimates are from Computerworld sources, not the company 
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utility. Users are charged for networking, 
processing and consulting services. 

In another move aimed at cutting costs 
and centralizing power, Sears condensed 
its 10 scattered data centers into three “su- 
percenters” located in Dallas; Columbus, 
Ohio; and Schaumburg, Ill. Carlson says 
the 16-month project, which was complet- 
ed this spring, has already saved “millions” 
in operating costs and salaries. 

Yet despite the cutbacks, Sears hasn’t 
ignored new technology. The company is 
currently using or testing several advanced 
technologies, including radio frequency 
terminals in its service vans, expert sys- 
tems, compact disc/read-only memory, 
IBM’s Officevision, imaging in its catalog 
operations and video conferencing at near- 
ly 800 sites, according to Dirk Van Alys- 
tyne, a Sears senior communications spe- 
cialistand IS strategist. 

Moreover, Sears is pursuing EDI in 
what Carlson describes as “a very big 
way.” Early this year, Sears announced 
that its 5,000 suppliers would be required 
to transact business exclusively via EDI. 
All of its suppliers will be using EDI by 
1992, he says. 

To encourage use by small vendors, 
Sears provides a free EDI software pack- 
age, free training and discounted IBM Per- 
sonal System/1 computers. Suppliers can 
get started for as little as $1,000. So far, 
about 1,000 suppliers are using some form 
of EDI. 

These new technology initiatives ap- 
pear to be paying off. User chargeback 
costs have dropped during the last two 
years, Carlson says. Effective computer- 
ization has trimmed per-transaction costs 
for the Discover card to 5 cents below the 
industry average, he says. Annual handling 
expenses are $10 per account less than 
those of competitors, he adds. 

Analysts say that it’s too early to tell if 
technology will propel Sears into the 21st 
century. But the potential for new prod- 
ucts and services is huge, says Edward A. 
Weller, a retail analyst at Montgomery Se- 
curities in San Francisco. With Sears’ mas- 
sive network and customer files, “the 
cross-indexing possibilities are endless,” 
he says. 

The company has also hired Harvard 
Business School guru Michael Porter to 
examine its IS operations and is consider- 
ing an advanced point-of-sale system. 0 
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e DIVERSIFIED SERVICES e 


Key to D&B: Mastering 


Information Volume 


Dun & Bradstreet boosts sales with investment in IS 


BY JIM NASH 


ew companies deal with the quan- 

tity or range of data mastered by 

The Dun & Bradstreet Corp.’s in- 

formation systems staff. In fact, at 

D&B, the database is the business. 
To this end, the firm maintains files contain- 
ing hundreds of data elements on about 10 mil- 
lion to 12 million U.S. companies. Every day, 
approximately 100,000 file inquiries from 
customer service representatives and clients 
are logged. 

The information D&B must track “is far 
bigger than any relational database construct- 
ed today,” says Michael Field, president of the 
diversified service company’s Business Infor- 
mation Group. 

For this reason, the company requires a 
commensurately large IS investment: $750 
million (about 17%) of $4.3 billion in 1990 
sales. This investment was swelled in 1990 by 
the acquisition of Management Science 
America, Inc. in Atlanta, one of the largest 
general-ledger software vendors. 

However, management is willing to spend 
the money to fuel continued growth and little 
wonder: In 1989, D&B profits jumped 17.5% 


Reinhold Spiegler 


to $56.4 million. The combination of effec- Dun & Bradstreet’s Field: Switching to low-cost PC platforms 


tive investment in IS and solid business per- 
formance helped rank D&B at the top of its industry 
group and No. 11 overall in the 1990 Computerworld 
Premier 100. 

The company segments its operations six ways: 
risk management, directory, marketing and financial 
information services as well as business services and 
its in-house Corporate Resource Group. 

Each D&B division depends on large amounts of 
business and comsumer data. Donnelley Directory 
compiles and publishes Yellow Pages directories. 
D&B Business Credit Services provides credit re- 
ports on more than 9 million businesses. Moody’s In- 
vestors Service, Inc. rates corporate and government 
bonds. Nielsen Marketing Research measures point- 


of-sale success and television advertising’s audience. 

With all the services, D&B seeks to tame the 
overwhelming wave of spending data that its tech- 
nology can now collect. Businesses have a twofold 
use for D&B’s data: They turn to it when trying to 
buy or sell products from other firms — or the firms 
themselves. They also use it to better understand 
consumers and sell to them. With Moody’s Investors 
Service, for example, consumers can better under- 
stand companies, at least for investment purposes. 

As providing information services using database 
technology moves closer to becoming a commodity 
market, D&B faces new challenges to its leadership 

Continued on page 51 
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SO MANY TOOLS. 


oT 


SO FEW SOLUTIONS. 


You've seen all the automation tools out there. But in the real 
world. you need more than tools. Isnt it time someone 
delivered automation -so/utions? 


We heard you. Goal Systems has already given you the ultimate 
automation platform: OPS/MVS. Now we're moving beyond 
tools. Even beyond the depth of function we ve always offered 
you—to automation applications 


We're pioneering this applications initiative with OPS/MVS 
Version 2. With its Resource Monitoring Control System 
(RMCS). you use online screens to specify operational 
policy—even critical interrelationships between system 
resources. OPS/MVS then enforces that policy. Immediately 
You get automation benefits without programming 


Goal delivers on your ultimate goal—data center automation 
With products like OPS/MVS. JOBTRAC. SAR. and ExPRESS 
DELIVERY. just imagine where we can take you from here. Call 
your Goal Systems Account Manager today. at (800) 829-9002 


Y Goal Systems 
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Continued from page 49 

position. To increase product develop- 
ment and customer use of its information 
services, D&B is inthe midst ofa multiyear 
effort to make its files available on lower- 
cost, more accessible personal computer 
platforms. Accomplishing this task to sat- 
isfy 70,000 employees and millions of cus- 
tomers is, to say the least, a difficult under- 
taking. 

As the man charged with this megamis- 
sion, Field — who is also corporate vice- 
president of consumer IS — has been 
working to remove mainframes from 
mainstream tasks, reserving them for roles 
as large database servers. This goes for 
both sides of D&B’s house: the traditional 
business-to-business information side and 
the newer consumer-oriented side. After 
six years of playing the downsizing theme, 
Field is only now hearing the chorus sing 
along. That chorus is composed of manag- 
ers in 26 decentralized divisions, each of 
whichis autonomous. 

Field’s efforts are helping provide the 
platforms for D&B’s latest products. In- 
dustry sources point to People Meter, the 
new data collection system used by D&B 
subsidiary Nielsen Marketing (formerly 
A.C. Nielsen). People Meter uses a wire- 
less television remote control to replace 
the diaries previously used by volunteer 
TV watchers to record viewing habits. 

On one hand, People Meter records 
viewing habits more faithfully. Viewers 
who watched “Three’s Company” but 
logged a public-television documentary 
largely lost the fudge factor. On the other 
hand, recalcitrant subjects and techno- 
phobes skewed results by not using the de- 
vice or by keying incorrect data. The re- 
sulting information seemed to indicate that 
fewer people were watching television. 

The problems with the way the results 
were achieved and the fact that the findings 
were “contrary to what [advertising] com- 
panies wanted to hear,” one analyst says, 
cost D&B a chunk of its reputation as an 
accurate data gatherer. 

Undaunted by such criticism, D&B is 
working on a new product, says indepen- 
dent marketing and sales information con- 
sultant Bill Purcell in Palos Verdes, Calif. 
The new product works passively, using 
image recognition to record who is watch- 
ing which program, Purcell says. 

Critics and fans agree, however, that 
D&B does not wait for mistakes to im- 
prove on its products. Several analysts 
cited products under development at Niel- 
sen Marketing that offer virtually up-to- 
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What makes D&B IS so 
effective? 

@ Pioneer in information services 
market. 

e Long-term commitment to 
accessible information technology. 
e Proven ability to learn from 
mistakes. 


© Close link between technology and 


the business. 
Saceaneiaesinaibeiieinnaiicd 


the-minute sales figures at grocery and 
drug stores nationwide. 

One such product, called Store*Link, 
would connect the ubiquitous laser scan- 
ners at store checkout counters to data col- 








lection systems, says John Costello, presi- 
dent of Nielsen. Corporate mainframes 
would collate the data into profiles pre- 
pared by D&B’s customers. 

“Store*Link could be a dramatic im- 
provement in scanning technology,” Pur- 
cell says. “All scanner data in general has 
acted as an abacus, counting one more can 
of Coke sold.” 

Programs such as Store*Link exhibit 
the technological goals Field is striving to 
achieve. They use an integrated database 
sporting an easy-to-use interface and offer 
personalized client services. “They show 
the level of investment [that companies] 
are willing to make,” Purcell says. 
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Diversified Services 


Company 
Location 


Total employees 


The Dun & Bradstreet Corp. 
New York, NY 
70,000 


| Overall 


1989 
profits 
(millions) 


Estimated| Total 
IS budget | PCs and 
(millions) | terminals 


Total 


rank score 


27,465 | $586 $750 | 50,000 





| The Hertz Corp. 
| Park Ridge, NJ 
| 30,000 


23,940 $94 8,300 





Dow Jones & Co. 

New York, NY | 
9,818 
| Paramount Communications, Inc.* 

| New York, NY 

11,800 


| 23,995 | $17 


23,390 $64 





Alco Standard Corp.* 
Wayne, PA 
17,700 


| 23,385 $92 





ARA Group, Inc.* 
| Philadelphia, PA 
125,000 


22,755 $93 








CBS, Inc. 
New York, NY 
7,000 


| 22,735 | $36 





American Financial Corp.* 
Cincinnati, OH 
| 53,000 


22,630 $3 





Capital Cities /ABC, Inc.” 
New York, NY 
19,860 


$63 6,421 


| 20.595 | $486 





Humana, Inc.* 
Louisville, KY 
55,100 





22,450 $256 $72 8,941 





Medians for industry Top 10 


Companies are ranked by industry according to CW 100 Index 
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=| 


| 23,070 $214 $82 | 6,039 


*Estimates are from Computerworld sources, not the company 
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Gillette 


e CONSUMER PRODUCTS 


Information 
Systems Stays 
Close to the 


Business 


BY JOANNE KELLEHER 


Seth Resnick 


Gillette’s Moller (/eft) and Standish re-examine basic as- 


sumptions 


illette Co., having survived to the venerable 
age of 89, has learned that sometimes it does 
make sense to reinvent the wheel. 

The most visible new wheel the firm has created 
lately is the hot-selling Sensor razor, which the 
investment firm Morgan Stanley Group, Inc. 
estimates will account for $210 million in sales of 


razors and blades by the end of 1990. 
Introduced simultaneously in 19 coun- 
tries across North America and Europe 
last January, Sensor embodies many of 
the business objectives that drive Gil- 
lette and its information systems orga- 
nization. 

The silver and black razor is based 
on a spring-mounted design unique in 
the annals of beard-removal technol- 
ogy. Ten designers collaborated on the 
project, using Prime Computer, Inc.’s 
Calma three-dimensional computer- 
aided design software running on Digi- 
tal Equipment Corp. VAX 11/785- 


connected workstations. 

Although the razor was in develop- 
ment for years, a marketing decision re- 
garding the look of the product turned 
the last 18 months before introduction 
into an intricately choreographed race 
against the clock. While the product de- 
sign team pushed for a more attractive 
and higher tech look for the product, 50 
other designers monitored their pro- 
gress and translated the new specifica- 
tions into new factory machines. 

Gillette took on a major manufac- 
turing challenge with the Sensor, its 
first razor introduction in 10 years. Be- 
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cause almost all of the 230 component 
parts and processes were different from 
those used by any of the company’s oth- 
er razor products, a completely new 
production line had to be devised, vir- 
tually in parallel with the evolution of 
the design. 

The need for fast turnaround and 
design flexibility was particularly dra- 
matic with the Sensor introduction but, 
according to Herbert Moller, corpo- 
rate vice-president and director of IS, 
these requirements are becoming much 
more pronounced in all phases of busi- 
ness. 

For that reason, he says, the overrid- 
ing priority for IS throughout the orga- 
nization is to synchronize its pace with 
the accelerating tempo of business. 

“The thrust of a lot of our activi- 
ties,” Moller says, “is to help compress 
planning cycles. That means designing 
applications in such an elegant way that 
youare able to change what you did yes- 
terday with relative ease.” 

There is no template for the kind of 
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applications that Moller is talking 
about. As Ted Standish, director of IS 
for the Gillette North Atlantic Group 
observes, “We used to design applica- 
tions by going to the person doing a job 
and asking him how he did it. That 
doesn’t work anymore because the way 
a job has been done in the past may not 
be the way we want it done in the fu- 
ture. Basically, we’ve stopped hard 
coding organizational assumptions into 
programs.” 

Re-examination of basic assump- 
tions has been an almost continuous 
process at Gillette ever since its major 
restructuring 22 years ago. One of the 
results of that restructuring was the 
creation of the North Atlantic Group to 
treat the U.S., Canada and Europe as a 
single market for shaving and personal 
care products. Translating that idea of 
market unity into operational cohesion 
has meant subjecting the data defini- 
tions and data-producing systems in use 
across the two continents to close and 
ongoing scrutiny. 

“If you are going to treat these areas 
as an integrated market,” Standish says, 
“then clearly you need to get common 
information. The critical part of the 
process is determining how difficult it 
is to get common information using ex- 
isting systems. The answer to that is the 
key to deciding where standardization 
is necessary.” 

Gillette’s European IS groups de- 
cided to standardize on IBM’s Sys- 
tem/38 as a common hardware plat- 
form in 1984. Since then, the seven 
major European centers have moved 
steadily in the direction of full software 
and administrative compatibility — a 
goal that Derek Munson, MIS manager 
at Gillette in Europe, recently estimat- 
ed will be reached in 1992. 

With European operations well on 
their way toward smooth exchange of 
management information, Standish 
says, the next step is to figure out where 
and how to merge information flow 
throughout the entire North Atlantic 
region. 

Top priorities include figuring out 
how to make information on finished- 
goods inventories in Europe and North 
America available in combined form on 
a daily basis and devising a means of re- 
trieving sales information for the top 
accounts across geographic bound- 
aries. 

One vehicle for advancing this type 
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What makes Gillette IS so 
effective? 


e IS keeps pace with fast business. 
© Technological integration of 
North American and European 
markets. 


© Professional advisory board 
coordinates decentralization. 


of informational coordination is a pro- 
fessional advisory board, which was 
created this year. The board, Moller ex- 
plains, consists of IS managers from the 
various business units as well as a num- 
ber of key staffers from the corporate 
IS group. The board’s purpose is to help 
maintain the delicate balance between 


Consumer Products 


| Overall | Total 
| rank 


Company 
Location 


Total employees | 


Gillette Co.* 
Boston, MA | 
30,000 

Polaroid Corp. 
| Cambridge, MA 
| 11,000 


Industry 
rank 


} 


functional decentralization of IS and 
the need for coordinated information 
handling. 

The corporate IS group headed by 
Moller operates a central data center 
providing processing and program- 
ming services to the shaving and per- 
sonal care and stationery products busi- 
nesses. It also has responsibility for 
policy decisions about IS infrastructure 
and technology standards across the 
company. Rather than trying to make 
such decisions by fiat, however, Moller 
has chosen to operate in more of a par- 
ticipatory mode, soliciting suggestions 
from the board on matters such as the 
selection of new technology areas for 
investigation. 
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1989 | Estimated 


score 


_ — 


| (millions) | 
T + 


| 


13 | 2.375 | 


4 


$285 $112 


42 | 26,015 $145 $62 


| Total 
| profits | IS budget | PCs and 
(millions) | terminals 


8,500 


5,000 





McGraw-Hill, Inc.” | 
New York, NY 
14,461 | 


| Colgate-Palmolive Co.* 
| New York, NY 
24,100 


Jostens, Inc.* 
| Minneapolis, MN 
8,264 
Eastman Kodak Co.* 
| Rochester, NY 
| 137,750 
Knight-Ridder, Inc.* 
Miami, FL 
21,000 
Avon Products, Inc.* 
| New York, NY 
34,500 


Harcourt Brace Jovanovich, Inc.* 
Orlando, FL 
15,000 | 


— 


| 
ch 


| 


72 | 25,135 | 


ihe 


$48 


88 | 24,715 $280 


6,824 


5,950 





100 | 24,365 | $54 


23,135 4 


1,852 


0,914 





. | 
| 23,095 | 


| 
4 


$39 


22,865 $55 $36 


8,291 


5,909 





220 | 22545 | $72 | $35 


1,800 





Unilever U.S., Inc.* 
| New York, NY 
| 30,567 


—+— 


223 | 22,495 | $139 $22 








Medians for industry Top 10 


Companies are ranked by industry according to CW 100 Index 
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| 


135 | 23,750| $142 | SEI 


8,562 


| 6,387 


*Estimates are from Computerworld sources, not the company 
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Lots of products promise you the world. But DCA’s new IRMALAN™ products 


deliver it. Now there are no trade-offs when you buy products that 


provide 3270 terminal emulation to the PCs on your LAN. 





USING ONLY 29K, IRMALAN MAKES YOUR 
MEMORY PROBLEMS A THING OF THE PAST. 





How? With RamXpander." DCAs efficient new 
memory manager that breaks the 640K barrier. 
RamXpander swaps the emulator to either hard disk 
or network drive, so you no longer have to buy addition- 
al memory. Or you can use extended/expanded memory. 
If you're using a direct token-ring connection, IRMALAN 


uses only 29K of resident memory. If you’re using DFT, SDLC, or 


token-ring gateway connections, less than 50K is needed. What to e 
Which means you can run your most powerful Our ne V V gate 


DOS applications alongside IRMALAN, without giving up any of IRMALAN’s popular features. Like 


host printer emulation, APA graphics, APIs, and access to as many as five host sessions simultaneously. 


*Or call 1-404-442-4500, extension 63E. © Digital Communications Associates, Inc. All rights reserved. DCA is a registered trademark and IRMALAN and 








IRMALAN NOW SUPPORTS NOVELLS IPX/SPX PROTOCOL. 





That's right, IRMALAN for NetWare is tightly integrated with Novell ’s 


IPX/SPX protocol. This provides significant performance gains 


and saves you even more memory. And since there’s a 


NETBIOS version, IRMALAN fits into any environment. 





IT’S THE MOST COST-EFFECTIVE 
SOLUTION AVAILABLE. 





Quite frankiy, DCAs unique concurrent user li- 

censing makes our cost-per-user unbeatable. You see, 

IRMALAN is licensed to every node on the LAN, but the price is 

based only on how many people need to access the mainframe at once. 


Plus, when you have new software installations or updates, you only have 


All of these benefits, plus unparalleled sup- 


IRMALAN 


port and training, make IRMALAN, if you'll pardon the pun, out of this Gateway Sere 


e e 
world. To learn more, call 1-800-241-IRMA, extension 63E.* [:) CA 


RamXpander are trademarks of Digital Communications Associates, Inc. All other brand and product names are trademarks of their respective owners 





e MANUFACTURING 


3M’‘s Kuhrmeyer: 
Ve do strategic 
planning 
throughout the 
company 


Alvis Upitis 


Sticking With 


Innovation 


3M uses systems to adapt to changing customer needs 


BY ALAN J. RYAN 


AND MICHAEL SULLIVAN-TRAINOR 


he only sticky situations tolerated at 3M Co. are 
those involving consumers using Scotch Tape 
or Post-it Notes or workers adhering to the 
company’s policy of innovation. 

Thanks to the strategic use of information 
systems at the Minnesota Mining & Manufacturing Corp., 
troublesome situations with customers are rare. For exam- 
ple, when ordering any of its more than 60,000 diverse 
products — such as software diskettes, Bufpuf skin care 
products, tape products, paint stripper, Scotchgard fabric 
protector, sandpaper, medical diagnostic equipment and 
masking tape — from any division worldwide, the custom- 
er is always identified by the same ID number. It makes life 
easier for the customer and for 3M. 

Computerized IDs are just one way in which 3M is us- 
ing systems to help meet its business needs and one reason 
why 3M has been named to the Computerworld Premier 100 
list as the most effective user of information systems in 
manufacturing. 

“One of the key tenets to 3M’s success is its ability to 
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adapt to meet new and different customer needs,” says 
Theresa M. Gusman, an analyst at Salomon Brothers, Inc. 
With a presence in more than 50 countries worldwide, 3M 
is doing just fine, she says. 

Sales for the St. Paul, Minn.-based manufacturing giant 
were $126 billion last year, and earnings amounted to just 
over 10% of that figure. Projected 1990 earnings for the 
corporation, which got its start as a mining company, are 
$13.4 billion. Last year, 3M passed the $1 billion mark in 
export sales, according to published reports. 

“They tend to hold leadership positions in their mar- 
kets, and in most cases, they dominate the markets,” Gus- 
man says. Much of that success is because they keep on top 
of the needs of the ultimate customer — the consumer. 

The primary reason 3M’s IS operation is effective is be- 
cause of its strong adherence to standards and its ability to 
anticipate the requirements of the innovative corporate cul- 
ture. This is noi an easy task in a company that pumps out, 
onthe average, 200 new products annually. 

“All through the company we do strategic planning,” 
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says Carl A. Kuhrmeyer, vice-president 
of administration and the company’s 
highest ranking IS official. “The com- 
pany expects each unit to innovate and 
come up with new ideas,” he says. 

That’s where IS fits in. “We pro- 
vide the infrastructure. We facilitate 
the business units’ abilities to carry out 
their ideas,” Kuhrmeyer says. “An op- 
erating division may not realize it needs 
a global database today,” he adds, “‘but 
they may need one two years from to- 
day because of new products they are 
planning. We start developing that 
now and anticipate their needs.” 

3M is organized along product lines 
into 60 different business units. IS sup- 
port for these units ranges from a large 
central organization, which reports to 
Kuhrmeyer, to IS groups and individ- 
uals that report to the business unit ex- 
ecutives. All told, the company has 
87,000 employees, 2,700 of whom 
work in IS. 

“We work very closely with the op- 
erating groups so that we know what’s 
coming,” Kuhrmeyer says. 

Operating under Kuhrmeyer is 
Donald H. Siegfried, staff vice-presi- 
dent of IS and data processing. Sieg- 
fried’s group, based in St. Paul, tells 3M 
buyers of systems from all around the 
country that the preferred vendors in- 
clude IBM, Digital Equipment Corp. 
and Hewlett-Packard Co. 

However, divisions and user de- 
partments — there are 175 3M fac- 
tories in the U.S. alone — are free to 
make their own choices if they feel 
there is a real need to go with a nonpre- 
ferred vendor or product. The compa- 
ny encourages that kind of innovation. 

For instance, Unix had been in use 
on some manufacturing floors for 18 
months before it got support from the 
central IS operation. The manufactur- 
ing people wanted the systems and put 
themin. 

In fact, IS operates much like the 
rest of the company with respect to in- 
novation — new ideas will be encour- 
aged and implemented no matter where 
they originate. “It’s a way of life,” 
Kuhrmeyer says. 

For example, if a division develops a 
new application or process, the central 
group will adopt it without having to 
take it over, he adds. However, there is 
also a strong emphasis on standards 
within a single product line. “A plant in 
Germany will use comparable systems 
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What makes 3M Corp. IS 
so effective? 


e Fanatical dedication to innovation 
and flexibility 

@ Adherence to IS standards to 
ensure consistent product quality 

e Emphasis on strategic planning to 
anticipate future needs 

e Longevity of top management 








to one in the U.S. to ensure the same 
quality, cost and delivery,” Kuhrmeyer 
says. 

Siegfried, who has been at 3M for 
nearly 40 years and is one of many long- 
term employees, is working with a 
1990 IS budget of $469 million. An ad- 


ditional $100 million will be spent on 
end-user activities other than personal 
computers and telephone equipment, 
according to Darril Wegscheid, man- 
ager of IS and data processing informa- 
tion planning. Of that money, nearly 
half will be spent on personnel, includ- 
ing salary, benefits, travel and training 
costs. 

Longevity in the management ranks 
— all of the top managers have been 
with the company for 25 years or more 
— helps 3M carry out its ambitious 
agenda, says Kuhrmeyer, who has been 
with the company for 39 years. “We 
can do some of the things we do,” he 
says, “because we trust each other com- 
pletely.” 
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Company 
Location 
Total employees 


| 3M Co. 
| St. Paul, MN | 90 
| 86,600 

The Mead Corp.* 

Dayton, OH 

21,800 


| Boxter International, Inc. 
| Deerfield, IL 

| 60,000 

TRW, Inc.* 


Cleveland, OH 
74,300 


| Amax, Inc. 
| New York, NY 
| 20,000 


The Penn Central Corp.* 
Cincinnati, OH 
15,100 


| Becton, Dickinson & Co. 
Franklin Lakes, NJ 
| 18,800 


Xerox Corp. 
Stamford, CT 
99,000 


| Aluminum Co. of America* 

| Pittsburgh, PA 

| 60,660 | 
Inland Steel Industries, Inc. 
Chicago, IL 
20,000 


Overall 
rank 


1989 | Estimated | Total 
se profits | IS budget | PCs and 


score ie ae . 
(millions) | (millions) | terminals 
| | 


26,540 | $1310 | $469 | 42,200 


25,725 $216 $53 18,273 
25,645 $446 25,000 
25,315 $263 $85 40,607 
25,055 | $360 | $30 10,000 
25,035 $174 $15 6,538 


24785 | S169 | $46 | 7,381 


24,740 $704 $400 


24705 | $945 | $104 


24,655 $241 $70 
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IS Helps ‘Cat’ 
Stay on its Feet 


BY MICHAEL FITZGERALD 


n a decade that was tough on 

heavy industry, Caterpillar, Inc., 

known by many simply as Cat, 

held its position as the world’s 

top maker of heavy equipment. 
The $11.1 billion company is No. 1 or 
No. 2 ineach of its dozen or so markets, 
ranging from tractors to front-end 
loaders, pipe-layers and various en- 
gines. And the company has actually 
gained market share in its major lines of 
business. 

With information systems playing a 
strong role in that kind of success record, it’s no sur- 
prise that the Peoria, IIl., company ranks No. 1 in the 
Computerworld Premier 100 industrial class and is 
one of only four industrials in the overall ranking. 

Caterpillar’s IS strategy is vital to maintaining its 
leadership position. “We make sure that the compa- 
ny always has a competitive advantage from the use 
and flow of information,” says Dale Fieldcamp, di- 
rector of computer IS at Caterpillar. 

Fieldcamp, 62, has worked at Caterpillar for 40 
years in departments ranging from parts distribution 
to finance and accounting. He has worked in IS for 
the past 10 years, six years as director. His broad 
background in the business helps give users “a feel- 
ing of confidence” that their interests are being 
served by IS. 

His philosophy? “The users should always feel 
that it’s their project, their objectives and their goals, 
and it’s notan ‘IS project,’ ” Fieldcamp says. 

That approach squares with what Fieldcamp sees 
as a fundamental shift over the last few years in sys- 
tems projects in general. “The process is now geared 
more toward the total business, where before it was 
geared more toward the task at hand,” he says. 

Fieldcamp credits Caterpillar’s top executives 
with helping spread technology throughout the or- 
ganization. “Management recognizes the impor- 
tance of information technology. That’s been a ma- 
jor factor in our success.” 

In this case, crediting management is more than 
simply good politics, Wall Street analysts say. Cater- 
pillar goes into a project having done “much deeper 
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Heavy 
industry 
giant uses 
systems to 
keep its 
balance 
during tough 
times 


soul-searching” than its competitors, 
says Karen Ubelhart, a first vice-presi- 
dent at Shearson Lehman Hutton, Inc. 

Take, for example, the company’s 
$2.3 billion, 5-year-old “Plant With A 
Future” project designed to revamp the 
32 facilities that Caterpillar operates 
worldwide by 1992. “Companies are 
always upgrading their factory floors,” 
Ubelhart says, “but Cat just sat down 
with a clean sheet of paper and, instead 
of doing an evolutionary change, is 
making a major change in the way they 
make their products.” 

Caterpillar is one of the most vertically integrated 
companies in the industry, which “puts a greater de- 
mand on [information] systems,” says Tobias Lev- 
kovich, capital goods/machinery analyst at Smith 
Barney, Harris Upham & Co. One result, he says, is 
that “‘you’ve got to control your entire manufactur- 
ing process from steel producing to the end of the as- 
sembly line.” 

This puts added pressure on IS, which has to be 
involved in the new design criteria for equipment as 
wellas design of the manufacturing floor. 

The extreme vertical integration makes Caterpil- 
Continued on page 60 


Caterpillar,Inc. keeps rolling along 


Caterpillar, Inc. 
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Continued from page 58 

lar a highly capital-intensive company, 
which means the huge investment in the 
Plant With A Future project is a genuine 
commitment to complete change. 

“Caterpillar has been extremely cen- 
tralized, which was a way of managing the 
demand that they have,” says Jennifer 
Cole, industrial goods analyst at A.G. Ed- 
wards and Sons, Inc. Cole says she ap- 
proves of Caterpillar’s extensive and on- 
going reorganization. 

“T think they’re doing the right things 
with the Plant With A Future program and 
the reorganization of the management 
structure,” she says. “They have reorga- 
nized the manufacturing from centralized 
to decentralized functions. Each area will 
be profit centers, whereas each individual 
division didn’t have a good sense of where 
money was coming from before.” 


= 


What makes Caterpillar IS 
so effective? 


© $2.3 billion plant of the future 
project. 

e Vision of seamless worldwide 
network. 


e Emphasis on technological change. 


e Extensive use of advanced 
telecommunications. 








Fieldcamp also sees it as another man- 
agement challenge for IS: 

“They’re setting up profit centers; we 
have to get them all the information they 
need to run their businesses in a new way. 
We have to be sure we’re developing those 
and making it available to them.” 


Company 
Location 
Total employees 


Overall 
rank 


1989 
profits 
(millions) 


Total 
PCs and 
terminals 


Estimated 
IS budget 
(millions) 


Total 
score 





Caterpillar, Inc. | 
Peoria, IL | 35 
60,409 | 


26,405 $497 $300 25,000 





The Timken Co.* 
Conton, OH 


] 949 
250 


25,910 $55 $37 5,110 





The Pittston Co.* 
Greenwich, (T 
14,500 


Ingersoll-Rand Co. 
Woodcliff Lake, NJ 
31,623 


eee 


25,470 | $66 4914 


ta 


25,400 $80 18,000 





Dresser Industries, Inc.* 

Dallas, TX 

31,400 | 
Harnischfeger Industries, Inc.* 


Milwaukee, WI 
12,000 


24,295 $170 $106 9,420 


23,675 $7] $20 3,538 





Masco Industries, Inc.* 
Taylor, Ml 
14,300 


23,135 | $57 $35 1,981 





Trinity Industries, Inc.* 
Dallas, TX 
9,560 


22,835 $30 $13 362 








Paccar, inc.* 
Bellevue, WA 
13,077 


Parker Hannifin Corp. 
10 = Cleveland, OH 
31,000 


201 


212 


$242 $50 3,769 


22,740 | 


22,620 $124 $49 8,600 
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Companies are ranked by industry according to CW 100 Index 


60 


120 | 23,985 


$50 | 


$98 5,012 


*Estimates are from Computerworld sources, not the company 
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Fieldcamp says this extreme vertical in- 
tegration, plus the effort to decentralize, 
pulls the IS department in different direc- 
tions. 

“We try to minimize the centralization 
and to keep it as distributed as is practical. 
But in a highly integrated operation like 
ours, we have to recognize that some core 
corporate items must be centralized,” he 
says. 

Thirteen of Caterpillar’s 17 divisions 
are “profit centers” that sell directly to the 
public. The other four are internal service 
divisions. Fieldcamp’s group is part of the 
Corporate Services Division, headed up by 
Vice-President Charles E. Rager. Other 
branches within the division include mar- 
keting support services and computer-in- 
tegrated manufacturing. The company 
now has about 300 product lines (services 
notincluded), as opposed to approximately 
150 lines a decade ago. 

Caterpillar has plants in 10 countries, 
217 dealers worldwide and 22 distribution 
sites in 10 countries. Systems in use range 
from Unix-based workstations in engi- 
neering to IBM machines on the corporate 
side and Digital Equipment Corp. systems 
onthe shop floors. 

With design engineers in Illinois, Ja- 
pan, Belgium and 2razil working on the 
same products, for instance, Fieldcamp 
must find ways to allow these engineers to 
work together. 

One way is through heavy emphasis on 
advanced telecommunications. Caterpillar 
bought a satellite four years ago with the 
goal of allowing its engineers to work on 
the same image simultaneously and see 
their colleagues’ changes as they are made. 

Fieldcamp estimates that this kind of 
seamless image sending is probably anoth- 
er three or four years away. In the mean- 
time, the satellite has enabled Caterpillar to 
get service and marketing information to 
its dealers faster than ever before. 

“We sell products throughout the 
world, and you need a communications 
network that will reach dealers regardless 
of how remote they are, and reach them in 
a timely fashion so they’re up to date on 
equipment and how to service the equip- 
ment,” Fieldcamp says. 

It’s all part of keeping Caterpillar mov- 
ing. As Fieldcamp says, “business needs 
drive the use of technology.” And at Cat, 
that means a big payload. 0 
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Laptops and 


Supers 
Help Merck 


Shine 


BY GLENN RIFKIN 


Louis Psihoyos/Matrix 


CEO Vagelos heads up Merck’s management council 


nformation systems excellence might be one of 

the best-kept secrets about Merck & Co., a 

potent force in the tight-lipped drug industry 
and arguably the most highly regarded corporation in 
the U.S. 


In 1986, Merck passed none other than IBM to 
finish atop Fortune’s list of America’s most admired 


corporations and has held that spot ever 
since. It now adds another honor: most 
effective user of IS in the pharmaceuti- 
cals market. 

You’d hardly know it. Albert Cin- 
orre, Merck’s vice-president of com- 
puter resources, refuses to discuss 
Merck’s IS operations and has instruct- 
ed his staff todo the same. 

Although he won’t talk to the press, 
Cinorre did acknowledge in an internal 
company publication that Merck con- 
siders itself a technology leader in the 
industry. In fact, without Merck’s ma- 
jor commitment to computing, Cinorre 
added, “we'd probably be out of busi- 
ness.” 

Cinorre oversees an IS budget of 


$185 million and a staff of 1,000 IS pro- 
fessionals in Merck facilities around 
the world. According to information 
provided by Merck, the company has 
11,000 personal computers and termi- 
nals and spends 50% of its IS budget on 
personnel costs such as salaries, train- 
ing, benefits and travel. 

The company, formerly a major 
Wang Laboratories, Inc. shop, has 
turned to IBM during the past three 
years. Most of its $110 million worth of 
equipment is from IBM, and according 
toa Merck spokeswoman, the new cor- 
porate headquarters in White House 
Station, N.J., will use state-of-the-art 
IBM systems. Merck plans to move in 
1992. 
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The pharmaceuticals industry is in- 
tensely competitive and is thus secre- 
tive about product development. A suc- 
cessful new drug introduction is the 
result of years of exhaustive research, 
clinical trials, government approvals 
and marketing plans. Mevacor, for ex- 
ample, a critical cholesterol-reducing 
drug, took Merck 10 years to develop. 
Being first to market can mean hun- 
dreds of millions of dollars in revenue 
to a company. So it’s little surprise that 
sharing tips on how to get that edge is 
verboten. 

Merck also gets to market better 
than anyone else. According to For- 
tune, Merck has introduced a remark- 
able 10 major drugs since 1981, each ac- 
counting for at least $100 million in 
sales annually. 

Computers play a critical role in 
drug development, particularly in the 
areas of molecular modeling and crys- 
tallography. Merck recently installed a 
high-end IBM 3090 with supercom- 
puter speed in its Merck, Sharp & 
Dohme Research Lab. 

Merck scientists were finding it dif- 
ficult to get computer time on the old 
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system to model and analyze results of 
design and testing. The new system al- 
lows Merck scientists to run programs 
in seconds that once took 30 minutes or 
longer on older workstations. 

Merck hopes the new system will 
make possible such research projects as 
designing molecules to adhere to recep- 
tors or binding sites in the body. Find- 
ing these molecules often means testing 
hundreds of compounds, using com- 
puter simulation to find the one that 
fits. Once the molecules are found, 
chemists can theoretically synthesize 
them and find new ways to combat can- 
cer and other diseases. 

Merck, Sharp & Dohme’s sales 
force — the largest in the Merck em- 
pire — pioneered the use of portable 
PCs back in the mid-1980s and is now 
spreading laptop technology even fur- 
ther. By the end of 1991, all 2,700 sales 
representatives will be using laptops on 
customer calls. 

By giving its 100 hospital sales rep- 
resentatives computers five years ago, 
Merck earned a reputation as a technol- 
ogy-driven company, and that image 
has spread. The company says PCs al- 
low sales representatives to make on- 
the-spot projections and analyses that 
would previously have taken weeks. 
For example, a software program for 
Merck’s injectible antibiotic Primaxin 
can make 24,000 comparisons of the 
microbiological spectrum of 28 antimi- 
crobial agents so that physicians and 
prospective customers can see just how 
many diseases the drug can treat. 

Merck is using laptops and conven- 
tional PCs in training and sales support 
across the entire corporation. Internal- 
ly developed software programs are 
giving Merck a competitive advantage 
in every facet of sales, including plan 
routing, order tracking, customer pro- 
files and internal communications. 

For the past several years, Merck 
has been investing heavily in robotics 
and intelligent vision systems to im- 
prove its quality control and manufac- 
turing processes. 

Merck has its own advanced tech- 
nology group, which is at work on de- 
veloping a low-cost seeing machine. 
William Pater, senior director of IS 
management, oversees the group. 

The firm has also targeted expert 
systems and voice recognition as criti- 
cal technologies for use in its research- 
intensive environment. It installed its 
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What makes Merck IS so 
effective? 

@ Strong investment in IS 
personnel. 

@ Savvy use of IBM 3090 for 
drug development. 

e Widespread use of portable 
PCs for sales force. 

e Exploration of advanced 
technologies, including robotics, 








intelligent vision. 


first voice recognition system in 1987 

at its Hybridoma lab in West Point, Pa. 
Merck’s IS group did pioneering 

work in creating the pharmaceutical in- 


dustry’s first computer-controlled pro- 
cessing facilities. The company imple- 
mented an MRP II system at its West 
Point facility as well. 

Merck’s business strategy is steered 
by a management council headed by 
President and Chief Executive Officer 
Roy Vagelos. The council, which 
meets monthly, is made up of 22 senior- 
level executives; each division is repre- 
sented. Cinorre and his Computer Re- 
sources Group are part of a corporate 


division that oversees the activities of 


all other divisions. Cinorre himself re- 
ports to council member Stanley Fidel- 
man, senior vice-president of engineer- 
ing and technology. 
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Pharmaceuticals 


Company 
Location 
Total employees 


| Merck & Co. 
Rahway, NJ 
| 34,000 


Overall 
rank 


1989 
profits 
(millions) 


Estimated 


hes IS budget 


score 


38 26,310 $1,500 $185 | 1 


Total 


PCs and 
(millions) | terminals 


1,000 





Abbott Laboratories 
Abbott Park, IL 
43,000 


24,975 $860 $145 ] 


5,000 





| Eli Lilly and Co.* 
| Indianapolis, IN 
| 28,200 


24,505 $940 $39 


24,995 





Central Soya Co. 
Ft. Wayne, IN 
3,474 


24,005 $15 $23 


74) 





| Johnson & Johnson 
| New Brunswick, NJ 
| 81,300 


23,705 





Whitman Corp. 
Chicago, IL 
25,000 


23,425 





| Pfizer, Inc. 
| New York, NY 
| 40,000 


23,370 





Warner-Lambert Co.* 
Morris Plains, NJ 
33,000 


23,190 





| Schering-Plough Corp.” 
| Madison, NJ 
| 21,300 


22,915 





Coca-Cola Enterprises, Inc.* 
Atlanta, GA 
20,000 


Medians for industry Top 10 


22,895 


$41 


| 23,565 $71 


Companies are ranked by industry according to CW 100 Index 


COMPUTERWORLD PREMIER 100 





THE PREMIER 100 





COMPANY, RANK 

Ambase Corp., 80 

AMR Corp.,4 

AT&T,74 

Abbott Laboratories, 79 

Aetna Life & Casualty Co., 99 

Air Products & Chemicals, Inc., 25 
Allied-Signal, Inc., 24 

Aluminum Co. of America, 89 
Amax, Inc.,73 

American Express Co., 26 
Ameritech Applied Technologies, 23 
Atlantic Richfield Co., 31 

Banc One Corp.,9 

Bankamerica Corp., 40 

Bankers Trust New York Corp.,3 
Baxter International, Inc., 50 
Becton, Dickinson & Co., 83 

Bell Atlantic Corp., 22 

The Boeing Co., 49 

CSX Corp., 55 

Carter Hawley Hale Stores, Inc., 87 
Caterpillar, Inc.,35 

Centerior Energy Corp., 47 
Chicago & North Western Trans. 14 
Colgate-Palmolive Co., 88 

Contel Corp., 39 

Corestates Financial Corp., 19 
The Dow Chemical Co., 20 

Duke Power Co., 82 

The Dun & Bradstreet Corp., 11 
Eli Lilly and Co., 92 

Enron Corp., 96 

FMC Corp.,2 


Federal Express Corp., 28 
Freeport McMoran, Inc.,70 
GTECorp.,21 

Gencorp, Inc., 10 

General Dynamics Corp.,6 
General RE Corp., 44 

Gillette Co., 13 

The B.F. Goodrich Co., 46 
Grumman Corp., 41 
Ingersoll-Rand Co., 61 

Inland Steel Industries, Inc.,91 
J.C. Penney Co., 95 

J.P. Morgan & Co.,76 

Jostens, Inc., 100 

Lockheed Corp.,77 

Louisiana Land & Exploration Co., 86 
MCI Communications Corp., 1 
Martin Marietia Corp., 16 
Massachussetts Mutual Life Ins., 53 
McDonnell Douglas Corp., 65 
McGraw-Hill, Inc.,72 

The Mead Corp., 48 

Merck & Co., 38 

Merrill Lynch & Co., 93 
Metropolitan Life Ins. Co., 63 
Mobil Corp., 68 

Monsanto Co., 37 

Mutual Benefit Life Ins. Co., 84 
The Mutual Life Ins. Co., 94 
National City Corp.,81 

New York Life Ins. Co., 54 
Northeast Utilities, 45 
Northrop Corp., 51 
Northwestern Mutual Life Ins., 98 


Norwest Corp.,8 

Oryx Energy Co., 32 

Pacific Mutual Life Ins. Co., 34 
Paine Webber, Inc.,7 

The Penn Central Corp., 75 
Phillips Petroleum Co., 33 

The Pittston Co., 60 

Polaroid Corp., 42 

Primerica Corp., 58 

The Prudential Ins. Co. of America, 57 
Quantum Chemical Corp., 67 
Rockwell International Corp., 69 
Rohm & Haas Co., 52 

Salomon, Inc., 36 

Sears, Roebuck and Co., 12 
Security Pacific Corp., 17 
Shawmut National Corp., 97 
Signet Banking Corp., 15 
Southwestern Bell Corp., 29 

Sun Co.,78 

TRW, Inc., 64 

Textron, Inc., 66 

The Timken Co., 43 

The Travelers Corp.,71 

3M Co.,30 

US West, 27 

Union Carbide Corp., 62 

Union Texas Petroleum Holdings 5 
United Technologies Corp., 59 
United Telecommunications, Inc., 18 
Valhi, Inc., 90 

Wells Fargo & Co., 56 

Xerox Corp., 85 





+ 
HOW TO EVALUATE YOUR COMPANY 


ompanies that wish to compare their use of information systems with the 

Computerworld Premier 100 can request a worksheet to evaluate their rank- 

ing. During the past two years, companies have found the worksheet to be a 
useful measure of their industry standing. 

Actual Premier 100 rankings are based on a system that considers each firm’s score 
in relation to the figures for all companies surveyed (see methodology page 17). For 
this reason, the worksheet calculations will not represent exact scores. However, 
ranges provided in the worksheet will allow companies to approximate their total 
scores. 

To obtain a worksheet, contact Michael L. Sullivan-Trainor, Senior Editor, Com- 
puterworld, 375 Cochituate Road, Framingham, Mass. 01701. Telephone: (800) 
343-6474 or (508) 879-0700, Ext. 229. 
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The Company That Did 


ThisForCICS 
IsNow Doing TheSame 
For Batch. 


On-Line Software— 
the world leader in CICS debugging— 
announces the best batch debugging software 
on the market: InterTest*/Batch. 
InterTest/Batch gives you all the productivity benefits — 
you ve come to expect from InterTest for your Batch COBOL™ VS, COBOL II, 
MVS™ Batch and IMS/DC™ program debugging. 
As you know, older batch programs—often written by others—can be a 
real problem to debug, but with InterTest/Batch your programmers can now 
quickly debug important programs with the same ease you expect from InterTest CICS. 
InterTest/Batch has a fully ISPF™ “look and feel? with all the tools you need for sym- 
bolic, interactive source-code debugging. 
InterTest/Batch is being introduced to provide the same breadth of function and so- 
phistication that our 3,000 interTest/CICS users have grown to expect. 
= _ And, naturally, InterTest/Batch is backed by On-Line Software’ over twenty years 
of awk in IBM systems software and its commitment to superior support and 
service, including comprehensive training and consulting assistance and a lifetime trade-in 
guarantee. 
eee: ™ most effective way to eliminate bugs since Raid? 
For information, call 800-642-0177. In e 
Canada, call 416-620-4844. In Europe, call F4Oulines On:Line Software 
44-71-631-3696. CN Te kN A TO NA E 
InterTest is a registered trademark of On-Line Software International, Inc 


IBM, COBOL, MVS, IMS/DC and ISPF are trademarks of International Business Machines Corporation. 
Raid isa registered trademark of S.C. Johnson & Son, Inc. 





Technically Its An 
Architecture. But It's 


Really Something Else. 


Freedom to choose. Freedom to 
change. Freedom to grow. The basic 
F eed tenets under- 

I om. lying the most 
advanced, and independent architec- 
ture ever developed. s 

The onal CA90s 
Architecture For The 90s === 
from Computer Associates. 

Since it encompasses 
SAA, NAS and the other industry 
standards, CA90s gives you 
unprecedented freedom to integrate. 
Across platforms, operating systems, 
different vendors—throughout your 
entire corporate environment. 

Not next year. Next 
month. Next week. 
CA90sis ™~ here today. Unlike other 
architectures, CA90s is already 
supported by the world’s broadest 
range of software solutions. 

But that’s only the beginning. 
The best news is in how these 
applications work together. By shar- 
ing common services and advanced 
technology, CA software brings you 
the highest levels of integration and 
automation in the world. 

d With CA90s, you'll be 
An prepared for whatever 
Ti happens in 

OMOITOW. the future. It 
provides responsible, efficient ways 
to migrate to new technology, while 
protecting the enormous investment 
you've made in your existing 
technology. 

Altogether, CA90s is the 
architecture that offers you the 
freedom to face tomorrow. 

And it’s ready just when you 
need it the 
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©1990 Computer Associates International, Inc., 5 “ 
701 Stewart Avenue, Garden City, NY 11530-4787 1-800-645-3003 
CA90s is a trademark of Computer Associates International , Inc 
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Introducing The First Word 
Processor Designed By An Army 
A Telephone Company, Genetic 


Engineerm 
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Its true. A whole 
army of Fortune 1000 
companies and govern- 
ment agencies are 
designing future versions § 
of MultiMate. Including 
an actual army. And a 
think tank. A band-aid 
maker. Oil companies. 

And five major insur- 
ance firms. 

The 140 members of 
the MultiMate Customer 
Advisory Board want cross- 
platform compatibility. So 
were developing versions of 
MultiMate for Windows, 
OS/2, UNIX and Macintosh. 
These compatible programs 
will reduce training and sup- 
port costs, while providing 
consistent, easy-to-use word 
processing across your entire 
computing environment. 

The information profes- 
sionals on the Board are also 


Trademark/Owners: MultiMate, Ashton-Tate, Ashton-Tate Logo/Ashton-Tate Corp. Other product ni. 
© 


familiar with other popular 
word processing programs. 
They aa which features 
are productive, which arent, 
and what’ missing. By listen- 
ing to their advice, we give 
you a word processing prod- 
uct that’s second to none. 
Accomplishing this is a 
continuing process, but we've 
already added advanced fea- 
tures to MultiMate version 40 
that include the industry's 


ames used herein are for identifica 
© 1990 Ashton-Tate Corporation. All Rights Reserved. 


fication pur 


poses on 


g, Atomic Research 
ourse, Ihe IRS, 


leading grammar checker, 
built-in electronic mail, 
a drawing function for 
creating pon graphics 
importation and editing, 
“y the most extensive 
ile conversion capability 
in the business. 

Were also committed 
to regular, timely upgrades 
to keep pace with today’s 
emerging technology. 

For more information 
on the future of MultiMate, 
call 1-800-437-4329, Ext. 1909. 
Or upgrade to MultiMate ver- 
sion 40 now for only $75 by 
calling 1-800-2ASHTON. 

If you want your word 
processor to be all that 
it can be, join the army 
of companies that have 
made MultiMate a major 
industry standard. 


AN Ashtonlate 


ly and may be trademarks of their respective compan 





== NEWSRELEASE J 


INTEGRAL ANNOUNCES TRADE-IN 
PROGRAM FOR MSA AND M&D CLIENTS 


Uncertainty Created By Dun&Bradstreet Acquisition Prompts Special 
Integral Financial and Human Resource Program 


Walnut Creek, CA — In response to overwhelming requests from within the 
newly combined MSA and M&D client base, Integral today announced a 
financial and human resource software trade-in program designed to provide 
organizations with proven, stable and enduring business solutions. 


Under the terms of the Integral program, D&B Software clients who trade in 
existing financial or human resource systems will receive up to 30% off the price 
of a new financial or human resource system from Integral. Integral's trade-in 
program offers superior application performance and a clear technical direction 
to these D&B Software clients — and at a significant savings. 


The program originated in response to strong and rapidly growing concern 
among the D&B Software client base over questions of product continuation, 
commitment to support, and overall D&B Software company strategy and 
technology direction. In recent coverage of the D&B Software user conference, 
COMPUTERWORLD noted that “many left the conference skeptical and 
confused about how the company will ‘bridge’ the redundant applications soft- 
ware lines it has acquired.” 


Since 1972, Integral has developed and serviced the most functionally rich 
and technically advanced financial and human resource systems in the industry. 
Today, Integral has installed software products at more than 2000 client loca- 
tions. Recently Integral was awarded IBM's Outstanding Business Partner of the 
Year Award for the second consecutive year. 


For Details On This Limited Time Offer, 
Please Contact: 


In the U.S. 800/824-8199 7 
In California 800/824-8198 


In Canada 415/939-3900 2185 N. California Blvd., Walnut Creek, CA 94596 
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